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Surprisingly low in cost 

73% of Davey clients paid less than $100 each 

In ]<>47 Davey Tree Surgeons served 17.41 7 clients. Volume in 1043 $ 800,000 

from llo>l»nlo Kansas! ity ami from Canada t«th* Volume in 1941 91,200.000 

fiiilf niii¥iiliiiiMioniiiihwilM> in mill.lOil.Oflfl Volume in 9i.6OO.0O0 

And yet for this expert, reliable tree service— Volume in I0M 94.000,000 

074G clients paid lets than $50.00 each Volume ill 1047 . $4. Hst.MOO 

2flll paiil fn.in 9.V).IK1 to 91lMt.(Hlc.n li This steady and substantial prowth docs not 

Sf-'174 Ji. i nl from $100.(10 to $400,110 each provecvervthin,:. I ml it does mdie.ilca hiu'h measure 

II1S7 p., i,| from $400.00 to 9.100.00 each of value and satisfaction. Hon ■ I-.- could llns pcr- 

And only (iss paid over $.11 Ml 00 each solid service business l,e maintained and madi to 

[lavey Tree Surgeons are easily availahle. They prow ? More t h. in h.i If I lie business , i,Ti year cum - 

live an,] work in \r.iir vicinity. There are nearly from former clients. 

!M)0 of them now— nil carefully selected, thoroughly Every hour of every day !IM<> Davey Tree Sur- 

ir.imi d, properly disciplined and supervised, and peons ere working on probation. Every diem 1 r. - 

held to a Inch standard of sen he - scattered over serves the riphl to o,,p t:,e w,,tk at Ins diseret ..m 

I he eastern half of this counlry and < anada. They must give satisfaction or they would have an 

Thehusinessof TheDavcyTree Expert Company employment. They will please you also. Wire or 

has trehled since I!>4:i, as follows: write nearest office. 

THE DAVEY TREE EXPERT CO., Inc., 888 City Rank BIdg., Kent, Ohio 
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No other cars in aff tBe worfcf filte these 



The New 

CADILLACS 



The New 



TBe New 



SALLES ♦ . 
FLEETWOODS 



THE MOST COMPLETE AND EXTENSIVE LINE EVER PRESENTED 




\ou Must Drive These Cars to 
Revolutionary Performance, Control, 

. More Powerful — ■ °0^Dcgrce, V-Type, 8' 
Cylinder Engines. Incomparably smooth and 
silent. 

. New Cadillac- La Salle Syncro^Mesh 
Silent- Shift Transmission — Standard 

method of shifting retained. Noiseless. Non« 
clashing. So quick not a second is lost, and 
getaway in traffic is instantaneous. 

. New Cadillac-La Salle Duplex Me= 
chanical System of Effortless Four 

WilCel Brakes the most scientific, costly 

and efficient ever developed. Two independent 
systems. Internal shoe type. Enclosed. Long lived. 
Minimum of pedal pressure. Only one easy, 
simple outside adjustment for each brake. 

. SeCUrity=P(ate GlaSS — For your greater 
protection. No longer even the remote hazard of 
flying glass fragments. 



Appreciate Their New and 
Security and Mind-Ease Features 



. New Adjustable Front Seats — Easily 

adjusted to suit the comfort of any driver. 

6 . . Pneumatic Control in Chassis and 

Body Engineering — Principles of pneu- 
matic control in chassis and body construction 
assuring maximum quietness. Bodies incorpora^ 
ting features of outstanding strength, roominess, 
comfort — and the last word in style. The finest 
products of Fisher and Fleetwood. 

7 . . New Modernity in Finish and Ap= 

pointment — Deep, rich upholstery. New fit- 
tings. Deft and pleasing treatments in fabrics and 
trim. 

. Chromium Plating — The new metallurgical 
treatment that assures permanent lustre of ex* 
posed nickel parts. 



FIFTY BODY TYPES AND STYLES BY FISHER AND FLEETWOOD 



IOU CANNOT buy a car at 
home or abroad that will give as 
much delight as the newest Cad» 
il(acs,LaSalles — and Fleetwoods 
on these chassis. 

The Cadillac Motor Car Conr 
pany does not hesitate to state 
that there is nothing elsewhere 
even remotely approximating the 
character and calibre of these 
matchless new creations. 

Never at any time in the history 
of the motor car has a given price 
in any class or grade purchased 



7h*e Excfusive New Tfeetwoods 

In addition to the splendid array of new 
"Fisher Body types and styfes there are 14 
exclusive and exquisite custom modefs — 
Fleetwood designed and Fleetwood built 
— offering the widest and most extensive 
sefection of fine cars ever made available 
by any manufacturer — a deluxe model to 
meet the taste and requirements of the 
most fastidious. 
j_ J r .{. 

an equal degree of motoring lux- 
ury. Not only because of the 
surpassing excellence of the cars 
themselves, but by virtue of a 
dependable and far-reaching 
dealer body to serve Cadillac and 
La Salle owners, a national serv= 



ice policy clearly defined and the 
same efficient service under 
factory regulation at prices 
limited by us. 

To understand and appreciate 
fully just how great an advance 
the new Cadillacs and La Salles 
represent it is necessary to drive 
them, to test their amazing per= 
formance, their comfort in action, 
and their case of operation. These 
new models are now ready for in= 
spection at all Cadillac^LaSalle 
showrooms. 



Cadillac Motor Car Company 



Detroit, Michigan 



Division of General Motors Corporation 



Oshawa, Canada 
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!!•». »t tin' i'nn ilrtiiv .it Wurfiiiigt.iii, Ii. t' . nniln rhr An „f March 3. l»t». 
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^Save 12 men ~ 

and yet a 30% increase in production 

W hrreter materials are handled an OveR-Way System can be 
enuineered to effect like results. .Ink for an It- M Unttineer to make 
a survey of your liandlinti problems and submit recom tnemlations. 



Nntinnnl Screw & Mfp. Co., Cleveland, 
ri purls through Christian S. Sorenscn, 
Superintendent of Equipment : "Our 4 
plating lines, i ,n h equipped with a Richard*- 
Wilcox OveR-Way System, use a total of about 
ft. of I - 1 >« am tr.uk. Handling is done with 
*' electric hoists and 3 air hoists suspended 
from R-W Ball-Bearing Trolleys. The entire 
m Hi m wa- engineered and installed by 
Ri< liard- V, ili <i\. 

" I liiv department is the largest (dating bar- 
rel installation in the world, with a capacity 
of 18 to 21 million piei es in a 10-hour day. It 
it c«jujpjicd lor noki l. zinc, braes, topper, 



lead, black nickel, cadmium, and silvrr 
plating. 

"Screws, bolts. nuts, ami prrew macbine 
products are bandied by the OveR-^ay Sys- 
tem through R cleaning and rinsing tanks, tho 
plating machines, and Jinalh rinsed and dried. 

"Formerly all this handling was done by 
band. -Now, when working at full capacity — 
about 20 Ions a day — the R-W System is sav- 
ing at least 12 men in the plating department, 
and increasing production about 30%. 

"The only maintenance required ie an occa- 
sional oiling of the trolleys." 



n.w Vu ,k ■ AURORA, ILLINOIS, U.S. A. ■ . a**. 

Boston l ii i !..lr ><.>,., ii. v.i j,, .1 i in. Mm j ii IndianapolU m 1 Niw()il.m. On Molnn 

Misacipuli, k«nM« City Lo, Annln l»n Kt.nd.iu Onuba m ■«< Drtrort 
Moionl • RICHARDS .WILCOX CANADIAN CO.. LTD., LONDON, ONT. ■ Wlnolpt* 



When writing to Rini.wiK- Wilcox Co. pteojc mention .Votiori'i Wu«n«« 



N ATI 0 N 'IS li U 8 J N E 8 8 Jor September, 1 !h>K 



You Can Still Save Money 
ifKm Join the Guild NOW! 




SoK5 Sir 

harol 

HiwebS 




Membership is FREE! 



MORE than 50,000 men and 
women now enjoy free mcm- 
bership 111 The Literary Guild. They 
subscribed for twelve of the year's best 
books in advance of publication for a 
single fee, a great deal less than the 
total retail value of the books they re- 
ceive. How the price is going up.' Cir- 
cumstances beyond the control of the 
Guild executives have made a price ad- 
vance necessary. 

For a limited tune only you can sub- 
scribe at the old rate and assure your- 
self Guild books for a year at the same 
amazingly low price. 

You know how the Guild plan works 



Send for 

WINGS 

Free 




— how Carl Van Doren and the Editor- 
ial Board choose one book each month 
from publisher's manuscripts be/ore 
publication — and how that book is 
issued in a special binding and special 
edition for Guild members only on the 
same date that the trade edition is dis- 
tributed to the stores. You receive your 
copy of each book postpaid, before your 
friends have discovered it and urged 
you to read it. You are an insider in 
constant touch with the latest and best 
in American letters. 

Quality Is Not 
Sacrificed 

The beauty of Guild books has con- 
tinued to amaze members and non- 
members alike. No economy is exer- 
cised in the production of Guild selec- 
tions. The best paper and binding ma- 
terials are always used, specially chosen 
types and artistically designed covers 
and titles pages are features of the Guild 
editions. BLACK MAJESTY, one of 
the most popular Guild books issued, 
was illustrated throughout with three- 
color, full page pictures and other dec- 
orations by Mahlon Blaine. 

Both TRADER HORN and that 



famous old adventurer's second book, 
HAROLD THE WEBBED have been 
Guild selections. The much discussed 
BAD GIRL was the Guild book for 
April. These are books you iv<mt; books 
you will read whether you are, a mem- 
ber of the Guild or not. Join the Guild 
at once and realize a considerable sav- 
ing on twelve chosen books a year. Get 
full information now before the price is 
advanced. 

Mail the coupon at once for 
your copy of WINGS 
absolutely free! 

The Literary Guild of America, Inc., 

Dep't. 54, N, B, 
SS Fifth Avenue Mew York, N. T. 



Thi: Litkraky Guild or Autmca, Inc., 
Dept. 54, N. B. 

5; Fifth Avenue, New York, N. Y. 

Send mc a copy of WINCS and tell mc 
linn, in liccome .i memlvi ul the Liter.iry 
Guild before the price goes up. 



AJdrej.5 
City. . 



(rAi'n writing to The LitmuiT Grjiu> or Amouca. Int., pfruAr mr-ntion Sntinn't Aiuinrat 
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A motor-car maker saves 87.4H6 in maintenance costs 



How S. L.* adds unexpected profits 
to increased efficiency 



When scientific management locks 
ln<-inllv .inns wit } i 'Scientific I,n- 
i i n :i I ii m, unlooked-for profits of I en 

bob up. 

Here's just one example from our 
tiles: A motor-car manufacturer, 
noted for efficiency, changed to 
(iargoyle lubricants. Changes in 
lubricating methods, suggested by 
it-, eliminated two out of three main- 
tenance men — an annual saving 
of 04*988. 

In another department the change 
reduee<l consumption of lubricants 
liy afl r ( and did away with an 
annual inainteiiance and renewal 
cost ofs|.v!(MI. Still another depart - 
nn'iil saved A],!M1() of annual hearing 

replacement costs. 

Savings such as these, however, 
arc only incidental to the real func- 
tion of scientific lubrication. Such 
.savings may 1m> small. The real 
economy which scicnl ific lubriea t ion 
promotes is due to increased effi- 
ciem y of your machinery all along 
the line, and a lengthening of its 
useful life. 

This f iinda mental sort, of economy 
seems h, u- to deserve the at lent ion 
of every executive, from the Chair- 
man of the Hoard to (he machine 
foreman. We make no general 
promises of specific savings, hut 




Kuhriralhig Oils 

I In wi.rM'a ijuulity oil- tor plant lubrication 




No matter m1i.ii \oiir jirinlin-1 may In", rorrrrt luttrii'atinn 
r.in lirinj: .ilionl ilrfinil)' rrnnnmiis nn-1 iniTras»<l fflirirnry . 



we can justifiably say this to you: 
few minutes spent with a 
Vacuum Oil man may lead to an 
appreciable increase in machine 
efficiency, with consequent reduc- 
tions in costs." 

This man would not cxjiecl you to 
be more than incidentally interested 
in cutting a few hundreds, or even 
thousands, of dollars front your oil 



and power bill. Hut he would es- 
j»ect you to lie intensely interested 
in suggestions he might he able to 
make for increasing the general 
mechanical cflit icney of your plant. 
— for decreasing repair-costs and 
idle time, for building up machine 
productivity. 

A talk with one of our men can Ik' 
arranged to suit your convenience. 



Vacuum Oil Company 

BKADQUABTBRS) 61 HKOAHWAY, NEW YOKK 

IIKAMIIIS \MI JHS'I HI III '1 IX; » AKKIIOI SKS TH HOI (; HOI I Till HH'HIHT 



When irritinQ fo V\cvvm On Oiir'NT t*Im»r mrnlion Xation'* fttt*inf*» 
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This /Month 
and Next 



THIS magazine is in politics and 
its platform has one plank: 
Every business roan should 
take an intelligent interest in polities. 

We have emphasized "intelligent" in 
that plank, because it helps to explain 
the two leading articles this month. 

Nation's Business is concerned with 
the business views of 
the candidates. From 
wliat point of view do 
Smith and Hoover look 
uj,<iti l>i]-iiif->- ' K'l.'.m 
( Hill of the New York 
■Sum talked with the 
Democratic candidate 
and gives in his own 
words his view- hi hij-i- J. L. Wright 
new and government. 

James L. Wright, Washington corre- 
qwiKtrH of the Buffalo Evening New, 
win) know- Hoover wi ll arid who h:i» hen 
with him much of the time since he was 
nominated, writes with 
authority of "Herlwrt 
Hoover's Business Phi- 




#1* 



not do a better thing 
than read the two arti- 
cles before they decide 
John Ihldcr | J( ,w to vote. 

Unix rt (' Morn- is 
:i distinguished Now York lawyer "Your 
Share in Government" will help in the 
work of making our liininra readers take 
that intelligrnt interest in politic* of 
which we have jitnt lieen ntK'akitig. 

John Milder 
agcr of the Ci 
nu'iil of (he U. 
belter nualifictl 



itlv, man- 



lUalihetl to write 
of city planning and 
hw "'Hie City of To- 
morrow" in this i.*<ue is 
a real contribution. 
Walker 1 1 lllti" - has 

Ikvii, in luni, lawyer, 
railroad official. Direc- 
tor General of Rail- 
roads for tin' I'tuted 
States, nnd arbitrator 
under the pence treatur 
Kuropean river shippuu 




W I) JJinc* 



)ii questions of 



la 



•hould have son> 
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Service That Follows Through 

Drafts against bills of lading, sent to the 
American Exchange Irving's Out-of-Town 
Office, are closely followed through every 
step until the money is collected. This 
Company's car tracing service automati- 
cally follows up goods shipped under arrival 
drafts, if not delivered on schedule. 

In this way losses on perishables are 
often prevented, and payment of drafts is 
expedited. Customers are not involved in 
disputes and receive their remittances 
promptly. 

The same care and attention is given 
by American Exchange Irving Trust Com- 
pany to all domestic and foreign transac- 
tions. Every item of out-of-town business is 
followed through in the best interests of 
the customer. 

American Exchange 
Irving Trust Company 

Out-of-Town Office— Wool worth BuiJding 




Chester Wriuhl 



chance In tram U> usefulness-- those who 
might, otherwise perish. 

W. T. Grant ought to know something 
about selling, !"<ir he is president of the 
\V T. (Irani Company, a clHiin of nearly 
•JlK) department store- throughout the 
t'nited States. In the 
artn te "We Simplilii d 
our Selling/' I), c\- 
plains what has made 
this new form of mer- 
etiatidisina so great a 
factor in our American 
life. Not least, he re- 
veals much of his own 
renin rkable personal- 
ity. 

Another business writer is .Tartu- 1.1- 
liott, president of the Elliott Servioe 
Company. 

".Making Men Like Their Jobs" is the 
title of Mr. Elliott's friendly human ap- 
proach to a vita! question of industrial 
relations. 

Chester M. Wright, who takes a new 
view of unemployment in the article "A 
Xation of Men or Mai lime-'"' has had a 
lung experieiire with trade unions. 

He was editor of the American Fcdera- 
tionkt and was closely associated with 
Samuel Gompers, president of the Amer- 
ican Federation of Labor. 

Some tilings are sold so much on senti- 
ment, that it is difficult for us to feel that 
there is any opposition to them. Recla- 
mation is one of these things. It sounds 
so good. It is ho easy to support by sup- 
I -Hums in which mention is made of 
making the d.-sert hlos-om as the rose, but 
here Louis J. Taber, 
master of the Nat ional 
Grange, asks what sense 
there is in increasing 
our agricultural pro- 
ductive plan when al- 
ready we are complain- 
ing of overproduction 
of food supplies. 

In an early issue 
Marshall N. Dana, as- 
MM .ate editor of the Oregon Daily Jour- 
nal, will answer Mr. Taber. 

Among other things which wc shall 
have next month are two cabinet officers, 
.lames J. Davis, Secretary of Labor, on 
some aspect.- nt" I In Sherman Anti-Trust 
Law, ami the first of two articles by Sec- 
it tary Mellon on the three phases of 
American banking. 

Another interesting contributor next 
month is E. E. S/los-oii, who was born in 
Kansas and came to Washington by a 
somewhat round-about route through 
Montana and New York. Mr. Slosson is 
a chemist by trade, and a writer by avo- 
cation. Like Mr. Iblder, he looks ahead, 
but instead oi trying to vision what tli< 
city of tomorrow will be, he tries to pic- 
ture the farm of a generation from now. 
It, is the dream of a very practical 
man. Another i licmi-i-auttior-cotitrih- 
utor is Charles II. Ilerty, who take.- 
"The New Competition" a long step 
ahead when he describes the conflict that 
is coming between cotton and lumber 




P. E. Slossoo 
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"That's the last time well substitute 
explanation for action!" 

"We're tired of alibis around here, Davis," said the 
Genera] Manager crisply. "Explanations of how 
your record system slipped up are out from now 
on. Every stock and production record around 
this office is buried in a file that came over in the 
Mayflower. It's no wonder you fellows forget 
things ! 

"Install a system of records that won't let you 
forget a single item, and then we won't have these 
November cancellations like we did last year. Get 
in touch with the Acme man today, and have him 
show you a visible record system like the one in 
the Sales Department, that won't let you forget. 
This one slip-up has cost us more now than the 
whole Acme installation will!" 

ACME 

VI SIBLE 
RE C ORDS 



The General Manager was right. The important 
details of every department of any business should 
be instantly available at all times. And the Acme 
Visible Record system's flashing warning can't be 
ignored. Even if you forget the message, the Acme 
Visible Record won't let you overlook it. 

For executives who want action 
instead of explanations Acme has 
prepared a book, "Profitable 
Business Control." Your copy / 
is ready for you now. Just 
mail in the coupon and it 
will bring the book to 
your desk, without ob- 
ligation of any kind. 




Aeme it the 
iotIcI's /.-■ - r com- 
pany ipeei ..'i- excUf 
tn viable raBm equip- 
ment. Office! I" Urincttvxi cities. 



ACME CARD SYSTEM COMPANY 

116 South MichiKan Avenue. Chicago 
Gentlemen: 



□ 
□ 



Wtlhout obligation you mmy »cnd your Book — PROFITABLE BUSI- 
NESS CONTROL. 

Please write we cnnccrmnit 

your «v»tem lor handhnu records. 



FIRM NAMF_ 

cmr 
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PUT MORE PROFIT INTO YOUR BUSINESS 

— Use JMacbhie Power to Save JManpotver 

The most valuable factor in business today is manpower. Its conservation is a problem 
that confronts every organization. 

"I'h is company is prepared to give industry the benefit of forty years practical experi- 
ence in solving widely varied business problems. It is ready to place at your disposal 
an expert in the application of mechanical methods, capable of advising you how anil 
where in your business you can use International Business Machines, with the surety of 
definite savings and accurate facts and figures on which future progress may be based. 



ELECTRIC TABULATING AND AC- 
COUNTING MACHINES (Hollerith 
Patents) supply quickly and economically 
up-to-the-minute information on all phases 
of a business — production costs, machine 
efficiency, sales analysis, distribution of 
expense and many other classes of informa- 
tion. They provide the means whereby 
new methods and policies may be adopted 
with the assurance that such chances will 
he wise and profitable. They reduce the 
most complicated accounting and statistical 
requirements to a matter of - implc routine. 
Electric Tabulating and Accounting Ma- 
chines are applicable to your business 
whether industrial, commercial, mercan- 
tile, transportation, financial, educational 
or governmental. 



INTERNATIONAL ELECTRIC TIMS 
SYSTEMS AND TIME RECORDING DE- 
VICES assure true costs and a full return 
for wages paid. They provide accurate, 
uniform, dependable time records in all 
departments and protect against payroll 
losses. They coordinate the work of an 
entire business by assuring uniform time 
at all points. 

DAYTON AND INTERNATIONAL 
WEIGHING AND COUNTING DEVICES 
for stock rooms and receiving, shipping, 
mailing and many other departments of a 
business — accelerate production, facilitate 
the dispatch of mail matter and assure 
accuracy and protection against loss. 



International Business Machines simplify routines. They speed up the handling of a single order or 
'he output for a month. 'They supply trustworthy information fur executives and hoards uf directors. 
The) insure the profit of an individual department and the progress of an entire industry. 
II rile or ielcp/jonc ttulay for a survey of )our requirements in mechanical met/iods, or for jurther in- 
formation regarding International Business Machines. 'This will incur absolutely no obligation 
on your part. 

International Business Machines Corporation 

THE TABULATING MACHINE COMPANY DIVISION 
THE INTERNATIONAL TIME RECORDING CO. DIVISION 
THE DAYTON SCALE COMPANY DIVISION 



50 BROAD ST., NEW YORK 
Offices and Service Stations in all 
principal cities 



CANADIAN DIVISION 
Imcrnjuonil Business Machines G> .Lid 
300 Campbell Ave., lornnm, <)i r 
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This Amazing Decade 



WK ARK living in wonderful 
limes. Tin- Ion years since 
(lie war might well he 
eallcd Tlie Amazing Dec- 
ade. Marvel upon marvel 
piled high. 1 1 is no figure of speech to 
say we have been transported to a new 
world. The tale of Aladdin no longer 
excites. Aladdin with his lamp could 
have done no heller than has been done 
by man without supernatural power. 

Consider an item in the morning 
papers. Political parties in a wrangle 
over the audience for an acceptance 
speech. But where, four, eight or twelve 
years ago, the first thought of political 
managers was to tie up public halls now 
the first move is to get the best lime 
'"on the air." 

The man whose reading goes no 
furl her than the paper's first page must 
be touched by the epic quality of the age. 
Fleets of airplanes lugging mail, express 
and freight by night and day; casual talk 
of airports as of railway stations; a tele- 
phone conversation with London, Stock- 
holm, Berlin; radio creating its own 
"trade in" problems; television bringing 
shudders to the speaking stage. 

"Yeah," says the man on the street, 
" television. How much will a home set 
cost?" Typical acknowledgment of to- 
day's expected miracles. 

Of this Magic Age, business is the chief 
wizard. Dyes that outdo the colors of 
nature. Clapboards from corn-stalks. 
Ice from gas. Plant food plucked from 



the air. Artificial rubber. Alcohol, 
paints, paper, stockings from wood. 

Conquest of the physical world alone 
is sufficient to justify this title of Amaz- 
ing Decade. But it docs not have to 
rest I here. Spiritual values, less tangi- 
ble in their manifestations, but no less 
real, belong in the forefront of the pic- 
ture. 

Great cooperative efforts, yet with 
individualism preserved. An open and 
unashamed committal to ethical con- 
cepts of business practice. Wide diffu- 
sion of corporate ownership among work- 
ers and consumers. Growing regard for 
arbitration and conciliation in industrial 
relations. 

And if the past decade amazes what 
is there to say of the coming ten years? 
It needs no prophet to forecast the 
wonders of life and living in 1!):JK. The 
period just ended has leaped forward by 

arithmetical progression: 2, 4, 6, 8, 10. 

The high gear of our industrial machine 
will bring changes in the next decade by 
geometrical progression: 2, 4, 8, 10, 32. 
It is glorious to contemplate. 

William Wordsworth, gazing into the 
early years of the Renaissance, exclaimed 
in ecstasy: 

"Bliss was it in that dawn to be alive, 
But to be young was very Heaven!" 
The American business man might 
well join the refrain. 
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Airports and Aviation Buildings 

by the Austin Method 




Refrraentative Austin Client! 
in the Aviation Industry 

Poring Airplane Company 
Cumu Aeroplane and Motor Corp. 
Glrnn L. Martin Company 
National Au Transport Company, 
Inc. 

Daytnn-Wrlffhr Arrplanc Company 

Aircraft Developmenr Corp. 
Ford Airport 

National AJviiury Committee lot 

Aeronaut lea 
Stout Metal Airplanr Company 

U. S. Navr 
U. S. Army 

Lokhecd Airplane Corp. 
Thompson Aeronauriral Corp. 
The Prart and Whitney Airctaft 

Company 
Fatrchild Aviation Corp. 
Dungan-Smith Airwaya. Inc. 
Ohio National Guard 
Gray Gooac Air Lines, Inc. 
Spartan Aircraft Co., Inc. 
Logan Avianon Co. 



NOW that every city and town is an actual or potential airport, and 
many new passenger lines as well as mail routes are being projected, 
the rush to provide ground facilities has become almost a scramble. 

At such a time, it is only natural that much may be done which is 
ill-advised and wasteful. The prudent executive will avoid this by seek- 
ing counsel of proved experience in designing and building for aviation. 

For more than a decade Austin Engineers have served the aviation 
industry in a notable way, as evidenced by the list ot clients served. 

The scope of Austin service to aviation is outlined in a new booklet, 
the first of its kind ever published, entitled "Airports and Aviation 
Buildings." If you ore an air-minded executive interested in the design 
and construction of airports or the buildings thereon, directly or 
indirectly, a copy of this booklet will be sent to you without obligation. 

Whatever type or si:c of building project you may be contemplating — 
aviation, industrial, or commercial' — Austin will be glad to furnish 
approximate costs and other valuable information, promptly. 

VC'iTt, Jifumr: [fu.- nearest Austin office, or moil the Memo. 



THE AUSTIN COMPANY, Engineers and Builders, Cleveland 

New York Oil en to Philadelphia Detroit Cincinnati Pittsburgh St. Lou if Seattle Portland 
The AuHin Company of California*: Lo* Angclca anJban Hanciis-o The AuninCumrjunyul Tcwi, Dallas 





Complete Building Service 




Mrmo 10 THE AUSTIN COMPANY, ClnKtotui — 

protect containing-.. . — ..»q. ft. 

"The Austin Ri>ok of BuiUlin^*' O * «. .* « 

'Airporn ami Aviaiuin !3uildlnn«." □ 

Firm Cltr- 



Wt ire Interested In • 
Send me • perional copy of 
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As the Business l^Qrld Wags 



THUS WE MAY SEE, Q UOTH HE. 

HOVC THE WORLD WAGS— As You Like It. 



A Call for 
Business Votes 



THE problems of agriculture in 
the United States— problems 
whose discussion in newspapers is 
measured by thousands, of columns 
and in speeches by millions of words 
— need for their settlement the most intelligent and un- 
selfish help that the business men of this country can 
give. 

That American business has an opportunity and a 
duty to work with American agriculture has been recog- 
nized by the United States Chamber of Commerce over 
and over again. 

If the nine regional agriculture conferences held in 
1925 and lll'-'ti under the Chamber's auspices had done 
nothing else, they would have been worth while because 
i dey brought out more clearly the intimate interdepend- 
ence of business and agriculture. 

Now the Chamber is taking another forward step. 
Just about the time this magazine reaches its readers 
there will go to the more than 1.5Q0 member organiza- 
tions of the National Chamber a referendum on agri- 
culture. 

This referendum goes out with no endorsement of the 
directors of the National Chamber. It represents only 
i lie considered opinion of a committee of the Chamber. 
Member organizal ions are not urged to vote for these 
principles. They are urged to submit them to their mem- 
bers' consideration for discussion and for a vote either 
in approval or disapproval. 

Each reader of this magazine who is a member of a 
local chamber of commerce or a trade association ought 
to make it his business to see the referendum and to 
ask the officers of his organization how it is proposed 
to vote on it. 

Who's Who on lul7' H0 prepare* the report on 

,_«, - ... 7 7 which tin: Chamber's mem- 

The Commtttee ,„,..,„.,„ M „, Vl „, 

A pertinent question and one 
often asked. Here's the answer on 
the referendum on agriculture: 

Dwicht B. Heard, stockman and fanner. Arizona. 
Alfkkd H. Stone, cotton planter. Mi>si-.-ippi. 
John Brandt, farmer and President, Land O' Lakes 
Creameries Minne-nla. 



Willlam Butterworth, manufacturer of farm imple- 
ments, Illinois. 

William J. Dean, merchant, Minnesota. 

James R. Howard, farmer and former President, Farm 
Bureau Federation, Iowa. 

Frank D. Jackson, grain merchant, Florida. 

Charles W. Lonsdale, grain merchant. Missouri. 

John W. O'Leary, banker, Illinois. 

Farmers, dealers in grain, manufacturers, bankers, a 
wide- di-tribution by occupation: Florida, Iowa, Minne- 
sota, Arizona, a wide distribution geographically. In 
short, the committee was representative. It brought to 
the question a variety of views and opinions. Its pro- 
posals are worth consideration, and after consideration 
are worth voting on, either in approval or disapproval. 

No referendum of the Chamber is worth voting on 
without consideration. That is a primary article in the 
Chamber's creed. 

The Fine Art TA7ILLIAM E. HARMON, real 
f C //' » * estate developer and philan- 

of selling thropj^t w j, q jfed the other day, had 

an interesting philosophy of busi- 
ness. 

"The surest way," said he in discussing success in sell- 
ing, "is to hit upon something that everybody want.-, 
make it possible for everybody to buy it and then let 
everybody know that you have it for sale." 

He decided upon land as the thing that met all three 
requisites and before he retired he had developed stab- 
urban properties and sold on partial payments in forty 
American cities. 

But what about the something that not everybody 
wants or that not everybody knows he wants? Every- 
body wants land. Mr. Harmon thought, but millions of 
people are living contentedly in hotels, apartments and 
rented houses. No, the flaw in Mr. Harmon's philoso- 
phy is in the first requisite, "something that everybody 
wants"; it should read "something that everybody can 
be made to want." Few people wanted wri.-t walehc- 
and fountain pen- and Persian rugs and five- foot shelves 
of books until they had been taught to want them. The 
best .-ale-man in the everyday talk of business i- he who 
"can sell ice to Esquimaux" and the worst the salesman 
who '•couldn't give away ice in Hell"; but between them 
is that fine type of salesman — and in salesman we in- 
clude advertising agents — who can awake a rational d< 
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sire, who can widen a buyer's horizon, who ran, in short, 
sell him something he really needed and wanted but did 
not know that he needed or wanted. 

"Twas the Sutm "fX/I'' 1 ''' '' '•' 
/// 1 v bose Days ^ v ailt ' ^'"''"y Samuel 
J Pepys. himself .1 government em- 
ploye, being Clerk of the Acts ami 
.Secretary to the Admiralty, went to 
see one of l lie ships of His Majesty King diaries II 
docked. That was on July 21, 16G2, and in his diary 
he wrote: 

Thence to the dock, where we walked in Mr. Sheldon's garden, 
t illing; more fnnt. nnd drinking, and eating figs, which were very 
icood, and tulkiug while the Royal James was bringing towards 
the dock, and then we went out und saw the manner and trouble 
of docking such u ship, which yet they could not. do, but only 
brought her hear! into the dock, and so shored her up till next 
tide. 

Hut, good God! what a ileal of company was there from both 
yards to help to do it, when half the company would have done 
it us w« II Hut I ■! (■ it i- impossible lor tin king to Imvi things 
done as cheap as other men. 

How little human nature changes! The argument 
that Mr. Pepys advnnc.,1 .v_-ain-' rcvu unit til in Im-i- 
ness is still as valid as it was in 1662. 

What We Pay CIR Alan G. Anderson, British 
lor lr fiisbort steamship owner, pointed out 
i the other day that we do not pay for 
travel in money alone, we pay also in 
time or in risk — convenience or in- 
convenience. If risk be eliminated and time cut down, 
money paid for passage must be increased. 

"It," Sir Alan went on, "our governments regulated 
the time and said all shipowners must earn* passengers 
much more quickly the payment in coin would have to 
be put up enormously, with increase in risk. But those 
two they leave untouched and the governments, quite 
BatttHklly with public opinion behind them, have attacked 
the one payment in risk, and they have said we must do all 
we possibly can to reduce the risk of transport, and so 
they propose these resolutions. 

■•We, who know something about the sea, can get what 
I believe is a true perspective of the risk. We know how 
mtv small it is; it cannot ever be done away with alto- 
gether." 

Sentimentalists may rise to say that we must have 
safety at whatever cost and that no price is too great to 
pay, but experience proves that there is a point at which 
the price even for safety becomes too high. 

Hivb Price TPHE jali Long ago of the 

j j JL comer of Broadway and Wall 

uj inam Street M part of the sit€ of ^ 

American Exchange-Irving Trust 
Company's new borne set the curi- 
ous to figuring. If as reputed the price was $720 a square 
foot, then that meant $5 a square inch. The really curi- 
ous went on to figure what that would mean an acre. By 
i hat time the results began to look like light years and 
distance to Bctelgcuse. 

And moreover if one is buying by area why not buy 
something where square inches really count. Not rugs, 
for the record price of recent years lot a nig was only 
$112,500, paid for a Persian carpet made 300 years ago 

for an Austrian i tnperor. 



But the rug was 10% feet by 25 and tha price meant 
only a bit under $425 a square foot. High but not as 
high as corners on Broadway? 

No, for real value by surface measurement, paintings 
an the thiim. A Raphael Madonna painted in 150H was 
just sold to Joseph Duveen for $S75.000 anil it was but 
.10 1 [> inches by 22, nearly $1,305 a square inch. 

And whether it be historic rugs, Wall Street corners or 
Raphael Madonnas there's always a buyer. 

Taxes TVTATh »V> BUSINESS has been 

1^1 asking it- subscribers winch 
of six current business questions in- 
terested them most at this time. 
Hi re are the six and here arc the 
answers oi :{.I72 business readers: 

Cutting down taxes 1.244 

Cutting down production costs 2I1H 

Cutting down selling costs 25fi 

Meeting competition from other lines of busi- 
ness 482 

Building of sales 652 

Securing n better margin of profit on present 

sales 600 

More than a third of those who responded declared that 
the tax burden was the tiling uppermost in their minds. 
Conscious of that interest on the part of business men, 
the National Chamber has already embarked on a study 

of Mate ami loea I t aXat ion ami sol t I In n ■-nits ot thai 

study will be embodied in articles which Nation's Busi- 
ness is planning for publication this fall and winter. 

In these days of keen competition, when "the high cost 
of selling" is as live a topic as the "high cost of living" 
once was, it is not surprising that so many men are con- 
cerned with building up sales and getting a better margin 
of profit on present sales. 

Tlie world would be an economic heaven for many 
men if only they knew how to sell more goods at a 
higher margin of profit. 

Exporting /be A* ONE evidence of our national 
it ii- j -tA.pio'jic-'S, the talking movie 

tinman \\ ora , lk . (lir Still pretty much 

^yAf 1 ^ of a novelty even with us, it i- n - 
garded in one British viewpoint as 
a necessary stimulant to the American film industry. 
The threatened vocalization of films is a serious matter 
to "Kappa," who writes in the London Nation & Athc- 
rxu um t hat 

already this unoffending country boa been soaked for tnnny years 
in second hand impressions- of U. S. A. civilization, for the most 
part wildly foreign to our*nntive ideas and ways of life. The 
prospect of having to n to 1 1 • « - Alien, m lunging' ftinrcd 
out in u thousind picture palaces is truly appalling. Almost it 
persuades sue to be a protectionist. 

But. if the captious Britisher is disturbed by the inva- 
sion of the American voice ami the American accent, what 
is the state of mind of the moving picture promoter whose 
export busiue-- i- an important ami a growing factor. 

To change the captions on •'More Sinned Against lhan 
Usual," to Chinese, Roumanians, Syriac, Coptic Ckrad 
and Balolo may hi possible even practicable, but ii the 
talking movie takes hold, think oi the ta-k ol finding 
actors to speak in these and two score more of tongues 

■.•\M dialects 
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A Problem In 
Ethics 



public utility companies, one 

m Hum gas Mini tin- oilier elecl ricil.y. 
Knch is well in:m:iMcil, fairly <:i] ii- 
falizcd Mid e.-icli has n long record of 

The community does nol feel that 

or elcctriril v and the 



dequntc dividends 
it is victimized by the rale- for ga 
workers, white-collared and overalled, are adequately 

paid. 

A merger of t lie two companies is decided u]ion and it 
is found that there will he a saving of $1 ,0()l),()()l) a year, 
(luerv: Who is entitled to the million? 
The Stockholders say in effect: 

''We are. We own the company. Whatever it makes 
or saves Im-Ihh^ to ns. We risked onr money in the be- 
ginning and should have the reward now. Raise the divi- 
dends!" 

The Management says: 

''We should have it in increased salaries. It was our 
intelligence and foresight which brought together these 
companies. AVe worked out the details by which we 
made the savings possible. Raise our salaries." 

The Workers say: 

'"We should have the million. Ours is the labor that 
really makes them possible. Raise wages!" 

The users of gas and electricity say/: 

"Give it to us. The companies exist by our sufferance. 
They are public utilities, licensed, and all they make 
above the fair return they now enjoy should come to us." 

What is the answer? 



Vote or 
Don't Kick 



"SINESS wants — or says it 
wants — more business in gov- 
ernment and less government in 
business. Business can have what 
it want.- but cannoi have it by just 
wanting. Il can't even gel what it wants l,y adopting 
a resolution, by appointing a committee or by going 
into conference. 

Business can have the kind of government it desires 
whenever that desire grows strong enough to make 
business take its polities seriously. 

Just so long as business keeps on justifying the de- 
scription of it as "a boob in politics" just so long it 
will continue to get the kind of government the other 
fellow wants. 

Half the men anil women in this country who could 
vote don't vote and if the half that don't vote are ill 
pleased with our government who is to be blamed? 



What Are Fair 
Freight Rates 



'HEN the Interstate Com- 
merce Commission a year ago 
reduced the rates on California 
grapes invoking the authority of the 
Hncli-Smith resolution to relieve 
the Coast grape industry which was "in serious financial 
-traits," the question arose ol* how long could the New 
York and Pennsylvania growers stand the reduced rates 
from the Coast. 

Now on the allegations that existing rates are "unduly 
preferential to shippers of fresh grapes from California" 
and again invoking the Hoeh-Smith resolution, the rates 
on grapes from the Eastern States have been reduced. 

What a merry-go-round! Reduces the rates because 
of a depression in one district, because of depression the 
purpose being that "the markets must be brought nearer 



by rale reductions," and lo! another district suffers and 
needs help, flow long now before the outraged Califor- 
nia grape cries out for more help? And -o on until the 

| v raihoads tiiusl pay lor (he privilege of carrying 

grapes. The Bhippers and the transportation agencies of 
the country may well ponder this language from the 
United States Court for the Southern District of West 
Virginia : 

So Far ;is the general language of the resolution is concerned, 
n> the effect thai the conditions which prevail in industry should 
be considered in adjusting freight rates to the end thai com- 
modities may freely move, linn i> mi more ihan a general declara- 
tion that freight, rates shall he adjie.leil in such way as to pnj- 

* ilje the C by with an adequate .-A-.-ai in of I runs poll a I ion, and 

Congress certainly did not inn ml by this language to create in 
the Commission an economic dictatorship over the vunous sec- 
tions of the country with power to kill or make alive. If ih>- 
Commission 1ms the right in a rate adjustment to consider the 
shift ta traffic In a ciiiamimiiy already paying a higher ran.' and 
tict upon it as one of the factors in still further widening the rate 
differential, its power to control the economic development of 
the country is practically unlimited. 



Who Buys, 
Who Sells ? 



NO DOUBT, the Walrus knew a 
good bit, about foreign trade, 
else he could not have made such 
glib mention of shoes, of ships, of 
sealingwax, of cabbages and kin»s. 
And certainly no modern Alice would lack for invitation 
"to talk of many things" were she to wander through the 
fascinating Wonderland of our own commerce. Such 
sights, such smells, such names as abound in great sea 
ports! One day's imports at New York are enough to 
make a landsman's holiday. 

Saddlery from Southampton. Ox bladders from Syd- 
ney. Rubber, jelotong, white pepper, rattans, mace, and 
nutmegs from Singapore. Citronclla from Batavia. 
Cum damar from Macassar. Snake skins from Soura- 
baya. Sugar from the Philip) lines. Coffee from Aden. 
Qu i nee seed, amositc, and kaolin from Capetown. 
Ostrich skins from Algoa Bay. Euphorbia leaves and 
wattle bark from Africa'- Lasl London. 

Crude asbestos from Bcira. Canary seed and corned 
beef from Buenos Aires. Sulphite woodpulp from Hel- 
singfors. Platinum dust and alligator skins from Colom- 
bia. Gypsum from Nova Scotia. Bristles and Paraffin 
wax from Danzig. Balata from Trinidad. Talc and 
cherries from Genoa. .Marble chip-, argols, orris root, 
anchovies, and cornsilk from Leghorn. Artificial 
flowers from Marseilles. Apricot pulp from Valencia. 
Paprica from Alicante, Juniper lar from Malaga. 

Cases, casks, barrels and boxes, and in every one a 
lesson in economic geography. 

Tomato: Fruit W/" AV ,, " w " 511 it 

n T7 >t U] * * seems there has been a tariff 
£■ argumenl as to whether the tomato 

is a fruit or a vegetable. It seems 
that when the immigrant tomato 
comes in as pulp, it is vegetable, but when it enters dry 
and concentrated it is a fruit. 

Ourselves, we had always rated the tomato as a veg- 
etable, but eager always to learn we turned to Funk and 
Wagnall's New Standard Dictionary of the English 
language, confident that somewhere in its 11.000 pages 
we should learn the truth. Of the tomato it says: 

"The fruit ... is a berry . . . highly esteemed as a 
vegetable." That ought to satisfy everybody. 



HERBERT HOOVER'S 

.Business Philosophy 



W PRESENTING the business view 
of the two candidates. Nation's "Rrsi- 
nkss has no wish to take, part in politics 
except as it believes that business has 
c. fundamental duty to share m Gov- 
ernment, and that business cannot share 
in Government intelligently without an 
understanding of the two candidates and 
of their economic views. In getting these 
views, this magazine turned to two men 
whom it believed best qualified to under- 
stand and set forth the candidates' views. 

Edwin C. Hill has long been a member 
of the staff of the. New York Sun, has 
nown Governor Smith and has had many 
bl with him. He attended both Con- 
ventions, and on his return to New York 
we asked him to put before Governor 
Smith certain questions. On the facing 
page are his answers. 

James L. Wright is the Washington 
correspondent for the Buffalo News. In 
that capacity he has seen much of Mr. 
Hoover as Secretary of Commerce. He, 
too, was at both Conventions and after 
his return went with the Hoover party 
to Palo Alto, California, for the address 
of acceptance. His article is the result of 
meetings with the Republican candidate. 

—The Editor. 
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" AMERICAN individualism today 
A» is the challenge to socialism. 
A-JA The individual achievements 

J of our people are the sum m 

progress — ;ind it is the only sure road to 
progress. I f we change our twlieies, there 
will lie :m immediate halt."' 

In this gaaphic way- Herbert Hoover, 
i he liepuhlicaM nominee lor President, 
sums up the Nation's progress, grand- 
totals it, strikes a trial balance and take.; 
stock of the eountryV nxmnes all at 
once. 

I luring Mr. Hoover's seven years as 
head of tin- Department ot' t'limmerce, 
where he has handled everything from 
the sea-herd ol the T'rihilofT Islands in 
the standardization of I Tick- ; from the 





r 



breaking up of foreign monojiolies to the 
creation of a modern kitchen for the 
housewife, this many-sided man in his 
spwhes ami talks in various parts nf the 
United States has revealed the different 
'breads <>l his business philosophy which 
are here knitted into the broad fabric 

The <|iie-tious dealt with run the whole 
gamut irotu the relation; ol government 
to business, to the relations of business 
to m>\ • tutor ill ; lo reclamation of gi- 



gantic anas of land for fond production 
of the future; to the number of electric 
lights, radios and telephones in the home 
as compared with eight years ago. 

"The dangers of America," said Mr 
Hoover, "are not economic or from for- 
r i^n toes; they are moral and spiritual. 
Social, moral and ppiritti.nl values out- 
runk economic values. Economic gain.-, 
even scientific gains, are worse than use- 
{Continuid vn page 16) 
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IMMEDIATELY alter the action of 
I lie Hull-lull Convention III 111'- .il- 
niost every possible expression on 
the part of the Governor of the 
State of New York a matter of new ami 
national interest, I transmit ted to the 
Democratic nominee a pertinent request 
on the part of the editor of Nation's 
Business. 

''It £9 provable, Governor Smith, that 
the entire country, including its business 



men, are thoroughly aware of your con- 
victions on one or two miirh-di.-cu.-sed 
subjects nf legislation," I told him, "and it 
is also probable that they are not at all 
conversant with your general philosophy 
toward business or with your attitude 
toward specific quest ions. This magazine 
of business men throughout the United 
States would very much appreciate a 
frank revelation of your ideas on these 
subjects — the whole held of the attitude 



An Interview 
by Edwin C. Hill 



that government should take toward busi- 
ness." 

"1 will talk to yon with pleasure," said 
Governor Smith, "and as frankly and 
specifically as I know how to do. i know 
no better way to cover the ground you 
suggest than to review some of the prin- 
cipal achievements and aspirations of my 
nearly eight years as business manager of 
the greatest corpuratiou in the country 
outside of the United States Govern- 
ment. The Governor of the State of New 
York is, essentially, a business manager. 
He rnust apply the best possible business 
technique to the administration of the 
State's business. He must deal with the 
Srate's business with the same regard for 
the liest business technique that the ablest 
corporation executives bring to the ad- 
ministration of the property of their 
stockholders. 

"He is, of course, something more than 
a business manager, for the state is a liv- 
ing force. Government must be more than 
a machine for the performance of routine, 
no matter how effectively that routine is 
performed. It must have the ability to 
clothe l 1 -df w lib human understanding 
of the daily, living needs of those whom it 
is created to serve, l'rimarily, as an exec- 
utive of government, my interest will al- 
ways be in effecting that combination of 
the improved functions of government 
which will never lose sight of the inner 
meaning of democratic government. Gov- 
ernment must be able to safeguard the 
health, living, working and business con- 
ditions of all the people, and to care ade- 
quately for the unfortunates who cannot 
care for themselves. But once the great 
underlying moral purpose oi government 
is grasped and made ready for function- 
ing, then government must become a tre- 
mendous business, operating smoothly, 
openly and responsibly, to pro. In • 
minimum cost, and with reasonable dis- 
patch, the things and results the people 
have voted for and are paying for. 

"In approaching the general subject 
(Continued on page 17) 
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' 1,11 AMERICAN individualism 
today is the challenge to so- 
cialism. The individual 
achievements of our people 
are the sum of progress — and 
it is the only sure road to 
progress. If we change our 
policies, there will be an 
immediate halt. J) 
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the moral side. 

"We need disin- 
terested public 
service, moral and 
spiritual leader- 
ship in America, 
rather than the 
notion of a coun- 
try madly devoted 
to the invention of 
machines, to the 
production of 
goods and the ac- 
quisition of ma- 

terial wealth. Ma- 
chines, poods ami wealth, when their bene- 
fits are economically distributed, raise 
our standard of living. But it requires 
the higher concept to elevate our stand- 
ard of life. 

"From all these inventions and ma- 
chines we have pained many things, and 
among them we have in a single decade 
reduced the daily hours of labor by an 
average of one and one-half hours for 
the whole nation. This gain in leisure 
must be turned into an asset for the in- 
dividual and for the nation." 

But let's not wander too far afield, or 
take only a panoramic view of world con- 
ditions. Let's get back to the subject of 
American individualism, which Mr. 
Hoover views as the keystone in the arch 
of prosperity in the United States. 
Without an intelligent population, with- 
out a people who can recognize the value 
of leadership and follow it, Mr. Hoover 
is convinced this country never could 
have Im'cii made to tower above the rest 
of the world as it does today. 

"Some faint odors of socialism are still 
about our country," Mr. Hoover said in 
a speech he deliv- 
ered a1 >pnng- 
field, Ohio "Some 
groups would have 
the Federal Gov- 
ernment under- 
take the opera- 
tions of public 
utilities ; some 
groups would have 
these operations 
undertaken by in- 
dividual states. 
The Republican 
party holds to the 
protection of pub- 
lic interest by reg- 

illation of private 

enterprise in pub- 
lie utilities — it does not believe in the 
deadening hand of operation by govern- 
ment bureaucracy. 

"The Hepiil>li<vm party has challenged 



NOW the only door to equal 
opportunity is education. All 
of the other factors that make 
for equality of opportunity 
are insignificant compared to 
equal chance to obtain high- 
est physical, moral and in- 
tellectual equipment which 
our schools afford. J J 



socialism with a new twentieth-century 
American individualism, and we arc 
ready to compare our eight years cxj»e- 

nence in recovery and prosperity with 
every country 
■ which has been in- 

fected with these 
policies. The re- 
establishment of 
tin se fundamental 
principles of gov- 
ernment in its re- 
lation to industry 
and business has 
been one of the 
essentia! reeon- 
st met ion policies 
of the Republican 
party. From it 
has grown a 
wealth of confi- 
^— — — deuce in the fu- 

ture which has 
blossomed into a great era of initiative 
among our people." 

Of himself, Mr. Hoover says: "Years 
of contending with economic degeneration 
during the war, 

with social di.-in- 

tegTation, with in- 
cessant political 
dislocation, with 
all of its seething, 
and ferment of in- 
dividual and class 
conflict, could but 
impress me with the 
primary motiva- 
tion of social 
forces, and the ne- 
cessity for broader 
thought upon their 
great issues to hu- 
manity. And from 

H all l < tnergt an 
individualist — an 

unashamed individualist But let mi' say 
also that I am an American mdividual- 
i-t For America has been steadily de- 
veloping the ideals that constitute {pro- 
gressive individ- 
_ ualism 

"No doubt, in- 
dfr i dualism run 
riot with no tem- 
pering principle 
would provide a 
long category of 
inequalities, of 
tyrannies, domi- 
naumi-, and injus- 
tices. America, 
however, has tem- 
pered the whole 
concept ion of in- 
dividualism by the. 
injunction of a 

definite principle, 

and from this 
principle it follows that attempts at 
domination, whether in government or 
in the processe.- of industry and com- 
merce are under an incessant curb If 



WE have laid much stress on 
the elimination of waste and 
the cost of distribution, but 
the Government itself has yet 
to put its own house in order 
when it comes to the reduc- 
tion of waste in government 
through a reorganization of 
executive departments. J} 



«e would have the values of individual- 
ism, their stimulation to initiative, to the 
development of hand and intellect, to the 
high development of thought and siunt- 
nality, they must l>c tempered with that 
firm and fixed ideal of American individ- 
ualism — an equality of opportunity. If 
we would have these values, we must 
soften its hardness, and stimulate prog- 
p through that sense of service that 
lies in our people. 

"Therefore, it is not the individualism 
of other countries, for which I would 
-peak, Imt the individualism of America. 
Our individualism differs from all others, 
beaUM it embraces these great ideals- 
That while we build our society upon the 
attainment of the individual, we shall 
safeguard to every individual an equality 
of opportunity to take that position in 
the community to which his intelligence, 
character, ability and ambition entitle 
him; that we keep the social solution free 
from frozen strata of classes; that we 
shall stimulate effort of each individual 
to achievement; lhal through an i-ularg 
ing sense of responsibility ami under- 
standing we shall 
. assist him t> the- 

attainment; while 
he in turn must 
stand up to the 
emery wheel of 
comrietition." 

M r. Hoover 
views equal oj>- 
portunities for 
education as tie 
first, stone in the 
foundation of 
equal opportuni- 
ties in life, but he 
of course conceded 
that equal oppor- 

ttlliltle- will not 

mean equal ac- 
complishments. 

"We in America," said he at one tine . 
"have had too much expeneuce of life 
to fool ourselves into pretending that all 
men are equal in ability, in character, in 
intelligence, in ambition. We have grown 
to understand that all we ran Impi to as- 
sure the individual through Government 
is liljerty, justice, intellectual weUar-, 
equality of opportunity and stimulation 
to service." 

Leadership in America is one ol the 
main causes of our national supremacy, 
as Mr. Hoover views it. He says: "One 
of the greatest problems of deiDOi rat v — 
and civilization for that matter — is to 
provide sustained leadership in all ave- 
nues of life. If it can maintain virile 
capable leadership, true to the high moral 
standards and devoted to the ideals of 
democracy, there \\ ill not Ik' degeneratio 
within our Nation. There will be con 
tuitions economic, social and moral pro 
mess 1 1 is true that leadership foumie. 
upon birth or upon class has always di 
caved through degeneration. Certaml 
tCoulinmtl on paije 92) 
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Business and Government by Alfred E. Smith 
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which Nation's Business has referred tn 
me for discussion, it comes naturally 
to my mind, first of all, to speak of the 
executive budget. 

"Probably the principal means of ob- 
taining speedily and economically what 
the people vole for and pay taxes for is 
through this sane and scientific method of 
fixing and apportioning costs and ex- 
penditures. 

"For many years, in the Legislature 
and in the Governor's chair, I urged the 
adoption of a system of applying Hie 
principles of good business to the financial 
iransactions of the State. I am very 
happy to record that the executive 
budget will go into operation this fall 
in New York by constitutional amend- 
ment. It will put the Governor in the 
position of being able to certify the State's 
needs in the order of their importance. 

"It will function throughout the year, 
as against, the old time, discredited 
methods whereby all department heads 
brought in their estimates and had llieiu 
disposed of in the 

comparatively - 

£ rt m Sf {{TRANSPORTATION, light, 

theLegislaturewas 
in session. It will 
be a short, plain, 
simple, business- 
like way of con- 
ducting the State's 
fiscal affairs, as 
against the hap- 
hazard, go-as-you- 
please, log-rolling 
scheme of an age 
well dead. I am 
satisfied after 

years of personal experience that the 
adoption of the executive budget is a 
very distinct step toward the betterment 
of our government structure." 

"What do you hold as your second 
most important accomplishment toward 
putting correct business methods into 
government ?" 

"The reorganization of the state gov- 
ernment," said Governor Smith. "I 
strongly advocated it. for many years and 
had the satisfaction ot seeing it achieved 
and reaping good fruit two years ago. 
By that reorganization 187 departments 
and agencies, with wasteful, overlapping 
and confusing functions, were consoli- 
dated into eighteen departments whose 
heads are responsible to the Governor 
who in turn is responsible to the people. 
Until that business reform was brought 
about we conducted the state's business 
as it was conducted fifty years ago, at a 
time when the. budget, was only a few 
million dollars, and when the duties of 
the Governor were so light that be could 
spend the greater part of the year away 
from Albany. 

"Like the executive budget," the Gov- 
ernor continued, "the consolidation and 
reorganization of the multiplicity pi -ep- 
arate and independent state :i<i< mies was 



{{GOVERNMENT must be 
more than a machine for the 
performance of routine, no 
matter how effectively that 
routine is performed. 



an absolute necessity in meeting the 
trend of modern business. The trend of 
modern business is to centralize and 
to fix responsibility upon department 
head.-. Mure and more, emphasis is laid 
upon centralized and responsible man- 
agement as the 
principal factor of 
business success. 
The trend of mod- 
ern business is to 
cut down overhead 
expense. It is as 
important in the 
affairs of the great 
business corpora- 
tion of the State 

of New Vnrk as it 

is in the affairs of 

the United States Steel Corporation. 

"Formerly the tendency of our state 
government was to spread responsibility 
through so many channels that it could 
not be readily traced or fixed either in 
the executive or in the department heads 
themselves. Dur- 
• ing my terms in 

office, previous to 
the reorganization 
of government, I 
steadily advocated 
fundamental 
changes to bring 
the government 
into line with what 
it ought to be, a 
well conducted, 
thoroughly organ- 
ized, responsible, 
efficient business 
- administration, 

"I maintained 
thai the business organization of govern- 
ment should be made so simple as to be 
readily understandable to the man on the 
street. I pointed out that the then ex- 
isting method was so costly and wasteful 
that it would not be tolerated for a mo- 
ment in any well organized bu-inc-~ cmi- 
cern, I called at- 
tention in the fact - 
that the business 
of government 
a blind mystery to 
the great mass of 
people, and that it 
v.. i.- a very diffi- 
cult thing for even 
I he Governor him- 
self to get a proper 
understanding of 
it. 

"I yet remem- 

b e r in y o w n 
amazement in an 

early term as Governor when 1 picked up 
a newspaper onp day and read that the 
State of New York had bought *3fiO,0OC) 
worth of property in the AdirOndaeks, 
purchased through the Lmd Board. 
Nobody around the Capitol — certainly 
nobody around the executive chamber 
— knew aliVlhitiL'. about it I doubt very 



heat and power are vital to the 
life and health of great munici- 
palities. History must have 
taught the unprejudiced mind 
that these facilities should be 
under the control of the peo- 
ple who directly use them. 



{{THE consolidation and re- 
organization of the multi- 
plicity of separate and inde- 
pendent state agencies was 
an absolute necessity in 
meeting the trend of modern 
business. 



much if many people in the whole state 
knew there was such an ag< ncy as tin 
Land Board. 

"All that is changed. There can be 
no relapse into the chaotic conditions 
of the old system. The creation of new 
departments is 
prohibited All 
~ future activities 

must be fitted into 
the now existing 
structure. Its 
processes are eas- 
ily understood. All 
activities of a like 
nature are brought 

under one head. It 

k conceded tlui 
this reorganization 
is the most progressive and thorough re- 
form in the structure of state govern- 
ment achieved by any state in the 
union." 

Governor Smith paused for a few mo- 
ments, then suggested that business men. 
seeking an insight into his business mind 
might be interested in his application to 
the special and peculiar needs of the 
State of New York of the principle oi 
paying for capital improvements out of 
bonds. The Governor regards his 
achievement as a third long step toward 
business reform in government, In New 
York it had always been the policy of 
the state to borrow money. It borrowed 
$122,000,000 for the enlargement, and im- 
provement of the Erie Canal. It bor- 
rowed $100,000,000 for a system oi" im- 
proved state roads. It borrowed $4tl,- 
000,000 to pay a bonus to its soldiers. 

Governor Smith <""k the portion that 
no reorganization of the financial struc- 
ture would be complete without the 
adoption of better business principles 
where capital expenditures were con- 
cerned. He had noted for years that 
while the state was borrowing money for 
roads, canals and other capital improve- 
ments, it was, at the same time, appro- 
priating large sums 
- from the public 

funds for other 
permanent im- 
provements. H c 
saw also that these 
improvements lag- 
ged behind and 
were so delayed 
and retarded that 
state institutions 
became over- 
crowded and tell 

into a lamentable 

and dangerous 

condition. A sin- 
gle necessary public work was in proci s- 
of construction for more than ten years 
at a time. To his mind, the "pa\ i 
you-go" policy was entirely fallacious 
and had become merely a useful political 
slogan. He took the stand that the 
government was merely fooling iteeB and 

(CoiUitiunl in, ;«<;< 




THE C ITY OF TOMORROW will still grow up some 
hundreds of feet, if it follows this imaginative con- 
ception of Hugh Ferriss. Mr. Ferriss, a noted architect, 
who also contributes the cover illustration to this 
month's Nation's business, has long maile a specialty of 
visualizations. This -s one of his prophetic pictures which 
optimistically forecasts still greater urban achievement 



A City of the Future 

Uy Hugh icrrisi 



The City of Tomorrow 



B) JOHN IHLDER 

Ct>iiiu/t>inf on llnusiHg mul PrrMeirH in City RuHJiitg 
Architectural Visualizations by Hugh Icrriss 



"T IS no mere happening 
that we (liink <if man l« - 
ginning his pilgrimage in 
a Garden of Eden ami 
ending it in a Heavenly Cily. 
Each stage of his progress has 
been symbolised by cities. The 
advance of civilization is mea- 
sured by cities. 

Merely calling the roll of the 
cil ics is like reciting a series of 
victories which quickens our 
hlood: Thebes and Babylon 
and Jerusalem, Athens and 
Rome and Carthage, Vienna 
and Paris and London. Each 
age that has been great has 
produced great cities, cities 
that were great not so much 
because of their size — Athens 
never was very large — but be- 
cause of their beauty, their 
glory, their glamor, that caught 
and held the imagination, In 
its cities each age has found its 
highest expression. 

New Day Dawning 

SO IN this new age of ours 
we are beginning to express 
our best in our cities. Because 
our age has just passed its 
dawn there are long shadows. 
There is ugliness; there are di- 
lapidated, unsanitary tene- 
ments and shacks ; there are 
overcrowding, traffic conges- 
tion, inadequate streets whose 
varying widths and frequent 
jogs are relics of the selfish and 
short-sighted land sub-divider. 

There are those among us with eyes 
fixed on ihe long shadows, with memories 
of the mid-day of former ages, who fail 
to remember that shadows lessen as the 
sun rises, who fail to note the increasing 
light, the increasing energy of the new day 
which is finding expression in a higher 
standard of living, in new desires and 
aspirations. While they voice their dis- 
content, our newer public buildings, our 
banks, even our skyscrapers, since zon- 
ing compelled tower ('(instruction in tin- 
interest of light and air and relief of traf- 
fic congestion, are becoming things of 
beauty. A few are even ranked among 




"IN THIS new age of ours we are begin- 
ning to express our best in our cities. 
These skyscrapers of ours have given us, 
not a new thing, but a new version of an 
old thing which will receive careful con- 
sideration in the cities of tomorrow " 



the triumphs of architecture of all time. 

The worst of our tenements and shucks- 
are being demolished. The problem of 
the [ow-coet bouse for families of small 
means is being attacked m city alter city. 
The inadequacy ol run slrceis and their 
poor design are being remedied by city 
planning and by zoning regulations w hich 
will establish a ratio between street traf- 
fic capacity and the location, bulk and use 
of buildings. 

This new age is the age of business, and 
our cities are both the workshops and the 
products of business. As a matter of 
mere self respect business will give its 



workshop dignity and order, 
Us product, beauty. Utility is 
the basis of business, but util- 
ity has nothing in common 
with disorderand waste. When 
a thing serves its utilitarian 
purpose perfectly, it is nearly 
sure to have beauty, whether 
it is an automobile or a bridge 
whose cobweb strands cany 
the required load with no 
waste of material. 

Utilitarian Beauty 

SO IN our city building, busi- 
ness has begun to realize 
that disorder and waste are 
handicaps, and in removing 
the handicaps it is creating 
beauty. This is a far remove 
from the sentimentalism that 
marked our first revulsion 
against the ugliness of our 
cities, but it is leading us to do 
what sentimentalism lacks the 
driving force to do. 

Underlying this new spirit 
in city building is a growing 
realization that life and move- 
ment, which create new values, 
are more powerful than vested 
interests which represent old 
values, and that the city is a 
unit of greater worth than the 
mere sum total of its buildings 
and sub-divisions, as a regi- 
ment is more effective than a 
mob. It. is these two concep- 
tions that are shaping our 
cities of tomorrow. 
Realization of the power of 
life and movement first filled us with 
panic. It threatened to destroy every 
relic of the past, to make of us a people 
living in a constant succession of up- 
heavals and demolitions. Nothing was 
sacred. Nothing would stay. 

Then we rationalized and began to glory 
in our rapid changes. A building was not 
expected to stand more than thirty, twen- 
ty, fifteen years. Our pride was in speed 
rather than workmanship. We delighted 
in stories of the man who "wouldn't know 
the old town now." Every day spent on 
construction meant an appreciable short- 
ening of a building's briel life time It 



might U' antiquated even before it. was 

finished. 

Of course tearing down good buildings 
because they are not "modern" means 
lmgp losses. Hut these losses were jiaily 
compensated for by increasing land val- 
ue-, piling the new buildings timber, 
squeezing mure rooms out of the same 
floor space, ll is an exhilarating game 
but not sound economic-. The iin]iort:iut 
tliiiig continues ro lie life and movement, 
which includes doing business; and the 
higher costs of doing business on land 
which bears the burden of a demolished 
building has become recognized as a 
handicap even when justified by poor 
quality of demolished buildings or by 
change in the character of a neighbor- 
hood. 

Common sense classifies this as waste 
if it can be prevented. The problem then 
is to find means of preventing. And the 
means are found, the means the Steel 
Corporation used long ago when it built 
its plant at Gary and now regrets having 
failed to apply to the town — careful plan- 
ning for the development of the com- 
munity as a unit. 

Planning in Terms of Regions 

TV/TEANU tll Li; our idea oi il m- 

*■ munity has grown. The term city 
planning scarcely had time to become fa- 
■iliar to American ears when it became 
[equate, for we were already thinking 
of planning metropolitan regions. The 
misfit subdivisions of the past were less 
of a nuisance than are the misfit towns 
whose street systems pro- 
claim their independence. 
Not only New York, Phil- 
adelphia, Chicago and 
Boston, but all other 
thriving cities in the coun- 
try have spilled across 
theireorporate l>oundaries 
and made suburban com- 
munities from five to 
twenty-five miles away an 
integral part of them- 
lves. 

Facts, not theories, are 
forcing us to devise new 
-overnmenlal units which 
ill provide metropolitan 
ys terns of highways, 
•ater supply, sewage dis- 
posal, parks and play- 
grounds. The real city of 
tomorrow will not be a 
compactly built mass of 
brick and mortar, but a 
groupof communities con- 
nected by arterial high- 
ways bordered perhaps by 
a thin strip of buildings 
like old LoodoO Bridge, 
but, except for these 
strips, separated by wide 
open spaces; public parks 
and woods, truck gardens, 
orchards, golf links — per- 
haps publicly owned and 
leased to private users, 
perhaps privately owned 
bat restricted against 



building What I he methods may In- we 
don't yet know, whether the German one 
of saying to an owner, "Your farm is your 
farm, but it shall never become your 
building lots," or the English one of say- 
ing, '•Your land must remain unbuilt 
upon. If you think this will prevent a 
profit fifteen or twenty years from now, 
go to the courts at once and collect the 
present, value of your future loss," or some 
other method of our own devising. But it 
is certain that Westchester County will 
in \ i r be built up like Manhattan Island, 
that all its golf links, which now cover an 
area greater than that oi its public parks, 
will Meld speculators' profits. 

Our trouble in the past has lieen that 
our vision has been too small. We thought 
in terms of building lots and sui>-div'isiolls 
when we should have thought in terms of 
cities, we thought in terms of cities when 
we should have thought in terms of re- 
gions. But we are improving, though we 
still have hang-overs, illustrated best by 
the skyscraper. 

We are now controlling the suburban 
land sub-divider in the public interest 
even when his property lies five miles 
outside the city's boundaries, compelling 
him to make his lots of at least a certain 
minimum size, to lit his strei ts to the 
master street plan of the community. 

The skyscraper, however, is still so re- 
cent, its appeal to our weakness for the 
grandiose so blinding, that we have not 
fully realized i he essential littleness i>f its 
land overcrowding. With our eyes fixed 
on the sky we failed to note what was 




"( Hir public building*, kinks, even our skyscrap- 
ers smic zoning compelled lower construction in 
the mu res! uf light, .or and relief of triflit conges- 
tion, are becoming things of beauty" 



happening on the ground. ISui we are 
beginning to note. Some oi ihu newer 
apartment houses are surrounded by gen- 
erous open spaces, some even provide 
tennis courts and playgrounds for their 
oi eupanl.s. 

Zoning of All Classes 

lpuLLOtt'lNG this practice of the more 
* progressive builders, comes zoning 
regulation which will make their practice 
the standard practice. In the business 
district there are proposals to limit the 
areas w Inch may be occupied by buildings 
of great bulk so that streets may carry 
the traffic they originate. 

This supplements the zoning require- 
ment that as tall buildings ri-t in height 
they must step back — a requirement that 
not only reduces their floor area, and 
consequently their population, not only 
-.Ui I'M i rds i he light and air of neighboring 
properties, but produces the towers that 
are liecoming a characteristic of Ameri- 
can cities. Again the practice of the best 
builders is leading the way to a higher 
standard for all. One of the latest sky- 
scraper-, ere, led mi one of the most valu- 
able -lies ,,.] Manhattan, ri-e- only four 
-■'ones on the lot line and then begins to 
step bark, thus providing Wttcr light and 
air for its fifth and higher floor offices and 
protecting them from the noise and du-t 
of the street. 

These business skyscrapers of ours have 
given us, not a new ihing, but a new ver- 
sion of an old thing which will receive 
careful consideration in the cities of to- 
morrow, the much advertised skyline. 
What the cathedral towers were to the 
old cities of the old world, the business 
towers have beeoine to modern American 
cities. But the. cathedral towers rose in 
soliiary majesty, and the business lowers 
are crowding each other in such disorderly 
fashion that the skyline of New York, for 
example, of which there were such high 
hopes, has been likened to a baggage 
room on the morning after Labor Day 

The skyline of Chicago, from one or 
two points on ihe outer Like Lrive still 
gives the thrill of a Ma.xfiekl Parri-h 
painting, but there Ls question whether it 
will not follow New York's precedent. Our 
real hope is that we shnll acl in time to 
save cities like Columbus, whose single 

majestic tower should rot be blanketed 
by some huge rectangle but should become 
part of an effective composition. 

Our first reaction to the skyscraper, 
like our first reaction to any new thing 
which di-t'iH-s accustomed habit, was to 
suppress. Lacking imagination, we dealt 
with the skyscraper as it then was and 
tried to limit its height. As usual sup- 
pr< s.-ioii i died, bul out of the attempt 
came the tower building and a clearer 
understanding of the factors in the prob- 
lem So now our effort is not to suppress 
but to regulate in the public interest, 
which, incidentally, is in the interest of 
private owners as a whole. 

In this skyscraper construction, as in 
all other departures from accustomed 
pr irtice, we .ire -limnlated by immediate 
advantages due to present environment 
(Continued on pn>jr 106) 



Is Business 
Business? 

By JAMES H. COLLINS 

Illustrations by Stuart Hay 



HAVE you ever faced the other 
fellow when he says, with 
tine candor, and all the per- 
sonal good will in the world, 
"I'm sony, but business is business, you 
know"? 

You have reached the wrong side of a 
bad situation. Maybe you got there 
through your own short-sightedness, 
though generally one blames "conditions." 
It may be that the other fellow led you 
there. 

You are up against it. There is no 
choice. The other fellow says, "What can 
I do? I am a business man." 

Which is his sympathetic way of telling 
you that this is going to hurt you a good 
deal more than it will hurt him. It may 
also be his way of announcing that you 
are outwitted. 

"Business is business — I am a business 
man! " 

We hear this just now in the 
name of profitless prosperity, of 
relentless competition, of fickle 
public taste and other familiar 
factors in the present American 
business scene. 



followers of Shylock 

'"PUT— old stuff! Remember 
* the melodramas of the last 
generation, in which Squire Hard- 
hart, the village skinflint, came 
to foreclose upon the Widow 
Gammon's little cottage — when 
he had got. it, he would sell for 
millions to the railroad that was 
coming in unbeknown to every- 
body. 

The Widow pleaded with him : 

"Think, James Hardharl ! Have 
you forgotten the days when we 
were children together in the little 
red school house? Let those memories 
soften your relentless heart." 

And the Squire was unmoved. 

"Out upon your tears and your senti- 
ment! Too long 1 have listened to your 
winnings. And now, I will have my money 
to the last penny — Business is business!" 

More than three centuries ago the type 
was crystallized in Shvku-k. I invite your 
attention to three points in his story: 

First, he blamed "contritions." Racial 



Remember 
foreclose 



oppression provid- 
ed In- alibi, 1 mi was 
not substantially 
different from the 
"business condi- 
tions" used in the 
same way today. 

Second, Shylock 
was his own lawyer, 

though he needed a physician as well as 

:is lallomey to draw up Antonio's bond. 

That is, he had poor information. And 
when a certain kind of fellow says, "Busi- 
ness is business," he often really means 
that he doesn't understand his own line. 

Third, Shylock would not make a fair 
adjustment wilh the other fellow — and in 
these days the other fellow is frequently 
thrown overboard when a little skillful 
adjustment and counsel would save him. 

If the pound of flesh is good business, 




"The mother cried in accents wild, 
"Fireman, fireman, save my child!'" 



then some of the ablest executives I know 
are certainly not business men. They 
have built up institutions, and created 
work and well-th for others, and made 
money for themselves. Yet they are not 
business-is-business business men. 

Last year I saw a drama played in busi- 
ness life. 

Act One: An Easterner, coming to Cali- 
fornia, eagerly looked up his eollese pal* 
of other davs. One of the most lovable 



when Squire Hardhart came to 
on the widow's little cottage?" 



fellows in his old gang received him cal- 
lously. No welcome, no memories. He 
was cut to the heart. 

"Tom, you mustn't resent that in Jim," 
said another college pal. "He's in whole- 
sale trade, and those fellows have been 
having the devil's own time. Conditions 

have made bim hard-boiled. He's rough 
with everybody. If he saves himself it'll 
be a miracle." 

Act Two: The miracle did not occur. 
This merchant went bankrupt. As 1 he- 
end approached he struggled des- 
perately, taking every lawful ad- 
vantage of suppliers. "Business 
is business," he said. 
" jft Act Three: One of his com- 
peiitors. a partnership coikm;, 
was struggling with the same con- 
ditions. These partners called in 
an outside counsellor, saying, 
"Find out what's the matter with 
our business." 

Outside Information 

'"PHE outsider studied their at- 
•l fairs, and secured information. 
Seventy per cent of their trade 
was done with 20 per cent of their 
customers. 

These were strong retail mer- 
chants who bought and sold 
enough to make them profit on 
closely shaved merchandise. But 
their profits were being eaten up 
by B horde of small retailers whose unlet > 
did not pay expenses on selling, credit, 
accounting, transportation. 

They had two voting salesmen who 
were especially capable at nursing small 
merchants into successful business. Thi se 
salesmen formed a new concern and took 
over their 80 per cent of small customers 
With their future before them, and work- 
ing hard themselves, the salesmen oati 

build a business on those customers, be- 



2* 



.V . I T I 0 .\ 'S BUSI A" K S S Jor Septemb, r, 11)28 



cause 
model 

Cor. 



goon a* 



their overhead expenses will Iks were no consulting business advisors, such 
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put the hard-boiled mcr- 
butancss because lie had tn- 
ormation. Conditions be- 
lc for the other concern a* 
mation showed them what 
tad information now being 
ut distribution, through a 
il census, promises lo help 
rsmcn who started the new 
ibout the time they should 
ur their work. 



i be pardoned 
in Iago, who 



Distribution Figures Lacking 

JT'OR many years, Uncle Stun has gath- 
* cred figures about business, but entire- 
ly ignoring one branch, li statistics were 
wanted about how many jtotatoes were 
grown, or how many tons of coal mined, 
or the output of factories, or the size of 
foreign trade, or the hauling or financing 
of these activities — you could get the fig- 
ures. But not a word about distribution, 
or goods after they have passed into 
trade. 

How many blue denim overalls were 
sold in Chicago — and in what kind of 
stores? As Moss and Fryc put it, "How 
many potatoes are in the restaurant ?" 
Nolwdy knew. Uncle Sam didn't in- 
clude that in the census. Business went 
along nicely without these figures, and 
never suspected that they meant any- 
thing. 

But now l preliminary census has 
been made of trade in eleven representa- 
tive cities, and it is found that nearly 
one-third of all the folks "keeping store" 
are selling less than fifty dollars' worth 
of goods weekly. That's bad for the 
store keepers, of 
course, but it is worse 
for the people who 
supply them, because 
salesmen visit these 
little stores, and 
credit is extended to 
aem, and books are 
ept on their pur- 
chases. In every list 
of "retail outlets" 
they bob up, and are 
canvassed, and sup- 
pliers actually light 
over the privilege of 
losing money byscrv- 
ing them. Yes, get 
hard-boiled about it! 

That is the latest 
"dope." Here is the 
information upon 
which one concern 
Btayed in business 
against "conditions," 
even though the data 
was not then avail- 
able in the census fig- 
ures. The informa- 
tion was obtainable through a census of 
its own business. And here is the infor- 
mation that put th' 1 other wholesaler out 
of biisiiie-j because lie did not have it. 
Business is business. — and something 

deeper. 

Poor Shvlock lived in a day when there 



as am now found in 
capable of giving clanf; 
for the solving of many 
culty. 

However, if the sugges 
— Shylock might have ca 
also lived in Venice. 

"You want to cut a pound of flesh off 
this competitor?" echoes Iago. "You 
want to cut it off a shaving nt a time, and 
make him squirm as much as possible? 
And it is to take the form of a straight 
business transaction— a bond?" 

"Yes, yes, yes, yes!" says Shylock. 
"All in the way of business — 1 am a busi- 
ness roan." 

"The devil you arc!" mutters Iago to 
himself, and then for a fee proceeds to 
show that there are ways of drawing a 
bond so that Antonio will bind himself to 
cut off a pound of his own flesh and lay it 
bit by bit on the scales; that there arc 
more lingering and painful ways of "get- 
ting" a competitor; that the latter can 
even be compelled to destroy his happi- 
ness as well as himself if you plot your 
business policy on sufficient information, 

1 igo did will Il lie "gut" I "ll'-llu. 

Among the business, men I have known, 
during the jieriods of bad "conditions" 
back to the panic of 1907, the fellows who 
have built, tip great enterprises, yet never 
insisted that it was necessary to do this 
or that short-sighted thing because they 
were business men — among these play- 
boys of large affairs, you are sure to find 
calmness and strength in times of trouble. 

They -'and a-ide and untangle the traf- 
fic jam like New York cops. They seem 
lu be -low in getting the hose lai. I hu the 



well informed on the basic 
situation. and are working 1 
edge that there will be er 



fact* of the 
t he knowl- 
y different 

"conditions" a few months hence. They 
ire not stampeded l»\ . ir. um-t. nice-. Lo- 
calise they either make the circumstances, 
or lind out all about them. 

When the boys came home from 



shrewd business man said, 
>r a slump — bad conditions." 
>ig fellows, whom I inter- 




AmonK the play-boys of large affairs, you are sure to 6nd 
calmness and strength in times of trouble" 



conflagration, but presently the flames 
are succeeded by white smoke, and that 
by a singed odor. 

While every little "business man" is 
running around, in terror, they are find- 
ing the center of the jam or the fire. Re- 
porters go to them, and lind that they are 



France, the 
"Look out I 
But these 

\ 'lowed, -.ml, "Look lor good luisltiess. " 

They had studied the situation, saw that 
several million men going back to civil 
life would need civil trapping* of e\ery 
kind, and were getting ready to supply 
them. .The bttsiness-is-business chaps 
hurriedly forcelo-od their mortgages on 
eai h other, while the lug fellows made 
their adjustments and were ready for the 
thriving business of 

Boom Year in Bibles 

THh'KE was a boom that year even in 
Bible-' A Bible puNi-her told me that 

his sales broke all records, and he ac- 
counted for this by assuming that, as 
every man mobilized had been given 
either a Bible or a testament, the boys 
wanted to read more of that book when 
they got home and had time. 

The other day I talked with a Yankee 
merchant who In- been doing business 
in Mexico since the palmy days of Diaz. 

"It is a mistake for Americans to 
leave Mexico during a revolution," he 
said, "and turn the people of that coun- 
try over to the rag-lag and bobtail that 
pours in to fleece them." 

He comes of the New England trading 
stork that, in days when we had no 
factory goods to sell 
abroad, tixik ice out to 
India and brought back 
tea and spices. One story 
shows what such a busi- 

tie-- means in a dtsturh- 



A Mexican planter, to 
whom he had sold large 
bills of merchandise, 
came to him in trouble. 
The planter had a crop 
of sugar, but no way of 
selling it except to sharp 
trader- w ho offered him 
next to nothing. This 
Yankee merchant knew 
the sugar market was 
operating normally out- 
side of Mexico. He sent 
a cable to one of th 
American refining corn 
panics, and. another cable 
to a shipping company. 

Within a week the 
planter's sugar had been 
sold for a right eous 
prire, and was on its 
way to the Atlantic seaboard — and 
the trader made forty thousand dollars 
and a stronger friendship. Later on, this 
planter w as driven I o California, for safe- 
ty. When he returned to his plantation 
he came to the trader with a confession 
CCoatfmwd on page 116) 
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The Sun Still Shines for Jewelers 

By EMIL W. KOHN 

Vice-president and Tretisnrer, Theodore A. Kohu & Son, New York 
President, New York Jewe/ers' Association 



WALK along n 
popuku re- 
l.;nl slieel m 
any good 
American town on a pleasant 
evening ami notice particu- 
larly the high percentage of 
passersby who pause long 
enough to inspect the jewelry 
store window displays. Both 
the number who stop and the 
time they take will depend on 
the effectiveness of the win- 
dow, but generally speaking 
the public has a vast and 
growing interest in the va- 
ried merchandise which the 
jeweler handles. 

Those who stop may or 
may not return to buy. If 
the display did its full duty, 
it did more than interesl the 
casual stroller. It created a 
longing to possess one or 
more of the fine things dis- 
played. Sometimes local 
conditions may be such that while such 
desires may be stimulated, the means of 
satisfying them is denied. An industrial 
depression may suddenly cause the fam- 
ily purse to be opened only for barest 
necessities. When a community checks 
its purchasing, the jeweler is the first to 
feel the effect. 

The jewelry business may be taken 
faidy as an indicator of general business 
conditions in any community. If the ma- 
jority of the jewelry shops are prosper- 
ous, then the whole community may be 
eaid to be enjoying good times. If a 




HOW are general business conditions? 
Ask your jeweler. He can tell you, because 
his business is a true indicator of the 
community's business. 

Interesting changes are taking place, 
style becomes more important, reaching 
even to watches, as the picture shows. 



downward trend sets in very gradually, 
the jeweler will feel it more accurately 
than other observers, and long before fig- 
ures showing the state of trade will have 
been compiled. He will be able to tell 
more about how people are buying and 
about how credit stands than would be 
brought out in an extended survey of gen- 
eral business. 

Jewelry is, of course, very old. The 
Prince of Wales told an English Jew- 
elers' Trade Association recently that he 
had read in a history of civilization that 
ornamentation had preceded clothing in 



men's minds, but that he per- 
sonally could not say wheth- 
er the idea of a pair of eat- 
rings actually sprang from 
the human brain before the 
idea of a pair of trousers. 

The modern jeweler as we 
kno.w him is a business new- 
comer. His mercantile an- 
cestor was a sort of high 
powered peddler who carried 
liis jewels on his person, with 
the least possible advertise- 
ment of his profession, lest 
highwaymen interfere with 
the course of his trade. 
Princes and plutocrats may 
still send for a jeweler with 
the request that a selection 
of gems be laid out on library 
tables for inspection, but 
that is decidedly the excep- 
tion. Almost all of the busi- 
ness nowadays is carried on 
over the counter. 
A few exclusive metropol- 
itan shops have adopted the eounterless 
shop, however, and do business entirely 
by conference in a fineiy appointed salon, 
with almost none of the customary ac- 
coutrements of the trade save the jew- 
elry, which is brought out only upon re- 
quest. 

We in the jewelry business are of course 
directly concerned about the state of the 
trade, but most men seem to take more 
than a casual interest in this type of com- 
merce. 

Several interesting tendencies are ap- 
parent today. One is with watches 



t (CHAIN jewelry scores 
may encroach more than 
they have, hut the place 
for the independent seems 
everlastingly assured. 
Human nature never be- 
comes completely stand- 
ardized, although stores 
may seem to approach 
that state}? 



They arc l>ccoming almost daily finer and 
cheaper. They improve inside and nut- 
side. If a jeweler had predicted that fine 
watches would he sold at retail For much 
under ■ hundred dollar* twenty-five years 
ago, he would have lieen laughed at. Fine 
timepieces wen- made then, to lie sure, 
hut when the prices are considered today, 
there is no wonder that grandfather 'e 
w:\tvh stayed in the family lor several 
generations. 

'Guarantee" Is Abused 

QINGE tunc nniii' indtul. the word 
^ "guaranteed" has l>een used in connec- 
tion with watches. It should not be, at 
least in the broad sense that leads the 
public to think that 
the jeweler is ready 
and anxious to put 
the watch hack to- 
gether that has l)eeit 
used to drive tacks 
into the wnll, or has 
been the baby's play- 
thing. 

The jeweler is and 
probably always will 
be ready to make 
good on any mechan- 
ical imperfection 
which has shown up 
in service, but he 
should not be respon- 
sible for the health 
of every timepiece regardless of the 
treatment it gets. A great deal of mis- 
understanding may be avoided if he will 
take the customer into his confidence 
and explain the situation to him. Free 
repairing has long been a drain on the 
retailer, and a needless one. The public 
does not expect something for nothing 
unless it has been educated to do so. 

Another fact aUmt jewelry retailing 
which possibly escapes the average per- 
son is that few chains have made great 
progress. Those that exist have relatively 
few units. Undoubtedly the chief rea- 
son for this lies in the low turnover and 
the high average inventory maintained. 
One of the few chains which has made 
any headway belongs to a young man 
hardly thirty who started on a shoestring, 
or possibly it was a bradstrmg. He cap- 
italized his high-school-days popularity 
by giving cups for all athletic meets. 

Good Advertising 

IF THE season was slow and there were 
no athletic or sporting events, he or- 
ganized them just so that he could pre- 
sent trophies 1 le eaOed himself the com- 
munity jeweler, and reminded the pub- 
lic constantly that he was their jeweler. 
He did a strictly casli business, adver- 
tising under the slogan. "If it came from 
Ulank's, it's paid for." Evidently the 
psychology brick of the idea appealed to 
the thrift instinct- of his customers, for 
he now operates ten stores in a group of 
New England towns 

The variety chains have gone in for 
inexpensive jewelry rather extensively. 
Five and ten cent stores and the com- 
binations which handle merchandise up 



to a dollar find jewelry profitable. It is 
beautifully adapted to rapid turnover. 
The nation spends a staggering sum for 
cheap jewelry. 

The popularity of inexpensive orna- 
mentation has not affected the sale of 
high priced jewelry adversely. On ihe 
rontrary, it may have had some stimu- 
lating effect. Many articles which retail 
for a few pieces of small change show 
careful and artistic design. Clever manu- 
facturers have made it very, very easy 
for everyone to satisfy normal and ab- 
normal desires for ornamentation and 
cmlicllishmcnt. 

When a shopgirl wears a string of 
modi-ll bead- ul novel design. .Hid a brace- 
let of similar crafts- 
manship at a cost of 
a dollar or less, the 
effect may be decid- 
edly good. A young 
society matron may 
be unconsciously 
started toward a jew- 
elry store after no- 
ii' lie, in passing, the 
pleasing general ef- 
fect. If every woman 
is going to wear some 
sort of jewelry at 
some price, those that 
can afford finer pieces 
will get them. 

I in i l :i t ions which 
can scarcely be detected are being of- 
fered. In some cases only the wearer 
can tell whether a piece is genuine. Hu- 
man nature is such that relatively few 
women who can afford very costly gems 
will consent to wear cheap imitations, 
even though the effect is much the same. 
The di.-t lliclwn lie- m the intnd of the 
wearer, and usually American women 
prefer to create no false impression. 

A wealthy woman asked me recent- 
ly whether the pearls die was wearing 
were real. She was standing just across 
the counter, but I was forced to tell 
her that 1 was unable to say. although I 
have been dealing with pearls for thirty 
years. Then I went on to say that 1 could 
be fooled by imitations at a distance of 
t wo feet, but that when they were as close 
to my eyes as one foot, I could tell as to 
their geiiuineties-. Those hardest to judge 
are the ropes of smaller jwarls, for very 
few strands of large pearls are being of- 
fered today anywhere save at an occa- 
sional auction. Fine pearls have had an 
appreciation in value scarcely equalled 
in real estate, stocks or other investment. 

Another tendency which is slowly af- 
fecting the whole industry is in style, 
f Icm-rally, styles may be said to be grow- 
ing simpler. Since this is true of jew- 
elry, it may fairly lie said to apply tn 
everything else in everyday life at all 
susceptible to stvle influence, and to de- 
pend on straight lines, curve- and ancles 
for effect. It is true of furniture, of 
architecture, of automobiles, of clothes— 
and jewelry reflects the universal tend- 
ency. 

There -veins to be a Renaissance ap- 



proaching, in which the ultimate meal 
will be Doric simplicity. The predomi- 
nation note in the more modern jewelry 
is in hue and angle, rather than in are 
and curve. The third dimension is U-ing 
eliminated. Tin -iiiurc or baguette cut 
diamonds flanking the solitaire in the 
modem engagement ring afford a good il- 
lustraiion of this trend. 

Pick up some ol the class magazines. 
English, French and American, and note 
the drawings which indicate this modem 
style development. They will be found 
both in illustration and in the advertise- 
ments. Such are among the in.-piratiou 
for fine jewelry creations. A bow uu die 
back of a chic French frock may suggest 
to a designer a motif for a bracelet or a 
bar pin. This going back toward classic 
simplicity, this getting away from the 
rococo Yictorial, is in the air. It is es- 
.-cntially modern, yet more permanent 
than a fanciful fashion. 

Several Lines Arc Sold 

THE inclination many small shops have 
to include lines other than jewelry is 
also worth watching. It is the same move- 
ment which makes a drug store sell box- 
ing gloves and a grocery store sell hosiery- 
The introduction of a wider variety ol 
merchandise may be bringing with it a 
much needed change in the trade. Once 
the range of articles carried by a retail 
shop becomes wide, the necessity for mod- 
ern, alert merchandising methods becomes 
imperative. Many jewelry stores need 

to be departmentalized, wuh sales, -luck- 
and purchases planned in advance, based 
upon expected business. 

When a jeweler sets up in business, he 
does so with a large outlay of capital, and 
an expectation of a reasonable husines,- 
life. If he shows a profit the first year 
he will have entered the rank3 of the for- 
tunate 00 per cent which show a net 
profit. He expects, traditionally, to have 
little new competition. Grocery stores 
come and go, but, the young man bent 
on going into business for himself pauses 
longer liefore starling a jewelry store 
because of the inve>tmelit and training 
necessary- Many jewelry stores are fam- 
ily institution.-. The house with which I 
am connected was established in 1SG1. 

One Yearly Stock-turn 

THE average jewelry store turns its 
stock about once a year. The mean 
is slightly le-< than that Those doing 
better make a higher net in proportion. 
This would seem to indicate that stocks 
carried are ton heavy and tie up capital, 
making intere>t charges high which in 
turn raises the operating cost. 

Operating cists in jewelry nre higher 
than for almost any other type of retail- 
ing Thi* means that a greater gross 
margin must be charged the public for its 
jewelry than for other commodities The 
cost of maintaining an efficient sale- 
statT is very large, compared with that 
in other retail ventures. Salespersons 
must be refined, attractive, and of fine 
sales judgment Persons of such taste 
(Continued on pngr AS) 
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Making the Unfit Fit 

By WALKER D. HINES 

President, The Cotton-Textile Institute, Inc. 



THERE is at least occasional, and 
perhaps frequent, comment to 
the effect that solution of bad 
merchandising policies in indus- 
try must be found in "the survival of the 
fittest." There is scarcely a line of man- 
ufacture in which the cry of "overpro- 
duction" is not heard, and in which there 
is not talk of excessive and unprofitable 
competition. Discussion of these pain- 
ful topics is likely to hring out some ex- 
pression to the effect that there is no solu- 
tion except to continue the destructive 
com est and let the unfit die. 1 hear a 
good deal of this idea in the cotton tex- 
tile industry and I do not suppose that 
that industry is unique in that respect. 

Those who talk about the survival of 
the fittest seem to assume that the units 
in the industry should not join in an 
exchange of infor- 
mation as to pro- 
duction, stocks, and 
costs, should riot 
encourage meeting 
together in groups 
to discuss common 
problems. 

They reason that 
by this aloofness 
each unit of an in- 
ilnstry will I'f kit to 
its own devices and 
the weak and badly 
managed ones will 
fail and disappear 
from the field which 
would then be left 
to the strong and 
well managed. We 
should have then B 
comparatively small 
number of strong 
units, all employing 
sound manufactur- 
ing and merchandis- 
ing policies, consti- 
tuting the industry. 

Unfortunately 
the history of indus- 
try does not lead us 
to believe thai t hi- 
will happen, cer- 
tainly not so far us 
the manufacture of 
cotton textiles is 
concerned. If the 
rate of progress to- 
ward the elimina- 
tion of the unfit and 
the survival of the 
fittest is as slow as 
it has been in the 
past, we are not 
likely to see any rea- 



sonable realization of this state of affairs 
for many years to come. 

We find that the number of cotton 
manufacturing establishments in this 
country has grown from 1,005 in 1S99 
to 1,638 in 1925, the last year for which 
census figures on the subject are avail- 
able. It is also true that the total num- 
ber of spindles in the United States has 
increased from over 19 million in 1900 
to over 34 million in 1927. These in- 
creases in the number of establishments 
and in the number of spindles have been 
almost steadily upward, although on ac- 
count of the post-war influences these 
items reached shortly after the War total 
amounts somewhat in excess of the figures 
for the last available years. 

But broadly speaking it can fairly In' 
said that the trend in the number of cs- 




IF THERE are too many manufacturers in an in- 
dustry, what to do about it? The simplest answer 
is to let the unfit go into bankruptcy. But as Mr. 
Hines says the fittest do not supply the demand by 
themselves, and the unfit do not pass out of the pic- 
ture that simply. The answer is to make the unfit fit. 



tablishments and in the number of spin- 
dles has been steadily upward with tin 
exception of that brief extra and tem- 
porary development in the post-war pe- 
riod. 

It would not be difficult to cite other 
industries than that of cotton textile man- 
ufacturing to show how slowly the rule 
of the survival of the fittest goes into 
effect, if, in fact, it ever does. Here are 
two widely differing industries — com- 
mercial fertilizers and boots and shoes— 
for which figures have been assembled. 

For the making of fertilizers there were 
450 establishments in 1909 and 587 in 
1927, and this in an industry which re- 
ports that in the last ten years it has not 
protiteereil hut "deficiteered" to the ex- 
tent of $225,000,000. 

A like state of affairs exists in boot ami 
>hw manufacture. 
In 190!) there were 
. . 1,343 establishments 

making footwear 
while in 1925 there 
were 1,460. It is 
only fair to say that 
the number declined 
from 1,606 in 1923 
to 1,460 in 1925 but 
even that shows no 
great elimination of 
the unfit. 

But it is with cot- 
ton textiles that I 
am chiefly concern- 
ed, and I refer to it 
as illustrative of the 
survival of the fit 
and the unfit in in- 
dustry. If we look 
at the future of 
that industry, and 
disregard the dis- 
couraging indica- 
tions of the past, 
hew is the elimina- 
tion of the unfit to 
come about? 

The comparative- 
ly few mills which 
w&uld be regarded 
as the fittest can- 
not by themselves 
supply the demand 
for cotton goods. If 
we assume that 
there are five mil- 
lion or even ten mil- 
lion spindle:- which 
would come within 
the designation ul 
the fittest, it will 
(Continued oil /wye 
136) 



The Map of the Nation's Business 



By FRANK GREENE 

Managing I tiilor, lirjjttreet'l 



T 



UK 



sc in hi to 



Juno 



irlv Julv of un "old fashioned 



t leisurely in get t ine into it 



Trans 

f'mjtl 



was abundantly realized (luring the past 
iiioulh or six weeks. July was the hot- 
test month in seven years and the wet- 
test July in the same jwriod. 

results therefrom — — — — 
were a widely conceded im- 
provement in crop prospects; 
un secession of cheerfulness in 
surplus crop areas, helpful to 
fall buying sentiment; an en- 
largement in buying of sum- 
mer apparel and other vaca- 
tion needs and a big business 
nt summer resorts, this latter 
contrasting with a poor season 
ii year ago. 

Crop Prospects 

ON THE other side of the 
account as regards im- 
proved crop prospects was a 
rather in.t rk--- 1 scaling down of 
price- of farm products with 
winter wheat, cotton, early po- 
tatoes and vegetables the chief 
sufferers and withpricesof new 
crop deliveries of cereals, ot her 
than wheat, showing notable 
weakness. Against this from a 
price stand(>oitit purely was a 
slight Tinning up of industrial 
products, except cotton goods. 
In view of these price happen- 
ings and the fact that a num- 
ber of important crops are yet 
to be harvested anything in 
the way of the familiar esti- 
mates of increase in value of 
the new crops seems at pres- 
ent statistically futile exeept 
fur the traditional satisfaction 
that is taken in big yields by 
those immediately benefitting 
or likely to handle them on 
their way to market. 
[ t 

and industrial situation in July 
and early August as in previous month- 
was rather two sided but that cheerful 
features rather seemed to have a slight 
"edge" on less favorable happenings. On 
the favorable side was the sustained 
strength of buying demand or production 
of automobiles, and their accessories, this 
including tire.- and gasoline; steel prod- 
uct- i>l nearly all kind.-; canners' supplies, 
agricultural implements, shoes and silk 
fabrics. 

Increased activity in flour milling, con- 
sequent upon an apparent record yield nt 
wheat in the southwest; another gain in 
th" petroleum trade, especially m prices, 



monthly gain in permitted building re- 
l>ortcd in four years; a smaller num- 
licr of July failures than for several years 
past and the first monthly increase in car 
loadings shown over the like |>erii>d of the 
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preceding year for fifteen months past 
were additionally favorable happening-. 

Textiles Furniture 

ON THE less favorable side of things 
may be cited prominently the evi- 
dence- of weight of product 1011 necessitat- 
ing continuance of the heavy curtailment 
movement noted in May and July in cot- 
ton goods. The woolen good- manufac- 
turing line was rather less active than nor- 
mal with lower prices for next spring 
goods noted ;il the (irsl of the season's 
"openings." The furniture trade seemed 



of 
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posed to purely speculative lines. The 
higher range of call money 

i|UMt.-itioB8 upon stock market 

dealings did not apparently 
cause any marked weakuc.v 
after the early part of July 
when 10 per cent call rates 
ruled for a time and advances 
in Federal Reserve Bank rates 
resulted in a rather sharp 
downturn in stock prices. 
Bonds, also, ruled lower and 
foreign exchange receded 
rather sharply. 

One effect worth noting from 
a statistical standpoint grow- 
ing out of the quieting in spec- 
ulation brought about by 
tighter money, was the evi- 
dence of a return to normal or 
thereabouts in the bank clear- 
ings and bank debits returns 
which had l*en distorted, from 
a trade measuring standpoint, 
by the activity in speculation, 
record sales of securities, etc. 



Metals— Failures 

SUCH measures of July 
movement as are compiled 
as early in the month as this i- 
writtcn, point to trade and in- 
dustry moving with a more 
confident step. Thus steel pro- 
duction in July gained 19 per 
cent and for seven months 
gained 5.8 per cent toward a 
new record year's total. Pig 
iron production though :..S per 
cent below June was the same 
percentage ahead of July, 1927, 
and prices of both steel and 
iron are firm to higher. 

The permitted for building 
in July showed a gain of 11 .3 
per cent over a year ago the large-t gain 
shown in any month since 1924. 

Failures in July dropped below a year 
ago as they did in June, and the increase 
over a year ago for seven months bis 
been whittled down to a small fraction 
of one per cent while liabilities are the 
smallest for eight years. Bank failure- 
in number and liabilities are the lightest 
for four years. 

July car loadings showed a very small 
fraction of one per cent gain over a year 
ago, but it was the first month to show 
an increase since April of 1927. The ef- 
fect of reduced stock speculations upon 




kink cleaniies is reflected in 
the smallest gain over a year 
ago, 5.5 per cent, reported in 
any month since July, 1927. 

Petroleum — Chains 

CUHTAlLMENTof produc- 
tion was apparently the 
right way out of a two-year de- 
pression in the petroleum in- 
dustry. Very much the same 
plan is being tried in lumber, 
but a record consumption of 
gasoline has been an aid to pe- 
troleum, whereas lumber has 
lacked the really active con- 
sumptive demand the former 
has had. Crude petroleum 
production for the half vear. 
435,000,000 barrels, was' six- 
tenths of one per cent below 
1927, while domestic consump- 
tion of 340,000,000 barrels was 
11.2 per cent larger than a year 
ago. Stocks of crude, 370,000- 
000 barrels, more than a halt 
year's consumption, declined 
fractionally in June for the 
first time in many months but 
were still 17 per cent larger 
than a year ago. 
Gasoline production and 
onsumption alike broke all 
cords in June and for the 
half year gained 8.6 per cent 
over a year ago. Thirty days' 
supply was on hand at the close 
of June against forty-two days' 
Fiipply a year ago. 
A feature in distributive 
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The Map a 
Year ago 



A WIDENING of the white (good) areas 
on the map as of August i is a reflection 
of the "stepping out" visihle in many lines 
as a result of better crop conditions and 
real summer buying weather. The black 
(quiet) areas shrunk a little on the whole. 
It needs to be recalled that comparisons 
are with a year ago and given no obstacles 
growing out of lower prices for crops or 
higher prices for money, comparisons 
should favor this year as against last year 
for some months to come 



trade in recent months has 
heen the rather smaller per- 
centages of gain shown by 
chain stores as opposed to 
mail order houses, whereas the 
chains generally speaking have 
been for some years past lead- 
ers in proportion of gains 
shown. 

Lower prices for new crop 
corn, oats and other grains has 
made a change in the price sit- 
ution as compared with the 
middle of May, when farm 
product prices were reported 
at the highest for some years- 
Even prices of cattle and hogs 
eased somewhat from a month 
ago, when they were the high- 
est of the year. 

One explanation may be that 
chains are not adding new 
stores as rapidly as in eailni 
months and years whereas 
mail order houses have been 
opening branches freely. 



Farm Prices 

QOME current statements of 
the favorable position of 
the fanner and of the big in- 
creases in value of the crops 
owing to the prospects of large 
yields (prices of remnants ui 
old crops being apparently 
taken as guides instead of the 
prices for new crop futures) 
read rather queerfy. Cotton 
prices promise absorbing in t • i - 
est in the next few months 
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VIII. The Spirit of Detroit A GLIMPSE of Detroit — America's youngest urban 

giant — where dreams arc made realities. 
An Llihitig by Anton Schulz On the right stands the Washington Boulevard 

Building. The Book-Cadillac lower on the left, 40 
stories high, will soon be surpassed by a new Book 
tower of 85 stories, whii h, it is planned, will be the 
highest building in the world. Verily dynamic Detroit 
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We Don't Bite the Coin Today 



By MERLE THORPE 

Decoration by Thomas Benrimo 




tk YAI.lv professor, addressing an 
f\ audi oi 9,000 Bolshevik 

/-^k - \xett m ,\ I 

/ jHl.^'!":"!** Garden October 24, 
L>-7, relateci with evident relish the ]'«]- 
owing incident which the press reported 
"brought the crowd to its feet with cheers 
and laughter." 

"I have a cousin who inquired ins way 
in his hotel in Moscow from a Russian 
jewelry store proprietor. The jeweler 
offered to conduct the stranger and 
started out, leaving his store unlocked. 

"Aren't you afraid of thieves?" the 
American asked. 

' Why should I be?"' replied the courte- 
ous shop-keeper. "Aren't you the only 
American in Moscow and am 1 not going 
to stay with you?" 

The implication of the incident was that 
in America no one could be trusted 

A few days later 1 was in New York 
City. On lower Broadway a soap-box 
orator was holding forth. He shouted: 
"Business is crooked. It is made up of 

lood suckers. The whole rotten Ameri- 
can industrial system should be com- 
pletely smashed ! " 

Business Runs oa Confidence 

I MARVELLED, for just back of him 
I towered a building which houses the 
headquarters of a great telephone com- 
pany — acompanybuiltnpon the faithand 
the confidence of 421,000 American men 
and women who have turned over to it 
their earnings and savings. They have 
never met the men in charge of the com- 
pany. They receive for their money 
nothing in return but a piece of paper — a 
certificate — evidence of share ownership 
and their claim to some of the profits. 
That is only one of a hundred public 

service companies in whose li Is billions 

of our money have been placed in trust. 
There are also the ureal insurance com- 
panies, trust companies, and savings 
banks; not to mention ihe thousands of 
corporations such as railroads and manu- 
facturers and oil and lumber operators, 
to whom we have lent our money. 




Even while the soap-box ngitator was 
shouting, 00 per cent of this same rotten 
business he was describing was being con- 
ducted on credit. And what is credit? 
Nothing more nor less than confidence 
that a man will keep his word. 

This business confidence is the founda- 
tion of American life and prosperity to- 
day. In the economic evolution, the 
present era is not the steel age, nor the 
automobile age, but the age of credit 
economy. 

The "parlor pinks" chatter of the 
double dealing and degradation of our 
business life and solemnly propose a radi- 
cal overturn, forgetting, if they ever 
knew, that the road by which we have 
reached this high peak of business confi- 
dence has been long and rocky and up-hill 
most, of the way. 

When Caveat Emptor Prevailed 

OUR daily transactions were not al- 
ways carried on so simply. In the 
beginning, trade was conducted at lairs. 
Usually a hill-tup or some other com- 
manding spot was chosen and there were 
set up the tented shops of the tlraper- 
and tlie goldsmiths. In them were found 
the fine linens from Egypt and the cam- 
el's hair from Persia. Our present-day 
stock exchange is a direct, lineal descend- 
ant of the old-time market place. 

The outstanding difference is that 
around the old market place was a stock- 
ade with a guarded entrance ! 

When a buyer came through the 
guarded entrance, he expected to and the 
atmosphere of coi'crtt emptor. Nor was 
he disappointed. There might just I - 
well have been thousands of signs: Lei 
(he Buyer Beware! 

The customer located the article which 
he wished to buy. He held it tightly in 
his hand or kept his eye fixed inn ntly 
upon it as he haggled over the price. John 
Wanamaker had nni yet proved ili.v tin- 
asking price was the last price. And it w as 
not unethical in those days to substitute 
even while negotiations were in progress 
When the customer produced bis coin, 



the seller bit it to make sure it was nil 
Ad its face implied. 

Thus wen the comforts and necessities 
of life Iwirtcrod and sold in the good old 

days. 

Centuries passed and confidence grew. 
We teamed to buy from :i .-ample. We 
said, ".Send me a dozen like this." We 
unit away secure in the confidence that 
the dozen would come according to the 
sample. And the seller on his part did 
not say, 'Tay me first ; I am afraid to buy 
raw materials and employ workmen and 
pay them until I see the color of your 
monev." What he said was "I'av on de- 
livery." 

More centuries passed and confidence 
between man ami man continued to grow. 
The buyer no longer demanded to see the 
sample. He liclievrd in the salesman's 
descriptions, or the specifications in a 
catalog. And the seller did not say, 
Pay on delivery." He said, "Take thirty 
days to turn around." 

Each had gamed confidence in the in- 
tegrity of the other. 

Slips of Paper as Payment 

r "P< >1).\Y, goods amounting 1<> billions of 
I dollars are bought and sold by the 
printed word, through advertising, and 
over the telephone. Payment is made by 
a slip of paper drawn on a bank, some- 
time- thou-ands of miles away, and it is 
accepted without question as to whether 
the money is there or as to whether the 
hank will pay when the check slides 
through the teller's window. 

Through the check and deposit, sys- 
tem, more than tit) per cent of our ex- 
changing is carried on. There are SOO 
billions in cheek transaction yearly in the 
United States — with less than five bil- 
lions of money in circulation. 

We don't bite the com today. 

Vast improvements have taken place 
in the method of exchanging. The colonial 
mediums of wampum, beaver skins, cram, 
tobacco in the South, all of which pa— ed 
for money, gave way to stable currency 
and later to "faith money" or "credit 
money," which is the check, more techni- 
cally called "fiduciary currency." 

It is a common tendency to place upon 
money the blame lor most of our u itioti d 
business wrong-;. This was especially true 
in an early period. We have come to 
realize that money may be nobly or basely 
used, that the instrument should not be 
blamed for what its owner does. 

Similarly with credit. It is the abuse of 
credit, that is, of confidence, that pn>- 
J uccs some of the evil of the present era. 
The undertaking to promise more than 
one can perform, the detraction of useful 

agencies, instruments and pr sses, with 

appeals to passion and prejudice, mas- 
querading as "apixwlB to reason," are as 
min-h an element of danger in this era oi 
credit and confidence as the very abuse 
of money and of credit -exchange. 

Who now fears that Ins milk is watcted 
or his auger sanded? You buy a Ford or 

a Cadillac without i pies I loiung I lie sound- 
ness of its materials or the honesty of its 
cller. You select color and design, but 



you take on faith sled anil leather ami 
mechanical skill. 

The Caveat Emptor signs have lone 
been carried to the basement. The t» h 
il:ms m l heir place read "Caveat Verni- 
er!" It's the seller who is held to strict 
account today. 

Confidence and Faith 

Ml »W far-thing 'lie ramifications of this 
business confidence! Nearly every 
:n I ill I he day l- based on confidence and 
faith in a fellowman that he is keeping his 
word to us. From the morning paper and 
the coal on the furnace grate, the food on 
the breakfast table and the elevator we 
ride on, to the policeman who walks the 
beat, I he bill-collector, the street car nio- 
lorman to whom we intrust our children 
on their way to school, we are everywhere 
and always pinning our faith and confi- 



dence on other |ieople and many of them 
.-I rangers. 

When I boarded a street car recently I 
saw a man give the conductor a dollar 
bill. The Conductor returned his change 
in nickels and dunes. The passenger 
pocketed the money without counting it 

"Hold on," .-aid the conductor. "How 
do you know I cave you the right 
change?" 

"Oh," replied the passenger, "how do 
you know the dollar bill I gave you is not 
eoiiiitcrfcit?" 

Thai incident can be multiplied mil- 
lions of times every day. 

f or— and litis i- an accepted fact — 00 
per cent of the business transacted in the 
United States today is conducted on 
credit. Business could not lie conducted 
on the vast and complicated ■■■ale It 1- in 
this country if it were not for this general 



Business Mm You Hare Read About 





AD CLUBMAN 
( harles <... Younfi^rfL'ii 
is the new president of 
the lnlern.itiun.il Ad- 
vertising Association, 
and vice-president of 
Kbu' Van Pietersnm- 
Duntap - Ynunggrecn, 
Inc., Milwaukee agen- 
cy. With such titles, 
thore'snospacefor more 



N. R. D. G. A. 
Otherwise, National 
Retail Dry Goods As- 
sociation. And Ch.ui- 
ning C. Sweitzer it now 
the managing director. 
He worked up from 
the ranks, recently 
succeeding Lew flahn, 
who resigned to head 
department chain 



A CENTURY PLANT 
One of H. R. Swartz's 
jobs is being president 
of R. Hoc & Co., mak- 
ers of printing presses. 
After doing pretty 
well at the old stand 
since 1 803 on the East 
Side, they move into 
new quarters in the 
Bronx 






BOSS LION 
Benjamin A. Rufttn, 
architect, insurance 
expert an J di rector of 
we - forget - what - all is 
made president of 
Lions International. He 
builds it h o o 1 s and 
preaches good - will. 
His home is in Rich- 
mond. Virginia 



SALTY ROMANCE 
Hero of many a stir- 
ring sea story, Robert 
Dollar, s>. makes fic- 
tion seem tame. Head 
of the Dollar Lines, the 
doughty cap'n is on his 
way around the world 
for the fourth time in 
five years. He's for 
private operation 



IN POLITICS 
Soon after Raskob'i ap- 
pointment as head of 
the Democratic host, 
John W. O'Lcary, Chi- 
cago banker, and past 
president of the U. S. 
Chamber, was made a 
financial lieutenant in 
the opposite camp. 
"The doctors disagree" 

■ .*••♦..** 
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confidence in the integrity of the men 
who are conducting it. 

You intrust a hundred dollars to your 
dank. You have' confidence that it will 
j my you a specified interest and return it 
to you when you call for it at a specified 
time. The bank intrusts your hundred 
dollars along with others to a manufac- 
turer, who in turn passes it on in tin.' form 
of goods to a wholesaler. He intrusts the 
goods, made possible by your money, to 
i retailer. 

Sales Based on Credit 

HPIIE retailer sells you the goods and 
* trusts you far them until the first of 
the month. He knows you will pay, and 
when you do, your dollars, represented 
perhaps by a check on your bank, begin 
their journey to wholesaler, m.mtifac- 
t urer, and back to your bank. They have 



been working all the time, and inciden- 
tally for your comfort ami c onv enience. 

You send your c heck to the insurance 
company in payment, of your life insur- 
ance premium. K does nut re.-t. in the 
company's vault overnight. The insur- 
ance company intrusts it to a man who 
owns a building. A large part, of the in- 
surance money, slightly more than two 
billion dollars, goes to farmers as loans 
upon their lands. 

You may rent an office in the building 
and your rent money helps to pay the 
interest on the insurance loan, and so 
becomes part of the reserve which is set 
up to pay your widow when you die. Or 
your grocery lull on the first of the month 
may ultimately co to the farmer for his 
wheat and hogs to help pay back the 
money you advanced him through the 
loan of the insurance company. 



★★♦♦a************************************************ 

/// the Passing Neivs of the Month 





YOUNG LEADER 
Pjolino Gcrli is the 
youngest man ever 
elected head of a New 
York exchange. He 
now heads the new 
National Raw Silk Ex- 
change. Of a family 
of silk men for gen- 
erations, he was bom 
in Italy 37 years ago 



INTERNATIONAL 
Horace W. Davis of 
Biniih.nnif.ii, N. Y., is 
president of the newly 
farmed Afga Ansco 
Corporation. In that 
firm are merged Amer- 
ica's oldest and Ger- 
in.M. >\ largest film 
companies. Expansion 
is planned 



CLEAN POLITICS 
Exposing the partner- 
ship of crime and pol- 
itics as foreman of a 
Chicago grand jury is 
the tickliOi lot of Don- 
ald L. Dc Golyer, vice- 
president of the Con- 
tinental National Co., 
of Chicago, and a for- 
mer soldier 
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IN POLITICS, TOO 
The energy of John 
Raskob, recently de- 
voted to financing au- 
tomobile making, ii 
now the directing 
force behind the Dem- 
ocratic campaign. He 
is a director of the 
Chamber of Commerce 

of the United States 



PROFITS FROM ART 
He adapted modern 
arc to department 
store selling so well at 
Macy's, New York 
City, that even Eu- 
rope became interested. 
The exhibits had a 
real sales value. He 
is E. R. Dibrcll, Ex- 
ecutive Vice-Preiident 



STILL LEARNS 
At 25, John Moody 
wrote sagely on how Co 
invest wisely. Forty 
years later, as presi- 
dent of his own inves- 
tor's service, he humbly 
admits knowing no sure 
rules for wise invest- 
ment. Life is too short 
to learn it all, he says 
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Business is big business today beOftOSt 
men and women have confidence in a man 
or group of men and lend them money 
and receive in return a piece of scrip 
representing their stock interest. The 
United States Steel and the American 
Telephone and Telegraph Companies are 
big only and because 55,000 and 421,000 
men and women respectively have sliou n 
confidence in their managements and in- 
trusted tlicm with their savings. In many 
corporations the employes own as much 
of the business as the officials themselves 

One of the most modern off-shoots of 
this development of confidence and credit 
is instalment buying. Like all new devel- 
opments it has been subjected to a great, 
deal of skepticism. But stripped to its 
essentials it is simply the extension of this 
principle of confidence in the individual, 
which established concerns such as manu- 
facturers and merchants have alw ays had. 
It is a little more than that, it is the gath- 
ering up of the haphazard individual 
credits of the nation and putting them to 
work under the scrutiny of bankers: and 
acceptance corporations. 

The individual has always had poten- 
tial credit. It varied in degree with dif- 
ferent persons. But there was no man 
who could not be trusted at least foT a 
loaf of bread and a pork chop. I can 
remember when in the small town where 
I lived it was considered an insult for a 
merchant to send a monthly bill. Espe- 
cially was this true of the doctor. My 
father and his neighbors had credit wiiih 
the grocer, the doctor and the barber. 

Modern industry gathered up the 
nation's potential credit, labeled it, dra- 
matized it, and used it. It is a legitimate 
tool of commerce, 

Budget Mind Acquired 

| NCIDENTALLY, it should be remark- 
*■ ed that the individual, because of thi.- 
new face put on his credit, has been 
taught to think in terms of years — not 
weeks. He has adopted a budget. Per- 
haps not consciously in every case, not 
with pen and ink, but certainly instal- 
ment buying has helped him to acquire a 
budget mind. 

To repeat: Instalment buying and 
all that it comprehends in raising stand- 
ards of living of millions of people by cen- 
turies is made possible because of the 
growing confidence men have in one an- 
other in business transactions. 

It has been estimated that there is ten 
times ns much credit outstanding in the 
United States today as there was twenty- 
five years ago, and five times as much as 
ten years ago. 

There are four and one-hnlf billions of 
gold stock for monetary' purposes in the 
United States today, of which les- than 
ten per cent is in actual circulation. Upon 
this gold stock, plus actual commodities 
moving in consumption, has been reared 
a towering structure of currency, checks 
and genera! credit, until the actual gold 
is a negligible percentage of forms of 
promises to pay. 

Suppose, for example, a highly improb- 

(Contiinied on ptujt 112) 
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IV. Unrecorded Moments 
in the 
History of Business 



ANOTHER of ihe historical momcnls in the history of American business 
which, but for the research of this magazine and the pen of this artist might 
have gone unrecorded. There can be no doubt of the author of the impres- 
sive phrase "dictated but not read." It was first used by T. Walter liillip 
on July i, 1905. He was innocent of golf, but the outdoors called him. He 
rapidly dictated four letters (not one of which began "yours of the 29th 
received and contents noted"), turned to his stenographer and said : 

"Miss Mulls, put on each 'dictated but not read' and sign them for me." 

And a notable addition had been made to American business! 



NA T ION'S BUSINESS for September, V.HH 





Industrial workers 
must be trained and 
educated to their jobs 
to work most efficient- 
ly. One company will 
spend $ 1 40,000 this 
year for mechanical 
and technical instruc- 
tion of its employes, 
education helps both 
the workmen and the 
company 



Making Men Like Their Jobs 

JSj JAMES ELLIOTT 

President, ILUiotl Service Company ami Underwood and Underwood 



HAS IT ever occurred to you 
that a worker to whom yon 
are paying $2S.S4 weekly is 
costing you the interest on 
$25,1)00? In other words, every $2S.S4 
a week worker may be said to represent 
a $25,000 investment of your company 
funds. 

A hundred such workers represent the 
interest at 0 per cent on $2,500,000! 

When the financial relationship be- 
tween the individual worker and your 
company is viewed in this lisht, it is rather 
obvious that one of the most important 
functions of successful management must 
.always be the control of its working per- 
sonnel to secure a maximum return in 
production for the investment involved. 
All tuo often, however, we fail to appreci- 
ate the value of effective personnel con- 
trol, and there is a consequent loss of pro- 
duel ive effort, which means actual finan- 
cial loss to a company. 

If 825,000 was about to be invested in 
B machine of some kind, there would un- 
doubtedly be no end of conferences, analy- 
ses, rind time and cost studies, on the 
part of company executives seeking to be 
certain that Ihe machine was worth its 
cost. If the machine's productivity is not 
susceptible of profitable control, the 
chances are a hundred to one that it will 
not be bought. Similarly, if a company 
executive started out to invest a fund of 



$25,800, it is certain that he would de- 
mand assurances of proper control of that, 
fund before I he investment was made. 

A similar factor of control as applied 
to personnel can perhaps never be so defi- 
nitely measureable as the factors of con- 
trol in the case of the machine or the fund 
to be invested, but the happy experiences 
of industrial concerns which have made 
definite progress in personnel control pro- 




Workers are interested in their company's problems 



grams prove that these programs not only 
work, but that they work out profitably. 

The problem of effective personnel con- 
trol breaks down easily and naturally into 
two parts. The two phases of the work- 
er's job which are equally susceptible of 
control may be described as: (1) techni- 
cal; (2) non-technical. 

The technical phase is concerned with 
the worker's knowledge of the job and his 
particular skill in per- 
forming the work to 
which he is assigned. 
To insure a full meas- 
ure of productivity 
on the part of the 
worker, we go to con- 
siderable expense in 
time and money for 
technical or mechan- 
ical 111-1 ruci ion. 

An executive in one 
of our larger rubber 
companies staled re- 
cently that, his organ- 
ization was planning 
to spend in the neigh- 
borhood of $140,000 
in 102S exclusively on 
the technical training 
and instruction of its 
Laboring personnel. 
Similar considerable 
expenditures in thi; 
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direction art becoming more common 
every year. 

The advisability and the necessity of 
controlling the technical phase of the 
worker's job is, as we have seen, a thins 
that is more or less taken for granted I n 
tlu? iion-terliniral phase, however, :i true 
understanding of the advantages of con- 
trol is not given the study and the con- 
srderation by management that it de- 
serves. 

Under the non-technical phase come 
all the factors which both directly and 
indirectly influence the man's attitude 
and lead him to do his work either just 
well enough to "get by," or a little better 
th.'in expected 

Esprit de Corps Needed 

1 N other words, let us suppose that tip 
* worker )w been in-tructed and trained 
to a point where he knows the "how" of 
his- job to absolute perfection. The simple 
fact that he knows how is no guarantee 
that, he will do it as well as he knows how. 
The way he thinks and feels about his job, 
about the company, about his foreman, 
and kindred extraneous factors, alt help 
to decide that. 

A personnel control program which 
hopes to be effective must include means 
and methods of stimulating the worker's 
thought in channels which will 
result in the creation and main- 
tenance of a desirable at titude 
of liking and respect for the 
job and foster an urge to do 
better and more work. To do 
this, the program must rec- 
ognize and analyze the nega- 
tive factors which are every- 
wliere tending to influence the 
worker when he is away from 
his job. 

The movies are one example. 
Constructed to entertain, they 
are not worried about influ- 
encing a worker negatively 
when they show the hero start- 
ing out in rags at 7:31 p. in. 
and have him a millionaire no 
Inter than 9:23 p. m. The 
worker isn't really to blame 
if, after seeing such an exhibi- 
tion of financial progress in 
five reels, he reaches the eon- 
elusion that if he "had a 
chance" or "got a square deal" 
he, too, could do the same trick 
in the same way. That - only 
human, and the control pro- 
gram must include factors to 
counteract this negative influ- 
ence and impress upon the 
worker that after all — when 

the la-t lno\ie D <1 ha- been tucked away 

for the night in its tin storage box — the 
only sure way of making a dollar is to 
earn it. 

To students of personnel control pro- 
ej.ims, especially in the non-technical 
I 'base, the surprising thing i- the similar- 
ity of fundamentals in both phases. In 
the technical phase we an agreed that it 
is necessary to instruct, inform and direct 
the worker in the "how" of his job. In 
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the non-technical phase it is similarly 
necessary to instruct, inform and direct 
the worker in the "why" of his job. 

No personnel control program can ever 
In successful without proper attention to 
both phases, and without active person- 
nel runt nil, no business is securing proper 
return on the tremendous cash invest- 
ment which its personnel represents. 

Once «i recognize the importance of 
better personnel control, the next step 
leads to a consideration of the proper 
mi t hod or ii.i third- to n-e to gain the de- 
sired results. 

The other day a friend of mine told me 
of an experience he had while traveling 
on a Pullman from New York to Chicago. 
About in .;o at night a group of four or 
live men, including my friend, were seat- 
ed in the smoking compartment at the 
end of the car, talking none too quietly 
and arguing about business and the news 
of ihe day. 

Presently i|n porter came in and hung 
up one of the familiar sign.-, "QUIET — 
for the benefit of those who have retired." 

None of the men paid any attention to 
it and the loud conversation continued. 

Five minutes later the porter again ap- 
peared with a seen ml pi u-ard, "QUIET — 
lor the benefit ol those who have retired," 
and hung it up on the other side of the 
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A courteous porter disbanded a group of noisy 
scngers when he brought in the third "quiet" 



room. There was some slight lowering of 
voices by one or two of the conversation- 
alist.-. 

In another ten minutes the polite but 
persistent porter entered with another 
"QUIET" sign and placed it on the win- 
dow sill. 

In less time than it takes to tell it, every 
member of the group had decided that it 
was "time to go to bed." The meeting 
broke tip and its attendant noise stopped 



both the method and the pernsltncy 
ns<d by the porter provide us with per- 
fect examples to follow in doing effective 
personnel control work. The method of 
polite suggestion through the medium of 
I he printed word or picture is the. most 
effective method of getting employes to 
think along constructive hues, hecausi it 
is method wi arc all u-i >1 to in a hun- 
dred and one other aciivities outside our 
urarJuiif hours. 

Thinking With Our Eyes 

ADVERTISING me.-sages in II noma u* 
> in the things we eat, wear and other- 
wise use. Street signs tell us where wc 
arc; "Stop" and "Co" and "Detour" 
warnings silently govern the manner of 
our going; everywhere we turn wc are 
used to reei i\ mg 111 loi ination through our 
eyes. The amount of it is proof of its 
effect iveness. We are an eye-minded pi o- 
ple, and in a way that causes no rtGteni- 
nicnt or antagonism the printed word or 
picture can tell us how to think or what 
to do. 

To get. the other side of the story, im- 

ag what would have happened if the 

porter had stuck his head in the doorway 
and mid to the men there, "QUIET — for 
the benefit — ." It is not unreasonable 
to imagine that such a verbal command 
might have resulted most dis- 
astrously for the lord of the 
brush-broom. 

The thinking of our industrial 
personnel, which means their 
action*, as well as thoughts, 
because motives control ac- 
tions, can be effectively di- 
rected through the method of 
the printed message, but the 
degree of success is in direct 
ratio to the persistency with 
which the method is made to 
function. 

Today's first-time message 
of education, information or 
stimulation will be more ef- 
fective tomorrow, and still 
more effective the day alter 
l'i rsisti ury i- the answer. 

The les.-on that all succe 
fill advertising experience 
taught is the lesson of persi 
entry. It is, of course, bet 
to introduce as much van 
into the method as possil 
but there should be a per 
ent plugging away with d 
nitelv determined appeals, 
t he case of the porter, for 
ample, it is an establish 
truth that if the first "Quiet" 
sign was black and white, the 
second would create more interest if it 
were in some other color.- like red an' 
green, and the third would be propo 
initially more interesting; if it were bin 
and gold. The point to remember, how- 
ever, is that in the absence of variety, ' 
we keej) everlastingly at it, results will 
obtained. If variety is possible, so mu 
tht? better. 
The right method, persistently 1 

(Continued On ]*iyc 118) 
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.British Caste aaid British Trade 

By PIERRE CRABITES 

American Representative on (be International Tribunal, Cairo 

Illustrations by Sydney E. Fletcher 



HEN I FIRST came into 
close contact with the 
British official world in 
Egypt in 1911, I was 
nt once impressed with the extremely 
high character of the Englishmen who 
made up the Anglo-Egyptian Civil Ser- 
vice. 

Lord Cromer was then no longer at the 
helm, but since he had only recently re- 
tired the spirit of his genius still pre- 
vailed. All of the men who had helped 
the great pro-consul to rejuvenate Egypt 
seemed to take both pride and pleasure in 
their work. They were the embodiment, 
of tact. They knew how to produce re- 
sults — and to play games. Wil h few ex- 
ceptions, they all seemed to be cast in 
the same mould. 



They were what, England calls "public 
school boys." Hut they were not "pub- 
lic srhrml boys" in i lie sense that Vmerica 
understands the term. On the contrary, 
they were alumni of Eton and Harrow, 
and of Beaumont and Winchester. They 
were, in other words, products of institu- 
tions which, far from being melting pots, 
pride themselves upon accepting within 
their portals only the sons of gentlemen 
and which vaunt that, they impress upon 
their students the hail mark of a superior 
caste. 

Uniformity of Type 

BECAUSE I came from a country 
where the standardization of office 
holders does not obtain, when-, on the 
contrary, officials may be of any conceiv- 



able vintage, but. where they are never all 
of them of the same brew, this uniformity 
of type was the first thing to arrest my at- 
tention. I had never seen so many men 
who, whether at work or at play, re- 
sponded to the same ideal. 

I observed that the few army officers 
who were then stationed in Egypt were 
peas of this self-same pod. They worked 
a great deal less and were seen at the club 
a great deal more than their brothers in 
mufti. But they were obviously taken 
from the same -orial -i raluin. 

The Cairo British bar, in those days, 
made up in quality what it lacked in 
numbers. Every member of it, however, 
had passed through the same crucible 
But these barristers worked harder and 
played less than did the official set. And 




the same thing might, be said of the Eng- 
lish (lectors and bankers. 

All of these elements — judges, bureau- 
crats, lawyers. medical rncii and bank- 
ers, however, formed almost an ethnical 
group segregated from that of the 
other Englishmen whose business inter- 
ests railed them to Egypt. At all events 
they s|H)ke a different language, their ac- 
eent. bore the stamp of individuality, they 
moved in another sphere, they consti- 
tuted an entity which was separate and 
distinct from that of the Chamber of 
Commerce contingent. To be brief, they 
formed a caste. 

And as soon as the word "caste" crossed 
my mind, my thoughts carried me to In- 
dia. I saw thousands of Englishmen in 
the Indian army and like members in 
the Indian bureaucracy. But discreet 
inquiries and my reading in time con- 
vinced me that within tin sigh' of the 
Himalayas, Britain is even more punc- 
tilious than she is in Egypt in drawing a 
line of cleavage between avocations open 
iu the masses and thost. reserved lor tin 
classes. 

And from Calcutta and 
Bombay I rapidly reviewed 
■he whole British Empire. I 
soon saw that all crown col- 
onies but repeat the phe- 
nomenon so clearly defined 
in Egypt, and so unmistak- 
ably accentuated in India. 
In other words, the fact was 
i [liven home to me that if ■ 
democracy dominate* thi 
British House of Commons, 
an aristocracy administers 
and enforces the law there 
decreed. I mean by this that 
w hile those who legislate may 
be politicians, party strife 
lias nothing to do with the 
machinery of government or 
with the direction of the af- 
fairs of the state. Another 
atmosphere prevails at West- 
minster from that which 
dominates Downing Street . 

If I were a Briton, 1 should 
be loath to criticize a system 
which has played so promi- 
nent a part in consolidating 
the greatest empire now in 
exist* rn . The standard oi 
Saint dime.' and oi Saint 
Andrew float* over countless 
seas, over innumerable races, 
and over climes where the 
Creator i- worshiped in liun- 
dn 'I- oi d iff en lit way- 

The successful operation 
of a plant of such vast mag- 
nitude calls for management 
of the highest order. 

It reifinro efficiency oi the first water. 
It. cannot brook mediocrity. But all of 
these forms of expression connote hut one 
idea They mean that the administration 
of the British Empire demands brains. 

Pro-consuls of the Cromer type, gov- 
citnus general of the Byng standard, vice- 
roy- oi rln -chool of which India affords 
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many an example < annot be created over- 
night. Tin v .ire indigenous Hi the soil 
from which tin y spring. They are prod- 
ucts of the environment in w hich ihey are 
nurtured. They arc what they are he- 
cause caste is ingrained in the blood of 
Englishmen and because the son- of gen- 
tlemen arc taught to consider the service 
of the crown to lie one of the greatest 
goals upon the cricket field of life. 

Brains for the Government 

r piIESE condition- enable Britain to re- 
* cnul her administrators Irom among 
the best minds turned out by her out- 
standing schools. Such a pointof view as- 
sures London that her foreign policy is 
committed to an endless chain of men who 
think in terms of the public weal. Such 
a conception guarantees to British slates- 
manship that the work of today will not 
be thoughtlessly scrapped tomorrow. 

But no governmental budget could 
compete with private enterprise for the 
employment ol that category of brains 
capable of producing such results. Of 




"Ik-cause England sacrifices everything to gel a cum- 
petent government administration at cut rates, the 
smtikeof factories is not as evident ask .should be" 



course the higher rungs of the ladder 
could, perhaps, be made attractive to tal- 
ent. But taxpayers will not put up the 
money to insure filling the lower steps 
with the cream of the ambitious and edu- 
cated youth of the land. To attempt to 
d< ' so would be to invite slate bankruptcy. 
The Exchequer has its only chance 



when society is so constituted that to be 
admitted itilo a sjirrifif fold constitutes 
access to a Holy of Holies, When induc- 
tion into public office corresponds, in a 
measure, to initiation into a club of gen- 
tlemen, the Treasury pays its officials 
only a part of their salary. They get 
tin ir main stipend not in the currency of 
ihe realm, but in the enjoyment of vari- 
ous indefinable social prerogatives. A 
commonwealth which works along such 
lines i- paying tribute to caste. This is 
piei i-i Iv what England is doing. 

And this is how the microbe doe- its 
work. 1 shall not say that it attacks the 
new-born offspring of British loins while 
the babe is si ill in the cradle. 1 feci, how- 
ever, that I can safely sav that the first 
cry of ihe son of an Euglil.-h gentleman 
hardly subsides before his fond father 
telegraphs the head master of his • pub- 
he school," formally requesting that the 
name of the fledgling be entered for en- 
trance twelve years later. 

The infant in its long dress thus wears 
ihe colors of his class and learns his col- 
lege cry. And as soon as 
he is able to read he is 
sent io a preparatory school, 
more or less officially attach- 
ed to his "public school." 
There he, consorts with boys 
of the same social leaven. 
There he meets with com- 
panions of no other environ- 
ment. In a word, when his 
mind is still in a plastic state, 
life takes on for him the as- 
pect of a closed corporation 
with himself enshrined on its 
board of directors. 

Limited Field of Work 

AND when the yea i s roll 
£m by and man's estate i- 
entered, the seed sown in 
youth is reaped in the shape 
of a harvest where "public 
school boys" gravitate to- 
ward fields of endeavor whicu 
reproduce the spirit of their 
dnldhood. They naturally 
seek the walks of life which 
are the special preserves of 
their fellows. They eschew 
avocations where their 
friends arc not found. They 
rivet their eyes upon eseutch- 
i Otis and they er clear oi 

t ride-marks. 

This leads them primarily 
to 'he army or navy, to the 
civil service or to the b 
Latterly, it has opened 
them the portals of medicine, 
finance and shipping. It 
closes to them practically all 
other avenues. And automatically ihe 
conditions which entail these result.- shut 
out frwm the happy hunting ground ol 
the elect those not to the manor born. 

Such a social structure causes British 
industry to take on a monotone that has 
no "public school" stamp about it Ami 
(Continued on /ntf/c 130) 
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"I went out anil took a look ,il his place. 
Il was an ordinary son of house. Hut 
he had built (hat house himself practically 
alone. I recommended I lie loan" 




Oai Starting a Business 

By ELBERT H. FOWLER 

Chairman of the Hoard, Commonwealth-Commercial State Bank, Detroit 
Illustrations by Joseph Cummings Chase 



tk FEW minutes ago s young mac 
/vL came into my office with this 

H\ Btory: 

J \m "I have just completed 
lour yours in college and I want to go 
into business — for myself. Lu.-t night I 
talked with my father. Ilr- advised me 
in find a place in some large corporation 
and work up. I don't wait to do that. 
I want my own business. Out of your 
experience as a knitter ulnt tlo \ou sug- 
gest?" 

Before setting down what I (old him 
let me give you a glimpse at this yomig 
man's background: 

His father is treasurer of one of the 
largest concerns in Detroit. He has 
worked up to that position from a clerk- 
ship. He is wealthy, as might be expect- 
ed. As also might lie expected, his train- 
ing in a large organization permits him 
to sec but In lie chance inr a man slatting 
out in life as master of his own business. 

His son is a l>ig fellow. Six feet. 
Weighs two hundred pounds. Played 
tarkle on his college foot ball team. 
Studied business economies and was grad- 
uated with very high marks. 

In his thinking he is an individualist 
and three years on the varsity football 
team, where team play is always demand- 
ed, never quite hammered litis idea of 
"individualism" out of his head. 



i Mice, « heii caught out of position, he 
snatched up a loose ball and ran for a 
touchdown. Between the halves, when 
bawled out by the coach, his only ex- 
cuse was: 

"I scored, didn't I?" 

Repeating this story may give the im- 
pression that the young man is afflicted 
with what is popularly known as "a swell 
head." He hasn't that at all. He men- 
tioned the football incident while 1 was 
talking with him. Explained it : 

Retrieves Mistakes 

"T ADMITTED my mistake to the 
1 coach, after the game. I told him the 
opposition had pulled me out of position 
and the only way there was for me to 
square myself was to do something un- 
usual. The ball happened to be fumbled. 
It chanced to roll in my direction so I 
just picked it up and tan with it. I was 
sore at the baw ling out — -it was a peach — 
because 1 think a fellow whn retrieves his 
mistakes and makes something out of 
i lu in might to be given a slap on the back- 
instead of a kick." 

On thinking over what he said, I'm not 
so sure that there is not. some mature 
sense in it — more perhaps than could rea- 
sonably be expected from a lad of his 
years. He is not yet twenty-three. 
What I told him in answer to his re- 



quest was something like this: ''I think 
I would do the thing I wanted to do. If 
you want to go into business for yourself, 
you probably will be successful. If you 
don't, you probably will be dissatisfied." 

Without digging out the statistics and 
examining the mortality rates on small 
businesses — new and old — 1 still think it 
is a very advantageous move when a 
young man, or any man for that matter, 
starts in business or himself. The re- 
sponsibility he carries, the problems he 
constantly meets and overcomes develop 
resourcefulness. 

Certainly (here is more responsibility 
in running one's own business than there 
is in assuming an unimportant job with 
a corporation. Resourcefulness is one of 
the finest attribute* any man can have, 
and I know of nu way to get it other than 
through responsibility. 

A few years ago a young man came into 
the bank, inquired for me, and said he 
Wanted to arrange for a loan, 

' How much money do you need?" I 
asked. 

■ Five hundred dollars." 

"What i.s your biHiue-s''" 

"1 am starting in the building business " 

"Had any experience?" 

"Some." 

"How much?" 

"I built mv own home. That is, I 



SH 

luiilt it with my own hands. 1 have paid 
for it. I now have two lot* and I want 
to build houses on them 1 can do much 
of the work myself, but III need money 
for excavating work and thing* like that. 
1 figure I can get out for about live hun- 
dred dollar*." 

"I can give a mortgage on my borne." 

I ntiTcsting .is .i Man 

HE showed me the abstract. Left it 
with me. I told him to come and 
Mi me in the morning. I was president 
of the bank at the time, but frankly 1 
was more than passingly interested in this 
young man. I knew him to be an auditor 
for one of the companies with which we 
were doing business and I wanted to sec 
what sort, of a home he had built for him- 
self. 

That nfternoon after banking hours I 
went out and took a look at his place. 
It was a box as a building, not at all at- 
tractive, from the outside, as a place in 
winch to live. 

I thought to myself: 

"If these other two houses he's plan- 
ning are going to look like that one, I 



V AT I UN'S HIS I ft K 8 8 for 8tpUmjw, 

RtfhttM it would l>e unwise for a man 



won t give a nickel for his future aa a 

budder." to i 

Tliat of course was my first impression, dot 

My second one — and the one that was dc 

really imtnirtant— was: for 



He may lack artistic ability but he can 

buy that. 
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i — he is not more than 
I right now — is one of 
rs in Detroit — one of 
Today he can bor- 



row fifty thousand dollars by merely 
scratching his signature across a note. 



L-lf. 



op- 
> his 



As 1 look at it, there are pleni 
portumties for a young man to ? 
own sign. 

( (bviously ii would lie very difficult for 
him to go into the automobile business. 
That a business of large production 
and enormous capital. Yet E. L. Cord, 
who is still a young man, has Ihcii doing 
things with the Auburn company. 




doing just th 
There arc pi 
looking is d( 
^hortlv at 
turned to E 
long associal 
ried him of 
men. 
self. 
That 



iduct will 



tunitics, it tho 

E 

i'oiing man re- 
is broke. II 
nny had wca- 
on with oth 



But 



he didn't 



"The man who has failed in his own business makes the best branch 
manager." says a ihain-suire executive. "He has failure to li»e down" 



Before enlisting be had been employed 
in one of the automobile factories and 
frequently had watched the loading of 
ihe machines into freight cars. He had 
noticed that a great deal of space was 
wasted. He knew that space in freight 
cars cost money. This knowledge had 
started him thinking and nil the tune he 
was in France, when he could remove 
hi.- 1 bought?, in>m tin immediate tusk of 
fighting, he was figuring, on paper and 
mentally. 

A Fortune in Small Business 

FINALLY he evolved a set of Works. 
I >nce back in I )> troif he m nf tc I 
lumber firm, sketched his idea, and asked 
whether they could furnish the simple 
equipment. The salesman told him the 
blocks could be made out of waste lum- 
lier, and the price he jotted down was 
surprisingly low. 

Establishing a flexible contract, the 
young man then went to the automobile 
manufacturers, proved to them they 
could save thousands of dollars ever* 
month on their freight rate? and got so 
many orders for his blocks that actually 
« H bin a matter of a few months his bank 
balance grew info more than half a mil- 
lion dollars. Across the years that stmpl 
idea has made him millions. 

So far as I can see, the greatest difUr- 
ence between most large businesses ant 
tin l-t small busities-i-s i- in the effieiene 
maintained. A large business, as a 
is an impersonal thing. The like- at, 
dislikes of men ure of little eonsequenc 
so long as the business- goes forward, 
the small business the employer is ver 
hkr]v 'o know his organization, person. i 
ly, and, usually, there is a disinclination 
on his purt to eliminate waste when it 
occurs in tin l"rm ol an mell'n iem work 
man. The personal relationship is wha 
keeps him from discharging the man 

I am a subscriber to the viewpoint, tli 
there should We sentiment in busines 
Without sentiment what does life amour 
to? But, there is no excuse for mef 
eieni-y. The fact that an employe is 
personal friend of an employer should n< 
tCotttiiiucti on jnujr 120) 
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A Nation of Men— or Machines? 

By CHESTER M.WRIGHT 



Rrfitor, Inlertuttioihil Labor News Service 



tA SUMMER, has rolled 
by - in o e i li e 

A-Vfc gi ■ ■ "i hi over 

1 1^ n Hi-Hi plni mi !!■ 
burst upon us with pro- 
nouncements and counter 
pronouncements, figures 
ami counter figures. In 
these calmer moments it is 
possible to survey the situ- 
ation without fearing the 
effect of either parli-an dis- 
cussion or rapidly changing 
figures. 

If acute unemployment 
lias diminished materially 
since those spring days 
when figures and charm-* 
Hew back and forth across 
Washington and out over 
the country, that more im- 
portant problem, perma- 
nent, or "technical" unem- 
ployment, as it is called at 
American Federationof La- 
bor headquarters, is still 
with us. 

We know little more 
about the volume of unem- 
ployment, sporadic or per- 
manent , than we knew then. 
We surmised much and 
knew little then, as far as 
figures went. 

Ethelbert Stewart, com- 
missioner of labor statistics, declared be- 
fore the unemployment storm had really 
burst upon us, that nothing like accu- 
rate figures could be had, enlier here or 
abroad. Soon thereafter the Depart- 
ment of Labor produced figures purport- 
ing to show that there were l.N~I.U(Kt 
more persons out of work in 1027 
than in 1925, the base year for these 
purposes. That, meant little, because 
while the statisticians assumed that un- 
employment in 1025 was at zero, or as 
near zero as possible, it was in reality not 
at zero, never has been and probably 
never will be. Senators at once declared 
the figures misleading, some, of them still 
maintaining that 4,(100,000 was a truer 
unemployment total. 

Secretary Davis has made the state- 
ment that there is a "normal" unemploy- 
ment of about 1,000,000. If that is so, 
then there are that many "normally" idle 
today, just as there were that many last 
spring and a year ago last spring. 

The American Federation of Labor, 




THE ONE man in the cabin of this seventeen- 
ton ore hoist replaces hundreds of hand work- 
ers. What does organized labor think of this? 
In this article a leader speaks for labor. Long 
associated with Samuel Gompers, Mr. Wright 
is well qualified to present labor's views 



which gathers statistics about trade union 
unemployment in some 'i'S industrial cit- 
ies, found a gradual but steady shrinkage 
oi unemployment running through the 
late spring and summer. 

The Federation statisticians recognize 
two kinds of unemployment , sporadic and 
"technical," but they cannot draw a line 
that separates one group from the other. 
Nor, so far as I know, can any other 
authority. 

Double Unemployment 

IT ALL comes down to this: We know 
* that we had acute unemplovmeiit last 
spring, this being due to temporary mal- 
adjustments somewhere. And we believe 
that this acute unemployment was added 
to and piled upon a permanent unem- 
ployment, the two mingling together in a 
mass total, with no present way of know- 
ing which was which, or where one 
stopped and the oilier began. 

The American Federation of Labor fig- 
ures showed that the great i--i intensity 



of unemployment was found 
in those cities which were 
most thoroughly industrial. 
In January and April, IS 
per cent of the union mem- 
bers in 23 cities were idle, 
Ball i more and Detroit lead- 
big with 40 per cent and 
cil ics -ueh as Boston, Buf- 
falo, Cleveland, New York, 
Los Angeles and Philadel- 
phia running neck and neck 
in a second group with 20 
per cent or more unemploy- 
ed in each. There has been 
a pick-up since then, as the 
Department of Labor pre- 
dicted, and as everybody 
who looked at the situation 
with common sense be- 
lieved there would be. By 
dune the average nf unem- 
ployment, as shown by the 
American Federation of 
Labor figures, had dropped 
to 13 per cent in the 23 
cities. 

That pick-up has been 
bringing the temporarily 
unemployed back into the 
market, where wages and 
purchases again are possi- 
ble. But what about those 
permanently unemployed 
because of improved plant 
efficiency, new machines, changed pro- 
duct-- and the group of similar reasons 
which are purely the outgrowth of mod- 
em production and modern management, 
methods? 

Now it is no doubt true, as the De- 
partment of Labor predicted in the late 
spring, that the industrial pick-up, the 
momentum of which was then being felt, 
has brought back into production — and 
consumption — a great part of the idle 
army. But it has not. brought all of it 
back; perhaps not imp half of it. There 
is the point at which all present Statistics 
fail and il i> the poiul al which we mos' 
need statistics. Even now we know little 
about the volume of permanent unem- 
ployment. 

From a cold-blooded, long-range point 
of view, statistics on acute, sporadic, or 
epidemic unemployment are by no means 
so importast as statistics on chronic, 
"technical," or permanent unemploy- 
ment. That, to many minds, is the one 
thing about unemployment thai needs 



ii>orary unemployment ran ^om**- 
be weathered There runv b» misery 



ost e\ 



tor day over 
no joke. In 
une in life 



may tw humoi 
fare of death. 



ring forth the etirc. 

Public Works W out Help 

\0R will those expedients which are 
offered to relieve acute unemploy- 
ment, such a* the rushing of public works, 
do very much to help the nation under- 
stand or cure its mere important, more 
desperate and rapidly enlarging problem 
of ehronie unemployment. In almost 
every plan and discussion concerning un- 
employment, the temporarily unemploy- 
ed as a rule get all the liest of it. In a 
relatively short time they are cared for, 
hut the permanently unemployed know- 
not where to turn. 

We had in April of this year, if we ac- 
cept the government 

figures, 1,874,050 
more idle workers 
than wo had in 1925. 
Add defiendonts to 
that figure, to give it 
its full meaning in 
the market. I am not 



ftWH AT our employment 
problem needs is not 
guess work and charity 
but .science and cure. It 
is not a problem of the 
poor and witless; but of 
our national economic 
and industrial fabric. It 



relating tnis prooiom 
to the market be- 
cause I wish to lie 
cynical, or material- 
istic, or commercial. 
I am doing it to make 
it moan as much as 
possible in the eco- 
nomic life of ihe en- 
tire nation, which is 
conceded to be of supreme importance. 

We have no way of knowing how many 
of tJie workers involved in the unemploy- 
ment total were out of work because 
plant.- were partly or wholly shut down 
for lack of business, and how many were 
out of work because machines had come 
to take their place. It is sheer idiocy to 
think we shall get anywhere permanently 
in adjusting or curing the problem until 
we can get statisticians to find and state 
the facts in their proper order, to put idle 
workers down in their proper column. 
That is no easy job, to be sure, but its 
difficulty cannot be accepted as a suf- 
ficient excuse for its neglect. 

One recent writer, after a considerable 
study of the wage ami employment situ- 
ations, has made the statement that the 
iin rease in the use of power industrially 
has not been sufficient -o nuke any e<-n- 
«nf!-rahle difference ill the situation. He 
fails to understand that tike mere use of 
power, by itself, is not what accounts for 



is not just sentiment; it 
is national well-hcingJJ 



Une of |»ower is no index at all. 

We are going through a jieriod in which 



d of mar- 
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which means an increasing curve ol dis- 
placement of mm, per unit of output. 
That is where we are getting the unem- 
ployment problem that is going to hurt 
and puzzle and unsettle. 

Along with this growing wedgubu un- 
employment through machine porffc-fion, 
we have had two other interesting and 
purely American manifestations. There 
has been a growing stabilization of em- 
ployment among those not displaced and 
there has l>ecn a general failure to enforce 
wage reductions along with unemploy- 
ment. On the contrary, in the main there 
has lieen a rising wage. To these two 
big fncts a third must 
be added, for it has 
been the wonder of 
the work! — lowered 
prices of commodities 
per unit of output. 

Now what in to lie 
made of that array 
of facts which seem 
like possible contra- 
dictions, but are not ? 
How many have 
found an answer? 
Here is one case, 
where "four out of 
five" do not have it I 
The trouble is we 
li i\ >■ black magic \i>°- 
mg on all ammid u- and our eyes havi n't 
been quick enough to see through the 
tricks. We know how to go ahead as we 
have been going, but we have no side 
motions with which to grasp collateral 
facts as they whizz by. 
While we do not know exactly what 
been takinir place in the matter of 
creating what we may still call perma- 
nent unemployment, or disomploymont, 
by reason of machine replacement, we do 
have some index of its importance. One 
authority, perhaps as good as any now 
engaged upon the subject, offers us evi- 
dence to show that starting with an index 
number of 100 in 1914, we have now 
reached a point where the index number, 
showing increase of production over in- 
crease of employes, is 170 Tie output 
to the man has lieen rising to that extent 
since I!' 14. 

What we still do not know is whether 
the line representing employe* is to be 
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interprett'd in terms of growing employ- 



output ami u 
ployed. It. ha; 
ficicntly that 
creased to an 



too well known to need repetition here. 

Higher Individual Output 

WHAT has Ix-on taking place in indus- 
try has l>ecii taking place in agri- 
culture. Most persons will be surprised, 
I imagine, to know tltat the increase in 
individual output has been nearly as 
large in agriculture as it has lieen in in- 
dustry. This: is not true of all agricul- 
ture, but it is sufficiently true of some 
agriculture to bring ihe average almost 
up to the average of industry. 

Let us add one more element to the 
summation we have just had, which in- 
cluded individual growth in efficiency or 
output, replacement of men by machines, 
growing unemployment and dropping re- 
tail prices. Let us add that profits and 
dividends have been enormous. Money 
surpluses have piled up and in many 
cases have shot up like rockets. 

How long can these anomalies live in 
the same house without producing con- 
fusion? 

We know only one thing surely: that 
our present general direction has been 
and still is in the line of trouble U< 
see the symptoms, perhaps only vaguely, 
but with sufficient clearness to warrant 
concern — more concern than is being 
shows generally. We see that we art- 
heading for the rough, with ti widening 
army of men permanently displaced from 
their accustomed employment. 

Permanent Employment Needed 

UJY. KNOW that we have a large 
army of unemployed, which we may 
reduce, so far as its sjioradic element is 
concerned, by emergency measures, but 

whose grow th we are not able lo previ lit 

or cure where its ehronie element is con- 
cerned. Unless wc find at least some 
check for chronic unemployment, we 
shall inevitably add to the total of un- 
employed until we reach a point where 
emergency measures will lose nearly all 
virtue. 

It is very much like building a dam 
half-way across a stream, expecting there- 
by to stop the flow. Of what avail is it 
to shout, "The flood can't touch you," to 
a man in the path of a terror like that? 
He knows he's going to be hit . Some way 
must be found to build the dam all the 
{Continued on fiaye 174) 
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The Man Who Hired Eiffel Tower 

By LELAND STOWE 



Paris Correspondent, The Neti' York llerald-Trihiine 



ANDRE CITROEN, who in less than 
nine years has earned the title, "the Henry 
Ford of France," is probably the closest 
French counterpart of the American big 
business man who has pushed his way 
to the top in the industrial world 



SHOULD you ascend, almost any 
summer evening, from the Metro 
entrance at the northwestern cor- 
ner of the Tuileries tlarden ami 
turn to your left along the Place de la 
Concorde, you couldn't fail to see sudden 
jagged flashes of light, ripping fast and 
high across the night like a terrific light- 
ning storm just above the blue-black rim 
of chestnut trees along the Seine. 

TheJiery stilettos scarcely have dropped 
out of the sky when a pillar of flame rises 
from the shadows of the Seine. It seethes 
ii] j and up, six hundred, seven hundred 
and finally nearly a thousand feet into 
the night. And as swiftly, like a high- 
powered fire hose in full play, a gigantic 
bubbling fountain extinguishes it. 

A moment of barren dark- 
ness again. Then from the peak, 
to which tins firu and lightning 
have sped to vanish, new light- 
burst forth and race downward, 
this time in alphabetical rhythm, 
forming a gleaming even-let- 
tered word against the night. 

The word is Ciluicn. The col- 
umn is the Eiffel Tower. Tin- 
sign is the highest ami one of the 
largest electrical advertising 
signs in the world. 

Andre Citroen, who in less 
than nine year- has earned tin- 
title, "the Henry Ford of 
Fratn <\" writes his name in 21)11.- 
000 electric bulbs across the 
I 'at is sky three or more nights a 
week. He has secured for com- 
tnereial exploitation one of the 
most prized tourist landmarks 
of France. He is probably the 
closest French counterpart of 
the American big business man 
who has pushed his way to the top rung. 

\ndre Citroen was bum in I'aris fifty 
years ago. At twenty he entered the 
Ecole Polytechniquc. Hardly had he fin- 
ished his studies there when he organized 
a factory of his own, with a personnel of 
ten workmen, to inannfaeture hand gre- 
nades. It was this derision, more than 



1 



anything else, which 
shaped the career of 
the man who stands 
at the head of French 
industry today. For 
his experience as a 
manufacturer of mu- 
nitions placed Citro- 
en in a pu.-ihon to be 
of service to France 
during the war. And 
the plants which he 
built in those years 
supplied the basis for 
his great automobile 
plants organized since 
the war. 







In four years Citroen had made a pro- 
nounced success of his hand grenades, 
much so that soon ho e.-tablished a plant 
in Moscow and later another in Austria- 
Hungary. 

In 1908 he was asked to reorganize an 
automobile concern, and thus his atten- 
tion was l?r-t fixed on the j lossihiln u - in 



'The rental and maintenance of the 
200,000 Eiffel Tower lights cost 1,500,- 
000 francs (about $60,000) a year. 
That's the cheapest and best advertising 
I ever h.id" 



automobile production. When he made 
his first voyage to America in 1913 he 
returned with his mind filled with more 
ideas concerning industrial organization 
and management. 

When the war broke out, Citroen en- 
listed as an artillery lieutenant. But his 
genius for organization refused to be 
stilled. With French industry lamentably 
disorganized, Lieutenant Citroen in 1915 
advanced a plan ttt his superiors for con- 
structing I plant which would greatly 
reduce the shortage of shells. France u 1- 



in dire straits for ammunition. Citrocn's 
scheme offered a guarantee of producing 

nun -h, II- :i day v ithin a short lime. 

Tlie French Government accepted the 
plan, and Citroen entered the field of big 
production. It was necessary to .select a 
site, construct everything from the ground 
up. Most, difficult of all, it was essential 
to recruit skilled workmen or to train un- 
-killt-d workmen. In a country fighting 
wfth its back to the wall and all its best 
manpower at the front, this seemed an 
almost insurmountable problem. 

Citroen accomplished the task. The 
site he selected was in Paris on the Quai 
de Juvel beside the Seine. Les Urines 
Citroen are located there today. In a few 
months the factories had been built and 
munition). ma< lunery had been imported 
from abroad and installed. Rapidly the 
plant's production rose to 10,000 shells a 
day and finally to the promised 50,000. 
I )unng the rest of the war Citroen main- 
tained that output, contributing in no 
small measure to the effectiveness of 
French gunfire. By the dawn of the Ar- 
mistice this Citrocn-built and Citroen- 
directcd plant had turned out more than 

1 1| II 1,1 II II > sill ||s 

Reorganized the Arsenal 

MEANWHILE, the French Govern- 
ment had asked AI. Citroen to reor- 
ganize the arsenal at Ilonunc, wliteh was 
then manufacturing only M shell- daily. 
Ibre again, in a few months, this indus- 
trial dynamo of France wrought magic, 
and the arsenal's production leaped up- 
ward to 55,000 shells a day. Every gov- 
ernmental facility was placed at M. Ci- 
ne* if- disposal, l'.ul thi Gov< i ntnent 



could not supply the power for organiza- 
tion which determined tin final results. 

With die wars end M. Citroen hail 
mi li i l,i- ilin i lion a in un udous plant 
employing more ilian I.'»,(KHI workmen. 
What should he do with it? In America 
' hen '■• a ■ a man iiaiin 'I Fold w ho m imi- 
iaetureil auto? in what tin French call 
cn yrande serie. There were other Amer- 
ican automobile kings who had followed 
in his footsteps and were now reaping the 
same harvest of mass production. No 
one had ever tried it in Europe. M. Ci- 
troen a-ke.| Ininsell : "Sin IN bv the thou- 
sand.-' — why not automobiles? If they 
can make it pay in America, why not in 
France?" 

As a consequence the Citroen munition 
plant, a vast enterprise founded and de- 
veloped in three year.-. underwent the tre- 
mendous reorganization necessary for it 
to liecome a paying peace-time concern. 

Staggering changes in machinery had 
to be made. They were made. Great 
financial risks bad to be faced. They 
were taken. There was here nothing of 
the caution in business innovations which 
is so characteristic of the average French- 
man. Here there was the burning energy 
of a born industrial leader — the faith of 
a man who knows that power begets 
power. 

To anyone taking account of the in- 
numerable changes Citroen had to make, 
it seems almost incredible that the first 
Citroen automobile was completed June 
4, 1919 — less than seven months from the 
time the same factory had lx*n turning 
out 50,000 shells daily. Within a few 
days 40 Citroens daily were emerging 
from the plant on the Quai de Javcl. 




After a trip to America to study the Ford plant, Citroen in- 
Mulled machinery for mass production and jumped his out- 
put to 40a cars a day. He believes in American methods 



M. Cnmen had planned an output of 
1IMI cars a day, anil he attained it. But 
after his 1 rip to America in 1923 and his 
study at first hand of the Ford plant, in 
Hermit, he returned to Paris determined 
to increase i his production by American 
methods. Chun conveyances were in- 
stalled throughout the Citroen assembling 
plants. New machinery which would in- 
crease speed and ellicleiiey was addi d 

Since- then tin- Citroen production has 
jumped to 4IKI cars a dav — an output un- 
ei|nalled ma win re else in Kurope. 

Growth of Business Amazing 

THERE are now four or five other Ci- 
troen plants besides the several fac- 
tories located on the Quai dc Javcl. In 
.bine, 1919, the number of employes was 
4,500. In 1924 1 his had increased to 15,- 
000. It is now more than 31 ,000. 

I went the other day to see this "Ford- 
ized" Frenchman who has blazoned his 
name in lei ipts. • h :;u fret high, upon a 
column 234 feet higher than the Wool- 
worth Building. 

It was 9:45 in the morning. An Amer- 
ican millionaire might not 1k» expected to 
be more -cavuiable in his appointments 
than that. A French companion and I 
drove alonir the qnni.\ of the Seine, past 
this same Tour Eiffvl. to the Quai de Ja- 
vcl, where five or six huge buildings form 
the headquarter- and as-embling plant of 
Let Urines Citroen, 

"See," said my companion as wc halted. 
"There is the river for shipping his cars 
by water. Here is the railroad along the 
bank. And here, just across the road, M. 
Cit men's plant. Even yon Americans 
could not have better business foresight 
than that." 

We entered a lobby, spotlessly neat and 
gleaming with efficiency. On the right 
five girls were busy at a telephone switch- 
board. That was something to hold at- 
tention, by reason of the new and very 
modern telephone equipment. The Amer- 
ican traveler on the Continent learns to 
expect little from French telephones. 

Still making mental calculations on 
these apparently trivial things I followed 
up the stairs. Not long afterward we 
were ushered info the office of the man 
who hired the Tour Ktllel. 

The man who greeted us was of aver- 
age height with sparse graying hair, and 
keen brown eyes which narrowed slightly, 
betraying a native shrewdness He wore 
a closely cropped mustache alxive thin, 
extremely straight lips. And more pro- 
nounced than all were the swiftly decisive 
and energetic movements one expects to 
find in the keenest American business 
man, 

"Has my secretary given you all the 
information? The booklets about our 
plant and the circulars"" M. Citroen de- 
manded crisply as soon as wc were seated. 

1 as-nred him that he bad. 

•'Then after that what can I tell you 
about?" asked M. Citroen, with the air 
of a man who counts minutes. 

"About yourself," I said. 

"Do you know about my newspaper 1 
(Continued OH ;«tyc 142) 
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The Cost of Weather 

By CHARLES FITZHUGH TALMAN 




Kuin IflMH onward from ihe skyline as the sinister funnel of a 
tornado laches in fury over a (own in the Middle \\ lm 




Here once «j% (•riHin, Indiana, 
ii » i II mi of 4 mi muli. In one 
minute the tornado ol March tti, 
lyJV i .i/i. I i In limn, iniurcd 
iuu person* and lulled }j 



WHAT does weather cost 
us? It is an amazing, 
incredible far I that no- 
body knows or has ever 
even attempted to find out! 

All humanity Rams and loses by 
weather. In Ihe rnndurt of every - man's 
life, every business, every industry, 
weather MMtl and weather BibWwW are 
recognized but not gauged, except in an 
imrxTfect fr>nrtnent-irv wiv On both 



a few suggestive examples of weather 
Some years ago the International In- 




"The chill embargo of the 
snow," of which M'hiftier tang, 
is an annoyance in the modern 
city street, costly to aholith. I nil 
much more costly to endure 




'Tire weather' is a term in 
the vocabulary of disaster. 
Because luw humidity anil 
high wind* vastly increase 
the lire hazard in the forest*, 
the W calhcr Kurt m. forestry 
officials, and the lumber 
industry have inaugurated a 
nation-wide system of firr- 
u either uarmngi 
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The Mississippi flood of 1927 took terrific toll of life and cost in 
property damage $350,000,000. Here is the result of a crevasse 
in (he levee at Knowlton, Ark., April 21, 1927 



1 1 .1 i 1 gladdens the heart of the glazier. Here 
is the result of a five-minute pelting by the 
mischievous urchins of the clouds with ihur 
thick falling pellets of tee- 



the month of July. It has been computed 
that a deficiency ol hall an inch during 
that month — not a drought, but merely a 
somewhat subnormal supply of moist un 
— reduce* the value of the crop in four 
slates of the Corn Belt by $150,000,000. 
Tins figure has been a subject, of contro- 
versy. It may be too high, but it is cer- 
tainly correct at least as to the "order of 
magnitude." 

An actual drought is a more serious 
matter. There mil one in Persia in 1818 
The crops failed and one-eleventh ol tin 
entire population of the country died ol 
famine. What is • human life worth in 
Persia '.' 

The new campaign of snow renn.val on 
rural highways in the Tinted State- is 
costing nearly $">,<)00,000 a year. New 
York City has spent as much to keep its 
-treets clear in some recent winters. Sc\ 
eral other cities pay in proportion These 
• lit lays are fully justified. The alterna- 
tive of letting the snow he would lie vastly 
more expensive. 

Each winter Nature prt'dnt.c *"ine 
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Tropical hurricanes toss 
ships scornfully ashore and 
ravage our southern coasts. 
Here is a typical waterfront 
scene in Florida after the 
angry winds have spent their 
wrath. Death and desola- 
tion ride on the tempest 





Though wire and twig arc "ridged 
inch-deep in pearl" after the ice 
storm, the beauty of the scene is pur- 
chased every winter at a cost of 
millions. Each pole in the picture is 
groaning under a load of seven tons 



dazzling exhibits of the iey jewelwork that 
plays havoc with wires, polos and trees. 
They cost millions per annum, Perhap- 
they are worth the price. A Full-Hedged 
ice storm is a lovely spectacle. 

Lightning struck a Navy magazine near 
Dover. New Jersey, July 10, 1926. The 
rest if t inn explosions wiped out $03,000,000 
worth of property. In April of the same 
year lightning fired several oil-storage res- 
ervoirs in California. The losses were 
$28,000,000, 

Not long ago a dense fog hung for live 
days together over the English Channel. 
All shipping w:i- held up in the Thames 
e.-tiiarv and the time lost was estimated 
to he worth $5,000,000. 

The St. Louis tornado of September 29, 
1027, cost, possil.lv $".0,0011,000, Florida 
suffered losses of $200,000,000 or there- 
about.? in the hurricane of September, 
1020. The Mississippi flood of 1027 came 
higher— a round $.'550,000,000. What is the 
aggregate cost of weather, year by year? 

It would help stabilize the world'- busi- 
ness if we knew. 




Lightning does this many times every year. The protection of oil- 
storage tanks from thunderstorms is an outstanding problem l.io d by 
modern electrical engineering experts 



They "Won't Let Me Buy 

ByJOHN H. WOODFORD 



llluMruiions by Slu.in H.iy 



SOME tirnr ngo T formed tin' 
habit of strolling down to the 
I corner cigar store for a park* 
age nl i- i-p-r 1 ostensibly. 

tot really to talk to the old man from 
Witt. •!.:•• i :. Prussia, who owned it. 

We used to discuss everything 
from theology to Kepler's law. Usu- 
ally 1 was "all wrong," in whatever 
position I happened to take during 
these discussions. I cannot imagine 
anything more refreshing than the 
daily arguments we used to have 
over the counter. I early discovered 
the times at which he was most likely 
■to be without a rush of trade and 
found myself looking forward to these 
philosophic interludes each day. 

And ilii'ti. suddenly, my hsh-Ihu- 
friend died, and 1 discovered an 
amazing thing. He left a gap in the 
ni'ighliurhtiod that was out of all pro- 
portion to the proper economic value 
of his existence. 

On all sides 1 heard expressions of 
regret at his passing. I asked some 
of those who mentioned him iMhey 
were able to name the alderman in our 
ward. Few of them could. I couldn't. 
But we all knew the old tobacconist's 
name. 

Sentiment, I think, is usually rather 
silly; one comes to believe so, at any 
rate, when he finds out how easy it is to 
sell sentiment to people who read maga- 
zines. I told myself firmly that a store 
was a place wherein to obtain 
merchandise — not a place to 
conduct a. Socratic debate. 

A modern man full of elli- 
ciency would shortly take 
over tin- stun-, I Mi >ur< I 
was fully prepared to give 
my patronage, whether or 
not he would stimulate me by 
listening to my talk 
and violently dis- 
agreeing with me 

For years a chain 
drug-store corpora- 
tion had coveted the 
location. They 
swooped dow n upon 
it now and opened 
resplendent, like a 
circus. The store 
specialized in al- 
most everything, 
except drugs, which 
lntt< r iii i ii pied .1 





I'm sick of thinking up a 
«>f sales resistance 



Nol And I don't warn a hot-water bap or an um- 
brella or an automobile spotlight cither 



very insignificant place in the astonishing 
interior and exterior displays. 

1 walked in one afternoon about three- 
thirty, bound and determined to "like" 
trading ■ In r< . d>"-plfe the fact ill it those 
among my neighbors whose opinions 1 
value most declared they couldn't stand 
the place. Sentimental, they were, 1 
told myseli ; still thinking ot the old man. 

Silly. Modern prog- 
ress. Great thing, 
i Ine ought to keep 
up with it. 

"Package of No- 
bites," I said to the 
clerk. 

"Yes, sir," he 
snapped, violently 
■ ■xmling S e r v i i- e. 
He secured a pack- 
age of Nobit.es and 

• lapped It li I me 

last er t ha ii I had 
ever seen cigarettes 
served before Pay- 
ing for the package 
and reci iving a loud 
and challenging, 
"Thank you!" I 
turned to go. But , 
alas. 

"Your matches," 
sir— they're free. 



line 



You'd better take 
t h e in." Somehow 1 
•hired not refuse to take 
them, tiboqrii 1 had 
long since indefat igably 
mastered the success- 
ful operation of a mod- 
ern cigar-lighter. 

"Y m a r r i < d 

man?" the clerk want- 
ed to know, when the 
matches were obedient- 
ly pocketed. 
"Yes," I admitted. 
"Got any kids?" 
"A little girl, aged 
ten, free, white and 
more than a little 
frisky." 

"Why don't you take 
her home a bowl of 
goldfish?" 

"Now, that's a 
thought," I admitted, 
"or maybe she'd fancy 
a tame basilisk. You're 
very thoughtful." 
Not to be trifled with he said: 
"Naw, no kidding. I'm on the square. 
Why don't you take 'er home a bowl of 
goldfish?" 
A little irritably, I'm afraid, 1 said: 
"Why don't 1? Ill bite— " 
"We're giving away a bowl of goldfish 
with every purchase of a dollar's worth 
of merchandise," he explained. 

War Drives Carried Over 

HOW shall 1 tell you, on paper, that In 
managed to convey the siiggestton 
that there was something patriotic, even 
religious, about my obligation to become 
possessed ot a bowl of goldfish. There 
was, indescribably, about him. an echo of 
"Help Win the War — " by buying only 
Ann t Ii -ill-made knives . . . all that 
sort of thing— if you get what I mean. It 
is too subjective ever to be crammed 
within mere words. 

"Sorry," 1 told him, "but my wife gets 
her lish at the butcher shop." 

This noiiphis<ed the young gentleman 
considerably. 1 could see that he con- 
sidered me in some vague way un Ameri- 
can and unbooster. The whole gesture 
was an ai tempt to "carry on" the "drive'' 
.-pirii which was so successful in digging 
dollars out of pockets during the war. 

On the way out of the store 1 saw a 
display of diminutive glass gloU'S, about 
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the sue of a husky doorknob, containing 
sonic wiggling red dot-s that looked like 
germs. These were the goldfish th:it wore 
being given away. 

Al>oiit a week later I returned to the 
store. 

"Don't be absurd," I said, taking my- 
self firmly in hand. "Old Hans, who sold 
cigarettes and had heard of Anliorhtis 
Epiphancs, was an anachronism. Times 
change. Yon ought to change Willi them 
— or first thing you know, you'll get old. 
And, besides, probably after you get 
used to it, you'll like the new, brisk scrv- 
ice far better. After all there's no get- 
ting away from the fact that the store 
is :i great deal more businesslike than it, 
was — and there's no denying that a store 
is a place where business is, or by right 
ought to be, conducted in a brisk, effi- 
cient manner." 

This time there was a new clerk on 
duty. 

"Nobitcs," I said, crisply, determined 
to play the game. 

"Yess'r!" With appalling alacrity he 
materialized them and slapped them at 
me. I wondered what the chain-store 
proprietors would have thought of poor 
old Hans, if they had disposed of the first 
young man, who had been there pre- 
viously, because they considered him not 
speedy enough. 

"Live in the neighborhood, sir?" 
this clerk wanted to know, as he 
forced his paper matches — with the 
store's advertising imprint upon 
them — into my possession. 

"Yes, I do." 

"Well, lookit : I'll give you one of 
these here new cards. Bring it to 
the store with you, every time you 
make a purchase, and when you'x e 
bought ten dollars' wort of stuff, 
you got a dollar's wort of merchan- 
dise coming free." 

"Tell you what I'll do," I re- 
turned. "You keep the card and 
take care of it for me — for I'd be 
sure always to lose or forget it — and 
in return for that service, I'll give 
you the dollar's worth of merchan- 
dise 1 have coming, after I've pur- 
chased ten dollars' worth of your 
stock." 

By the time he had untangled 
this idea I had made my escape. 

I noticed, on the way out this 
time, that he had a box of bottled 

olives prominently displayed upon 
a counter near the door. They 
were marked: '"27 cents!" 

Reaching home, I asked my wife how 
much she paid for a bottle of olives at 
the grocery store. 

"From thirty-cents up," she replied. 

"Well," I informed her, delighted al 
my advantage over her vaunted ability 
to shop cautiously, "if you were a clever 
housewife, you'd get your olives at I he 
drug store; they're only twenty-seven 
cents a bottle there." 

"But," she returned, defensively, "I 
never go to the drug store. I get my 
cigarettes at the chain grocery, because 
I can get two packages for a quarter 



(here, and they cost fifteen cents straight 
at the drug store." 

Unprepared for such keen rebuttal I 
hedged: 

"Well, what the dickens du you go I" 
the chain cigar store fur then? You're 
always bringing home cigar coupons for 
our offspring .. ." 

"Oh, 1 drop in once in awhile lo gel a 
box of candy. They sell good candy 
cheaper than any candy store in the 
neighborhood." 

Stockings in the Candy Store 

" AND what," I begged, "is the chain 
i*. candy store up there on Mohair 
Street good for?" 

"Well, they've got, some marvelous 
looking silk stockings for a dollar and a 
quarter a pair, all neatly wrapped up in 
sanitary paper and marked with the size. 
They say fellows dropping in to buy 
candy for tin ir girls often take along a 
pair of stockings, too. If 1 bought a 
dozen pairs there 1 could — " 

"Take home a little puppy free?" 

"Don't be silly. That's cheaper than 
you can get that kind of stocking any- 
where. It's just a temporary sale they're 
having." 

It was fully three weeks before I again 
summoned up courage for my last visit 
to I he chain drug store. This lime there 




I found myself looking forward to 
these philosophic interludes 



was still another young man in charge. 

"Say!" I demanded, "what's the idea? 
Every time I come in here there's a dif- 
ferent clerk." 

"I guess, sir, they switch us around 
so we won't get to talking to the custom- 
ers. I no sooner get to like a few people in 
a neighborhood than they .-end me clear 
off in some other part of the city." 

This seemed a thoroughly likable young 
chap. Being the only customer in the 
store at the time, I persisted in my gar- 
rulousnes-: 

"But, wouldn't it he rather a good thing 
for the customers to like the clerks?" 
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"I suppose so; but you know how it 
is. . . . If we talked too much to the cus- 
tomers, the linn might have to use an 
extra clerk — so, you see . . . not that. I'm 
hinting . . . course it's all right when the 
store's not busy." 

Still no one else came in, so I ven- 
tured further to cut down his efficiency. 

"Tell me, as man to man— what kind 
of stock do you think a snappy men's 
haberdashery ought Id carry these days 
— with -hoe .-tore- carrying suits and 
overcoats?" 

He gave mo one of those indulgent 
glances the insane would recognize too 
well. 

"I should think that a line of candy 
might do well, in a real snappy haber- 
dasher's. Men always feel kind of sheep- 
ish when they spend a lot on themselves 
for clothes, and they'd take home a box 
of candy to square it with the wife. I 
should think, too, that in a men's furnish- 
ing store, during the summer, a hne of 
fishing tackle would — " 

"Of course," I put in, "it might be well 
for them to carry' some men's furnish- 
ings, too, ns leaders, to attract the trade 
to their cigar lighters, and other hard- 
ware . . .?" 

A customer came in at this juncture 
and my friend, with an apologetic glance, 
flew to serve him. 

"Auks," said the newcomer. It was 
about, live o'clock and he looked tired 
and worn out, as though he had just come 
from work. The clerk handed him his 
Auks, and then asked: 

"Ever smoke a pipe, sir?" 

Good Sales Resistance 

""VTO!" roared the customer. "And I 
don't want a hot water bag, or an 
umbrella, or an automobile spotlight!" 

I left the store, never to return. 

Nearly three blocks from my home is a 
cigar store. It is not a chain store. The 
service there is terrible. 

On the first occasion of my visit to this 
store I attempted to start a conversation 
with i he proprietor, but, he replied in so 
hopelessly verjuiced a manner that I 
knew we could never learn to argue ami- 
cably and vehemently. 

Another customer in the store at the 
time grinned at me. I waited for him 
outside, recognizing him as one of the 
quondam auditors who used to listen wiih 
delight to old Hans' denunciations of my 
notions. 

"How is it you come all the way down 
here lo buy cigarettes from that rheumy 
old gent ?" I asked. 

"When you go in there he gives you 
what you ask tor, without saying a word, 
and I'm sick to death of having to think 
up a line of sales resistance every time I 
go to buy a package of cigarettes." 

"So am l!" I told him fervently, "but 
we're boih bolsheviks, 1 think." 

"Well," he argued, "I don't care. I 
don't care for 'Service.' And I don't 
give a damn for gelling a pai kage of cig- 
arettes for a cent less, if I've got to ex- 
plain why I don't want to buy a flashlight 
that looks Like a fountain pen." 
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To peddle peaches in 
ihe narrow streets of 
Venice, the sturdy 
grower transports 
huge arm-slung baskets 
of fruit long distances 




It is a chilly job for the trapper to urry to an Alaskan trading 
post in midwinter the pelts he has worked for months to acquire 



The Other Half 

Americans have become so thoroughly 
accustomed to modern transportation 
that they take for granted the presence 
in the shops of all manner of supplies 



Balancing .1 hig basket 
on her head, the Suma- 
tran girl offers food to 
tourists in Padang. She- 
can use both hands in 
making change 



So trussed that he can only squeal a scornful "weak" at 
his hearers, this little pig goes to market in lndo China 





Through the narrow gates into the hill streets of Jeru- 
salem the Hedouin girl leads her wt>ol-laden camel today 
just as her ancestors did centuries ago 
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The pack of powerful Malemute or Husky dogs drawing the sledge 
il the only practicable means of transportation over the snow fields 



Goes to Market 

In far corners oi" the earth, however, up- 
to-date conveniences are unknown and 
merchants obtain their wares by pic- 
turesque but hardly expeditious means 





Forty cocoanuts with 
thick outer shells are a 
tremendous load even 
for the tough shoulders 
of the Javanese 



Bananas are high in 
Uganda, East Africa— 
if the native bearer who 
brings them to town 
chances to be tall 



Not with fragrant flowers is the Venezuela rancher's burro 
bedecked. He is carrying festoons of pungent garlic 



la old Madrid, where the hull in the arena furnishes 
thrills for thousands, his brother the ox toils before a 
lumbering wagon heaped high with bags of wool 




When Busy Men Retire 



By W. L. BLAIR 



O 



t(A MAN who has a good, 
serviceable hobby may, as 
a rule, successfully retire. 
Many men are unable to 
retire because they can 
find nothing to do that is 
as interesting as what they 
are doing. Real success in 
retirement appears to re- 
quire thought and prepa- 
ration} J 



J H ton m. -mi ited in Southern 
California, is a workable lab- 
oratory in which lo study the 
material and psychological 
phenomena of retirement. 

Sitting in a secluded office in our town 
is a dignified, middle-aged man who was 
educated in law and acquired n fortune in 
the lumber industry. For several years 
he has been working every day at a job 
that gives him more 
of a thrill than either 
law or lumbering. He 
has been building a 
great scientific school. 
Mr has given the 
school about five mil- 
lion dollars, but this is 
the least of his gifts. 
1 1 i*gi i .1 rr-i gnif. ha\ ■ 
been time, business 
ability and extraordi- 
nary vision. 

This man has many 
associates, not a few 
of whom are retired 
business or profes- 
sional men. Imr In- is 
the one who is always on the job. He be- 
lieves the chairman of a board of trustees, 
no less than a lumberjack, should put m a 
lull day's work ior a iull day'* pay. His 
pay, like that of most successful men, is 
an achievement. Earlier in his life, per- 
haps, achievement meant individual gain. 
But now he is retired. 

Many men are unable to retire because 
they can find nothing to do that is as in- 
teresting as what they are doing. Real 
-Hire-- in retirement appears to require 
thought and preparation. Even so, there 
are irreat op] tort unities in it for bright 
young men of sixty or so who have put by 
a little money. 

Talent for Leisure 

\ "K ^IILX Irvin C'oKii looked us over and 
♦ ' i\ rotcofour uiiddle-agedtneii sitting 
about on hotel veranda-, listening to the 
li mlening of their arteries, he did not be- 
gin to tell the story. It is true that in this 
genial atmosphere a few of our retired 
folk have acquired a genuine European 
talent for leisure, and that others are dis- 
contentedly seeking strange remedies for 
the ills of vacuity. It is true also that at 
the other extreme are men who emerge, 
quite unreconstructed, from trial retire- 
ments of from six weeks to six months. 
I'hese launch large bii-me-s enterprise*, 
erect office buildings, open oil stations or 
become real estate salesmen, as the scope 
of their imaginations and the condition of 
their finances may suggest. Both these 
classes arc made up of those who lack the 



stamina necessary to tit, tlieni for success- 
ful careers as rel ired men. 

A man who has a good, serviceable 
hubby I .ires much better than either of 
these. Such a man, a- a pile, may safely 
retire. Golf has saved many, liecausc golf 
is a st niggle tor the illtat lauiable p nr The 
■ nan who has not succeeded in ■"breaking 
ninety" cannot consent to curl up and die 
until he has this achievement to Ins credit . 

llesides, goli has lis 
lug business angles. 
Retired business men 
largely administer the 
affairs of the numer- 
ous golf clubs of 
Southern f 'ahfornia. 

Many retired men 
hen al Mint.- find hap- 
piness in their flower 
gardens or, more am- 
bitiously, their orange 
groves. liaising chick- 
ens and rabbits seems 
a homely enough oc- 
cupation to most of 
us but it has its devo- 
tees among our men 
of leisure. It has even attracted to our 
suburban acreage a retired prince of the 
royal lioii-e ni 1 Vninark 

In many cases the retired man appar- 
ently chooses hi- hobby by the rule of 
opposites. I know one man w ho for many 
years was a professor of mechanical engi- 
neering and dean of an engineering school. 
In those years his lightest form of expres- 
sion was a monograph on machine design. 
Now he studies birds and stars, and gives 
himself over to the luxurious dissipation 
of painting California landscapes in water 
colors. 

An almost endless variety of such speci- 
mens may be found in our collection of 
retired men. Many of them are doing a 
-line of kindly, helpful things a- they 
amble along on ilieir hobbies. But thero 
1- an 1111 re i*mg number 1 >i 1 lio-e w I10, [ike 
the lumber man at the college, are mak- 
ing almost a profession of unpaid public 
service. Not all of these are wealthy. 
Most of them, in fact, are men of such 
modest estates that they do not need to 
devote a great deal of time to looking 
alter their investments. 

Here is one who retired from the whole- 
sale paint business in Boston in 1S96 on 
account of illness. Regaining his health, 
he re-entered business in the West and 
again retired a number of years later. A 
Harvard graduate and a man of the high- 
est ideals, he has given his time to the de- 
velopment of a score of community inter- 
ests. When our town adopted a director- 
manager form of government a few years 



ago, this man was chosen chairman of the 
first board of city directors. The salary 
w 1 s ten dollars a meeting, not to exceed 
fifty dollars a month. All that was re- 
quired of the chairman was to preside at 
meetings of the board, but this chairman 
put in about eight hours a day, live days 
111 the week, for four years. Now, hav- 
ing retired once more, his only job of im- 
portance is that of unsalaried president of 
an association of municipalities which 
proposes 10 ei instruct the world's largest 
water distributing system. 

t Mie of this man's successors in ollice, 
the present chairman of mir board of city 
director-, is a retired attorney. The .-alary 
remains the same but the duties appar- 
ently have increased, for the incumbent 
works six days a week instead of five. 
Many of his evenings are spent at civic 
gatherings, which often take the form of 
banquets. And still, like his predecessor, 
he enjoys t he job. 

Some Retired Men Useful 

A RETIRED patent attorney of Wash- 

ington has found a modest but suffi- 
cient vocation in our town Lv serving .1- 
secretary or treasurer, without salary, lor 
several civic, and charitable bodies, 111- 
1 lmling the Community Chest. Very un- 
ostentatiously he has made himself one 
of our most useful citizens. 

From 1 lie development of large mining 
interests in Arizona to the leadership of 
Boy Scout activities in four southwestern 
states is a step which you may call retire- 
ment, if you like. This mining man has 
also served for several years as chairman 
of our rity planning commission. 

The man now serving as president, of 
the Young Men's Christian Association 
in our town retired two years ago as vice- 
president of the General Elect ne Com- 
pany, after having been manager of the 
vast Schenectady plant for a quarter of a 
century. 

In citing these examples 1 hope I have 
not given the impression that the affairs 
of our community are entirely in the 
h inds of retired men. The retired man is 
not conspicuous here because he does 
more than we do but because he does 
1 lungs with us, giving hi.- experience and 
ability to the common tasks of govern- 
ment, education and welfare. 

There seems to be more of this sort of 
thing than there was a few years ago. Just 
as men who have saved money are doing 
better things with it, so men who have 
saved time out of life's short span are 
doing better things with their time. In 
our town we think this Ls the aristocracy 
jf leisure, the "beyond which nothing" of 
successful retirement. 
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A successful siorc sells what people want to buy; profits are secondary 
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We Simplified Our Sellinj 



By W, T. GRANT 

President, B". T. Grant Company 



"TW"" THINK by this tame IV, made 
I nearly all the mistakes ;i man can 
I make at retailing. In fact, I think 
11 that any degree ol success 1 have 
made was because 1 didn't know much 
about retailing. That seems like a para- 
dox, but I'll explain it by china another. 

There were too many styles, varieties 
and complications in the shoe business 
when I was a young man in New Eng- 
land, so, without quite realizing what I 
was doing, I started a chain of general 
economy stores which are now doing a 
volume of nearly $l>0 ,000,000 a year. 

Maybe it was not all quite as aimless as 
that sounds. 

Twenty-five years ago, when but a 
youngster in business, I was making some 
progress in spite of the fact that. I was 
hired and iircd or quit often, over a broad 
range of occupations. I had even gone 
for promoting boxing matches. Still I 
had no fortune and was not headed for 
any place in particular. 

In HI0.3 I got a job as assistant buyer 
of shoes in a Salem, Massachusetts, de- 
partment store. Soon 1 was managing 
the department, doing all the buying. 

Complexity of Shoe Selling 

THE involved process of getting the 
correct fit, exactly the style wanted, 
the current shade, material and so on was 
mostcomplicateiland troublesome. Stock? 
sometime.- didn't move fast enough to 
keep in style, and big mark-downs were 
necessary to keep them moving. I tried 
many ways to simplify the operations, 
and every trial seemed worth the effort. 
As a result of this cutting down of the 
number of styles carried, my department 
showed a small profit for the first time in 
its history. 

In spite of a lot of errors, which I now 
see I made, the management of the store 
was impressed by that small profit. 



In spite of my cosily operation?, they 
gave me a lot ot other "up-front" depart- 
ments to manage, too — jewelry, notions, 
laces, ribbons and leather goods. 

If I didn't, know anything about run- 
ning these departments, at least 1 did not 
know anything about them that wasn't 
true, which 1 would have to forget. 

These other departments didn't seem 
to need a lot of nursing, for they did very 
well when let alone. I studied the figures 
to see how they had been doing, and was 
astonished to discover how much they 
had earned in comparison with the com- 
plicated shoe line. 

1 had stumbled on something I suppose 
1 would have thought quilt: regular, hail 
I known more about department-store 
tradition. There was a little counter, not 
much larger than an office desk, where a 
brilliant display of inexpensive jewelry 
was bringing in more net profit than my 
big pet shoe department. 

One salesgirl handled the jewelry ; shoes 
were hantlled by several employes, and 
the whole business of buying, stocking, 
advertising and selling them was a compli- 
cated, intricate, specialty proceeding. 

Thus the discovery I made was not re- 
markable at all. That store that employed 
me knew that it did nut make a- nun h on 
a shoe dollar as it did on a jewelry dollar. 
Jewelry just happened to sell faster and 
absorbed much less capital, was less ex- 
pensive to sell, and required less space. 

The thought intrigued me. 1 had 
watched a woman spent] an hour select- 
ing, trying on and weighing the merits of 
several pairs of shoes, antl then a moment 
laier pick up a bracelet or bar pin and 
buy it without any hesitation at all. 

Even today in department stores you 
will find the mark-up fairly uniform, re- 
gardless of the turnover, space required, 
or other considerations. 

Even today some departments are un- 



profitable. More were losing money 
twenty-odd years ago. The range of t urn- 
over may be as high as fifty times a year 
on some items in some departments, antl 
as low as one time on others. 

If some departments in the average 
store did better than others, why not my 
own establishment with only the profit- 
able departments? 

The idea, of course, was a little more 
complicated than that, but most big ideas 
start hl'e as little ones. I knew where I 
was going then nntl even a messenger boy 
can deliver the goods when he has a deft i- 
nation. 

Quick Turnover Only 

r r , WENTY-TWO years ago I began a 
■ store in Lynn, Massachusetts, which 
was set up to handle the quick turnover 
items of department-store trade. The 
best fun of my life was in running that 
store. We are practically a nation-wide 
group of stores now, but we were surely 
an independent then. 

Merchandising is like shooting bears. 
If your aim is good and you time it right, 
you win your game. I don't, know of any 
thrills in sport, however, that beat a care- 
fully planned sales campaign that works. 
And, without moralizing, I might add that 
the satisfaction of filling a need is git itei 
than shooting a bear. 

One of the things which used to bother 
the women I knew, was the trouble they 
had in making exchanges in a store after 
having purchased a pair of gloves of the 
wrong size, or having arrived home, found 
that Willie's shoe- were not males and he 
needed size seven instead of size six. 

The purchaser had to return to the 
store, which was trouble enough, then run 
upstairs or down, sijrn a leual looking 
document and answer questions about 
her ancestors anil her husband's business. 
This transaction took too much of the 
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customer's time and good mil lire. It was 
irritating when the purchaser wanted her 
money hark. 

She usually had to nreept a credit slip 
which allowed her to liny something of 
equal value, hut she rarely received her 
money back. 

We decided early that the customer 
was right, thai the average American man 
or woman a iiir-munled, fair-acting 
individual, and that we would make ex- 
changes and grant all other reasonable re- 
quests without asking questions, and 
would even refund money on purchases 
merely on the presentation of the .-ales 
slip, without .-wearing, without signing, 
ami limit arguments, without questions. 

When our first stores were opened, we 
CVriad the merchandise we thought peo- 
ple would want. If our customer- wauled 
twenty kinds of five-cent combs, we car- 
ried twenty kinds in stock, but we soon 
found the fallacy of that way of trying to 
give economic service. For years we have 
been, and we still are trying, to follow lag 
sound economical principles of simplifica- 
tion and standardization advocated by 
Herbert Hoover. \\V encourage our man- 
ufacturers to standardize their products 
into n few best sellers and to make these 
products so much better than the others 
that our customers will 
automatically p refer 
them. We have style ill 
uur merchandise, too. 

After all, the great 
liody of American peo- 
ple are shrewd buyers 
and can understand that 
if we carried ten differ- 
ent styles of taring 

knives, we would have 
too much money tied up 
in stock, and could not 
serve them as well as we 
could by selecting the 
best three knives, and 
carrying them at an at- 
tractive price. 

The first Grant em- 
ploye was a butcher's 
boy and we had a lame 
boy to help in the stock- 
room. I hired and train- 
ed the clerks and man- 
agers, installed the fix- 
tures, analyzed the cus- 
tomers' wants, jumped 
dow n to New York over- 
night to buy merchan- 
dise and back the next 
to wait on customers. 
When night came, I 
knew I had given my 
cuatouwrs real service 
that day for 1 could feel 
it in my bones. They 
told me our store was a 
"( 'unbend" to the town There wen' so 
many things to do 1 couldn't stop. Now 
we have about 5,000 employes in about 
150 different ■ • i • iee, 

There is a wonderful spirit among the 
present and future managers ol our -tores 
When we opened our third store at 
Bridgeport < 'olinecticut . a few year- al ter 



the first store at Lynn, Massachusetts, 
the huiie boy in our stockroom walked all 
the nay from Boston to Bridgeport to get 
a job in the new store Believe me, that 
type i if -pit n tin n i h mountains ; and we 
still have that great spirit in our men. 
We dan t need to put ,l into them. It is 
ia the air in our company. It is like 
cooties in the army. You can't help 
caiching it. 

Success From Setting Public 

THIS .-jliii is the result of our service 
iil> il, which is just, as simple and fun- 
damental a- the idea which W.l- te-poti.-i- 
ble for the founding of the first store. 
We sell what people want; we don't try 
ti, create di -ires to buy what they do not 
want. The successful merchant in any 
line has this broad stream of the public 
need to go through to get. to the other 
side where the profits are. 

The -i r\ ice idea has lieeii kidded .1 lot 

often justly. If it is not an end in itself, 
it is eel tailily not an ideal. 

The merchant who sees as his job only 
getting a lot of retail dollars out. of a com- 
munity, and making a profit on them, is 
oini thing of a burglar. 

The robber goes only a step further 
and takes all without giving anything. 




cuLvm. n r. 



"A brilliant display of inexpensive jewelry oa 
one counier was bringing in more net profit 
than a complete shoe department" 



Chain-store profits range from four to 
twelve per cent One of the largest live- 
and-ten-cent. stores makes thirteen cents 
OH the ilolhir. 

These profits are by no means high, but 
they will likely shrink as competition 
grows. Some ihink they will be cut to 
as low as three per cent on the average. 



The thoughtless merchant who thinks 
the world owes him the same kind of liv- 
ing as the hustling chain-store manager, 
who is getting $5,000 to $25,000 a year, 
sees buying as the chain's lug advantage. 

Hut other real advantages lie in our 
ability to sense people's wants and to 
supply them, in our methods of merchan- 
dising our stores, in our methods of stock 
control, in our standardization of con- 
struction and materials, in our scientific 
training of our employes, and in our cen- 
tralized overhead departments where we 
have available for each store the utility 
of high-grade executives. These are not 
all the rea-otis for our success but. they 
arc ■ lot of them. 

( iiir store.- have Keen very well received 
by the public but sometimes the small in- 
dependent merchant sees the prospect of 
hi- business tailing oil and without con- 
sidering the petals — his customers — he 
in\ eighs against the chain store as a grc it 
monster. 

Attempts to curtail chain-store Kn ICC 
by running to the legislature to have them 
taxed unjustly are both foolish and vi- 
i tons, li a father wants hi- son to excel 

school, he does not run to the authori- 
ties to get them to give the neighbor lad 
oulj half a chance. Instead, he works 
like the dickens to give his own son every 
opportunity he can win for him. 

Chains Buy Better 

/"MIAIN -lore- have bet II attacked on 
^ the ground that thev buy ton well. The 
charge is probably true in too many cases. 
We have found that the best procedure 
in buying i- to. bring the customer- into 
the conference. It can't be done actually, 
but it is possible to say to the manufac- 
turer. "We can use 51 1 ,t II K I hair blU-lles ol 
the -ame size- ami st \ le< a- our last order 
for 30,000 and will pay you a lair price. 
We Want you to put mole value into these 
than ever before. We want you to pa.- 
the savings you can make in manufactur- 
ing tin- on icsed quantity of brushes on 
to our customers — for they are yours, ton 
— in the form of better bristles, better 
wood, better workmanship. You, of 
course, will profit more than before as 
you and we give our customers more 
value for their money." 

The beauty ol such bargaining is that 
it, works. Instead of "squeezing" the 
manufacturer, the chain buyer is in a po- 
sition to revolutionize distribution, to 
the distinct profit of the man who lays bis 
money on the counter. The promoter 
won't do this, hut the merchant, will. 

The public may have some grievance 
ill the future against a new type of chain 
store which is growing up I refer to the 
promoter type. The public has been ac- 
customed to think of all chain stores a- 
sueec-sful bin Mich w ill not always be the 
ease. The reason our company has been 
successful is that we have always tried to 
give better values to our customers and 
have actually done that. Our merchan- 
dising and building has been toward tin- 
welfare of the customer. 

There have liccn some wonderful 
merchants who have made tremendous 
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Chevrolet Li«ht Delivery 
Chassis wilh Panel Body 



Great Fleet Operators 
are choosing Chevrolets 



The Nen' 
UTILITY TRUCK 



520 



f. ci-K Mm.i. MiJ.i,-..-! 

The 

LIGHT DELIVERY 
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tChastis only) 
f. o. h. Flint, Michigan 



Because Chevrolet trucks have 
demonstrated their ability to 
provide the lowest ton-mile cost 
in everv line of business and 
because this impressive economy 
of operation is combined with 
smart appearance and impres- 
sively fine performance — 
— an ever increasing number of 
America's great fleet operators 
are> choosing Chevrolet trucks 
and cars. 

In mechanical design, today's 
Chevrolet reflects fourteen years 
constant engineering progress. 
In its advanced features and 
rugged construction are revealed 
the influence of the General 
Motors Research Laboratories 



and the General Motors Proving 
Ground, The most rigorous 
conditions of fleet usage call for 
minimum service requirements 
— and these are met promptly, 
efficiently and economically in 
over 10,000 authorized Chevro- 
let service stations. 

It is these fundamental qualities 
of satisfactory, economical trans- 
portation service that have made 
Chevrolet the choice of so many 
of America's leading business 
institutions. And it is exactly 
these same fundamentals that 
should guide you in the choice 
of the trucks or cars you buy — 
whether your fleet numbers five 
or five hundred! 



CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 

Di\>i$iat\ of General Murors Corpurucion 
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successes in the post in the chain-store 
field, but I am enough of an optimist to 
believe that even lictter men will iw up 
tn carry on I he hmdainentally sound com- 
I ,in'- I 1 1 i v iri-h i n 'p m yniiiii; nu n 

I run across seems brighter than tin- h-t. 
In I he \V. T. Grant Company, are trv 

i" get men wiili solid foundations. The 
broader the foundat inn, the more the re- 
sponsibility nhieh may safely rest there. 

I I a young boy has had a lot of experience, 
at making odd sums of money to help 



with Ins expenses he has Icirncd n lot 
about people and the value of money. 
Ilxpitieiiee i- nut only the best teacher, 
lull it is the only teacher whose lessons 
burn Inline into mind and memory. 

We try tu regulate our merchandising 
aetivities so that each unit makes mer- 
chants and men as well as profits. That 
m.i\ offer some food for thought tu the 
independent merchant who damns the 
tli. mi store without considering what is 
bark "I these merchandise nutlets winch 



.ire unking such progress, and to the pro- 
moter tvjie of chain where nearly every- 
thing i- based nti a supply of the public's 

money. 

There is no patent yet taken out on 
service. It is common to all, but ljofore 
distribution takes on its final form, inde- 
pendent and chain alike must give more 
and more — and yet mure service. It 
must be intelligent service — service that 
the consumer really wants. Then it is 
i line to think of profits. 
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Richman Bros, to. *htfi/>in£ .J cpat i m nf, whirr irtntrriaJs /<jt 
hundreds of fhoiuandi of N r. h in , m mil* hat'* 4 hrun tru^hta 1 over 
these Masterbuilt Metallic Hurdncd floors annua liy since 1916. 



Wfcicho/ these ii the tow-cost flonr? A Metallic Hat dncd floor (right) 
andu plain tonfiil floor lfr/t> treated with a surface hardener, join 
in a doorway at the Richman Bros. Co. plant. The Metallic floor 
after 12 years of service 15 practically perfect; the surface treated 
floor after only 8 years' wear is beina replaced K1928). 



"This Saved Us Over $7,000 on Floors 



<T?ICHMAN BROTHERS COMPANY, 
Cleveland — like thousands of other 
progressive companies — willingly paid the 
small extra cost for Masterbuilt Metallic 
Hardned Floors. This was in 1916. Today, 
based on cost of maintenance of unhard- 
ened floor areas at various localities in 
their plant, they estimate their savings on 
Masterbuilt areas at approximately $7,000. 
These floors are still in perfect condition. 

A new addition now being completed, 
increasing the size of their plant by 30%, 



has been equipped with Masterbuilt Metal- 
lic Hardned floors throughout. 

Don't let the "economy bug" fool you 
on floors. Once laid, floors are expensive 
to replace, and cheap floors have to be con- 
tinually replaced at one point or another. 

"Plain Talk about Concrete Floors". — the 
book that gives startling facts about floor 
performance secured by independent, un- 
biased authorities^ — shows you how to save 
money. Send for your copy now. 



THE MASTER BUILDERS COMPANY, demand, Ohio 



Factories in Cleveland, Ohio, 
Buffalo, N. Y., and lrvington, N. J. 



Sales Offices 
in 110 Cities 
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A Business Betters Itself 



The undertaker with whom we all deal and whom we all avoid 
is righting himself with the public 

By DAVID WILLIAM MOORE 



FOR n gooii m:iny years now the 
commcnters am I the wise crark- 
crs have lieen injecting into the 
viewers with alarm, the casual 
public mind the idea that it costs a great 
deal more to die than the experience jus- 
tifies. 

" It cost., an awful lot to live; 
But it costs you more to die!" 
We read n in magazines, newspapers 
and books; we hear it from stage, plat- 
form and pulpit. We have laughed at 
the puns and nodded with apparent un- 
concern at the words of the declaimcrs. 

Yet, we believe it to be true. We have 
come to the point where we rather take 
it for granted that every funeral is over- 
priced, and that every funeral director is 
a sort of sublimated second-story worker. 

Of course, it's too bad. Funerals ought 
not to cost so much. Why, the very 
idea. We grumble a bit and let it go at 
that. For;, funeral is onh an occasional 
and emergent expense, coming unex- 
pectedly usually, when we are in no mood 
even to think of prices, and values. On 
the other hand, when there is no funeral 
to be considered none of us wants to 
think of such a 'lung even a.- a possibility. 
We used to feel that way about life m- 
ranee. Folks actually were shocked 
when they were first asked to look for- 
ward to the day when they would close 
up the book on this career and pass from 
the picture. Today, they speak rather 
happily of the fact that they intend to 
leave ten or twenty thousand dollars. 

Public Doesn't Know Costs 

•THRUE enough, many funerals do cost 
* too much. Far too many of them. 
And many others seem to cost loo nun h. 
because the public doesn't realize th.it 
something like ninety items of service en- 
ter into the modem funeral. The public 
doesn't even know what a legitimate 
funeral should cost, to say nothing of 
the one where it is cheated or overcharged. 
And so the public has done nothing but 
blame the undertakers — and pay the bills 
• — and grumble. 

Vet, others who consider it their duty 
to look out for the welfare of the public 
have tried to take the matter in hand and 
find a solution. 

The social worker has urged more sim- 
plicity, lie has pleaded with the poor, 
especially, to avoid useless pomp, costly 
display w hich cannot be afforded. How- 



ever, with all of his good intentions, the 
social worker has accomplished the sum 
total of nothing at all in the way ol lower- 
ing the cost of funerals. The American 
family, rich or poor, seems to reserve to 
itself the glorious privilege of doing ex- 
actly as it pleases. 

Ministers in their pulpits and in their 
personal contacts have discussed the sub- 
ject and have given advice, usually with 
B lack of information at hand, and their 

advice lias been a- completely moored a- 

any advice was ever ignored in the his- 
tory of the world. 

Then came along the fellow who be- 
lieves "there-ought-to-l>e-a-law" about 
everything, the optimistic chap who 1«- 
lieves in relieving the individual of all 
le-ponsihilitv and placing it upon the 
broad shoulders of ihe government. He 
stood lor making il illegal tor the under- 
taker to rob the poor. But he didn't 
hive >ni!ic|cin tunc in this country to 
put his theories into practice, because 
over in Europe other "make-a-law" ad- 
vocates lieat him to it. They tried state 
and city control and found that neither 

worked as expected 

because only the des- 
titute were willing to 
accept the schedules 
of public state-con- 
trolled funerals. 

Ami ihe undertaker 

himself, the supposed 
villian, didn't have 
anj* answer at all. 

How could he an- 
swer a question that 
Cot ildn 't be a lis werei 1 ? 
How could he say to 
hi- public that he was 
having ii hard time 
making a living, even 
- tilings already 
stood? He did realize, though, and quite 
clearly, too, that it was time for action, 
lb realized that fact long before anybody 
else. 

He hail been the first to realize that 
he was being compelled to charge more 
than he should for his services, or give 
less than he should for what he charged. 
And being like most everybody else he 
sought to cover up. 

He assumed the air of professionalism, 
lie tried to put himself in the same class 
with physicians, ministers, and others 
who deal with intangible things 



ttA SURVEY of the under- 
takers' business disclosed 
waste, inefficiency, poor 
management. The num- 
ber of funerals per year 
per undertaker has drop- 
ped to barely a fourth of 
what it was in i 88o. Mass 
production was obviously 
impractical. What to do? 
Cooperation J J 



He said, in substance, to his customers: 
"I come to you with a professional serv- 
ice, for which 1 am entitled to ask a pro- 
fessional fee I have to go through a 
course of study to learn my work. I am 
not a business man. I must serve ihe 
destitute and the very poor at a loss. I 
shall always have to do this. No, mine 
is not a bu.-ine-s, and il cannot be meas- 
ured in terms of dollars and cents." 

It via.- a bold stroke, but it didn't work 
The public didn't swallow the idea that 
the undertaker was a professional man 
The public went right ahead doubting 
and gelling groiichier. 

The Specialists Goc Busy 

I T THEN occurred to some of the lead- 
1 ers among the funeral directors to do a 

bit of studying, to see what was back of 
this impossible condition, and what might, 
be done about it. This was in 1925. And 
these few leading individuals employed a 
firm of capable, experienced business spe- 
cialists to find out for them. The busi- 
ness specialists 'got busy and they found 
out many thing-, including waste, inef- 
ficiency, poor man- 
agement — and also 
that the average un- 
dertaker hasn't got 
a chance to cut his 
prices very materially 
under present condi- 
tions of his business. 

Here are some of 
the figures, indicative 
though perhaps open 
to qualifications, that 
came to the surface 
for consideration. In 
the year 1SS0 the av- 
erage number of fu- 
nerals for each under- 
taker was 104.2. In 
IV. HI this had decreased to 124.7. In 
1000 it was 83.5. In 1010 it was 66.3. 
And in 1920 it was only ofi.C. It seems 
reasonably safe to say that today the av- 
erage annual business of the undertaker 
is less than 50 funerals a year. 

This figures down to one funeral a 
week, if lie gels his share. But he doesn't 
get his share, because there are large fel- 
lows in the industry who handle thou- 
sands of cases each year. 

But taking T>0 funerals as a basis, let's 
see what we have. Say a funeral costs 
$400, a very liberal estimate (the average 
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flow -mote economical 
than ever before * * * 



High on the list of qualities which have 
recommended Pontiac Six to hundreds of 
organizations providing automobiles for sales- 
men is the strict economy which this famous 
General Motors car pro- 
vides. 

And now the Pontiac Six 
is more economical than 
ever to operate. As a 
result of certain me- 
chanical improvements 
including a new, more 
OAKLAND MOTOR CA 




highly perfected carburetor and new mani- 
folding, Pontiac now obtains greater mileage 
per gallon of gasoline, in addition to develop- 
ing more power and greater speed. 

And, in addition, it offers greater safety, com- 
fort and length of life than ever because of its 
new, sturdier wheels and larger tires. 

Whether you operate one car or a fleet of a 
hundred, it will pay you to investigate the 
Pontiac Six. Write to our Fleet Department for 
complete information. Ask also for details of 
our attractive Fleet Owners' Plan. 

R COMPANY, PONTIAC MICHIGAN 



This Book x-iit 
M/wn rrijynl — 
Mull the Coupon 



From some of the largest corporation* in the world <ini1 from many smaller firms letters have come 
tn hv <he hundred*, asking for copies of ihc book. "Experiences of Various Companies in Handling 
Automobiles with Salesmen " . . . The book includes three general sections: "Who Buvs the Car — 
the Company or the Salesman?"; "Howarc Operating Expenses Handled?"; and "Developing a Plan 
of Operation"... If vou are interested in this book, or in Oakland's plan for cooperating with 
licet users to reduce sales cost, send in the coupon below. 



OAKLAN 



IDUCTS OF 




-PONTIAC 



GENERAL MOTORS 



Oakland Moior Car C'ompjru , Dtfpf. K, 
Pontiac t Michigan 
Gcnitcmcn; 

PleAavr ■vend me a copy of (he book.: " Experience., of V^noui Compjinie* in Handling Automobile* with Salesmen/* 
Tell ut more about your fleet uiwr'fi plan. 



(Name) .« (t'oxnpnnv). 

<Tirle) (City) 



Vthtn buuinj; Oakland and Toxruc Cajl- please mention Nat ic n't Bui 



for nil funerals, including children and the 
destitute, is probably around $250.) Now 
assume that he makes a grow profit of 25 
per rent, which is more than he usually 
can make. This gives $11)0 a funeral, or 
$5,000 a year. 

In short, he makes ,$5,000 a year, using 
the most libera] kind of figuring, if he 
gets his full share. And for this $5,000 
he must pay his organization expenses 
and live. Even though he is but, a "curli- 
stone" operator he must employ help, at 
least in his transportation and such de- 
tails. His income is not. enough — not on 
any ordinary business l>asis. 

Business Is Limited 

can he go out and get more busi- 
ness. There isn't any more business. 
If he takes it away from some other un- 
dertaker, then he simply adds to the prob- 
lem of the other fellow, who also has to 
live, and the industry as a whole is not 
in any way benefited. 

Hp does, and has done, the only thing 
possible fur him to do under the condi- 
tions, lie increases hi- margin. He has 
charged the utmost that he could collect. 

It is not fair to indict the funeral direc- 
tor for dishonesty. He has been facing 
an impossible situation. He has, we 
should point out, tried to be fair, ethical 
and charitable. 

Then, closely following this first in- 
vestigation, there came another and a 
more important one. In May of 1920, an 
Advisor)' Committee on Burial Survey 
was selected and financed by The Metro- 
politan Life Insurance Company. 
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The entire porjNMQ of ihe investiga- 
tion was to do a constructive service for 
the American publio, to secure informa- 
tion whmb, if possible, might help to 
lower burial co-t- The report showed 

While the mortality totals increased 
but 2.3 jkt cent during the period be- 
tween 1 * »» H » an<l t lie number of un- 

dertakers increased 51 per cent! 

In New York City 44 per cent of the 
funeral- -in' handled by only > per cent 
of the undertakers! What about the 
other t>2 per cent? How are they going 
to get along on their two funerals a 
month? 

The Metropolitan report say-: 
The extravagant charges on the part, of 
certain undertakers are larg< ly due lo all 
effort to make a living out of a very small 
volume lui-uie--. Tin advertisements 
one sees in the newspapers, telephone direc- 
tories, etc., are for tin- most part misleading 
and insincere. In every city "complete 
funerals" are advertised as low as $100, with 
"clia|>el free." The practice generally is to 
use these advertisements as "bait." Once 
the family enters the establishment it is 
importuned, regardless of its finances, to 
select a more expensive fuuerul than it can 
really afford. 

Perhaps the ion-going statement may 
explain somewhat the t'aet that in New- 
York City 52 per cent of all estates under 
$1,000 are absorbed by burial expense. 

While the Metropolitan Survey was 
being made, those leading funeral direc- 
tors who had employed business special- 
ists to investigate for them were consid- 
ering their own tindings very seriously, 
and they fmallv arrived at a conclusion 



which has brought about what seems to 
be the solution of the whole problem. 

They are applying business methods' 
They are bringing business into the burial 
industry. In other words, business is 
taking hold of another old problem! 

They decided that their services must 
1«- standardized, that their methods ami 
management must l>c on a par with any 
other line of business activity. 

Organized fur High Standards 
A\l) so they formed The Funeral Scrv- 
■i\ ice Bureau of America. This organ- 
ization is promising to bring a right - 
about-face in the funeral held. Its mem- 
bership is open to all — but all who come 
in must measure up to the most rigid 
i|ualilications ever imposed upon mcm- 
I ,i r.- of a business group. 

The result is that when an undertaker 
l i r .tnes- listed as a member of The Fun- 
eral Service [iiire.ui o| America he is 
pledged to make changes that will in due 
course lift bun above all of the criticism 
tli ii ha.- been dm ■ ted toward the indus- 
try in the past. 

He must maintain a type of establish- 
ment that can operate on the most eco- 
nomical basis. 

His cstabli-hinctlt is labeled as a busi- 
ness place, giving honest value at all 

tune-. 

The Funeral Service Bureau is planning 
to show how the funeral business must 
be conducted; it is clearing out waste, 
confusion, inefficiency and poor manage- 
ment, and l ii- r ilhng standardized systems 
and methods. . 



Your Share in Government 

By ROBERT C. MORRIS 



O 



UH GOVERNMENT is a par- 
ty government and has been 

siitce its creation In the 
framing of that great organic 
act, which we call the Constitution, there 
were two parties which represented fun- 
damental ideas anil contended for the es- 
tablishment of certain principles. 

These two political parties became 
known as Federalists and Anti-Federal- 
ists. The former stood for a centralized 
government us delineated in the original 
Constitution : ihe lat ter as a party of pro- 
test became re-poii-ihle fur the adoption 
oi tin- ttr-t ten amendment.-, generally re- 
ferred to as our National Bill of Rights. 
Each of these parties gave a great service 
to the nation. 

A political party is the organ through 
which public opinion may be most effec- 
tively expressed. It is an organization of 
citizens who hold to certain principles 
which they believe to heol" the highest in- 
terest to their country. To make tl 



Member of the Sew }'ort Bar 

principles effective in government, the 
party's object is to gain control of the ad- 
ministration of public affairs. 

Parties that actually function can exist 
only where a free people rule. They can 
operate only where there is freedom of 
speech and of the pre.-.-, and where the 
people have the right peaceably to as- 
semble. 

Importance of Parties 

OUR political panic- are the most sat- 
isfactory mechanism yet devised for 
the organization of public opinion, and 
for making that public opinion powerful 
in government. For more than a hundred 
years they have been perhaps the strong- 
est nationalizing inlluence we hive had 
and have been one of Ihe most potent 
forces in developing the high character 
of our American life. 

The administration of our Government 
may become temporarily unsatisfactory 
but it will never become so permanently; 



for the form of our Government is in- 
herently right, provided the people will 
u i- their political parties as instrumen- 
talities lor perpetuating tle-ir sovereign 
com ml. The individual citizen should 
therefore avail himself of his opportu- 
nities and take his share in the mainte- 
nance of our Government by an active 
participation in party activities. 

The citizens possess sovereign control 
over the entire Government. They must 
think and act effectively to keep it func- 
tioning properly, for it will not run itself 
without them: it cannot In? set up and 
then left alone. As William Penn wisely 
said, "Governments, like clocks, go from 
the motion men give them." 

The government officers we select are 
only temporary agents. The citizens must 
see to it that while these agents represent 
them they perform their duties intelli- 
gently and efficiently. 

How can the citizen wield his share of 
the power to hold the Government to a 
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Billing 



on a 




The Burroughs Moon-Hopkins Billing Machine is the only machine 
that will write and compute the complete invoice in one operation. 
With any other method the bill must be figured first, then copied. 
With the Burroughs all figuring — extending, discounts, totaling and 
calculating — is performed as the bill is typed. The figuring costs neither 
time nor money. Results are printed by one key depression — no copy- 
ing from dials. 

Ten Important Burroughs Advantages 



Writes headings, addresses and 
descriptions. 

Handles fractions in either price 
or quantity. 

Automatically prints dollars under 
dollars and cents under cents. 

Error Key permits correction of 
item before it is added or printed. 

Extensions are computed by direct 
multiplication (not repeated addi- 
tion) and printed by depression of 
one key. 

Full Cent Key automatically takes 



the full cent when the fraction in 
the answer is one half cent or over. 

Amounts to be discounted arc auto- 
matically accumu lated and the total 
isprinted by the depression oj one key. 

Net extension is computed by di- 
rect multiplication (not repeated 
addition) and is printed by the de- 
pression of one key. 

Freight and other charges are de- 
ducted by direct subtraction. 

Final result is printed by the de- 
pression of only one key. 



Ask the local Burroughs man for a demonstration, without obligation, 
of this wonderful Billing Machine. 



CHECK APPLICATIONS WHICH INTEREST YOU 



BURROUGHS ADDING MACHINE COMPANY, 6159 SECOND BOULEVARD, DETROIT, MICHIGAN 
Gentlemen: Please semi mi more information on the bookkeeping problems 1 hate (hacked. 

Distribution D 

Later — materials — punbasts 
—salts— expeust — cash 

Costs □ 

As shown on stores records, pay- 



Billing □ 

Writing and computing in- 
voices in same operation 



Accounts Payable □ 

Ledgers with or without remit- 
tance advice- — Journal-voucher 
\ystem instead of ledger — in- 
cluding Ttgisltatiin of int ones 



Accounts Receivable □ 

Ledger and statement in com- 
bination — ledger and end of 
month statement — witbor with- 
out carbon — skeleton or itemized 



Name 



Payroll □ 

On cash or check paymtnls 

Firm 



roll and distribution summar- 
ies, east sheets, etc. 



Stock Records □ 

Of quantities — values — or both 
quantities and values together 

Journalizing and 
General Ledger □ 

Complete typewritten descrip- 
tion, or date and amount only 



.Addresi- 



When writing to Bcraotxtu Adding M*i*>MNr Compact pirate mmimm Xation't Bu»intt» 
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high ■' iihI ml ' Hie answci i . !>\ joining 
a political party ami participating active- 
ly in its work. Unless he does this, he is 
an outsider ami i :iiiliol play Ins part, for 
political parties are tin: instrumentalities 
by which our Government is formed ami 
i unturned. 

Joining » party dm-- not mean that one 
is hound to maintain a continuous alle- 
giance to that organization. If he is not 
tisfied that his parly is standing for the 
bc-t principles and for attaining the best 
ft -tilts, he may Mipport the caiidid.it.- 
and policies of another party. This is an 
admirable feature of our party system. 

Authority Flows From People 

Al TFJR the colonies declared their inde- 
* & pendence, each formed itself into a 
cornmonwealtli or sovereign power in 
which all authority flowed from the peo- 
ple. Following the Declaration of Inde- 
pendence, the thirteen separate states sent 
delegates in a convention and they drew 
up Articles of Confederation that out- 
lined powers of a central Congress that 
was to look after certain matters of com- 
mon interest to all the states. 

These Articles gave very little author- 
ity to the central Government that was to 
act for its thirteen OUUStilUODtB. It served 
as a weak tie of common interest for eight 
years, when a Constitutional Convention 
prepared the Constitution of the United 
States During the development of the 
Constitution, the states never susjionded 
their functions, and the people of the sev- 
eral states, the supreme author- 
ity, ratified it. 

Both the national Govern- 
ment constituted by the people 
of all the states and the several 
state governments, constituted 
by the people in each, were cre- 
ated by an exercise of the sover- 
eign jiower of the people. Each 
.-lale is -i parate from theother- , 

and each within itself is a unit of 
sovereignty. 

We can readily under- t and 
that questions of policy and of 
administration often arise. The 
theory of our Government is 
that these questions must be set- 
tled in accordance with the will 
of all the people. To ascertain 
that, will, and to carry' it out, 
parties exist. 

Political parties are a great 
unifying influence. They make 
< 'aliforuia and New York, Tex- 
as and Maine all members of 
one big family ; and their influ- 
ence in thus uniting the nation 
and in improving the national 
morale can hardly be overesti- 
mated. 

The greatest scope for our 
parties is in national problems, 
and the voter performs his high- 
est duty by taking part in na- 
tional politics in times of peace 
just as he renders the highest 
service by supporting In- Gov- 
ernment in time of war. 

The supreme act of the party 
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organization i> [he nomination anil elec- 
tion of a president. The national con- 
vention makes i In- nomination and the 
national committee runs the campaign. 

In the early days of our political parties 
the device employed to bring about nomi- 
ii ition- i\ i- the '"< incus." In the politi- 
cal Migiimcnt, which occurred in Pvtl, the 

1 audi- ill.- 1 1 ■[ ii- ired, i ml the convent , 

made up of especially chosen delegates, 
took its place. 

These bodies, besides nominating can- 
didates for local offices and for Congres-, 
selected delegates for state conventions. 
The delegates for national conventions 
themsehe^ were rhosi n either by congres- 
sional conventions or by the state con- 
ventions. 

Tlie-e lalter bodies invariably elected 
the delcgatcs-at-large and sometimes 
chose the whole state delegation. 

In a few localities this system still pre- 
\ ails, but in the larger part of the United 
States, the delegates are now selected by 
the party voters at the parly primaries. 
Thus the most conspicuous fact in mod- 
cm party organization is the disappear- 
ance or the convention as a nominating 
agenoy. 

"Presidential Primaries" 
IT WILL be many \car-, if it ever hap- 



pens, before national conventions are 



displaced by a nation-wide popular pri- 
mary; though there has been a nianiiesia- 
liuii of this tendency in an effort to devel- 
op the so-called "presidential preference 




WILLIAM PENN said, "Governments, 
like clocks, go from the motion men 
give them." 

The most effective way yet found 
for a citizen to give motion to gov- 
ernment is to join a political party 
and participate actively in its work 
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primary, ' where party members when 
voting for delegates for the national con- 
vention also indicate the individual who 
is their preference for president. 

It is important to realise the fact that 
throughout our country political parlies 
are recognized by law. Practically all the 
slates as well as the National Government 
have passed laws regulating the activities 
of parties. 

Parties Have Official Sanction 

Til K stati s or the localities, as the case 
may be, print the ballots which are 
used in the elect ions, and party emblems 
are recognized and placed thereon. The 
states have also created bi-partisan 
boards which have control of elections and 
which are constituted of representatives 
of certain parties. 

Above all, the states have adopted ex- 
lensive primary laws by which party or- 
ganizations are created and which pro- 
\ ide in nuwt minute fashion for their gov- 
ernment and for the selection of candi- 
dates. Political parties have therefore 
become by ulceration of law part of our 
governmental -y.-iem. 

Thus, we see, our Government is :i 
party government. Fifty years ago par- 
tics were mere voluntary organizai ions, 

of whose existence the law took 110 coglJV- 

zance. 

From a strictly legal and constitutional 
point of view, they had no more relation 
lo Government than fraternal organiza- 
tions or college secret societies. 

Now they are as much im- 
bedded in our city, state and na- 
tional organizations as the leg- 
islaturcs and the courts. 

The citizen who affiliates with 
no party is merely an outside 
observer who has little to do 
with the management of his 
country. 

If he gets inside one of these 
parties, however, he call exercise 
a direct influence upon it. lb- 
can perform his part in selecting 
its leaders, in directing its poli- 
cies, and in naming its candi- 
dates He can become a unit in 
a far-reaching mechanism, and 
a vital agency in the country of 
w hie!) he forms a part . 

Every man and woman of vot- 
ing age should become a mem- 
I -er of unr political party, 
should taKc a part in the man- 
agement of that party, should 
exercise an influence over its 
policies, and, if opportunity of- 
fers, should not hesitate to ac- 
cept public office. 

We must always hold in mind 
the basic fact that in our scheme 
of Government, sovereignty is 
inlierent in the people and that 
they are the real rulers of our 
country. Every citizen, 'here- 
fore, should take advantage of 
his opportunity to join a party 
so that he may enjoy his proper 
share in the Government of his 
count rv. 
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ONR MINUTE Webav*u*ttJlk«rrj«vutr,bulwL'.. 
wilting lu » Ihul must in. 'i i.«t.>- but one minulr for 
Inhering . Ilnmnl morning nchediilr* «m down ihr mm 
■•• >t ran »r>rnd **ith tuiap ami f having, bru*li tvBoflcu your 
I .1 - I — but tin \ i mi nnivr chatijja Uic ■ im ■< 1 l> tumlun y« .. 
i ri from yaai (>illrlte Blade*. 



THREE FULL MINUTES 

Hijb man like* his comfort. lie prrpMitr* 
'^i^' ^^Ji^r UM fnee tboro ugh ly . He n - I to brllir ex- 
ception, Ttul nuw more uirn ur piviri^ more liiur anil tlnni^.Ji' 
lo ibis iujuuiluiil )otf of lulhrrin^. I hrre unuulo. — uvl lh< u 
ihr •wilt, lure iwcrp of your unooth Gillette Blade I 



The longer you lather 

the better the shave— 



But whether you lather much or lit tie, 

your Gillette Blade floes its sivift* sure job 



IF you're like most of the Gillette, users in 
America, you lather as much as you have 
lime for and leave the rest to the Gillette 
Blade. 

If you're one of ihc careful leisurely minori- 
ty, you lather a full three minutes. Then your 
face is thoroughly prepared. But while you may 
often lack time, you need never lack comfort. 
Just slip in a fresh Gillette Blade and enjoy the 
smoothest possihle shave per second. 

This comfort is a family trait in all Gillette 
Blades, put there hy Gillette's own patented 
machine processes. During the past ten years, 
Gillette has spent millions in improving these 



processes and in perfecting one of the most scru- 
pulous inspection sysicms ever devised. Four 
out of every nine Gillette workers arc inspectors, 
paid a bonus for every Made they discard. Hence 
when you take the finished inspected blade from 
the little green envelope which is its certificate 
of perfection, you can he sure that shaving com- 
fort is waiting for you, ready for whatever lather 
you see fit to use. 

Your Gillette Blade always does its job well, 
or eight out of ten American men wouldn't stick 
to it as faithfully as they do. They judge a shave 
on its face value and they choose — the Gillette. 

GILLETTE SAFETY RAZOR CO.. HOSTON, U. S. A. 



To be tat* of a smooth, eomfa 
rbafa under any randitionn, ahp * 
if -I. GitlcMe Blade in >• m ruor. 




Gillette 



TWieu wril 'mQ to Cillbite Sinn R«s>on Co. please mention Xotion't Butine 
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Together We're Lickieg the Chains 



By HENRY LOHMANN 



Serrettir); I'nilcd Retail Cirocen Auocinthn, lirooklyn 



B 



ACK in l'lOJ :i friend of mine, 
al.-ii n grocer, li.ict n sick horse. 
I went around In his house on a 
Sumlay to see what I ronlil do 
help. After • little effort the horse 
seemed to breathe easier, and so did wc. 
Then we began to talk over our other 
problems, and wondered w hy we couldn't 
work together as well in business as we 
had in the ease of the horse. 

We indulged in a lot of mental specu- 
lation that Sunday afternoon. We won- 
dered, for instance, if we would not lie 
able to get better prices on cereal or 
r uined goods if we should put our orders 
together and buy at the same time. From 
there we jumped to tin- eniielu-ion that 
we ought to be able to get others to go 
in with us and get wholesale prices from 
the manufacturers. The more we talked 
the more steamed up we got. Before 
many days we did get several others to 
try it out with us on one or two manu- 
facturers. At first we had little luck. In 
fact, we were told firmly to get out and 
mind our own business. 

The chains were ju-t getting a foothold 
in Brooklyn in 1902. The thought that 
they were getting better prices than we 
could was not easy to forget. We stuck 
to our idea, and interested more of the 
independents in our plan. We set up 
several small divisions, each responsible 



for a few commodities, and rented ware- 
house -pace in the Itii.-h Terminal. We 
saved a little in this way. The manu- 
facturers were beginning to wake up to 
the fact that wc had a lot of potential 
Inlying power, and gave us better prices. 
Less than a year alter the incident of 

the sick horse, scv- 

oral hundred lirook- 
lyn grocurs net and 
organized the United 
Grocers. We sub- 
.-cribed *j.10,IM>0, and 
in a short time had 
our own wholesale 
house in full swing. 
We -tailed with a 
hundred and twenty- 
five members. Soon 
we had three hun- 
dred : today u ■• have 
more than six hun- 
dred. 

Never has n mem- 

bership been solicited. 
When a gioc»r a-k- f'>r admittance, the 
minimi tee on membership look- htm over 
from A to Z financially, socially, menially, 
for honesty, for his record, ior hi- credit, 
and even for his manner of living. 
Whether he i- a church member i- taken 
into consideration. 



({HAVING taken one step 
inward making them- 
selves better merchants, 
the rest of the way seems 
easier. Members of the 
Brooklyn United Grocers 
see daylight ahead, and 
do not worry about chains. 
They give their best 
thought toward building 
up their business?? 



eration, we have had only one member 
fail. That is a tribute to the memlwrs 
who pass mi the candidates. It is a big 
reason why we have been siiccewiful. It 
also raises the question, "How many reg- 
ular wholesale houses of any type can 
beat this for a record?" If every job- 

her took the same 

pains to see that he 
was taking a fair risk 
before doing business 
with retailers, would 
there be so much talk 
about the wholesaler 
pa.-siug out of Ihe 

picture? 

Our own members 
of the United Re- 
tail Grocers Associa- 
tion are in no sense 
antagonistic to the 
chains. In fact, many 
of ihern oh u stoi k in 
local chain systems, 
and grocery chains at 
that. If one of these grocers cares to 
open a branch, he may. Some have 
small chains uf their own started of 
course. The desire to be working tor him- 
self is in the heart of every free-born 
American, and no amount of routine 
training can take it out. 



In more than twenty-live years of op- Not every retail group-buying organ- 




Stores, left 10 right: Chain grocery, chain grocery, chain grocery, independent grocery, chain drug store. The inde- 
pendent does a greater business than the chain groceries comhined. Sites next to chains arc at a premium. Chains 
attract trade. Photograph uken on Connecticut Avenue. Washington 
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Discover True 



tire COST 




ACTS 



. . . and Silvertowns 
will "say it with savings" 



DO the tires you are using add 
to your profits — or eat into 
them? 

Are you paying too much for 
repairs? How often (or how sel- 
dom) are your buses or trucks held 
up for roadside tire changes? 

What is your real tire cost per 
mile? 

Let us help you find out — use this 
simple plan of keeping tire cost 
records — and we predict that there 
will be more fleets on Goodrich 
Heavy Duty Silvertowns! 

Here's the plan: Put a pair of 
Silvertowns on each vehicle in your 
fleet. Keep a record of costs for a II 
your tires, with this set of cards 
which we'll gladly give you. 

The extra rubber between outer 
plies of these tires — the careful 
matching of cords, to secure uni- 



form tension — the two-way tough- 
ening secured by the Goodrich 
Water Cure — all the Goodrich 
processes of manufacture will show 
up in extra mileage and lower cost, 
when you frnd out exactly what 
mileage costs you. 

Leading fleet owners are already 



using this plan. Put it to work for 
you, saving money by showing the 
facts. Ask any Goodrich dealer 
who handles Heavy Duty Silver- 
towns to supply you with this cost 
plan — or send the coupon to Akron 
direct. 

The b. F.Goodrich rubber Company 

EnMiihtil WJO Akron. Ohio 



Pacific Goodrich Rubber Co. 
I.os Angelic, California 

Canadiaa.Goodrich Company 
FLitchener. Ontario 




Goodrich 

HEAVY DUTY 

Silvertowns 



BUS & TRUCK TIRE DEPT. 

B. F. GOODRICH RUBBER CO., Akron. Ohio 

I'm interested in lower tire costs. Please send your Tire Cost 

Plan to Goodrich dealer named below. a-9 

Name .... 



Firm Name 

Street .. 

City 

Number of cars in flcei 
Name of Goodrich Dealer 



. State 



Whm uirifintj to Tri V> T. C!r.nnnirTi RtrnfttJi Ca p/tu>< 
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ization bus gone its far as we have. Many 

pool tliuir buy inc. but carry on through 
the old line wholesalers. This may be 
done advantageously if the s|iinr among 
the member.- is strong enough. If not, 
(here " ill be trouble, for no man likes to 
have his judgment act aside by the ma- 
jority. Onec a cooperative orga nidation 
has been set up. ailherenee to rules must 
be implicit. Unless a substantial frame- 
work ha- I mm'1) built up, tin-re will be devi- 
ation imni the 1-1111)111011 plan. 

Service Changes Price 

AGAIN, some operate wholesale plants, 
L but differ in the amount of service 
extended. Sonic will take telephone or- 
ders, while others will not. As with all 
ii'i-iiie--. the I.-- the -< r\ ice the lower the 
prices. The more successful of the group- 
owned houses operate on a five and one- 
half per cent margin, and still pay good 
dividends and set aside a sinking fund. 

I know one wholesale firm that, has a 
large executive staff of fine business men, 
but they take out of the business more 
tli hi two hundred thousand a year in 
alaries. That is a sizable lump to mark 
off before any thought is given to the 
uien actually taking the orders and • - L I — 
mg the goods. I wonder how their figures 
would compare will) llio-e m lln- I'ml'-il 
Grocers. Some have a margin as high 
as nineteen cents. 

The strength of m<>-< cooperative en- 
terprises, at least for the buying end. lies 
in the fact that they do practically a 
cash business. Credit is too expensive a 
luxury. Kills are u-ually paid weekly, 
with a penalty for falling behind. The 
Modi investment which must be made 
by each member is in effect a bond which 
must be equivalent to a weekly purchase. 
( 'h nn- can enter lin-l retail fields. A 

central warehouse is about the most es- 
.-eti'ul. as handling costs luu.-t 1h> low. 
Much the same holds true for coopera- 
nve buying on the part of independents 
The number entering upon the project is 
the only determining factor upon its size, 
although the details will, of course, vary 
with the type of stores interested. 

Too few grocers really know their busi- 
ness. Several year- ago, when I was mak- 
ing a survey of customers for one of the 
larger independent wholesalers, I went 
into a small grocery with a salesman for 
the wholesaler. The grocer owed the 
wholesaler fifty dollars. He wanted some 
more goods, ami al.-o asked for more time 
to meet his bill. While we were there, 
his blttter-and-eggs jobber called, and 1 
happened to peek over the grocer".- shoul- 
der when the butter man put. down a 
rtatement for more than $-loo. They 
talked in a foreign tongue for a few min- 
ute- and the butter man wenl out. 1 
understood enough to know that the 
grocer tr\mg to put off paying the 
bill, and yet have a small order of butter 
delivered, 

I asked him how many w holesalers and 
jobbers he dealt with. He counted up 
six. Usually a merchant will meet all 
bills promptly, or none. It seemed a good 
bet that the latter extreme was the case 
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here. If no, this grocer probaVily had a 

thousand dollars to meet. His stock 
might have brought $700 at a quick sale, 
but that was doubtful. I noticed a cheek 
for $50, payable to him, from some insti- 
tution, so 1 told him that he had better 
get his credit fixed up with the wholesale 
house of my companion by giving us the 
.-s.'iO check. Tins he did, grudgingly. A 
week later he went into bankruptcy, and 
the firm was saved the additional order, 
which had not lieen delivered, at my 
advice. 

That man had no business being in 
business. Wholesalers were carrying him, 
to the detriment of their own good cus- 
tomers. The good customers, the whole- 
saler, and the retailer all lost money. I 
suspect rather strongly that the grocery 
Betel is not the only one in which that is 
true. 

I don't think that, there is any doubt 
that independent retailers will do the 
bulk of their buying through exchanges 
or cooperative wholesale houses of some 
sort, for chain competition is getting so 
strong that it is getting to be a case of 
'hang together or hang separately." 

When independents who are real mer- 
chants grt together finally, no chain-store 
organization in the world is going to lick 
them. Of couise. intelligent direction is 
vital, but independents have that, though 
ii i --nun-times misconstrued into lighting 
instead of thinking. 

Chains Have Little Profit 

HERE is an item worth considering. 
Of chain grocery sales of slightly 
more than two billion dollars in P.I20. al- 
most <>nc billion went, at the bare cost fig- 
ure-;. This business was done by ">\(H)0 
grocery chains. The average business 
done without profit in other chain In Ids 
will not be so great, but it is a fact that 
almost forty per cent of chain business is 
carried on without any net profit. Eight 
per cent of the total volume of chain- i- 
carried at a loss 

The public has come to accept the idea 
that chains can buy cheaply because they 
buy so much. Yet it is only a partial 
truth that they -ell for less. They do in 
some highly promoted lines, but not in 
the majority of the items carried. Here 
the profit must be- large to make up for 
the business which pays no return. 

Independents can afford to let Un- 
chains have the unprofitable business. 
Chains bftse their appeal on price. All 
right, let them have the low-price busi- 
ness, for that means low profit?. This 
priee appeal is based on a line of features 
sold at a slight, profit or even a loss. The 
majority of the merchandise handled by 
chains is mat s 0 cheap. (In many lines 
they figure on making a very good profit. 

This applies to many types of mass 
retailing. As an experiment, take two 
dimes and go out and buy two packages 
of epsom salts from two drug stores, one 
a chain and the other an independent. 
In the chain, you will likely find that 
you get a small prepared package bearing 
the chain label. In the other, you will 
get your salts in bulk, and several times 



as much of it. The chains are just as 

clever in hundreds of such ways. They 
capitalize on convenience, but not from 
charity. Chain groceries build up a 
reputation for cheapness on a few lines 

where they do cut prices. These they 
shift around lo give the impression that 
it includes everything, but profits arc uot 
made by losing or breaking even on every 
transaction, and chains make profits. 

Generally speaking, chain prices for 
meats are high. They have to put a 
pretty stiff mark-up on fruits and vege- 
tables also. I have yet to hear of a chain 
manager who gave a baker's dozen when 
In- sold bananas. 

When I 1 icgan in the grocery business 
thirty-live years ago, mothers would send 
their children down to lti-hrmann's or 
HiifnatiiTs for the weekly provision. This 
is a Inlying halm that has changed a lot, 
for today the family groceries will come 
from possibly half a dozen sources. The 
chains are doubtless responsible for this, 
at least in part, and delicatessens have 
had something to do about it. At any 
rate, few groceries today can boast of the 
entire food line, even excluding meats, 
for more than a very few of the families 

served. 

It is possible for independent grocers 
to put that fact to profitable use. When 
.t chain store offers a popular laundry 
soap, for instance, at cut prices, when 
the margin has already been cut too 
much, then it. is better to let the chain 
alone on that Hem. Ii won't make any 
inotn y there anyhow, and we know that 
we can keep step or even go a bit farther 
on the quality lines. 

There is a story that an old Greek 
philosopher went out and cornered the 
grain market, just to prove that scholars 
could be practical. The corner is still a 
very .-harp commercial tool. It is pow- 
erful because it makes sure a big price. 
Now hundreds of years later, men are 
finding out that there is an even more 
potent form of monopoly — that of out- 
lets. The chain store is an attempt in 
that direction, but because things are as 
they are, the ultimate goal can never be 
reached. 

Managers Earn High Salary 

r T 1 HK use of the power behind the chain 
A store must be expertly handled, as fol- 
lowers of this new retail type have seen. 
No man is going to devote his life to 
keeping a shop for another for small re- 
ward if the shop is making a fortune for 
the owners. It isn't in nature, or at 
least not in human nature. Hundreds of 
chain managers are fine merchants. Some 
make 120,000 to $50,000 a year, and are 
worth every cent, of it. 

In fact, they are worth more. The 
day is not far distant when more and 
more chains will sell out the units to the 
successful managers, and keep the same 
system operating, which will still mean 
a lilwral profit for the organizer. 

However, here is an incident which 
shows what an independent merchant can 
do to meet chain competition. A young 
woman made several small purchases from 
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-M- Prints Perfect Pictures — the Universal Language 



Merits, apparent in actual articles, are stilt seen 
quickly when illustrated in rotogravure. If your 
products or processes are mechanical surely you 
mm si be interested in the reproduction of these sub- 
jects, photographed by Kaufmann & Fabry. 
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:i good delicatessen. Then >ho asked I In- 

proprietor if he would recommend :i tir.-i- 

restaurant, as -In- :iiiil In l' lni^l 1:1 in 1 

wanted to give a little party mi their wed- 
ding anniversary. They both worked, 
and were unable to have much of a party 
at their apartment. They did not. have 11 
great deal to spend, and so had to find an 
inexpensive eating place. 

The merchant suggested a plate din- 
ner, which he said he could deliver to 
1 heir apartment, lie sketched the de- 
tails with enthusiasm, and succeeded in 
getting her a little excited. It would lie 
sort of a picnic, with salads, different 
kimls of meats, pickles, soft drinks, col- 
fee, milk, and plenty of cakes and ice 
cream. It could lie handled easily as a 
buffet supper, with paper plates and 
simple china and glassware. He offered 
to furnish silver in case she needed more. 
She decided 10 try it li was a success, 
and the same retailer got four more or- 
ders for similar suppers in a few days. 

If he had been a chain stole manager, 
he might have made the same sugges- 
tions, I. ill I doul>t it. Fur nne thing, in- 
dependents have a far better chance to 
get to know their customers. If they 
don't make use of that asset, they should. 

When Buyers Combine 

ONE interesting thing tli.it is on the re- 
tail horizon today is the question, 
"What will happen when group buyers 
get together ?" Suppose a hundred nu n. 
representing buying groups made up of 
the best grocers from cities in Pennsylva- 
nia or New York, or any other state, 
should meet together. Would the manu- 
facturers listen to what they had to say'' 
Would their ideas be given consideration 
by those v ho had goods to sell? The an- 
swers will be the retail conversation of a 
few years from now. The happy fact 
in the consideration of those questions is 
that no matter what the answers, the 
public will be the real winner. When 
the chains and the groups of independ- 
ents begin direct competition, then will 
waste in distribution begin to disappear. 

A chain gathers up the experiences of 
its units, and passes them on to all, so 
that they profit by each other's mistakes 
anil discoveries. The local trade asso- 
ciations can do a lot of this sort of serv- 
ice. Groups which pool their buying ran 
do still more. If one of our members has 
a clerk taken sick, he won't be turned 
down when he asks for help. If he should 
find that every delivery truck has been 
in an accident, he will be able to pull 
through with the help of his fellows in 
the buying fraternity. They are still his 
competitors, but they arc lus best friends. 

Having taken one step toward making 
themselves heller merchants, the rest of 
the way seems easier. Our members see 
daylight ahead, and are free from worry 
about the chains. They give their best 
thought toward building their business. 

A man may read two books in an eve- 
ning, but he can't eat two dinners. It is 
a hard job that the grocer has in build- 
ing up his market. I know of no other 



Und 



er Stone & Webster 
Management 

THERE is 11 ever a time when a public util- 
ity can say that its plant is complete. 
There is never a time when the utility is not 
extending its lines or power plants or mak- 
ing some other additions to its service. 

When the public demands service, the utility 
must provide facilities for that service even 
though capital be scarce and the cost of 
money, labor and material high. 

More, the progressive utility must anticipate 
the demand for service. It must be a pioneer. 

STONE & WEBSTER, INC., is a pioneer in 
successfully financing, building and operat- 
ing public utilities. Broader fields of useful- 
ness are constantly being opened; new ter- 
ritories are daily being developed. New and 
more efficient methods are being tested and 
adopted. The business of giving the public 
better service demands sound judgment and 
knowledge. 



Behind every company under STONE & WEBSTER 
management, are the engineering, financial and ex- 
ecutive resources of a national organization whose 
reputation is built or. 38 years of service. 

Twenty-five thousand Stone & Webster men know that 
the growth of a public utility company depends on its 
success in serving the tmblic. 



Stone 8c Webster 

INCORPORATED 
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\\ ju t and land arc mil .ill thai lull' ■' »uc- 

icssful Ijrm. IIiium'>, dwellings, roads, all (lie 
improscmi-nt s llial together make up us dilation 
must Ik- added hctorc a reclamation project tan 
return dmdends t>r t^tn pay lor itself, dcdinn 
inhabitants is not tin least uf thi- problems 




Reclamation in Dollars and Sense 

By LOUIS J. TABER 

Mutter, The Sutiouul drau^t 



I bile industry, or any of our other 
I great manufacturing industries 

of seven years' duration, occasioned at 
least in part by overproduction, what 
would lx> said if Congress should con- 
sider spending hundred!; of millions of 
dollars for more plants for more over- 
production ? 

That is the sort of situation with which 
agriculture is confronted. For years the 
agricultural surplus and the resulting de- 
pression have presented a problem. Dur- 
ing the pa.-t --\ i ii years more than fif- 
teen million acres of agricultural land 
have been allowed to lie idle for the sim- 
ple reason that there was no profitable 
use to which ihe land could be put. 

Powerful interests have been making 
and will continue to make determined 
efforts to commit the Government to the 
expenditure of vast sums for the devel- 
opment of new irrigation and reelamation 

protects, which, II approved, eanilot | ul 
in aggravate the malady trmn which 
agriculture has been suffering since 1920. 

One plan known as the Columbia Ba- 
sin Project in the State of Washington 
would require $3 15,000,000. This proj- 
ect calls for the irrigation of 1,883,000 
acres. The estimated cost is about equal 



to the cost of building the Panama Canal. 

The total expenditures of the Govern- 
ment for irrigation and reelamation proj- 
ects from II '02 to June 30, 1027, aggre- 
gate $210,025,008.23. 

Of tin- sum, $1*3,8S7,241 .M represents 
. i. n-i i-ii. nun costs, whereas the balance, 
$27,1)41,666.09, represents expenditures 
i'>r operation and maintenance. The Co- 
lumbia Basin Project is greater than all 
the other government irrigation antl 
reclamation projects put together. In 
fact, it is the largest and costliest enter- 
prise of its kintl in ihe world. 

Big Business of Farming 

ACCORDING to the published state- 
ments of the Bureau of Reclamation, 
Hits project, ii adopted, will ultimately 
l.ring miller . ulm.iiiou an irrigated area 
that will be twice that now farmed in the 
State of Utah, including the lands farmed 
without irrigation. Utah is a great agri- 
cultural State. This project will put 30,- 
000 additional farmers on the land. It 
will call for more than $.'!,0(KI.IKMI a year 
to maintain and operate. The value of 
the crops that this project would pro- 
duce when under full development has 
been variouslv estimated at from $00,- 
(HKHHK) t„ $250,080,000 annually. 

The Bureau of Reclamation also says 



that Ihe adoption of the project would 
call for the building of more than 7.IHKI 
miles of 'roads and thousands of bridges 
over canals and ditches, with an outlay 
of $30,000,000 for houses of settlers 
costing $1,000 each. All this is provide.) 
for in a bill which is exactly It) lines in 
length. Tins bill has lieen favorably re- 
ported by the Irrigation and Reclama- 
tion Committees of both Houses of Con- 

gress 

Another project that ha* ]„,- u favor- 
ably rcjxirted from committee to lioth 
the House :irid the Senate en a'es organ- 
ized rural communities to demonstrate 
methods of reclamation and benefits of 
planned rural development. 

Under this bill the Secretary' of In- 
tenor acting through the Bureau of 
Reclamation, is authorized to acquire 
through donation, purchase, or eminent 
domain an area of swamp, cut-over, neg- 

leeteil, ili.uid ■•! or poorly-] i rmed 1 ind, 

Milheient to create therefrom at least Jim 
farms and farm workers" allotments in 
c.irh of the following states: Alabama, 
Arkansas, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, North Carolina, 
South Carolina, Tennessee and Virginia. 

The bill calls for an appropriation of 
s/1 0,000.000, not more than $2,000,000 to 
be spent in any one of the states. Under 
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IN CHICAGO AND SUBURBS ALONE 



THE DAILY TRIBUNE EXCEEDS THE 



CIRCULATION OF THE NEXT HIGHEST 



CHICAGO NEWSPAPER BY A 

million 



COPIES A YEAR! 



THE Storj' of Success is not written 
in a day. A prize fight, a great dis- 
:istcr, may send newspaper circula- 
tions soaring overnight — only to drop again 
when the crisis passes. What happens 
month after month, year after year, is the 
true test of circulation supremacy— and 
measured against that test — 

The Tribune's daily circulation in just the 
city and suburbs of Chicago exceeds that 
of its nearest competitor by 42 million 
copies a year! 

42 million copies — in daily circulation 
not delivered by any other Chicago news- 



paper in Chicago and suburbs! Imagine 
the potential sales power of this plus 
circulation alone, concentrated upon the 
rich Chicago market. Remember that in 
addition to this enormous extra value is 
the rest of the Chicago Tribune's tremen- 
dous circulation ! 

The advertisers of America have found 
the Chicago Tribune the country's most 
productive medium — have given it the 
greatest volume of advertising in the 
world.They continue to win greater profits 
from the Chicago territory during 1928 
by concentrating in the Tribune. 




THI WORLD'S GREATEST NEWSPAPER 
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i are now under nil 
00 acre* of land are 



mcnt* snail M repam so rne government 
in 50 semi-annual instalments, each of 
which shall amount to three per cent of 
the Kum a.lvanretJ; of each instalment, 
two jht cent sluiU apply as interest and 
one per cent a* principal. 

Bureau Regulates Farming 

THE Bureau of Reclamation, by regu- 
lation or otherwise, shall provide that 
the purchaser shall live on and cultivate 
the land in a maimer to be approved by 
the head of the Bureau, and in case of 
failure on the part of the purchaser to 
comply with any of the terms of his con- 
tract or any regulations proclaimed by 
the Secretary of the Interior, the Sec- 
retary shall Have the right to cancel the 
contract, and thereupon shall lie re- 
leased from all obligation m law or equity 
to convev the property, and the pur- 
chaser shall forfeit all rights thereto, 
while nil payments thereto- 
fore made by the settler 
shall lie deemed to be rental 
paid for occupancy. 

Economists of the Depart- 
ment of Agriculture said that 
if this project were carried 
through, it would result in 
conditions closely bordering 
on social and economic peon- 
age. 

Resides pointing out that 
under present conditions we 
are not warranted in bring- 
ing additional land under 
cultivation, Dr. Jardine, Sec- 
retary of Agriculture, re- 
marks that the determina- 
tion of the scope and direc- 
tion of agricultural expan- 
sion is a matter of peculiar 
concern to the Department 
of Agriculture. There should 
be no duplication of depart- 
mcntal functions. These rec- 
lamation projects necessarily 
involve problems for soil 
physicists and economists, 
agricultural engineers, agron- 
omists, horticulturists, live- 
stock and dairy specialists, 
entomologists, forestry ex- 
perts and agricultural econo- 
mists trained in the special 
problems of farm organiza- 
tion and farm management. 
The Department of Agri- 
culture has such a staff, while 
the Department cit Inferior 
has not. 

The uncompleted irriga- 
tion and reclamation projeel.- 
eoniprised under the ten- 
vear program oi I In I'niicd 
Stati-s Government contem- 
plate additional expenditures 
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conditions on various reclamation 
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Hon rliantex Solvency <Ji p. ml- on fa nil 
settlement and improvement of ihe irri- 
Itable land. 

ITc then gives a table which shows that 
the Government has expended $50,000- 
(100 on ,i group of eighl reclamation proj- 
ect- iii The iiT-i. The total acreage of 
these eight projects is 500,000 acres. 
The table shows that onlv 1US,.">00 acres 
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HOW can there be two sides to recla- 
mation? Isn't any project that increases 
the soil's fertility, that gives us more 
food to eat. a good one? Yet, we have 
an enormous production plant for farm 
production now and the farmers are 
already complaining of overproduction. 

There are two sides to reclamation. 
Here's one, the case against it presented 
by a farm leader, Louis J. Taber. 

Next month we shall give the other 
side by Marshall N. Dana, Associate 
Editor of the Oregon Daily Journal 



i I jointly by the Chamber 
of Commerce of the United Stales of 
America and the National Industrial 
Conference Hoard to study the condi- 
tion- in agriculture and measures for its 
improvement well said in its rejiort: 

Since farrucre arc now suffering from 
overproduci ion it seems worse than tutile 
to spend new millions on rechumition 
projects with tin aim of bringing still 
more tail. I uinlii cultivation. 

While the production of 
a;:! u ultural products on our 
irrigation and reclamation 
I 'i i) hi' i- represents only a 
small percentage of the total 

farm production, the Busi- 
iii -- Men's ( 'ommission .i]«t- 
ly observed that it does not 
take a large surplus to de- 
press very materially the 
prices of most agricultural 
commodities. 

In its report on the agri- 
cultural situation, the siw- 
cial committee of the As«i- 
ciation of ImuA Grant Col- 
leges and Universities, which 
met at Chicago last Novem- 
ber, said: 

Sound national agricultural 
policy requires that no new 
reclamation projects lw un- 
dertaken for a number of 
yeurs except when interna- 
tional and interstate relation- 
-I. | - make nut tonal partici- 
pation imperative. 

In the opinion of this com- 
mit tee if the Federal rec- 
lamation policy is continued, 
it is undesirable to employ 
interest-free Federal funds 
in promoting reclamation 
project! 

Give the fanner a square 
deal: give him a fair share 
of the consumer's dollar, and 
from the farms of America 
will come the necessary food 
and filter to clothe at least 
250,000,000 people at a price 
not disproportionate to the 
general price level of other 
i onunoditiea 
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Save Space... 

Add Beauty... 

This equipment does it 



Art Metal furniture — practi- 
cal in design to suit modern 
business — is as beautiful as 
the finest cabinet piece 

MODERN business demands 
both utility and appearance in 
office furniture. Office space cost is 
high. It cannot be wasted with misfit 
equipment. While a pleasing layout 
— good appearance — pays dividends 
in bettered office morale and in the 
impression visitors receive. 

That is why so many progressive 
companies are standardizing on Art 
Metal. This equipment — wrought 
from ageless steel — combines utility 
and beauty. Nor is either quality 
sacrificed for the sake of the other. 



r- 



The makers of Art Metal equi 
ment have a practical knowledge of 
modern business needs. This knowl- 
edge and the experience covering 
forty years of building steel office 
equipment go into every piece 
constructed. 

The result is equipment of effi- 
cient design . . . equipment with 
clean, trim lines — a vigorous, mod- 
ern beauty. Art Metal is fire-resist- 
ing, dust-proof, sanitary, with 



smoothly working drawers. And 
steel does not break, splinter or 
warp. Art Metal has no birthdays. 
Its usefulness, its good appearance, 
remain unchanged. 

You will be surprised at the mod- 
erate first cost of Art Metal. The 
wide range of the Art Metal line al- 
lows you exactly the selection in 
price you desire. 

A helpful booklet on office layout . . . 
FREE . . . We have published a new 
booklet, entitled "Office Standards." 
It contains much authoritative office 
management data and interesting 
diagrams on office layout. 

Let us send you a copy along with 
any of the catalogs listed below. 
Please mention the ones you wish. 

1. Desks; 2. Steel Shelving; 3. 
Horizontal Sectional Files; 4. Plan 
Files; 5. Fire Safes; 6. Upright Unit 
Files; 7. Counter Height Files. The 
Art Metal Construction Company, 
Jamestown, N. Y. 



Art Metal 

STEEL OFFICE EQUIPMENT, SAFES AND FILES 



When writina to .Ht Mroi O>N*T»ucri0N Co. please mention Nation' l Bminett 
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Business and Government by Alfred E. Smith "'"'''IZVr' 

the pco|*lc by continuing the "pay-as- even though the Mate paid cash for the by legislation what baa rnmr to In- known 



to it ami frequent 
went to the front, 
pion of the policy 
method of careful 
funds needed for ma 
works. 

"Good business a 
indicate to the busir 
the Governor, contii 



to have a life of at least) a hundred years. 
I fought for the adoption of this policy 
and obtained it from the people. The 
people authorized the issuance of $50,- 
ClOO.OOO of bond? in 1023 for the hospitals 
and charitable institutions of the state. 
In 1P24 they authorized $15,000,000 for 
parks and parkways. In 1925 they au- 
thorized the legislature to issue $10,000,- 
000 worth of bonds every year for ten 
years for public improvements, and 
$300,000,000 for the elimination of dan- 
gerous crossings at grades. 

Bonds for Permanent Structures 

IN" THE handling oi tlx bond issue 
money I have been very careful to 
see that not one dollar of it was put into 
personal service, purchase of equipment 
nr into any constantly recurring 
expense. It has all been devoted 
to permanent structures that will 
be of liencfit to our state and her 
people long after the bonds have 
Ix-en retired. This method of 
financing was not something that 
the Governor and the legislature 
alone were able to accomplish. It 
required the approval of the peo- 
ple of the state. That approval 
was freely given, anil the progress 
made in public works gives the 
people ample justification for the 
change they made in the fiscal sys- 
tem of the state." 

The business side of the admin- 
istration of the state has always 
claimed the close attention of Al- 
fred E. Smith. Numerous stories 
are told illustrative of the shrewd 
vigilance he maintains over comparatively 
minor matters of expenditure. His friends 
say that this trick of keeping an eye out 
to turn an honest dollar now and then for 
the state government has not only saved 
money but put new money in the treas- 
ury. In 1020, when he was Governor, he 
sat down one day with a pencil and a 
sheet of paper and figured out that the 
state could save a handsome sum by pur- 
chasing a building in New York City to 
house the State Labor Department. Pre- 
viously the department had been housed 
in offices for which heavy rentals were 
charged. The results of the purchase of 
an office building was that the cost of it 
was more than amortized in a few years, 



pn>i>erty. 

He Another wimple of the Governor's busi- 



public Camp at Peckskill. where the state hid 
been paying an annual rental, and where 
ancing the purchase saved $50,000. The same 
."said principle was applied to the purchase of 
, "that barracks for the stale police, 
de out When the property occupied by the 
bondH. state arsenal at Seventh Avenue and 
single Thirty-fiflh street in New York City — a 
ie com • hr- 1 nr t which had become increasing! v 
signed valuable for business purposes— was to 
years, be abandoned, the Governor took a train 
jKilicy from Albany to New York and personally 
acted as auctioneer of the property, sell- 
ing the site for $1,350,000, a record price, 
and about $400,000 more than the real- 
estate people estimated wmild be real- 
ized He i- credited, also, with originat- 
nig and putting into construct ion the new 
state office buildings in Albany, New- 
York City and Buffalo which will effect 
a saving of $1,000,000 in rents annually. 

The establishment of the Port Au- 
thority in New York is considered by 
Governor Smith to be one of his major 
an nmplishnif nts in husincs- and fwal 
reform. Discussing this matter he said: 
" V- a r. suit ill the i normou- growth in 
the cost of operating the government, 
due to the increased cost of everything 



Next Month 

Two cabinet members write for you 

ANDREW MELLON 

Three Eras in American Banking 
JAMES J. DAVIS 

ShalZ We Change Our Trust Lau-s? 

All business men will be interested 



that enters into its operation (because, 
after all, the government is no different 
from business or even from the house- 
hold I it became necessary to find new 
means of financing enterprises that, by 
their nature, could and should be made 
self-sustaining. The railroads entering 
the port of New York had a half a cen- 
tury in which to improve their terminal 
facilities and the manner and method of 
handling their freight at that port. 

New Style Public Ownership 

r plIK fact run. mi- thai they never did 
* it. and when necessity for it became 
keen and the question could no longer be 
deferred there was brought into existence 



a- i lie l orl Minority It is an agency ol 

two Mate* charged by law with the duty 
of improving transportation facilities 
within the port. It is a body corporate 
and politic, and by law it has power to 
issue its own securities to provide the 
money for such development. The in- 
terest ami sinking fund payment.- upon 
the securities ar>- met by the revenues 
derived from the enlarged and modern 
facilities thus created. 

Would Burden Current Revenue* 

AHf A ITEM IT on the part of the 
> States of New York and New Jer- 



raiiti d burden upon their taxpayers," said 
Governor Smith. "They can l>c md arc 
now financed with a comparatively small 
appropriation for both states and by the 
issuance of bonds guaranteed by the 
earnings of the property and not de- 
pendent upon the states or their tax- 
payers for cither interest or sinking fund 
obligations. No such enterprise should 
again l>e undertaken to be paid for out 
of current revenues. 

"There is no future justification for 
pressure upon the public purse for these 
necessary reveiiije-produefag public im- 
provements. The sound business princi- 
ple involved can best. I«- undcrMoud when 
we realize that New York's share of the 
tolls from the New York and New 
Jersey Vehicular Tunnel is now 
being used for New York's share 
of the financing of four great 
bridges being < oust ructcd In nm- 
neet New York and New Jersey." 

Following the t mil blazed by 
the Port Authority enterprise, 
and insisting that its lessons of 
experience should be utilized in 
other large enterprises under state 
control, Governor Smith strongly 
advocate- that New York set up 
a State Power Authority to con- 
trol and lease its vast resources of 
water power. Tins, m hi- coiio ; - 
lion, would lte a public corpora- 
tion, municipal in character, hav- 
iii IZ no stockholder.-, deriving its 
power fr<>iii the state and having 
duties specifically imposed upon 
it to take over and dcv> lop water pom r 
The Governor contends that there is no 
present problem connected with the 
business management "I the Empin 
State more important than this. 

"New York is probably the richest 
state in the Union in natural power 
sources," he said. "For years and years 
these have I wen allowed to run to wasti 
until the ingenuity of man devised a 
mean- of harnessing them and getting a 
direct benefit, for the people from the 
power that can be generated from falling 
water. To alienate these resources — to 
lease them to private control for a life- 
lime — would be a deliberate ami wilful 
waste of a great, God-given resource that 
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Sheer waste 




Thousands of Dollars 

Saved / 





Cardboard containers are an unnecessary 
waste tor light-weight packages 



Machine Bundling saves thousands of 
dollars in material and freight 



Machine Bundling 

makes large and immediate savings 




The packages may be bundled 
in du7.cn or half-dozen lots 



THE savings made possible hy 
bundling packages, instead of 
packing them in cardboard containers, 
are so large and so quickly realized 
that no manufacturer of package 
goods can afford to ignore them. 
Numbers of important manufacturers 
adopted this more economical way of 
packing almost as soon as they learned 
about it — the National Biscuit Co., 
Bristol-Myers Co. (IpanaTooth Paste), 
American Tobacco Co., Norwich Phar- 
macalCo. (Un£iientine),The Diamond 
Match Co., etc. 

Machine Rundling eliminates the expen- 
sive cardboard container.This immediately 
results in a saving of 60% on material. 

Each machine also saves from 22,000 
to J55,000 a year in labor. 

And tiie paper wrapper, being much 
lighter than a cardboard container, makes 
large savings in transportation. 

A saving of $25,000 annually 

A recent report from a user shows savings 
in material and labor of 24c per gross of 
packages bundled. His savings in trans- 
portation charges amount to 20c, making 



a total saving of 44c per gross. With an 
annual output of 60,000 to 80,000 gross, 
this user has a saving of $25,000 to $30,000 
annually from one bundling machine. 

Machine Bundling is suitable for tooth 
paste, shaving cream, gelatin, tea, crackers, 
tobacco, cigarettes, toilet goods, matches, 
and many other products of large volume 
production. In fact, for packing such arti- 
cles in small lots, containers are a sheer 
waste, because in most cases these units 
are again packed in shipping cases. 

The machine can be fed automatically 
from the wrapping or cartoning machines. 
The packages are tightly wrapped in tough 
Kraft paper, all seams firmly sealed with 
glue, making a strong bundle that will 
stand up in shipping and handling. The 
machine also attaches printed end-seals. 

How much can we save you? 

Send us a dozen of your packages, so that 
we may show you how our machine would 
bundle them; we will also give you cost 
figures to compare with your present costs. 
Get in touch with our nearest office. 

PACKAGE MACHINERY COMPANY 
Springfield, Massachusetts 

NEW YORK: 30 Church Si. 
CHICAGO: 111 W. Washington Si. 
LONDON: Wimlwir Huusc. Victoria Street 



PACKAGE MACHINERY COMPANY 

Over 100 Million Packages per day are wrapped on our Machines 



Whtu writiiuj to VxcKhnf. M-trHtfflStY Company ptrasr mmtinn Nation'tt Bntincus 
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-hoold be developed in the interest of all 
ttie people. 

"The question of wat*r power devel- 
uprnent .it the present tune i- receiving 
nation-wide interest. Giant power com- 
bines naturally will stand against the 
projxwd of a public authority, but it is 
difficult to lie in sympathy with their 
viewpoint because it is purely selfish. 
On the other h;ind, there is today an 
insistent and growing demand lor the 
development of these power resources by 
the rightful owners, the people them- 
selves. There is one sure way to get the 
full iienefit of hydro-electric energy for 
the small store keeper, the small home 
owner and the people on the farm, and 
that is to have tie state retain the owner- 
ship not only of the source of power but 
of the development works. 

Borrowing for Public Business 

' IF PRIVATE enterprise.- can borrow 
*■ the money to develop great resource? 
what i- tie re to prevent a public corpora- 
tion, a Power Authority, from doing the 
same thing? It can Iwrrow at a cheaper 
rate as its bond.- would be tax exempt. 
There would be no stockholders and con- 
sequently no stuck bonus to be distributed 
with each bond. No profits would be 
required further and lieytind the cost of 
the money, the cast of operation and a 
reasonable set-up for depreciation. The 
people should retain full and complete 
ownership of such resources, administer- 
ing them through a businesslike agency, 
and making contracts at rates favorable 
to the real owners of the power — them- 
selves. 

"Transportation, light, heat, and power 
are vital to the life and health of great 
municipalities. History must have 
taught ihe unprejudiced mind that these 
iai ilnies should be under I he control of 
the peopie who directly use them. This 
decade has seen several changes in our 
administrative policy toward public utili- 
ties. We have wavered from unified con- 
trol to separation of functions. All along 
I have stood for the right of a locality to 
regulate a public utility operating wholly 
n it Inn its borders. There also is no reason 
why the state should not delegate its 
police power for ihe regulation of public 
utilities to the properly elected officials of 
a municipality." 

Municipal Ownership Stressed 

H EGA R DING the question of munici- 
pal ownership, it has invariably been 
Governor Smith's contention that H is a 
local, home rule question. There is noth- 
ing new or revolutionary, he says, about 
the theory of municipal ownership. If it 
is desired by any community, that com- 
munity, in his opinion, should have the 
right to try it out. Transportation i- so 
vital to the needs of every community 
that there is no reason, hi' maintain.-, why 
a municipality should not lie. permit ted 
to supply it to its citizens. If tliat be 
true, he further asserts, then there is no 
reason why a city should not be permitted 
to own and operate any utility within its 
bounds if that is 'he will of a majority of 
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its citizens. New York City, he points 
out, owns and operates terry boat.-. Four 
(ities of the state own and operate their 
own electric*] plants. A large number of 
village- either generate ile-ir own elec- 
tricity or own a distributing system. 
Some villages operate gas plants. 

"I simply recommend," said the Gov- 
ernor, "that the principle now in prac- 
tice in New York City and in other parts 
of the state be extended to all forms of 
utilities and be made applicable to all 
cities were there is an expressed desire on 
the part of the majority of the citizens 
for the exercise of such rich l." 

lie turned elit husia.-t le.tlly to the topic, 
of agriculture, saying: "As a member for 
many years ot the legislature and as Gov- 
ernor 1 have paid close attention to agri- 
culture and its problems, and especially 
to the essentially business side of the dis- 
tribution of agricultural products. Agri- 
culture is the basic industry of the state 
of New York. 

"Agriculture is not only fundamental 
to all other industries but it is a big and 
important industry in itself. 

"Three quarters ot a million of our peo- 
ple in New York State live on farms and 
they employ a capital, in farms and 
equipment, of two billions of dollars. Two- 
thirds ot the area of the state is in farm 
lands. While New York, among the other 
states, is only twenty-ninth in total area, 
and twentieth in area of land in farms, it 
stands eighth in the total of agricultural 
production. It is first in the production 
of potatoes, hay, sweet corn and many 
vegetables. It is second in dairy pro- 
duct.-, apple-, gr ipes and in total value of 
all vegetables. It is a leading agricultural 
state. 

Farms Need Help 

" IN ALL the dislocations brought about 
* by the great war no group of workers 
within the -tale lias been more grievou-ly 
affected than the nu n and women living 
opM ihe farms. As a result of the agri- 
cultural depression following the war, 
there was a net loss, in the ten-year pe- 
riod ending Decemlier 31, 1027, in the 
agricultural population of the state, of 
Ml nun person-. 

"In New York we have over 1 1 ,000,000 
people. Upwards of seven millions of 
them live in five cities on the line of the 
Hudson River and the Lrie ('anal. In 
addition we have 35 cities and 52$ villages. 
For their food and clothing the people in 
the citie s rely upon the fanner. Both 
national and state policies should bp 
molded to insure equality of opportunity 
and reward between those groups which 
produce the food and those which con- 
sume it. 

"Since 1918 this state has put into ef- 
fect a far-reaching program to cheapen 
marketing cost.-, to decrease marketing 
risks and, in general, to facilitate the dis- 
tribution and sale of New York farm 
products lor the ultimate benefit of the 
farmer-producers and the city consumers 
as well. 

"The functioning of ihis program has 
been an important factor in modifying 



in New York the severity of the agricul- 
tural depression which affected some of 
our sister states so calamitously. 

"A state fails in its duty to agriculture," 
the Governor went, on, "which merely en- 
forces the regulatory statutes related to 
the safeguarding of its food supply. The 
stall by « ise and pradi nl policit s should 
foster and upbuild agriculture anil con- 
sider the full well-being of those engaged 
in it. This New York Slate is doing. 
Among other things, it. is improving, with 
liberal appropriations, its system of rural 
schools, and It i- al o equipping its rural 
youth with a knowledge of the science of 
agriculture. 

Governmental Aid Favored 

""CHiUAL opportunity for the education 
*—* of their youth, so generously afford- 
ed to city dwellers, must also be presented 
to the farming comiiiuiiitie... ThesTrcngth 
and the comfort that public health meas- 
ures bring are the concern of the slate for 
the people on the farm and ihe people in 
the densely populated sections equally." 

In Governor Smith's opinion, govern- 
ment has the duty of assisting the fanner 
to the quickest, most efficient and most 
profitable means ot marketing his prod- 
ucts, and of forwarding various coopera- 
tive enterprises which enable the farmer 
to buy his necessary supplies most eco- 
nomically. In the rehabilitation of agri- 
culture he considers that a sound state 
marketing policy is vital. He calls at- 
tention to the great development of serv- 
ice functions by government in the past 
ten years, such as market reports by press 
ami railio; aiding the organization and 
operation of cooperative associations, ami 
the inspecting and certifying of grading 
of farm products at shipping points. He 
thinks that thrM' and other similar serv- 
ices have placed New York in the front 
rank of states having a state-aiding pro- 
gram for marketing improvement. 

"One of the most important pieces of 
work now being carried forward is the 
state-wide study of city food-handling 
problems," said Governor Smith, pursu- 
ing this topic. "And along with this is the 
development of regional plan of food- 
handling facilities. Special aid is being 
given to individual cities in planning 
modern terminal and farmers' markets 
which will enable them to perform their 
proper functions in the regional plan and 
to take full advantage of the new era in 
the supplying of food to the cities — the 
new era ushered in by the modern high- 
way and the motor truck. 

State Helps Cooperatives 

""XT LAV YORK has consistently sup- 
^ ported cooperative enterprises for 
years, not only among the fanners but 
among the consumers as well. In 1!»2<> 
various cooperative marketing acts were 
combined into a single, comprehensive co- 
operative corporations law. There is 
probably no other state which has placed 
upon its statute books such adequate and 
complete, cooperative marketing legisla- 
tion. In New York there are now 1,100 
cooperative associations doing a combined 
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Inbuilt Reasons 



\^ ' The Ntttuniul fiitcuii Company 
jj is increasing the *pecd in jer- 
vice from bakery to agency tvith 
International equipment. 



for Outstanding Performance 



THE most enthusiastic owners of International 
Trucks are men who know trucks intimately. 
If you know trucks well, come into any company- 
owned branch listed below or any International 
dealer and so over an International thoroughly, 
and you will call it a thoroughly good truck. 

If you don't know much about trucks come in 
anyway and see for yourself the most advanced 
type of truck engineering and construction, and 
we are confident that you will be pleased with 
what you learn. 



Every inch of every International Truck is 
built for work. The perfected power plant; the 
steer- easy steering gear; the heavy-duty chain 
drive with two- speed range or the double 
reduction drive with herringbone gears; the 
auxiliary springs; — these, and alt the other 
individual features you will easily recognize as 
inbuilt reasons for International outstanding 
performance. 

Come in and go over these trucks or we will 
drive one out to you for your inspection* 



International Harvester Company 



606 SO. MlCl IIGAN Ave. 



OF AMERICA 



Chicago, III. 



INTERNATIONAL 



TRUCKS 

5^ — - - . 



V. 

In addition to the Speed Trucks and the Special Deiivsry Truck to take care of anything from % to 2»(un requirements, there are the 
International lleasry-Duty Trucks tannins from 2^-ton to 5-tun sites, tttzo Motor Couches, and SUComtick- Dcering Industrial 
Tractors* Sold and serviced by these 164 Branches in the United Status and Canada. 



Aberdeen. 3. D. 
Akron, i thin 
Albany, N. V. 
AH noun. Pa. 
Amanita. Tex. 
AUuntii. Ga. 
Auburn, N, y. 
Aurora. 111. 
Baltimore, Md. 
imiuiiiii. Mont. 
WtiijtmmtoD, N.Y. 
UlnitluirliuLn. Ala, 
RfeiilArrk. N". U. 
Boston, M''. 
Brandon Man. 

I . N, Y. 

lirunklyn. N. Y. 
Buffalo. N". Y. 
Cairo. III. 
Calgary. Altn. 



Camden, ST. J. 
Odor Fulh, Iowa 
Cedar Uuiuds, If>wft 
Charlotte. N. C, 
Cbutiunooca, Teon. 
Cheyenne, wyo. 
Chicago. III. (3) 
Chlraitn Height*. HI. 
' ' 1 ' ■ - ■ i * Ohio 
CLevtdu nil. Ohio 
Columbia, 3. C. 
Columbug, Ohio 
Counrtl Bluffs, lawn 
Dallas, Tents 
Davi'iipurt, Iowa 
Day ton. Ohio 
Denver. Colo. 
Dra Molnr*, Iawfi 
Detroit. Mlrh. 
Dubuque, Iowa 



Duluth, Minn, ITurriabiir?, Pa. 

East St. Lam*. 111. Ileknu. Mont. 

Knu Claire, wis. IIou-Ton, Tcxaj 

Kdtnonton, AILlL. Hutchinson, Kan. 

!■,! tuiheth, N.J. IndiiLrwivoU 13 lud. 

l lrrura. N, Y. Jackson. Mich. 

E\ PMOt Teat. Jacksonville, Fta. 

Krlit. Pa, Jersey City, N. J. 

Kvansville, lud. Jollet. III. 

FarBO, X. D. Kankakee, 111. 

Kurt l>ude,t-, Iowa Karams City, Mo, 

Fort Wayne. Ind. Knuxvllir, Tepjn 

Knrt Worth, Texas i*ihhrldBC. Alto, 

Gury, Ind. Lexington, Kv. 

Grand Forks. V. D. Lincoln, Nftb. 

Grand Rapid*. Micb. Little Roek. Ark. 

Orccn nnv. Win London. Otit 

Greensboro. V C. LnuKrslnndClty.N.Y. 

Kit tii 1 1 ton, Ohio Loa Aniri-le*i, Calif. 

Hamilton. Ont. Loulavttle. Ky. 

MadLsoa. Wis. 



Mankatu. Minn. 
M i =i-.ti < irv. Iinvjt 
MrmphK IVjiti. 
Miami. Fla. 
Milwaukee. Wl3. 
Minneapolis, Minn. 
Mlnoi, .V. D. 
Montgomery, Ala. 
Montreal, Que. 
Nashville. Tennu 
Newark. N. J, 
New Eleven, Conn. 
,\Vvv * irh-.titi. L.< 
New York. N. Y. 
N i ► ILiitlfr'm!. 
Ondennburc, N. Y. 

OklnhumaClty.Okla. St. Julirt*hpry, Vt. 
Omaha. Net>. St. Joseph, Mo. 

Ottawa, Ont. Bt. UouU. Mo. ['J) 

Ruunbuifti W. Va. 



Pinions, Kan. 
Pwfta. III. 
Philadelphia. Pit, 
PlUaburgh. Po, 
Pocttftnoi Mft, 
Portland, Ore. 
Providence. R. I. 

I J' I 1 ' " ' ."IV. 

gmncy, J II. 
RnRinn, &i&k. 
Rlctimond. Ind. 
Iii- L |i:n"ni|, V;i. 
Rochester, N. Y. 
I : ; r - ; XII- 
Saginaw, Mich. 

Cloud- Minn. 
St. Jnhn. N. B. 



Sallnn. Kun. Toledo, Ohio 

Salt LakeCltTtUtftta Toncktt.Knn. 
Hun Anionlo. Texas Tormiiri, Ont. 
Ban DleRo, Call! 
San fr*n\nelflcu, Calif 
Saflkritoon. Su.sk. 
St'lit iie-u.iilv, N. V. 

■ l! [ III I' l 



ifcttUlc, U'nflh. 
Burev*'pott,Ua. 
Sioux City, lowa 
Sioux FttJtt. 9 l>. 
South Pend. tnd. 
Houktine, Wash. 
SpnnKtteld, 111. 
BnilmrnrM, Mufls. 
Sprlmrfleld, Mo. 
Bprlncueld. Ohio 
Syrncuse. N, Y. 
Terr<! IlauLe. Ind. 



ruiwi * i Mil 
Wets. N. Y. 
VuMouver. B. C. 
WjtHhmmnn. D. C. 
Waterloo, la 
Watcrtowu. N\ Y. 
WLit^rtown. 8, D. 
U'eyburu, Soak. 
Wlcklta , Kan . 
Wlll.e^Barpr. Pa. 
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J*rom 

massive machinery 
to dainty handbags 

ON hundreds of products, large 
and small, permanent fasten- 
ings are now made to iron, brass 
and aluminum castings, steel, Bake- 
lite etc., with Hardened Metallic 
Drive Screws. 

These unique Screws have displaced ma- 
chine screws, escutcheon pins, etc., in mure 
than 20.000 plants in rvcry branch of the 
metal-working industry "because they re- 
duce assembly costs, speed up production 
and make better fastenings. 

Hardened Metallic Drive Screws cut their 
own thread in the material as they are 
hammered in, eliminating costly tapping 
operations and saving from 50' 0 to 75% of 
assembly costs. Once driven in they arc 
in to stay —vibration will not. cannot, work 
them loose. 

Find out if these limr-and-labor-saving 
Screws can be used on your product. We 
will gladly send sample* for trial and full 
information on y»ur assembly problems, 
without cost or obligation. 

PARKER-KALON CORPORATION 

192 Vanrk Street New York. N. Y. 

<4 0««*mJ **•*»-•" LU. t*-Ji rm^rttNi iW. Trmi* 

Parker Kalon 
DriveScrews 

f ai. '.ted Jan. :o. Itta - No. m:ni 

OTHERS LENDING 

\ Eo.s ... nn required 

\ 



s 



\ 

Parker -Kaloii^ 

Corporatiun ^ 
100 Varick St., 
New York, N. V. 
Ilrasc «cnd me a 
■ ...-•! i ul uf Hard- 
rnrd Metallic 
Drive Screws. 1 
want'to tr> them mil 



Drill o hole 



Namt 

Attdttu. . , 




tT/itn writing pltatt mtnlwn Satiant Hut 



business t.( mo re than $1 15,<H)0,000. For- 
ty-live different and distinct activities are 
being carried on liy such associations. 
Tin-re are marketing associations operat- 
ing sucres-lully in thi! handling of nearly 
every farm product grown in the slate. 
There are buying associations which sup- 
ply the fanner members with everything 
from fertilizers to groceries. 

'"Modern invention has eased the fann- 
er of much of the drudgery I nee knew. 

I submit that the development by the 
-tale nt elei trir.il energy Iroiustate-owned 
water power, which can l>e transmitted 
in the farm- ami dwelling places in the 
-parsrly settled sections, giving the rural 
district full and complete advantage of 
I he latest in'. • nlions tha t an- dependent 
upon electrical power for their operation, 
is one of the most important pieces of 
business ileMih'ing lijion the slate man- 
agement in the future. 

"One of the great factors for the pro- 
motion of agriculture iti this state is its 
good system of state roads, an enterprise 
to which I have given my strongest -up- 
port for many years. We have not only 
-upplied the means of transportation by 
?i l< m li r ii highways, but we have made 
annual appropriations to the towns and 
counties for the upkeep of their mad-, in 
order that we might have feeders from 
the farm- In the m lin highways l'.usi- 
iii— methods and the application of busi- 
ness principles to the state government 
have nowhere produced more impressive 
results than are shown in highways con- 
stiiietion and improvement. I realize 1 at 
the very beginning of my first tprm that 
the prime necessity wa= to take the high- 
ways out of politics and to have the roads 
built for durability and service instead 
of for votes. After several years of strug- 
gle we have succeeded in adopt mg a high- 
way map on which roads are located for 
their usefulness in serving the commercial, 
industrial and agricultural interests of the 
state, in addition to their service to recre- 
ation. We have almost trebled the num- 
l>er of miles constructed in 101". We 
have built 3,000 miles of new highway 
since 1010 and have reconstructed 2,000 
miles, ll is all a part of the balanced 
program to promote the business of the 
state by business methods." 

(Inventor Smith rcM-m-d to fiscal and 
financial matters, a subject always in ihe 
forefront of his mind, and upon which he 
has an atrmzing knowledge of detail. At 
a recent dinner twenty questions having 
tn do with the most intricate and detailed 
statistics of stale business — road build- 
ing. srhoolhou.se const ruction, taxat ion 
figures, interest on certain bond issues, 
-pi rial distributions of appropriations 
and -wli subject- — were suddenly pre- 
sented to him as a test of memory and 
intimate knowledge of the business ol 
government, lb- immediately and pre- 
cisely answered every question down to 
the last decimal point — and accurately, 
• - -,\ is lati r driermined by a check up. 

He called this writer's attention to a 
niaik'd change for the better which 
has takt ii pi ice in the mrtle.il of han- 
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dling taxation in the state of New York. 

"In the beginning of my first adminis- 
tration," he said, "the administration of 
revenue-producing laws were scattered 
among several departments of the gov- 
ernment. Consolidation was begun in 
1021 and finished in 1027. Numerous 
tangible benHits have resulted to the tax- 
payer and to business. Tlie public is ac- 
commodated because it knows to which 
of the several departments to take its tax 
problems for solution. There has been 
a considerable drop in the cost of tax col- 
lection. In the fiscal year ending June 
30, 1022, it cost $1.88 to collect *10O in 
revenue. In the fiscal year ending June 
30, 1027, it cost. $|.U to collect, every 
$100 in revenue. For this, year the cost 
will be still lower." 

Supports Party on Tariff 

I ASKED Governor Smith to state his 
* view- on a mailer of widest pos- 
sible interest — the tariff. He replied in- 
stantly: 

"I Mi the tariff I am entirely at one with 
the pronouncement of my party in the 
tariff plank it adopted at the Houston 
convention. I believe that our tariff leg- 
islation should lie framed with a view of 
giving equal justice and equal protection 
to all classes of Americans — to the farm- 
ers as welt as to the manufacturers; to 
wage-earners as well as to business in gen- 
eral. 

1 believe with my party in a tariff 
which will maintain legitimate business 
ami which will pn rve the high standard 
of wages for American labor. 1 thorough- 
ly believe in a fact-finding tariff commis- 
sion to ascertain the precise facts — the 
differences in the cost of production 
abroad and here in the United States — 
what rates will give real benefit to the 
agricultural producers as well as to the 
industrial producers. I am in favor of a 
tariff which will benefit the home and 
which will have no monopolistic, extor- 
tionate natures. Above everything else 
the benefits and burdens of the tariff 
should be equitably distributed so that 
no one class or section of the nation re- 
ceives an unfair benefit while some other 
class or section receives an unfair bur- 
den." 

"What about the merchant marine?" 

"I stand again four-square with my 
party, and the primary purpose of all 
legislation on flu- subject shall Ik* the 
< stablishment and maintenance of an ade- 
quate American merchant marine which 
can carry the greater part of our com- 
merce and which can be a real aitl in the 
national defense." 

'"Have you any otner expression which 
would be of interest to the business men 
of the country?" 

"At the moment none on business sub- 
in i- that c innot be found in the 1 >cmu- 
emtk platform," the Governor replied. 
"As 1 said, I stand earnestly with that 
platform wi all matters of concern to the 
people. The best record of my business 
philosophy and my business ideas is to be 
found in mv work as Goverr • of New 
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York. A mini is host known by whnt he 
does — whnt he translates into effective 

legislation or policies — than by anything 

else. I certainly prefer to bo measured 

by thai yardstick. 

"1 have already touched upon accom- 
plishments or prospective accomplish- 
ments which may In- of spirini interest to 
the business men \\ ii< > read Nation's 
Business, and which are illustrative of 
the results of business principles applied 
to government. I could make a long cata- 
log of such applications and such results. 
The list would include progress made 
through good business technique in the 
Department, of Labor, which used to be 
merely an agency for the gathering of sta- 
tistics, and which is now it live, active. 
Mill equipped department of the state 
government; in the Department of Edu- 
cation, to show that the application of 
business principles has accomplished in 
the way of expanding and improving our 
schooling facilities; in the expansion of 
the Department of Health; in charities, 
our hospital system, in relief work among 
mental defectives and for crippled chil- 
dren; in conservation and in fire preven- 
tion — in the whole field of state govern- 
ment. 

"The old-world concept ion of govern- 
ment was that the people existed for the 
benefit of the government. The under- 
lying theory uf American denim-racy is 
that the government exists for the benefit 
of the people. The government which is 
closest to the people and most responsive 
to their needsj — most responsive to the 
demands made upon it — economically and 
efficiently managed — is the best. 

Governmental Efficiency 
"TGI VERYWHEKE the demand grows 
■t-* more insistent that government be 
placed upon a sounder business basis than 
has heretofore been obtained. A wasteful, 
inefficient, government cannot meet the 
demands of the people. It. is not. respon- 
si vc The problems of government which 
permit of political division are, after all, 
very few. "Hut unfortunately, partisan 
advantage is often sought, by injecting 
politics into what should lie the strictly 
business questions of government ; prob- 
lems as that ought really be solved only 
Upon the basis of what is best for the 
people, and not. upon the basis of what, 
is best for the politicians. Nothing is 
more deadly to progress than to have 
either of the great, politiral parties con- 
ceive it to be its duly to prevent its politi- 
cal opponents from achieving at the hands 
of the people the credit that would grow 
from a record of progress. 

"So far as I, myself, am concerned, I 
have invariably, over a long period of 
years, concerned myself almost altogether 
with a stTtctly business handling of state 
affairs. That., with its underlying human 
basis, I hold to be the very essential of 
good government. I have invariably re- 
garded myself as the responsible head of 
a great corporation, charged with the 
duty of reporting from time to time, and 
with understandable particularity, to the 
stockholders." 
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Where Strength 
and Economy 
Unite! ♦♦♦ 

THE rare combination of mechanical rug- 
gedness with reduced operating costs has 
given Hyatt Roller Bearings a priceless repu- 
tation among builders of industrial, agricul- 
tural, mining and transportation equipment. 

Sturdy, smooth rolling Hyatts produce 
unheard of power savings while avoiding 
production interruptions — while minimizing 
maintenance — while banishing the need for 
bearing replacements- 
Years of unwavering bearing satisfaction is 
Hyatt's contribution on any assignment. In 
some applications Hyatts have recorded 37 
years of flawless performance. Their over- 
whelming preference has been a matter of 
course — of recognition. 

No other bearing can give service so smooth, 
so lasting, so economical. Small wonder that 
all industry is turning to Hyatt for permanent 
bearing performance. 

HYATT ROLLER BEARING COMPANY 

Newark Chicago Detroit Pittsburgh Oakland 

Iflf 
RO LLER BEARIN GS 

PRODUCT OF GENERAL MOTORS 






When writing to Hyatt Rolls* Bearing Company plama mention Nation** Busina* 
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Tlic Simplest, 
Most Inexpensive Way 

A Detex Watchclock System is the 
simplest, most inexpensive way of mak- 
ing your watchman's services efficient. 

A Detex System is tamper-proof — the 
high-grade movement and the regis- 
tering dial are completely protected. 
The Detector Knife punches a hole 
in the dial every time the case is 
opened and closed. It furnishes, each 
day, a permanent, unalterable record 
of your watchman's activities. 

A Detex System is the most inexpen- 
sive way of taking advantage of lower 
insurance rates, offered on property 
that is efficiently watched. Usually, 
the savings in premiums will pay for 
the Detex System the first year. 

It will last for many years to come. 

More than 80,000 clocks produced by 
the companies that now make up the 
Detex Watchclock Corporation are 
now in use. 

To sleep is human. "Protection" that 
does not protect is worse than none. 
Let us send you complete information 
on ihe Detex Watchclock System that 
will protect your property. 

Underwriter* Labcratortci, Inc., and Factory Mmuais 

DETEX 

WATCHCLOCK CORPORATION 

4153 Ravenswood Avenue. Chicago, Illinois 
Boston • New York 
a tontmtulwn of ike 

NEWMAN CLOCK COMPANY 
ECO CLOCK COMPANY 

manufacturing 

NEWMAN ECO 

and by purchase of the Hardmpf Patents 

ALERT PATROL 

Watchman's Clocks 

Representatives in all Large Cities 



Dl'RING thr last three years the 
Standard F.i rm Pnjwrs have 
conferred the title of Master 
(fanner on more than .')(KJ outstanding 
farmers in 21 states. 

The purpose of the Master Fanner 
movement is to dignify agriculture by 
n cognizing anil dramatizing its successes ; 
to encourage farmers to take pride in 
their calling; to inspire farm boys and 
girl- by showing them thai outstanding 
success is possible in agriculture as in 
other occupations — not only the success 
that is measured in money, but what 
more important, the success that comes 
from an upright and useful life in family 
and community. 

Recognition of Farmers 

THE Master Farmer movement has be- 
come nation wide. If has given the 
public a new conception of the dignity and 
importance of agriculture. It has given 
the honor and recognition that i- their 
due to men who are outstanding for their 
farming, their citizenship, and their fam- 
ily and community life. 

The purposes of the Master Farmer 
movement are well summarized as fol- 
lows by Dr. Tait Butler, one of the edit- 
ors of Progressive Farmer: 

"First, the Master Farmer movement 
is a means by which farmers who have 
■ I t,e really notable work in farming, and 
who represent a high type of citizenship 
arc carefully selected in order that their 
work and character may he recognized 
and fittingly honored. 

"In almost all other lines of human en- 
dcavor the man who achieves outstand- 
ing success is known and honored in some 
fitting manner by those in the same field 
and llir-ugli 1 1n in by the public gener- 
ally. This has not been generally true 
of the farmer. 
"The individualistic nature of his work 

and In- i-nla'ion have left even the best 

farmers little known and unhonored out- 
side their local communities. The Mas- 
ter Farmer movement seek- to find out- 
tanding farmers of high character and to 
render honor to whom honor is due. 

"Second, the Master Farmer move- 
ment has set a high standard by wfiich 
farming and farmers may be measured or 
judged. The Standard Master Farmer 
score card serves as a mark toward which 
all fanners mav aim and by which they 
may measure iheir own efforts and suc- 
cess. Alreatly many young and old farm- 
ers are using it as a goal toward which 
they are striving. 

"Third, the Master Farmer movement 
is in effect a study of the methods, 
.ehievernents, i (jiiipment, spirit and char- 
acter by which success in farming is 
achieved. It is, therefore, a means for 
developing a liettcr agriculture by car- 
rying to all farmers in an effective man- 
ner the methods and equipment which 
have enabled other farmers to achieve 
outstanding success. 

"Fourth, in the mind of the general 



public then 1 is an all too common idea 
that farming is not as efficiently con- 
ducted u merchandizing, manufacturing, 

banking, and other industries. 

"The Master Farmer movement shows 
to the general public the high degree of 
efficiency reached in modern agriculture. 
A challenge is offered to merchants, man- 
ufacturers, and bankers, for instance, to 
show from their ranks an equal number 
of men who in efficiency, service, and 
character measure up to the high stand- 
ard of men selected as Master Fanner?.'' 

Master Fanners lire not selected a' 
random or by guess. They are measured 
by a definite, scientific score card, which 
gi\e- due consideration to business meth- 
ods, .i'm nshtp, home and communitj 
life, home equipment and conveniences, 
and education of the children as well a* 
actual farming methods. 

The Master banner movement was 
started in 1025 by Clifford V. Gregory, 
editor of Prairie Farmer. He and his 
associates felt that a sound plan of lie- 
sioning public honor and recognition for 
excellence in farm citizenship was badly 
needed and would do much for the 
morals of agriculture. 

In that tielief the Master Farmer score 
card was worked out, and the. first M;is- 
ter Fanner awards were given to 23 men 
at a banquet at Chfeago, December 2, 
1 025. beading business and professional 
men of the Middle West were present 
and joined in honoring these new Master 
l it mors. 

The next year Master Farmer awards 
were made by several other Standard 
Farm Papers, and in 1027 awards were 
made in 21 states by the following Stand- 
ard Farm Papers: 

Prairie. Farmt r — Illinois 4<i. Indiana 
21, Wisconsin 1 . Wallace's Farmer — Iowa. 
25; TVir Farm< r — Minnesota 26, North 
Dakota 4, South Dakota I, Wisconsin 1; 
Nebraska Farmer — Nebraska 20; O/iio 
Farmer — Ohio 32; Kansas Farmer — 
Kansas 15; Micliii/mi Farmer — Michigan 
24; Pt nnsglvania Farmt r — lYnnsylvani:: 
!), New Jersey 1, Maryland 1; Progn ■- 
sive Farmer — Texas 27, Tennessee 10, 
Mississippi 10, Alabama 10, Georgia 10, 
North Carolina 24. 

The Farmers Wife in 1027 inaugurated 
a similar plan of making awards to Mas- 
ter Homemakrrs, and made 125 such 
awards in 25 states. The American Agri- 
culturist and the Missouri Ituralist ex- 
pect to make Master Farmer awards in 
102 , and the Breeders Gazette is consid- 
ering a plan to make Master Stockmen 
awards on a similar basis. 

The name "Master Farmer'' and ih< 
plan of making Master Farmer awards 
are the property of the Standard Farm 
Papers. These papers feel tha' th 
movement is of such importance and sic- 
lificance that the standards must \x kept 
on the present, high plane, arid no one is 
allowed to make awards without permis- 
sion of the Standard Farm Papers. 
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■ ONSIDER tbe Easy-Writing 

^^L^^^ Royal Typewriter as a labor- 
saving office device. Measure 
its value in terms of service — of more work, of 
belter work performed in less lime. 
- Easy-Writing is a quality that eau be identi- 
fied witbout sales argument liecause the actual 
result is convincing. Tbe Royal Typewriter 
does run easier. The carriage travels on forged 
steel rails of utmost density and smoothness. 
Friction is reduced and 
work produced with great- 
er speed and less fatigue. 

The special roller trip es- 
capement times tbe move- 
ment of tbe carriage witb 
tbe exact precision of a line 
time-piece. Type impact is 
always positive; the paper is 
held locked in perfect align- 




TYPEWRITERS 



ment hy the unitary three-point suspension 
carriage. Work is neater — corrections are 
minimized. 

The operator does produce more work — she 
does escape weariness. She does turn out letters 
that are more easily readable, perfectly aligned 
aud even ! v spaced. And you sign them with 
greater satisfaction. 

In your own office, with your own operators, 
put this modern business machine to any test. 

The Easy- Writing Hmal 
Typewriter is priced at 
$102.50 delivered to your 
office, anywhere in the 
United States. 



The Royal Typewriter Cosipa.vy, 
Inc., 316 Broadway, New York 
t'ilv. llmttches and Agencies tin; 
World Over. 
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To Park or Not to Park 

Chicago tackles its traffic problem by not parking 
By RICHARD C. BURRITT 



TO AX ordinance designed in 
prohibit, parking in the Loop, 
or centra) business district, Chi- 
cago merchants courageously 
submitted early in January. The effects 
thus far unquestionably arc beneficial. 
No one will dispute that the movement 
t.f traffic is swifter, easier and safer. 

The law has weaknesses, but it can now 
he said that it has shown the city beyond 
question that the principle involved is 
good. If lias s+inun mrther that the rea- 
sonable application of the rule cannot fail 
to help the city as a whole and put money 
in the pocket of business. 

( ulicially Chicago houses in a position 
to demand and get what they want have 
not decided whether they approve of the 
parking ban in the Loop. Here and iherc 
opposition to the law has been expressed. 
Here and there the so-called smaller busi- 
ness man has complained that the ban is 
(listing lutn customers and money by 
keeping motorists away from his doors. 

After a careful, comprehensive review 
of the entire situation, however, I am sat- 
i-lied thai no prool of evt-n the slightest 
injury to business can be established be- 
iore competent judges. On the contrary 
the continuation of "no parking" will, I 
believe, contribute increasingly to healthy 
business by maintenance of better traffic 
conditions. Such conditions enhance the 
..••>•( >mI. Hit v I'l buildings given over to 
commercial business. 

The majority of business houses in the 
Loop district will continue in support of 
the plan. They may ask to have the pres- 
ent rules retained, or they may ask for 
another and a better ordinance; but it 
seems certain that, the principle will be 
retained. If the law should be kid aside 
temporarily for political or other reasons, 
it will emerge again stronger than ever, 
business will not lie satisfied with a re- 
turn to the old condition. 

Traffic Speeded Up 

z" 1 HECKS taken by engineers of the 
Chicago Surface Lines under E. J. 
Mcllrailh already show a greater use of 
the streets with of course a considerable 
speeding up of traffic. 

It is rather difficult to define what is 
meant by "no parking." The ordinance 
does not do so. The police do the defining. 
An earlier draft of the law stated spe- 
cifically how long each kind of vehicle 
using the Loop might be permitted to 
stand. 

The commanding officer of the traffic 
division of the police department says he 
is carrying out council instruct ions con- 
tained in the original draft of the ordi- 
nance. By the terms of these, he points 
out, passenger ears are permitted from 



three to five minutes to let off or take on 
passengers, or to permit, the driver or a 
passenger to stop and perform an er- 
rand or make a purchase in a hurry. 

Commercial vehicles loading and un- 
loading are allowed from ten to thirty 
minutes at the curb, he says. Patently, 
this is not "no parking." This is re- 
stricted parking. In Chicago's case it is 
parking restricted to the minimum. How- 
ever, under farther moderation of en- 
forcement, it might become almost any- 
thing. 

Major R. F. Kelker, Jr., one of the 
very few traffic experts in this country, 
and one of the chief proponents of bet- 
ter traffic control in Chicago, makes the 
point that in place of prohibition the law 
should say, "You can do thus and so and 
no more." 

Resistance to Phraseology 

FROM my own experience with the 
mental precise? of Chicagoans. and 
people of other cities, I should say that 
his contention is essentially correct. Part 
of the opposition thus far directed at re- 
stricted parking in Chicago's Loop is com- 
ing from the rebellious attitude engen- 
dered by a "Thou shalt not." Any 
change excites favorable and unfavorable 
opinion. 

"No parking" in Chicago's Loop, while 
an important step in traffic control and 
one, doubtless, that will and should in- 
fluence traffic measures in many other 
cities, is, nevertheless, just one step in 
the improvement of traffic conditions. It 
is inseparably bound up with all the im- 
provements that have gone before. It is 
inseparably related to all that will follow. 

Freedom of movement and increased 
street capacity are the ever present needs 
that are served or injured by any changes. 
Those that serve freedom of movement 
and increased street capacity are retain- 
ed; pressure of fact ultimately discards 
any inadequate measures. 

Freedom of movement must lie main- 
tained, and increased street capacity at- 
tained to permit the city to grow in com- 
fort. Chicago's streets are too narrow. 
They were laid out when none could fore- 
see the traffic demands that would be 
made upon them. In the last few years 
the demands have increased tremendous- 
ly. This increase has come from the pil- 
ing up of tall office buildings in the cen- 
tral district. 

Agencies interested in traffic control 
soon realized that the growth of the city 
was tied up with freedom of movement 
in the streets and the accessibility of 
buildings. Mr. Mcllraith points out that 
one of the best-known buildings in New 
York this year had its taxes cut on the 



plea that value has been destroyed by 
inaccessibility resulting from traffic con- 
gestion in the streets. 

The Surface Lines operating the street 
cars — and these, by ihe way, carry 76 
per cent of the Chicagoans served by 
int.ra-city transportation — made a start 
in 1 raffic control by rerouting through 
the central district and by the elimina- 
tion of left hand turns. Messrs. Kelker, 
Mcllraith and others, assisted by Elmer 
Stevens, a sound-headed State Street mer- 
chant, started after a traffic survey of the 
entire city. It was managed through the 
( In. ago Association of Commerce. Tins 
resulted in the establishment of a new 
city code. 

Left hand turns eliminated in the Loop 
district, the question of controlling traf- 
fic by stop and go lights was next set- 
tled. This was brought about by the in- 
vention of an electric control board con- 
trolling individually traffic at each of the 
Loop street intersections. Studies were 
made of traffic needs at each intersection 
and a "staggering system'' was devised 
by which it is possible for traffic bound 
in either direction on any street to con- 
tinue smoothly and easily. 

Tins system affords the greater good to 
the greater number. The heavier traf- 
fic street gets "the breaks," but traffic 
on other streets is not stalled in conse- 
quence. The exact timing of the lights 
at each of the corners was worked out 
from exhaustive traffic checks made under 
Mr. Mcllraith. Cuess work plays no 
part in determining how many seeonds 
at any tune of day shall be allowed north- 
south or east-west traffic at a Loop street 
intersection. 

Elmer Stevens took a position which 
formed the basis of confidence from which 
the "no parking" experiment was possible. 
Engineers reported that amazingly few 
customers were driving to the Loop dis- 
trict to shop. Mr. Stevens investigated 
personally and found that the engineers 
were correct in their contention. Most 
people had thought that a considerable 
proportion of shoppers drove to the Loop 
to trade. The facts seemed all against 
t he opinion. 

This made possible the present law. 

Transportation Was Jammed 

BEFORE parking was "prohibited," 
Chicago's Loop was tied up in a 
transportation knot. There were times 
when one could wear out an extraordi- 
nary vocabulary in one passage through 
the maelstrom. 

I pass in and out of ihe Loop every 
* lay. in lighter traffic hours and in rush 
hour*. The increased comfort can hardly 
be stated, so great is the change. 
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It was the recognition of 
this fundamental truth that 
led to the development of Robertson 
Protected Metal (RPM). Corrosion has 
no chance at it. RPM is a corrugated 
roofing and siding sheet completely 
Covered (surfaces and edges) with three 
permanent materials which are un- 
affected by corrosive agencies — (l) 
asphalt;(2) asbestos felt, and (3)ahard, 



* * JUST ONE WAY TO STOP 
THIS KIND OF CORROSION 

There is just one way to safeguard metal roofs 
and sidewalls against the kind of corrosion they 
have to withstand nowadays. 

That one way is to protect them with external 
coatings that will actually prevent fumes, acids 
and moisture from reaching the metal. 

bituminous waterproof outer coating. 

Thus protected, RPM sheets have 
lasted for years, even in chemical plants 
where other roofing materials were 
eaten away in four or five months. 

RPM is being used on buildings in 
practically every field of industry. It can 
probably save you money on your build- 
ings. Let us send you the booklet de- 
scribing it and its record. No obligation. 



H. H. ROBERTSON COMPANY . 1st NATIONAL BANK BUILDING, PITTSBURGH 

ROBERTSON 




When writinp to H. H. Rwiuttsox Compant ptrantr mention Nation's Bu*tnria 
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New Methods to provide 

Service 

your customers expect 

EVERY order you receive demands service. 
Dispatch in credit checking, accuracy in 
order filling, speed in delivery and promptness 
in billing — these are the services your customer 
h as a right to expect. And if you are to sur- 
vive today's competition you must render 
these services in greatest measure. 

Remington Rand offers new methods to en- 
able you to provide service — at a profit. Kardex 
to control stocks, sales, credit at minimum 
clerical cost. Library Bureau equipment for 
filing the data which helps fill your orders 
promptly. Remington machines for corre- 
spondence and bookkeeping, Dalton ma- 
chines for bookkeeping. Powers machines for 
statistical work, Baker Vawter-Kalamaioo 

Rand 



Loose Leaf Systems for other active records, 
and Safe-Cabinets for protecting your records 
against fire. 

Plans to control stock — increase production 
— supervise sales and guard credit and finances 
are made available to you through this con- 
solidation of leaders. One hundred and ten 
trained equipment engineers, twenty-seven 
factories and four thousand sales specialists 
have combined their powers to serve you — that 
you may make a greater profit by supplying 
the service your customers demand. 

A phone call or a card to the office near 
you will bring a representative to your desk. 
Remington Rand Business Service Inc., 
Remington Rand Bldg., Buffalo, N. Y. 



BUSIN ESS 
SERVICE INC 



KALAMAZOO - B A KER-VAWTER • LINE-A-TIME • LIBRARY BUREAU 



Busiwies Snvict, Inc., pfrnut mention WaSotfi BiMiiiesn 
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What Makes a Trade-Mark? 



By THOMAS L. MASSON 




A well-lighted plant gels more 
work dour. 

This lias lu-i-ii proved so many 
limes tli.it it i- almost an axiom. 

\\ liv not slarl your production 
on the up-<rrade l»y covering \oiir 

ill. nit interior willi Lueas (ireul 
>a\ lijrhii r \\ Ititi-si 1 Ami don'l fnr- 
p<i. it w ill not onh -liool |iro<ltu'tion 
up ami bring down e<»t~ hut it will 
relied favorably in llic <|iialitv of 
your product which is irn]>nrtant 
with I'vcrv nianiifarturi'r. 

The Great I >a\ lighter-, made in 
Flat, l'If5o;^ln-l I ami < .|o--. an- beauli- 
ful V bite-. pn--e— in;: "real cover- 
ing ami hilling proper! They 
a Hon I splendid service. For great- 
est utilization of use Creul 
J >ay lijihti-r f lat. 

./ohjrLiicas & Co-, Am. 

Vain I ami t tiriii.sh Mttkrrs .Sine*- IR49 

Philadelphia 

New York flllrtimfc Chicago 

Bo*ton • 1 ■ 1 1 1 > ■ I 

ami local ilintrilntting /jmnM 
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threat Daylighler 
Whiles 




I1M1 NI > uf mitir wlm li.nl invented 
f\ :i new chewing sum nosa over 

/ ^ t e in- one evening, the inten- 
tion Ix inn that ivc should have- a pleasant 
lime together. It didn't take more than 
a fow moments to discover that he want- 
ed to get a new tnide name for his pro- 
posed gum. 

Have you ever tried to oblige a friend 
in that way'.' The silent eiinlenipl with 
which he treats your masterpieces of 
magic and symbolism will be a lesson to 
you. In thirty minutes we were pacing 
the floor or hiding ourselves in odd cor- 
ners, muttering incoherently. 

After many desperate attempts 10 
please him, each one heing greeted with 
cni-hing of teeth and silent looks of 
r.iue. and hi-ing al.-o interrupted l>y his 
tluu-ung into my face scraps of paper, 
hi.-sing to me, "What's the matter with 
this?" — after these attempts, I say, I 
finally ran out, and brandishing a dic- 
tionary in one hand and a hlurred pencil 
-tump in the other, I shrieked the unfor- 
givable: 

"Here we have it. I do not chew to 
run.'' 

When the Vanquished Conquer 

MKANW HILE, he hud been working 
on Indian names. When you try to 
invent a trade-mark yuu inu-t always 
work on Indian names. When the In- 
dians have all been wiped out, this is the 
one thing that will endear them to a 
grateful posterity — the names they have 
enntribuied to hotel.-, sleeping ear-, and 
sundry articles in common use. 

My friend grabbed me l>y the throat 
and shouted; "I have it. What's the 
matter with Pctapog?" 

"What's that got to do with chewing 
gum ?" I sneered. 

"Everything, Take the word Pet. My 
gum is my personal pet. And Pog — Pag 
goes with Jog, we chew and we joe, and 
this leads us to pog. You have no im- 
agination. You are a dub at this game." 

In the end, he selected his own word. 
I shall not give him away; it is one of 
the tragedies of trade-marks. Months 
afterward 1 met him — a silent, melan- 
choly man. He had blown in his spare 
wad on quarter page ads in the Saturday 
' ug Post and other media, advising 
everybody to chew M — ./ — , and noth- 
ing doing! 

The trade-mark is a very mysterious 
thing. I recall quite well the first time 
I saw the word Vneeda as applied lot 
biscuit, and how ridiculous it sounded to 
me. Could u be possible that such an 
imbecile expression would ever pay? 
Yet we all know the result. Ami it is 
precisely this fact — which one never 
knows — that helps to inspire the makers 
of trade-marks to put over any atrocity, 
long or -hort. 

Only the other day an application 
was made to the Patent Office to use 



exclusively the trade-mark, Stramo-Iin- 
quentrariiw, to advertise a preparation 
for the cure of a*thma and bronchitis. 
Fancy a man who has asthma going into 
a drug store and asking for it. 

The invention of a trade-mark dON 
not seem to be based on any rule of art, 
or any previous condition of culture, 
originality, inspiration or creative abil- 
ity. A babe in arms might lisp a trade- 
mark that would spread around the 
globe. Anybody can do it, without, re- 
striction, provided one is willing to take 
a shot at. Kate. If you have a washing 
machine you wish to put over, call it a 
With. It's easy: 

"l>e:ir Madam, have you ever heard 
the methodical •blub-blnb' of the wet 
clothes, as they yield to your efforts, yon 
who have hitherto bent and toiled over 
the old-fashioned wash tub — that me- 
diaeval instrument of torture'' Now 
you just turn on a switch and the 'blub- 
bluh' is music to your leisured soul. The 
Blub is the onlv machine on the mar- 
ket that—" 

It is after you get your trade-mark 
going that the trouble begins, because if 
it, happens to be successful, it must be 
protected from the depredations of 
others. And so yon apply to the U. S. 
Patent Office. Remarks the assistant 
commissioner: 

"No sign or form of words may l>e 
appropriated as a valid trade-mark 
which others may employ with equal 
truth and equal right for the same pur- 
pose." 

For example, the word Chokpalt is 
not entitled to be reni.-iercd as a trade- 
mark for smoked fish and other similar 
goods, on the ground that this term is 
merely a phonetic spelling of the de- 
scriptive words choice packed. 

"Clearly," goes on the assistant com- 
missioner, "every packer and every 
trader in canned fish has the right to 
say they are 'choice pai ked 

Trade-Marks and Protection 

T Ill'S it becomes evident that a trade- 
mark which in the first instance has 
been selected purely by accident and has 
afterward.- proved successful and become 
an important a-set in a business, cannot 
always be protected from thieves unless 
it complies with the Patent Office re- 
quirement-. It is therefore important 
that thi- question be settled clearly, and 
before the trade-mark has thus become 
successful. 

A trade-mark differs from a slogan in 
about the same way that a consul differs 
from an ambassador. A consul merely 
represents his country. An ambassador 
not only represents but he advertises his 
country: he makes it appear in the best 
light Once a consul begins his work, his 
functions are automatic, just as a trade- 
mark has no other mission in life, but 
to be a trade-mark; whereas ambas- 
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dors arc slogans. The slotr:ui "Made 
Germany" is an ambassador to all 
the other nations, lint expressions Hkr 
Carta, Galox, Palmolive are consular m 
their activities, because they have no 
other activities except in representation. 

They also have another interesting 
quality which it is well to indicate, then 
fixity. This quality can scarcely be said 
of any other word or symbol. A very 
large proportion of all words are going 
through constant changes of meaning. 
But a, trade-mark is unique anions 
wools, inasmuch as it. must always mean 
what it was made to mean in the begin- 
ning. The thing it stands for, be this a 
lotion, a machine, a household orna- 
ment, a clock, or a motor car, may 
change, that is, may be improved; but 
the trade-mark always stays on the job 
as a representative of that thing. 

If the thing itself deteriorates (as 
sometimes happens) then we say that 
the Bhib isn't so good as it was; poorer 
stuff has been put into the motor; it 
doesn't stir up the clothes the way it 
onee did. But it is always a Blub, just 
as John Smith, who meanwhile may be- 
come a derelict, is still John Smith. A 
trade-mark of course depends upon the 
tiling it stands for. If that thing lacks 
push, if it deteriorates, then it may dis- 
appear, along with the trade-mark. But 
once a trade-mark, always that same 
trade-mark. 

The word Flivver is not a trade-mark, 
bur rather a term of affection or rage, 
as the case may be. But the word 
Ford as applied to a certain make of 
car, is what may be called an uncon- 
scious trade-mark. The car may change, 
but itlus mav In- considered a subtle 



Trade-Marks Musi Be Used 



1 SUPPOSE that before you can get a 
trade-mark patented or protected by 
copyright, or whatever is necessary to 
make you feel comfortable, you must 
use it first. All applications addressed 
to the Patent Office are accompanied by 
the expressions "Claims use since — " 
after which the date is given. 

Here is an application which was filed 
Nov. 12, 1027, for the trade-mark Alta. 
representing a soda and baking powder, 
of which the manufacturing company 
claims the use since 1S75. Barbasol, on 
the other hand, for which an application 
was filed Nov. 21, 1027, has been used 
as a trade-mark only since November 9, 
11127. This is a case where the manu- 
facturers lost no time in protecting a 
trade-mark for which they were expend- 
ing thousands of dollars in advertise- 
ments. 

I have stated that a trade-mark is 
not. based on art or design, yet I must 
immediately qualify this, since it is quite 
reasonable to conclude that it must, to 
be successful, be based on ordinary com- 
mon sense. In the first place, it must be 
simple enough to catch the eye and ear. 
It may be very foolish but it must be 
simple. 
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Indiana Limestone build- 
ings yu'lil tile la^lu-st in- 
come because they attract 
the most desirable ten- 
ants. 

Walls faced with Indiana 
Limestone rarely need 
cleaning, pointing or 
caulking and other re- 
pairs. The exterior upkeep 
cost is lowest of any. 

Bankers and mortgage 
hrras regard the perma- 
nency and durable, good 
appearance of Indiana 
Limestone with favor. 
Thus builders are often 
able to secure better 
terms. 



Waller A. 
Strong, 
Fttlitislicr 
Chicoi'.o Daily 
News 



1 




Chicago Daily Nexus Bu i/dtug. note u uder const* action at Washington. 
Canui and Madison Streets. Holabird & Root. Architects. ThccKtiie 
building is to be/ai.ed :oifh Indiana Limestune 



~\ Ji ORE and more the business 
* world is realizing the 
ultimate profit advantages of 
building of Indiana Limestone. 
Buildings faced with this beauti- 
ful natural stone have won more 
prizes in recent years than those 
constructed of any or all other 
materials. The public is quick to 
appreciate the unequaled beauty 
and desirability of the modern 
stone structure. 

New ways of producing and 
fabricating Indiana Limestone, 
coupled with large-scale produc- 
tion, enable this fine natural 
product to compete successfully 
in price with much less desirable 



building materials. We ship In- 
diana Limestone to all parts of 
this country and to Canada. With 
assets of over $46,000,000.00 and 
branch offices in the leading 
cities, this company is able to 
render an unequaled standard of 
service in connection with all 
projects, large or small. 

Let us tell you more about the 
merit and economy of Indiana 
Limestone for the particular type 
of building you are interested in 
and supply you with literature 
showing similar buildings con- 
structed of it, mailed free on 
request. Address Service Depart- 
ment, Box 740, Bedford, Indiana, 
stating type of building. 



INDIANA LIMESTONE COMPANY 



Qenertil Offices: 
BEDFORD, INDIANA 



Executive Offices: 
TRIBUNE TOWER, CHICAGO 

Whm writing to Ixmtxt Limestone Commit* pfou* mention Nation'* Biuinett 




Man and 
machine 
cooperate 



Silhouetted against a clear sky the skeleton frame 
cif a huge building.. .ant-like figures of men swinging in 
space. ..the rhythmical drone of pneumatic hammers, 
and towering above the highest peak, the boom of 
an Industrial Brownhoist crane is seen swinging a 
five-ton girder into place. 

1 landling plays a costly part in erection work, just 
as in every other phase of industry. Keeping these 
costs at a minimum is essential and, like the great 
industrial plants, the country's leading structural en- 
giucers agree that the best way to do this is by the 
use of good crane equipment. 

Industrial Brownhoist, with over fifty years ex- 
perience, is ready at all times to send one of its ex- 
perienced representatives to help you work out your 
material handling problems. 

Industrial Brownhoist Corporation 



General Officer: Cleveland, Ohio 



Dutrlcc MfaaM 



New York. I'hil»dclphi», f'iltthur«h. Del roil. Clues. >. 
S«n hruiciico, New Orlomt 



INDUSTRIAL BROWNHOIST 



for Rarbasol, another was filed for good* 
known as astringents, bleach creams, 
rold creams, obesity creams, etc. Ami 
the trade-mark is given as Djtr-lxtdy. 
What does this mean? I defy anylxnly 
to pronounce it off-hand. 

Just VC'hcrc Is the Limit? 

A S LONG as you arc going on the 
*» principle of milking it as hard for 
the customer as possible, why not go the 
limit '* The people of Wales are notable 
for ikeir tine- complexions. Why not take 
the name of one of iheir celebrated poels, 
and adopt it as a trade-mark for your 
skin lotion? It would then read: 

Gruffudd I.hmd nb Do f mid ab Ein'um 
I.lmjliw 

Here is a man who wants to protect, 
the trade-mark Mmiwid. which is a 
"water-proof shower curtain for shower 
batk-;." In inventing a trade-mark, we 
mu.-t consider every use to which it may 
be put. For example, it would be em- 
barrassing to call up your local furnisher, 
— who presumably might have this pop- 
ular article in stock — and say to him: 
"Send me over a complete .-ct of Ma- 
maids for my bathroom." 

Then again, in their efforts to describe 
their production, m;my try too hard, and 
the straining for effect appears in the 
trade-mark. Thus Acaustifelt as a 
snund-deadener, Ilaitlifr for bald le e]-. 
Zip-o-Linf; for certain kinds of cuff but- 
tons. 

The fact is that ft trndc-mark ought 
to he a good deal like a presidential 
candidate. — coherent, cnioil. ■ - and com- 
panionable, without offensive suggestions 
or attachments. Indeed, it is what you 
don't, suggest, rather than what yon do, 
that counts in candidates and trade- 
marks. Xuf--',-Tiro, a recent, applicant 
which represents jellies ami relishes, may 
have sex appeal, but it hasn't, what Eli- 
nor Glyn calls "It" so far as a practical 
advertising asset is concerned. Try it on 
your grocer: 

"I want packages of Enough for 

Tun. Von know what I mean." 

And 1 have puzzled my poor brains 
for a long time o\cr the value of the 
term linirii'ii. as applied to a safety 
razor. Wry likely it may be the name 
of the inventor, which will bring a glad 
smile of welcome to Messrs. Schick and 
toilette. 

It is a question whether compound or 
hvpheiiated words are any good anyway, 
for the purpose. Here we have Auto 
Match for a cigar lighter, Hi-Puff for an 
oleomargarine, Soo-Prrc-Yor for canned 
salmon and //«»r.st# Totsij for a soft drink. 
Hut does any soft drink suggest hot.-y 
totsy? 

A lx-tter trade-mark for canned sal- 
mon is another for which application 
has been made, namely Sokan, which 
seems to have a remote onomatopoetic 
resemblance to the Indian, and recalls 
an incident which happened to another 
friend of mine who sometime ago brought 
a big Indian chief on to the metropolis 
as his guest. He fed the chief on table 



K'htn writing to lM'i.'smUL Buuwniiout C««mtmioN p'roie mrntiun S'alion't nWnai 
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Here's What Reo 1 1 a* 
Done — It Benefits 
ITour Business, Too *• 

TODAY, at a new low price, you can buy a Speed Wagon 
that exactly fits your needs — with a combination of 
advanced mechanical features that you cannot find else' 
where in a single truck! 

Reo — always a leader — has again revolutionized hauling 
and delivering! 

These new Speed Wagons will stay ahead of today's traffic 
and today's competition. They have quicker acceleration, 
4-wheel internal two-shoe hydraulic brakes, and generally 
greater daily mileage output. Magazine oiling systems on 
all chassis fromTonner to Heavy Duty mean longer Speed 
Wagon life. On the larger capacity models, 4-forward 
speed transmission increases power flexibility. Ease of 
handling and cab comfort keep drivers efficient. 
Compare these values — then try out a Speed Wagon for 
yourself; start it, step on it, stop it, park it. Call up your 
Speed Wagon dealer today. 

REO MOTOR CAR COMPANY, Lansing, Michigan 



JUNIOR — Capacity Vi 
Chauia SH95 

TONNES — Capacity 1 ton 
12 *-m. « lu-t-lhatc, 
Chasaia $99$ 
1 W«in. wheclKitc 
Chaiaia J. 107 5 

SIN IOR— Capacity 3 tona 
1 7 * « - wnrc-lhakc 
Clu.ua *2C» 



S I ANDARIl— (. J( .j. ,i T 
1 *,i ton* 
I ' 1 in. whcclbaac. 

Chaaaii SI 24$ 
l4K-in. whcclhase, 
(Jhauit $1MS 

GENERAL UTILITY 

Cjp.ii ill I ' j lt»n* 
14V-m. whcrlbaftc. 
Chont»$l MS 

Chuut* Price* ut Lunaing 



HEAVY DUTY 

Capiat: it v 3 ion* 
IVWn. whcclhaic, 

Chiutin 51985 
1 WVin. whcclbaiCt 
(Dump) $19)5 

MASTER — Capacity - mni 
1 4H-.fi. whcclrvMc 

CKauisSlMS 
If 4 m whcrlKttc. 

ChoMiit 51645 
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Weres 

• • the Newest 

Multigraph . . 

. . the lowest priced machine on the market today 
that . . . prints a Idler . . . fills in the name and salu- 
tation . . . addresses the envelope . . . collates letter 
and envelope ... at every revolution of the drum. 



THE MULT/GRAPH 



T ION'S 



SI NESS for September, 1928 



89 



The best of letters for the small list 

at a new low cost 

This new band-operated, automatically fed Addressing Multi- 
graph gives you 200 to 500 perfectly processed letters and 
envelopes an hour — at a lower cost than has been possible before. 

The letters it produces are perfect in a ppearance* because every 
pari — the body of the letter, the name, address and salutation — 
is printed through the same ribbon at the same time. And they 
are low in unit cost — first, because of the low price of the ma- 
chine — and second, because of the speed with which it operates. 

Real advertising economy for retailers 

For the retail merchant whose direct mail list is small, this new 
M sil t i graph offers an opportunity for economical and effective ad- 
vertising which has hitherto been beyond his reach. It puts in his 
hands at a low cost a method of reaping all the benefits of timely, 
carefully planned mailings over small, selected lists of prospects. 
With this Multigraph, every retailer can afford to send out perfect 
letters that will pay big dividends in increased business. 

For the manufacturer or jobber, too, who circularizes a small list 
of names, the Model 100 Multigraph answers that perplexing prob- 
lem — how to do a good job without spending too much money. 

MAIL THE COUPON • . • 

Send in the coupon today and we'll give you 
complete information about this new, low- 
priced Addressing Multigraph. We'll send you, 
too, "Making Profit Margins Wider," a folder 
of material that gives you the basis for plan- 
ning more effective sales activity and dm«s how 
\<ui ran profitably cut sales and office. COStSi 



THE MULT 
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Nation's Business watches the deep, 
powerful tides and currents of trade_ 



A MERGER of two industries gets less display in the 
daily paper than a murd'-r. Chain-store selling 
gets much less space in the daily paper than foot- 
ball. Only the wave-crests of the real news of 
business appear in the daily paper. 

Yet back of these wave-crcsts of news are hundreds 
of unseen, conflicting currents of trade, working 
quietly to change the course of business. Their 
direction and force are matters of supreme sig- 
nificance to everyone. 

NATION S BUSINESS has established a remarkable 
record for determining, far in advance, the cause 
and effect of such trends. It digs deep for .the real 
news of business in the mass of first-hand material 
that comes to. or is collected by. The United States 
Chamber of Commerce at Washington. This is 
studied, collated, and applied. And from such 
indications, NATION'S BUSINESS has often been 
able to forecast with amazing accuracy the new 
channels which changing business currents will 
take. 

This trained observation of the intangibles of busi- 
ness, and the practical application of them, has 



helped to lift NATION S BUSINESS in seven years 
from a circulation of 75.000 to more than 280,000. 

Add its unquestioned background of authority. 
Tip its accuracy with a sparkle of wit. Circle its 
sound ideas with a ring of vivid writing. And you 
will have a fair idea of the forces that have put 
NATION'S BUSINESS into the offices and on the 
library tables of representative men and women in 
every nook and corner of the country. 

A check for $7. So brings NATION'S BUSINESS to 
you for three years. Compare that with the cost 
of your next dinner for two. And send the check 
to NATION'S BUSINESS, United States Chamber of 
Commerce, Washington, D. C. 



NATIONS BUSINESS is the official publication of The 
United States Chamber of Commerce at Washington. Its 
authority is based upon facts, researches, anil counsel 
.secured by that body. It has access to a sast fund of valued 
information. It secures, as contributors, the heads of great 
business, of Government Bureaus, Members of the Cabinet 
and other dominant figures in national affairs. A subscrip- 
tion gives you immediate contact with this power-house of 
business intelligence. Why not take your place among the 
industrial leaders who are using this dynamic force in [be 
successful conduct of their own affairs? 
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d'hotes and other Manhattan cooking, 
until at the end of a week he was com- 
pletely knocked out. About the onW 
thing the hip chief could then say was, 
placing his hands across his stomach ;md 
groaning: 
"No can do." 

But my friend brought him smiling 
to life by shutting him up in a 
;l room and feeding him on canned 
salmon. It may have been the Sokan 
brand. 

As for canned stuff. Adorn (a recent 
application) seems a fairly good and de- 
scriptive trade-mark for the production: 
canned peaches. But the words Ameri- 
can Love, for a brand of coffee, seem a 
trifle strained. The well-known Santa 
is better. 

As for the onomatopoetie values, what 
do you say to Aloha for canned raw oys- 
ters? How do you feel when you have 
said it a few times? Possibly like the 
man in the song who kept leaning over 
the vessel's side and throwing himself 
away. 

There have been four applications re- 
cently for the trade-mark Honeymoon: 
one for talcum powder, one for wheat 
flour, one for silk productions, and one 
for hams and bacon. The last is not so 
far off as it. seems. After you have been 
on a honeymoon for four or five dav-, .1 
good dish of ham and eggs — as the Prince 
of Wales says — is not to be despised. 

As for Hoot Mon in connection with 
hose supporters, I fail to get the idea, 
but it may mean that, as Scotchmen, 
like flappers, love to expose their legs 
and frequently wear garters, these same 
garters must be good to hold the hose. 

When is Hopski ? 

ALSO, Hopski. whl<'!i 1.- described a> a 
fermented malt liquor of low alcoholic 
content," does not seem quite to fill the 
bill. It is like one who promised mote 
than he can perform In short, a low 
alcoholic content docs not make one 
hopski, not that you could notice. 

Bni perhaps of all the words in the 
alphabet, the one most overworked for 
t rade-mark- U Vita. It would give you 
the St. Vitus dance to go through the 
list. 

The dillieulty of getting good trade- 
marks was shown last year by the motor 
ear manufacturers, in the search for 
names of new special cars they were in- 
troducing. Many of them offered large 
sums of money. 

Hut, here we have quite a different, 
kind of trade-. mark from one which is 
mod to represent what may lie called a 
bodily affair, like Barbasol, or Unccda, 
or Pulmolivr And lu re, also, the value 
of a well-known name can be under- 
stood, for a car is in many ways like a 
human Ix-ing. Thus, we have The Presi- 
dent, LllSllIlc, l.thCtlhl, 

There is probably no better trade- 
mark than a man's name, if it l»- the 
right kind of a name. Mrs. Window's 
Soothing Syrup and fear's Simp are the 
twin protagonists of the teething period 
of the Twentieth (Vnturv 
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Here, 

Gentlemen of the Committee , 
is the answer 
of one industry 



JVo. 7 of a strits inspired hythv report of the Secretary 
vf Commerce* s Committee un Elimination of Watt* 




A ONE-WAY STREET 
PRODUCTION POLICY 

IN TELEPHONE making, production sched- 
ules move in one direction — forward. The 
machinery seldom needs to be thrown into 
reverse. 

Cancellations in this industry are rare. 
There is consequently little lost effort in- 
volving men, material and machines. 

There is a minimum of waste in scrapping 
or storing partially fabricated parts. 
How is this possible? 

Because of the close relation between 
Western Electric as purchasers, manufacturers 
and distributors and the operating telephone 
companies of the Bell System served by it. 

Here is another striking economy which 
contributes to the low cost of your telephone 
service. 

Western Electric 



Purchasers Manufacturers Distributors 
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Herbert Hoover's Business Philosophy 



(Continued from 
page 16) 



♦ he supply of this leadership cannot l>e 
replenished each generation by selection, 
like queen bees, or by divine right, or 
through bureaucracies. 

The great American experiment, in 
democracy is based upon a new concep- 
tion in selection of leadership, which the 
prophets of our impending decay oft 
overlook. This conception is, first, that 
in the great mass of our people there arc 
plenty of individuals of intelligence from 
among whom leadership can Ik; recruited; 
and, second, that if we maintain for every 
individual an equality of opportunity to 
attain that position in the community to 
which his intelligence, character, ability 
and ambition entitle him, and if wo stimu- 
late him to endeavor, then our supply of 
leader-dip will stream forward of its own 
initiative. 

We Have Good Leaderships 

" A GROUP of critics has informed us 
i» I hat as each succeeding gem ration 
elaborates its social and economic environ- 
ment and thus increasingly complicates 
the problem of living and working, the 
nine i- lik- ly t>> come when the structural 
overloading will be so great that civiliza- 
tion will collapse, either by inability to 
provide leadership or by revolt against the 
whole thing. All of which is based upon 
the hypothesi- that we do not have in 
our country sufficient material for leader- 
ship ami direction of the vast agencies of 
modem civilization. 

"Mere in America we have conclusively 

demonstrated thai our Nation ] -ses 

within its ranks a vast reservoir of leader- 
ship. Were we to consider the twenty 
thousand men who dominate our eco- 
nomic, political, educational and spiritual 
; i tl\ 1'ie-, I il He - iv you would find that 
'.'(I per cent of them haw either them- 
selves sometime earned their living by 
manual labor or had fathers who did. 

' Now the only door to equal oppor- 
tunity is education. All of the oilier 
facton that make for equality of oppor- 
tunity are insignificant compared to an 
equal chance to obtain the highest physi- 
cal, moral and intellectual equipment 
which our schools afford. Great admin- 
islrators, engineers, lawyers, moral lead- 
ers cannot be made by buth and money. 

Education Is Essential 

" r T , IIE creation of an efficient system of 
* universal and free education, with its 
progress stage by stage from the lowest 
grade ill our public -i bool to tin- highest 
t raining in our universities and colleges, 
has thus become a primary responsibility 
of every state. Ii is a right of every 
youth in the state 

"By building this open stair we set up 
n fundamental protection to our democ- 
racy itself, for it is the maintenance of 
leadership by the rise of the individual 
out of the mass, which assures us against 
the crystallization of classes or special 
groups. No stratification or segregation of 
classes or castes call take place in a mass 



livened by the free stir of its particles. 
It is in this particular, this stressing 
equality of opportunity for the whole 
ma.-.-, that our national experiment has 
mini .mentally departed from those of 
the democracies of the old world. 

"We may not have clearly envisaged 
this ideal at the founding of our republic, 
bin through the interact ion of our labora- 
tories ni Government we have gradually 
moulded it into our social system. We 
may not always lie perfect in providing 
tin- equality of opportunity, but the in- 
stinct and the ideal are strong within us. 

"As time goes on, we require larger and 
larger proportions of leaders. Some have 
said that college and university educa- 
tion is not htting our citizens for leader- 
ship. That is untrue. It is not always 
perfect in its results, but our civilization 
is becoming too complex for untrained 
men to l>e of use. At one time the whole 
of our national activities were simple 
enough to be conducted by the man of 
general experience. Today our leaders 
mot be experts; they must be special- 
ists. 

Science Must Be Organized 

'■ r pil IS civilization of our- is bulk upon 

■ our scientific discoveries. Scientific 
discovery has now become a question of 
systematic research. The day of the in- 
ventive genius in the garret has passed, 
if it ever existed. Discovery in the future 
must be erected upon a vast structure of 
p leiititie knowledge, of liberal equip- 
ment, and of the work of many devoted 
men. It is a process of accretion. Like 
the growth of a plant, cell by cell, the 
adding of fact to fact 
Mime day bring- forth 
a blossom of discov- 
ery, of illuminating 
hypothesis. 

"Most of our scien- 
tific research must be 
done in universities, 
our agricultural and 
engineering colleges, 
for it must be sup- 
ported by the public. 
No amount of practi- 
cal fanning can dis- 
cover the method of 
uprooting the Doll 

Weevil. That has to 

be found in our labo- 
ratories and our experimental stations. 
In the si.il of science are found the -eeds 
of our modern industry and commerce." 

Mr. Hoover has no fear that mass pro- 
duction ultimately will hurt, the masses. 
He does not. believe as many persons do 
that the mechanization of industry, will 
t.ike the job away from the man and 
that sooner or later machines will be able 
to produce the needs of liumaiiiiy so 
rapidly that the world's requirements can 
be met in a three-day work-week. 

"Thru the progress in efficiency," as 
slated in Mr. Hoover's latest annua! re- 
port, "is brought into -harp relief by 



tfONEMILLION more men 
have gone into the restau- 
rant and hotel business 
and gas service stations, 
indicating that fewer per- 
sons are eating at home, 
and more of them are trav- 
eling in motor cars. This 
represents an increase in 
the standard of living? J 



comparing the increase in the product of 
agriculture, mining, manufactures and 
rati ways with increase in the number of 
persons employed in these branches. The 
addition of 140 per cent to their output 
lwtween ISO*.) and 1925 was achieved by 
adding only '54 per cent to the number of 
workers. This means a gain in produc- 
tion jier worker amounting to nearly SI) 
per cent. The increase has been shared 
by all the major branches. 

"The increase in product ion per worker 
during the pa-t quarter of a century has 
taken place in the face of a decided re- 
duction in working hours. On the aver- 
age, working time per week in manu- 
facinring industries is today about 11 
per cent less than ill 1909, the first year 
for which comprehensive data was col- 
lected. It is probable that since lS'.i'J the 
average working day in all branches of 
industry considered together has been 
shortened fully 15 per cent. The work- 
ers have reached double advantage from 
expanding output — by increase of their 
wage, and by reduction in their hours of 
labor. 

"Now let's see what greater produc- 
tivity per worker means to the working 
man himself. Il releases men from the 
production of many articles thus enabling 
thorn to go to work on the production of 

articles that are an addition to the com- 
mon pool. The effect is to decrease the 
cost of the first row of articles. People 
are able to buy more cheaply, and their 
desires turn to new things. 

"The Electric Light was invented ami 
the whole line of electrical development 
was opened up Someone, the identity of 
the person is still a 
matter of dispute, in- 
vented the Gas En- 
gine, and the gigantic 
motor industry of to- 
day is the result. An- 
other man discovered 
the Radio Beam, ami 
the Radio industry- 
sprang up overnight. 

In five years the re- 
tail sales of Radio has 
amounted to nearly 
r. , .WK),f)l)0,000. Our 
figures on these salt * 
from \K2 to 1927 
show they totaled 
$1.9:ir,,550,bO0. 
"Labor i.s freed from one industry only 
to be taken up by another. The number 
of persons engaged in agriculture now is 
20 per cent less than it. was eight years 
ago, but as much food is ln'ing produced 
in this country. Labor saving devices 
have made this possible to a large extent. 
The pi rsonnel to population in the pro- 
ducing industries is not as large as it used 
to be, but. in the last eight years there has 
been a great increase in the service indus- 
tries. 

One million more men have gone into 
1he Restaurant and Hotel business, and. 
Gas Service Stations, indicating that, fewer 
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You May Be Shipping Dollars A WAY 



NEW shipping methods arc not 
adopted because thev are new, 
but because they represent definite 
savings in time and money. 

Manufacturers everywhere are 
awake to the necessity of safetv and 
economy in shipping. The improve- 
ments and economies already 
effected in your packing methods 
are doubtless all right, as far as they 
go — but an experienced H &. D 
Package Engineer is specially 



trained to find the one best method 
of packing and shipping with 
maximum economy'. 

You may be shipping unseen profits 
in every out-going consignment. If 
you are, the H & D Package Engi- 
neer can quickly and clearly demon- 
strate how to stop this leakage. The 
expense to you of an H 4s. D Package 
Engineer's analysis of your ship- 
ping requirements is only the cost 
of a letter requesting his services. 
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persons are eating at home, arid more of 
them arc traveling tn motor cars. That 
represents an ini-rra.se in the standard of 

in ing 

''There i.s a marked change during this 
last J.'i years of employers and employes 
toward wages and conditions of labor, es- 
pecially in the larger units of production, 
and service, and the larger trades unions. 
It is not so many years ago that the 
c mplover considered it was in his interest 
to use the opportunities of unemploy- 
ment and immigration to lower wages ir- 
respective of other considerations. The 
lowest wages and longest hours were then 
conceived as the means to attain lowest 
production costs and largest profits. Nor 
is it many years ugo that our Labor 
Unions considered that the maximum 
"i inl» ami the greatest securities on ■ 
job were to lie attained by restricting in- 
dividual effort. 

We Change Our Minds 

Bl T w e are a L -ng v. iy mi the ro id to 
new conceptions. The very essence 
of great production is high wages, and low 
prices, because it depends upon a widen- 
ing lunge of eMiisiiinpi mil only tn l>e De- 
tained from the jmrchasmg power of high 
real wages, and increasing standards of 
living. 

"Today the majority of employers in 
Mine nl di -per iM hi exhaust every de- 
\ li e tn make ends meet before resorting 
tn wage reduction. They turn to lalior- 
saving machinery, to constant research 
for better processes, and better adminis- 
trative methods. In turn the pressure of 
legh wages is furring labor-saving devices 
ami better administration to an extent 
v.liuh outlines reduces labor costs per 
unit of production Mow even those of 
! he cheaper labor abroad." 

W.i i ei-power, which Mr. Hoover 
touched on only lightly in hi- speech of 
iceeptanec of the Presidential Nomina- 
tion, was dealt with at si. me length in a 

| ch at Seattle when he said: "Water 

i^ today our greatest undeveloped re- 
source. Our streams and rivers offer us 
i possible total of ."o.tMMI.iHll) horsepower 

..lid ot this le.-s than I 1 ,1)110,1 MM") has been 
i leveloped. I If our J.'i «M)(I miles of pos- 
sible inland water ways probably less 
than 7.IMK) miles are really modernized, 
and the utility of much of these 7,000 
miles is minimized by their isolated seg- 
ments of what should he connected trans- 
portation systems. We -nil have ::o,- 
IH H.I.I MM.) acres of possible reclaiiiiable and 
irrigable lands. 

Conservation Means Use 

" r T , M( I.'K conservation ol water is not the 
* prevent ion of use. True conserva- 
tion is to get our water at work Ile- 
forc the expiration of (he years required 
for major construction, we shall need 
more food supplies than our present 
land- will afford. 

"Today there are many economic dis- 
tortions in agriculture and industry due 
to the necessary increases in freight rates 
from the war, which can be greatly cured 
bv conversion of our inland waterways 
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into real connected transportation sys- 
tems." 

Concerning the question of the Gov- 
ernment in business, Mr. Hoover says: 

"Uncle Sam should be an umpire and 
not a player in the economic game, hut 
when legislation penetrates the business 
world it is because there is abuse some- 
where A great deal of the legislation to 
put Government in business was due 
to the failure of business to organize so as 
to correct its own abuses. Sometimes the 
abuses are more apparent than real, but 
anything is a handle for demagoguery. 
Too often when Ob V BP M aant takes a 
hand in business it Incomes the prosecu- 
tor instead of the regulator." 

Laws Do Not Make Men 

IN A speech delivered before the Chnrn- 
1 her of Commerce of the United States 
in I"J1, Mr. Hoover said: "National char- 
acter cannot be built by law. It is the 
sum of the mora! fibre of its individuals. 
When abuses which rise from our growing 
-y-'ein are cured by live individual con- 
science, by initiative in the creation of 
voluntary -i.nid.irds. then i.s the growth 
of nmral perceptions fertilized in every 
individual i 1 araclcr. 

"Our Home-Made Bolshevist-minded 
critic- tn i he contrary, the whole eco- 
nomic structure of our Nation and the 
survival of our high general levels of com- 
fort arc dependent upon the maintenance 
and development of leadership in the 
world of industry and commerce. Any 
Contribution to larger production to wider 
difiu-mn 1 ■ i things consumable and en- 
joyable is a service to the community 
and the men who honestly accomplished 
it deserve high prai-e. 

Business More Helpful 

r PHK aliunde of business toward Gov- 
s' ernment is In-coming one ot increas- 
ing helpfulne.-s In the department which 
I have headed for seven years, intimate 
contracts have been established with 
trade, industry and the consuming 
groups. 

' Then- has been constant endeavor to 
bring about a better understanding and 
a more concrete Cooperation between 
I en ernment and the legitimate purposes 
of business. The industries themselves 
have been consulted, on innumerable oc- 
casions, their advice lias heen sought. 
Their recommendations have lieen "cry 
extensively followed. 

"We have laid much stress on the e! -lu- 
nation of waste and the cost of distribu- 
tion, but the Government itself has yet 
to put ils own house in order when it 
eoiiies to the reduction of waste in gov- 
ernment through a reorganization of ex- 
ecutive departments. Of course, much 
has been (lone already in cutting down 
the expenses of the Federal Government. 
We have reduced our annual expenses 
about .fJ.tMIU.oilO.OtHI a year from the 
war-time figure, resulting in an average 
saving to the American family of some- 
thing over $l')0 a year, but there are 
still things to lie done. 

"On the executive side of the Federal 
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Government, we have BOW to liave tivitie* in every direction. Bad coordina- 



Galvanized 
Sheets 




Years of experience and cart ful 
rescin d niablc ti- t. , iiKinuf.n - 
ture highest quality Galvanized 
Sheets for rooting, siding ami all 
purposes to which zinc coated 
sheets are suitahle. 




"For the most isart they have lieen 
thrown hm%»nndp into ten different 
executive establishment either directly 
under the President, or directly under 

Confusion of Authority 

AS THESE two hundred bureau* and 
i agencies arc now gro„,>ed and or- 
ganised, there are two primary streams of 
confusion of basic principles; there in a 
grouping of Federal Bureaux which • ii - 



and direct wastes arise from overlap and 

"There are too many Moating islands in 
this dismal swamp. They are technically 
anchored to the President, but really re- 
sponsible to nobody. 

"With all this division of authority, 
there continues and multiplies a self-pro- 
pelled urge for expansion of Federal nc- 



oou among in. in -i r ii . nn.'iiiv comes home 
to the people as a whole in the form of 
increased prices, ami bad organisation 

in Government comes home in many 
more directions than even the taxes it 

wastes. 

"He would be a rash man, who would 
state that wo are finally upon the golden 
stair to the industrial millennun, Imt 
there is great hope that America is find- 
ilf upon the road to a solution of 
lest of all her problems. That is. 
lod by which social satisfaction 
attained with the preservation 
te industry, initiative and u full 
lily for the development of till- 
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To Make Better Men 

"IT IS true (hit these economic things 
* are m>t the objective of life itself. If 
by their steady improvement we shall 
yet farther reduce poverty, shall rreate 
.•ltd -ii'ire iijnr.- happy homes, we -hall 
have served under God to make lietter 
men and women." 



The Sun Still Shines for Jewelers 



galvanized 

Sited Sheds 

for Better Sheet Metal Work 

Apollo Bkst Bloom Galvanized has 
been the leader since 1884 — and is well 
known for its ductility, its splendid coat- 
ing, and general excellence. 

I Apollo-Keystone Galvanized em- 
bodied all the excellent qiulitir. of the 
Apollo brand, anil in addition has a 
Keystone Rust-resisting Copper Sleel 
alloy base. These sheets last longest 
for roofing and siding, spouting, and 
all exposed sheet meld wort. Key- 
stone quality also excels for tanks, cul- 
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AMERICAN SHEET AND TIN PLATE COMPANY 
(jesosl Ollkn: Fries Bolldlni. Pltufcgrth. Pa. 
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{Continued from ;xiyc 24) 
and talent come high. Of the average 
gross margin of -10 it per rent, IT I per 
cent goes for wanes, according to the re- 
cent survey of several hundred jewelry 
-■ore.- of all tvpes iii.hU b\- the Harvard 
Business School. 

Jewelers are realizing that quality is 
preferable to quantity in advertising. 
Those with the greatest net figures nrc 
low in expenditure for advertising. It is 
certainly no secret that the trade is some- 
what behind the times in its methods of 
talking to the public through the printed 
page. Very few jewelers can make an 
advertisement as attractive and inviting 
:is I hey commonly make their display 
windows. And yet, (he merchandise 
handled is the most appealing and ro- 
mantic and interesting which man has 
yet devised. 

h'or . ii" thing, the whole industry has 
suffered from the exaggerations of a few. 
Reliability is more than an asset to a rep- 
utablc jeweler. It is a vital necessity. 
When a firm advertises "jierfect" dia- 
monds for one or two hundred dollars a 
karat, he is hurting the whole profession. 
A perfect diamond of a karat in weight 
of the finest color will Imng $1,(100. 

Perfection Is Relative 

PRACTICALLY speaking, there is no 
* such thing as a perfect diamond. One 
stone may be much more nearly perfect 
than another and yet contain intercept i- 

Size, skill in cutting, and the degree of 
perfection all lire important elements in 
determining the price of these precious 
stones, but rolor and brilliancy are the 
essential characteristics. 

A troublesome element to the legiti- 



mate diamond trade is smuggling. Some 
experts liave estim.iled that half of the.-e 
gems sold at retail for the hut several 
years have l»eeii shipped into this country 
from Europe surreptitiously. The high 
duty makes the diamond an easy and 
in\ mug -muggier.-;' iii in 

Organizing the Trade 

THE lines of division within the trade 
are riot sharply drawn. There are 
manufacturers, wholesalers and retailers, 
to he sure, but there arc as well manufac- 
turing wholesalers and manufacturing 
retailers At present there is being 
formed a Jewelry Institute. It will not 
replace any existing trade association, but 
will function in somewhat the same fash- 
ion as the Petroleum Institute, the Na- 
tional Wholesale Dry Cool- Association, 
or the Cotton Textile Institute, b will 
he, according to the present plans, an 
agency to gather pertinent facts, with 
special attention to the ills and troubles 
of the trade. 

The future for he retail jeweler is at 
least not dark. I very t\pc of business 
has beflO told thai it must get its costs 
down. The average jeweler has farther 
logo in tin- direction, but strangely this 
may lie blfl blessing in disguise. He has 
lieen able to make some net return in the 
last few years in spite of his operating 
expenses. 

These ex]H?nses will undoubtedly l>e cut 
somewhat, and the difference spin |«- 
tween the public and the merchant. 
( 'li mi- tn ■'■ em ro ich more than they 
have, but the place for the independent 
scents everlastingly assured, for human 
nature never lieeomcs completely stand- 
ardized, although stores may .seem to ap- 
proach that state. 
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AQUESTIONS fir 

"every business 

MAN 




WHETHER you sell goods in Pied- 
mont Carolinas, or sell against the 
competition of Piedmont-made goods 
in the markets of the nation, there 
is meat for you in these facts: 

For the fourth year hand running this sec- 
tion lias set a record in the sale of elect rie 
ranges. (Were they your make?) Do 
people who are not prospering buj that 
type of merchandise? 

Automobile registration has increased 
211% faster than the National average. 
(Were your cars among them?) Do people 
buy automobiles except when times are 
good with them? 

Building activity here, in dollars per 
capita, is 66% higher than for the country 
at large. (Are your materials going into 
those Piedmont homes and factories?) Is 
there any better index of a region's pros- 
perity? 

Consumption of electrical current 
here has grown 100% faster than the 
nation's average. (Are your appliances 
helping to build that load?) What better 
indicator is there of the region's indus- 
trial busyness! 




No matter what you make or what you 
sell. Piedmont Carolinas offers advan- 
tages in manufacture and opportunities 
for selling that are difficult to match. In 
many lines — as shown above — the oppor- 
tunities are not matched. 

You need the facts — all the facts — 
niton l this too litde known land of op- 
portunity. 



SEND for the book shoten here. 
It will help you to understand 
ill:' i miles Iii-Iii ml till- pi asperity 
and buying pou er of Piedmont 
Carolinas and to appreciate the. 
unusual advantages offered here 
to industry. Address Industrial 
Dept.. Room 118. Mercantile 
Building, Charlotte, N. C. 
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A Little Music Now and Then— 

Being an account of the orchestra composed of Chicago business men 

By RAYMOND WILLOUGHBY 



TWO big bass viols standing at 
case in the office of a Chicago 
merchant help to explain the m- 
erea.sing fame of the Chicago 
Business .Men'.- Orchestra. It takes more 
than a bull fiddle to earn distinction in 
a symphony concert, of course, but if 
anybody MS make light of | bass viol and 
get away with it, that man is George 
I.ytton, organizer and president of the 
Chicago Business. Men's Orchestra. 

That reputation started with a gate- 
man at the Grand Central terminal in 
New York. He was sure that no one 
could get through the gate- carrying any- 
thing <o Imlky a- a I irgc l>ull fiddle Nn, 
sir, not even George Lyttnn, executive 
vice president of the Huh Store in Chi- 
cago. Mr. Lytton thought differently. 
Taking tighter hold of his precious liddle, 
lionght at the last minute, he elbowed his 
way past the gateman, and hustled to- 
ward the waiting "Century." Then the 
conductor refused his offer to buy an 
upper berth for the repose of the fiddle. 
Only one other course was left to get 
space for the liddle, and Mr. I.ytton took 
it. Into In- "lower"' went the valuable 
viol, and there he slept with it — a con- 
\ lin ing enough demonstration that art 
and business do mix, even in dreams. 

Hut the knowledge that Mr. I.ytton 
has provided twenty-two has- fiddles for 
orchestral use in his home town is snifi- 
cient to rale him a public benefactor, as 



well as a lover of music. Eight of the 
instruments he has civ en to the Businc-s 
Men's t Irelie-t ra. and eight to the < 'ivic 
Orchestra, of which he u- the treasurer. 
Two are kept in his office on the eighth 
Hour of the I.ytton building at State 
street and Jackson boulevard. One is 
kept at his home in Highland Park, an- 
other a: his home m Biloxi, Mississippi, 
and others are scattered about the city to 
eliminate the need for transportation. 

The Lure of Music 

IT IS plain to all beholder- ib.it the fid- 
* dies are centers of musical contagion. 
Once a man lays bow to any one of them, 
and makes his own sound, he is lost, so to 
-peak. That was the way it was with 
Mr. Lytton. A little amateur orchestra 
in the suburban community in which he 
li\ ed needed a ba-s viol player. Its mem- 
bers wanted him to learn the instrument. 
Due night they took him to a restaurant 
which had a string sextet, and then intro- 
duced him to the man w ho played the big 
fiddle. "He's going to teach you how to 
play," a friend informed Mr I.ytton. 

Six month- later, Mr. I.ytton was ac- 
cepted as a member of the Chicago l'ui- 
versity Club orchestra. While playing in 
that group, he was asked to form a lamer 

orchestra which would b instituted 

entirely of business and professional men. 
That was five years ago. Organized as a 
pun-profit corporation with M\.ty mem- 



bers, the orchestra lias grown to a mem- 
bership of ninety-four, with a minimum 
attendance at rehearsals of seventy-five 
members. 

No professional musicians are included, 
.although several of the members began 
their careers as musicians. By reason of 
the proficiency developed in the orches- 
tra, some of the younger men have been 
able to take up mn-ic professionally, and 
have joined the I'nion so that they may 
.accept assignments with remuneration in 
addition to their business incomes. 

Through that arrangement many of 
the younger numbers have t>cen able to 
continue their mu.-ic study, and many of 
i he oldi r member*, « ho had \ irtualty 
given up their instruments, have re- 
sumed lessons and practice as an incen- 
tive to go on with their musical life. 
Along with these benefits, the members 
are earning a useful knowledge of orches- 
tra routine under the competent leader- 
ship of Clarence Evans, first viola of the 
< 'Im ago S\ niphony i Irchestra. 

Rehearsals are held every Friday eve- 
nine from 6 o'clock until (I o'clock at the 
Hub, the store of Henry C. Lytton & 
Sons. All the "strings" must be in tbeir 
chair.-, by 0, and all the "woodwinds" by 
i> :.'!(). The entire evening is given to 
practice, and there is no lime for good 
fellowship. And as for hanging around 
after rehearsal, who would grudge the 
eight bass fiddlers a quick trip to home 
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thousands of fountain pen users are turning to 
Waterman's Number Seven. They are delighted with the ease 
with which they can select a pen point that exactly suits their 
style of writing. You will be, too, if you step into a store and ask 
the pen clerk to let you try the six Number Seven points and 
select the one that suits you best. 

No matter how you write — forward or back-hand, 
straight or slanting, thin line or broad line, 
a NUMBER SEVEN will match your style 

Why try to suit yourself to a pen point when it is so simple to 
get a pen point that is made to suit you? The sooner you try 
Waterman's Number Seven the sooner you will be rewarded 
with perfect and permanent pen satisfaction. 

L. E. Waterman Company. 191 BrojJwuy. N™ York 
Chitjgo Botox San Frjincinco Montrcul 

Use Waterman's INK in Waterman's PENS 
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The radio thai moves 

Ql [CK and generous profits from unusually rapid turnoyer 
of capital have come to dealers who concentrate tln;ir 

sales effort on Atwater Kent Radio. 
These comparative I inures, show i the turnover in seyeral 



retail lines, an; w orth noting ; 



Hardware -.- MwncaU instrument 

Purnitun- -•'> Auto accessories 

A I \\ A I t it kk.VI' HAUK) . u:2 



. 5.9 



Because ol lis reputation for line workmanship cmnhincd 
with moderate, priee. \lwater Kent Radio i- a consistent 
profit-pa) i r \ ear in and \ ear out. Since January I , sales have 
hcen m\ tunes jjreatcr than m the rorrespoudiu"; period of 

any previous > ear. 

'11 n * financial requirements of Atwater Kent dealers are 

worthv of the thoughtful attention of hankers. 

Atwater Kknt Manufacturing Company 

A. Atwutvr km!. I'nsiihnt. ■+?( ( \\ i^aliiekon Avenue. Philadelphia, Pa. 
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' v i*r y receiving sel ha* 10 puss 222 lesti ur iiMjicctiolw before il can leave. 
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.t rest after three hours on their foot ? 
nere arc no penalties for tardiness or 
Ji.M iHv except tlie dropping of any mem- 
nit who is absent three times without 
[permission or a proper reason. In live 
'.•ears only one member has failed to live 
ip to his obligations. 

* The repertoire includes all of the stand- 
ard symphonies and overtures, and ac- 
companiments for violin, piano.aud voice. 
A glance at a representative program sug- 
gests the scope of the orchestra's attain- 
ments — a composition by Tsehaiknwsky, 
an aria from Gounod's. "Houieo and Ju- 
liet," and symphonies by Cbnussun and 
Debussy. 

Opportunity for giving concerts has 
en limited because the orchestra in no 
way competes with professional musi- 
cians. It is a present hope that tours can 
be made, but the matter of expense has 
so far prevented fulfilment. Several 
groups within the orchestra have been 
formed for ensemble playing. The happy 
consequence for 30 or 40 members has 
been a worth-while change of their whole 
creational life. 



Business Men Only 



J 

chi 



DEFINITION of the orchestra as a 
business men's organization is made 
grind hy the most casual reference t<i the 
roster of members. Henry Lytton is a 
member of the bass fiddle section. Lloyd 
Steere, of the French horn section, is vice 
president and general manager of ( 'In- 
i ago University. George Knutson, who 
presides over the timpani, is a financier, 
liennett Griffin, vice president of the or- 
rhestra, is in the insurance business. 
S. V. James, the concert master, is a 
emical engineer. Avern Scolnik, who 
plays in the third stand of violins, is an 
attorney. Dr. Steelier, another violinist, 
is a dentist, and formerly had his own 
orchestra in one of Chicago's theatres 
C. Babbe, principal it) the French horns, 
is in the sign advertising business. Mr. 
linen', principal in the oboe section, is in 
the financial department of the Common- 
wealth Edison Company. D. Kennedy, 
third flutist, is a member of the Central 
Trust Company. 

It is plain that the fiddles in Mr. Lyt- 
ton 's office stand for something. In one 
aspect they symbolize his intelligent and 
enduring zeal in promoting good music 
among business men. In their more prac- 
tical character they provide the meaas of 
testing prospective fiddlers. 

The board of directors has found that 
a little "showing off" now and then is 
relished by the best of members, and that 
an occasional concert appearance stimu- 
lates attendance and does credit to the 
opinion that all work in private and no 
playing in public makes every man Jack 
a dull musician. But there is no gainsay- 
ing the allure of the orchestra and its 
associations, as its members will readily 
testify. 

In this revealed whole-hearted devo- 
tion is the substance for believing that a 
business man and his own music are not 
to be parted. 



e House sat 



in silence while the 
jinal vote was cast 

r I ''HERE was busiuess before the House — the busi- 
A ness of buying a car. The conservative element 
(Mother and Dad) held out for a Marvel 8 Sedan. 
The radical member (Daughter) argued eloquently 
for a La Reine convertible coupe. The independent 
wing (Son) was toru between the mechanical vir- 
tues of the Marvel ami the racy lines of the I^a Reine. 

Finally, the Chairman called a bait to further 
discussion and put the question lo a ballot. Amid 
tense silence, Son cast the final and deciding vote 
in favor of — the Marvel 8. 

So it was decided. And so, by a majority vote, 
nine out of ten family purchases are decided. That 
is why leading advertisers realize the necessity of 
appealing to every member of the family. And they 
value most those publications which hold the 
strongest all- family interest. 

In that respect one magazine, The American, is 
overwhelmingly first. Every survey of which we 
have record proves that no other magazine equals 
The American Magazine in its combined reading 
by father, mother, son and daughter. At one. 
advertising cost The American Magazine reaches 
the entire family circle in 2,200,000 homes. 

12 Investigations on 
family reading habits — 

Twelve disinterested investigations have recently been 
made on the reading habits of the American family. Of 
these investigations two were conducted by leading national 
advertiser*, six by great universities, one by a large adver- 
tising agency, one by a metropolitan newspaper and two by 
religious publishing organizations. 

In all twelve surveys. The American Magazine proved lo 
be overwhelmingly first iu its combined reading by all 
the family. 

The Crowell Publishing Company, New York Cit; 

When writing to Thk Cmwi'tx Pitiilisionu Compant p'ww mention Nation's ftu«m<JM 



Have You Considered — 

The fastest and most dependable method of mail handling 
provided by the Government? 

MaU is the chief means of business communication. It 
is vitally connected with every branch and department 
of business. Faster mail handling means quicker business 
turn over. Accurate mail handling means elimination of 
business losses. 

Statistics of the Post Office Department show that 
"Metered Mail" is handled in the outgoing Post Office in 
less than half the time required in handling ordinary 
mail because of routine operations eliminated. 

Metered postage cannot become detached. Mail prep- 
aration in your own office as well as its subsequent han- 
dling in the Post Office is facilitated. Every operation 
eliminated, means faster and more dependable dispatch. 

A Postage Meter will protect your postage account and 
render an accurate record of postage used. The oval 
"Metered Mail" indicia will broadcast your interest in 
improved and fast mail service. 



The Postage Meter Company 

Sole Distributors of Pitncy-Bowes Mailing Equipment 
704 PACIFIC STREET, STAMFORD, CONN., U. S. A. 




The New Model 

"F' Machine 
at a price of only 
$38 s.o<j makes the 
"Metered Mail" Sys- 
tem practical fur any 
husiness office, branch, 
or department, w hich 
has important daily 
mail. 



Mail tkii coupon 
clippn] tu your letterhead 
for: 

Aiit-nuua of « 
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Observations on Strange Alaska 



By LEO. P. BOTT, Jr. 



PEOPLE have no conrep- 
tion of Alaska! The 
world in general, and 
particularly the people 
of the United States, still have 
.strange notions about this mag- 
nificent country. They picture 
Alaska as it has been lilmed and 
storied : a land of perpetual ice 
and snow; dog sleds followed by 
howling, hungry wolves; dance 
halls and s.alooiw; lad men and 
women, and still more intensely 
cold weather. 

Bui such a belief is erroneous! 
summer climate of Alaska may easily be 
compared to that of the United States. 
It is warm and pleasant and not at all 
-iiltry. The winter climate is different 
and depends upon the section. In south- 
east Alaska, the winters may be com- 
pared to those of Washington, D. C. 



PEOPLE think of Alaska as a corner of 
the American continent; bet it is a fifth 
as large as the United States. It is con- 
sidered a land of ice and snow ; but it 
has much pleasant weather. Alaska has 
thriving communities and trade and 
many interesting industries 



out during the winter months. In 
the summer when it is light 24 
hours a day, the coops arc cov- 
ered at night so the hens will go 
to roost. 



The 



Folk in Alaska bet on the exact hour 
■unl minute the ice breaks up in the river 
in the spring. It's B big event, and all 
the money is pooled for the one. Two 
years ago a man lost the entire pot of 
$24,000 by a careless error. (Read this 
to your secretary, stenographer, book- 
keeper or broker.) He had a hunch that 
the ice would break up at 4:30 p. m., so 
he put up $1.00 for 4.30 p. m. for every 
day from April to .May III. The ice 
went out at 4- 30 p. m., April 2G. But in 
making out his cards, he erroneously 
made out two for April 2") and one for 
April 27. Three others came closer to the 
time of the break-up and each received 
$8,000. 



In the interior of Alaska the govern- 
ment telegraph line is supported not by 
single poles set in the ground, as in the 
states, but by three smaller poles set tri- 
pod fashion. The reasons are: Large tim- 
her docs not «row so far north; the tripod 
poles are easier to erect especially since 
lie ground i- im/en • ■ 1 1> ]• ■ c neath ; and tin- 
rost would push the poles up if they were 
lug through. 
Some travelers (and writers) get queer 
Dtions. One wrote that the three poles 
re used so the wire would not fall if one 
pole burned in a forest fire (what hap- 
pen-; hi a three-legged stool'l. Ain.t ln-r 
laimed thai l hey are u.-eil to withstand 
lie wind. 



Wherever you go, alone the highw iys 
or trails, close to or far from civilization, 
in every home you'll find a phonograph 
and with comparatively late music, too. 



The name of a town was changed when 
the newspaper lost a letter of type. Dur- 
tig the gold rush in the town of Cheona 
(pronounced Che-naw) there was pub- 



lished the Chenna News, One day the 
paper lost the "O" and the paper wa3 
published as Chena News. The town 
soon liegan to be called Chena and re- 
tained that name ever after. 

There's a lesson for would-be boom 
towns: Fairbanks was founded in 1003 as 
the result of a gold strike. Near Fair- 
banks was that little village called Chena, 
which exported to be the metropolis of 
interior Alaska, instead of Fairbanks, and 
by reason of its location it should have 
been. It is on the Tanana, River, a 
branch of the Yukon, and was the termi- 
nus of the Tanana Valley Railroad, a 
small line running from Fairbanks to va- 
rious mining camps, and now a pan of 
the government road. Then the govern- 
ment railroad from the coast to the inte- 
rior became an assured fart, and Chena 
felt its development certain. It elevated 
the prires of its real estate and hopefully 
awaited it- gold mines in the boom that 
was to come. But it overreached itself. 
The prices asked were beyond reason and 
opportunity indignantly marched by and 
up the little river to Fairbanks, now the 
"Golden Heart of Alaska." 



Here it's either fish or golf stories. In 
Alaska youH hear hundreds of bear 
stories. There's hardly a day that goes 
by but "hat you hear another one. 



I rushed into a restaurant for a typical 
Alaskan meal. The menu read: corned 
beef and cabbage, ham and eggs, ham- 
herger steak and other usual dishes of the 
States. But one may at times eat the 
native foods: salmon, shrimp, crab, bear, 

l i.-e, caribou, reindeer, strawberries, 

raspberries, fresh vegetables and "sour- 
dough" cakes. 

In ri'-tauranU on all the counters and 
tallies there arc large cans of condensed 
milk each with two holes punched in the 
top. This is the way milk is served 
throughout Alaska and Yukon. 



A few oddities — one woman has pet 

bees. She rare— e- them to sleep An- 
other |>erson has tiune fish which eat out 
of his hands Admission is charged to see 
these fish Some people board their BOH 



Hotels in the far north have 
signs: "Steam heated rooms, 
Horse and Dog Stables hi con- 
nection." At Xenana — "Ru-t 
House, Rooms and Dog Kennel." 
A Road House has a bell that tolls 
in the wind — an excellent guide 
in winter for those who may be 
off the trail in a blizzard, or snowbound 
To say that there are tropical forests 
in Alaska would be most amazing to many. 
Tramp through the the woods in it- suiith- 
eastern section in particular, and you 11 
rind that you've undertaken a real job. 
Such forests, chiefly on the mountain-, 
ere a maze of timber, fallen trees, plant.-, 
man high, and moss several inches and 
often several feet deep, covering the soil, 
tree stumps, etc. Hanging moss even 
adorns some of the trees as it does in 
southern Louisiana and parts of south 
Arkansas. 

Berries grow in abundance— blueber- 
ries, raspberries, strawberries, gooseber- 
ries, salrnonlx-rries, currants, etc., in fact , 
there are enough in Alaska to feed every 
inhabitant and animal and still have thou- 
sands of gallons to spare. There is 
enough wild grass to feed all of the cattle 
in the United States. 



The Yukon River rises about a score 
or more mile= from the Pacific Ocean, 
and flows 2.000 miles liefore it reaches 
the sea, emptying into the Bering. It is 
said that this river changes its mouth 
every year. 



Strange as it may seem, mosquitoes 
thrive in Alaska, and stranger still, they 
are often to be found near a glacier — in 
summer, of coiir-e. Flic- and gnats are 
also numerous and obnoxious, Indians 
often call the gnats, "No-See-Ums." 



A "Cheechaeo" is a tenderfoot. Tlu- 
word is derived from the Indians. A 
"Sourdough' is a person who has win- 
tered in the interior of Alaska. In some 
places (here U is al-o required that he has 
seen the ice break up on the Yukon. The 
"Sourdough" was named because of the 
sourdough cakes made by the inhabi- 
tants. 



The people have no conception of 
Alaska. The reindeer, alone, are valued 
now at over $7,500,000; the fisheries 
bring in an income of over raiiiiifniMH) 
In 1022 the territorial mine inspector 
placed the total amount of gold mined 
since 1880 at $335,834,003, to say noth- 




A rgument Proves Nothing 

For more than a thousand years the philosophers argued alxiut 
whether two pieces of the same metal, one large and the other 
small, if dropped simultaneously from an equal height, would 
hit the ground at the same time. 

In all that time neither side was able to convince the other- 
each was of the same opinion still. 

Finally, a man with a practical turn of mind startled the 
philosophers by saying: 

"Why not test it? Drop the pieces and see what happens." 
They made the test. Both pieces landed exactly together— 
and incidentally ruined a perfectly good argument. 

1 * f 

By the same token, a thousand years of argument will not 
settle the question of which is the best adding-calculating 
machine for your work — which of them all, the Comptometer 
or any other, will prove most economical in actual service? 

Only a test — a real working test— covering a cross-section 
of all your figure work will supply that proof. Such a test 
leaves no room for argument. 

Then why not apply the final test at the start. 

FELT k TARRANT MFG. 00. 
1712 X Paulina Si., Chicago, IIL 



CONTROLLED -KEY 



NG MACHINE 




If not nia/ie by 
Felt & Tarrant 
it's not a 
Comptometer 



Only the 
Comptometer 
has the 

ContralleJ-kcy 
safeguard 



inc of the coj>|kt, silver, tin, coal, lend, 
antimony, petroleum, marble, gypsum, 
platinum, etc. Nor does thus include the 
wealth already secured from the timher, 
fur, pealing, and other industries. The 
Tinted States made a wonderful invest- 
ment in securing this great Northland. 
The people had no conception of Alaska, 
and even today they think it a land of 
perpettinl ice and snow — a barren waste. 



A most interesting sight is to watch the 
salmon leai) the falls in making their an- 
nual runs. The salmon swim up the 
streams, usually that in which they were 
hatched, in order to spawn. When water- 
falls are met, they leap them, even though 
I hey may l>c twenty feet high. They lit- 
erally swim in the air, and continue to 
leap until they have reached the water 
above and may swim farther up a stream. 
After these lish spawn, they die. The 
young lish swim to the sea. and in from 
two to four years later come back to the 
same stream to spawn and die. One may 
literally walk acro-s them; they are so 
t hick, and the saying that one may catch 
them witb bis hand- id no idle phrase. 



If one would study his map of the 
world closely, he could see that Seward, 
the terminus of the < ioverntnent Railroad, 
is no farther north than Pctrograd, now- 
known as Leningrad — and it is not nearly 
so cold in winter. Juneau, the capital 
of Alaska, is in about, the same latitude 
as Edinburgh, Scotland. A .-miliar com- 
parison is Sitka and Copenhagen, and 
Ketchikan and Moscow. Some of the 
Aleutian Islands are farther south than 
Birmingham, England, Berlin, Dublin or 
Warsaw. Alaska is throe tunes the size 
of France and has one-fifth the area ot 
the United States. 



Near Fairbanks is the mining camp of 
Fox. Also a fox farm on the way to the 
Agricultural School and Experiment Sta- 
tion. The road forks and as guides there 
are two signs set side by side at the junc- 
tion of die roads, ' Fox Road. The Foxes 
are on the Farm Road." "Farm Road. 
The Farms are on the Fox Road." 



Baseball at midnight — yes, in Fair- 
banks on June 21, at the Midnight Sun 
Festival on i be longest day of the year 
I hiring the summer months it is light, 
virtually all night long. 

There is a railroad in the vicinity of 
Nome operated by dog power. 



HVe 
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The iron "chink" revolutionized the 
salmon industry. By a revolving knife 
that cuts the salmon lengthwise and in 
such a way to make gutting easy, large 
production was made possible and there 
was a saving in lalmr. Many of the can- 
nery employes are Chinese. 



The creed of the Arctic Brotherhood, 
to which fraternal organization Harding 
was made a mcnilier on his ill-fated trip 
is: "1 shall not break a stove, split a tent, 
kick a dog or work a horse with a sore on 
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ita back." In the days of the gold rush, 
partners would quarrel, and divide out- 
fits on a fifty-fifty basis. They would de- 
liberately rut a stove in two with an ax, 
rip a tent, making it also useless for both, 
and saw a boat into halves. Horses were 
useful and obedient beasts of burden and 
docs have proved to be absolute neces- 
sities and man's most faithful and great- 
est friend in Alaska. 



Truthful advertising — At Skagway, 
where Soapy Smith, bad man, reigned, 
there is now a colled ion of guns in a 
BOUvenir store's window. With these re- 
volvers is a sign — "A few guns Soapy 
Smith did not use." 



In addition to gold and copper mining, 
salmon, and now the reindeer industry, 
will open a huge new field in Alaska, 
tourist crop is rapidly becoming 
most profitable. Thousands of tourists 
visit Alaska each year. 



Airplanes will be the salvation of 
Alaska and have been in use for several 
years. As a proof of their usefulness, here 
are two old but good examples: The first 
test flight for carrying mail was made 
February 21, 1924. One hundred and 
sixty pounds of mail were carried from 
Fairbanks to McGrath in less than three- 
hours, or to be exact, two hours and fifty- 
five minutes. Formerly it took eighteen 
days by dog team to make the same trip. 
During that year a woman came from a 
far away place in forty-five minutes, a 
trip which, had she been able to undergo 
the fatigue of travel by horseback, would 
have taken three days. 



Why big businesses are adopting the 

Telephone Typewriter 



At Anchorage, the tide is the second 
highest in the world, reaching a maxi- 
mum of 33.9 feet. 



Remedy for Salesmen 

flkS A MEANS of disposing nf :i man 

/.» having something 
J_ other project oat easy to turn 
down, many big corporations now have a 
.-ystem known as "giving them the run- 
around." What happens is sometime: 
like this: Tin- cillt-r is referred t«i .in a-- 
sistant vice-president who courteously 
gives encouragement but says that here 
is a thing to be handled by the chairman 
nf the board. The chairman nf the board 
says he will talk it over with the presi- 
dent. But the president is out of town 
ior a few days, in a ho.-pit il for a minor 
operation, or busy getting a daughter 
married. Perhaps the salesman goes 
back then to the vice-president he tir^i 
approached, only to learn that the vice- 
president has just started on lu> v. n a- 
tion. Mr. So-and-so, handling the vice- 
president's work, knows nothing alum' 
the subject. Faced with the job of -lart- 
mg all over again, the salesman bivome- 
discouraged and gives up — which is the 
purpose of the "run around." — V. C. K 




A few seconds' time semis a typewritten message 
to any part of the largest plant, or to 
distant branches and warehouses 



Listed here are only a few of the larger corpora- 
lions which are enjoying faster, more accurate 
and more economical communication because 
of Teletype . . . the Telephone Typewriter. 

By means of this remarkable device a typist in 
your general office can send typewritten me— 
sages to any part of your factory, or to distant 
plains, branches and warehouses, as fast as she 
can type them. 

As the sender sees exactly what is being printed 
by the receiving machine, errors in transmis- 
sion are virtually impossible. Machines can he 
used in citherdircction.thus making it possible 
to send a message and receive a reply within a 
few ii i i mile-' lime. 

A distinct advantage of Teletype is that it pro- 
vides a tyjM'wrillfii record for filing at bolli ends. 
It combines th<: speed and convenience of the 
telephone with the authority and permanency 
of tnc printed word. 

Teletype service is not expensive, and will pay 
for itself repeatedly bv eliminating error-, do- 
ing away with me^ciigers and speeding up 
production. Without obligation, permit us to 
demonstrate how Teletype can save time ami 
money for you. 

^ / 



Notable Users 
a a a 

Ford Motor Co-, Detroit 

Insurance Co. of North 
America, Philadelphia 

\ nieriran Can Co., Chicago 

I )i Iroil Kili>i,n Cu.,Di troil 

UnioaTrustCo^ Pi t Isburgh 

New York Central 
It.iilrojil, New Vnrk 
Kno-. w It Unlet, 
New Vnrk 
Radio Girporalinn of 
America. New Vnrk 
General Electric Co.. 
New York and Chicago 
Ameriean Surety Co., 
New York 
American Hadi.ilor Co\» 
Cli i capo 
Consumers Co., 
< .hicago 
Brooklyn Union Cad Cm, 
tlmnkKn 

Botiliri^lU & Co.. 
New York 
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This Protection 
Puts Fire Fear 
Out of your Mind 

YOU may po for years 
without a (ire in your 
plant. Hut /i tir of /ir»- Marts 
up in your mind many times 
every month. Whenever you 
hear the shriek of the fire 
siren or the roar of the fire 
engines vou wonder, "Can 
it be my plant?" 

You can face the fear of 
fire with an easv mind if 
\oiir plant is protected by 
JJjmv Fire Fquipment. 

For the complete protec- 
tion of your property you 
probably need more than 
one type of extinguisher. In 
the Spas*, line of fire equip- 
ment you w ill find the right 
types for every hazard: 1-pt., 
tat, lV2-<Jt- and 2-gaI. SfrtM , 
2V£'E»l' Guardenc (Soda- 
Acid), 2%-gal. Phomene 
(Foam Type) Extinguishers. 
Also 10 and 40 gallon extin- 
guishers on w heels and Pho- 
mene Accumulators both 
automatic and manual t\ pes. 

Our engineering depart- 
ment will analyze your haz- 
ards and submit a plan for 
protecting \our property in 
the most modern way. 




PYRFNE MFG. COMPANY 
NEWARK, NEW JERSEY 

Brunt: : 

ArUma CHicAgo KanutCirv San Fram itco 
4Ua ' E*fuipmmt u utl*t ihrttugh \ui<» Arrftwin, 
i*riK*uf«* unJ Mill Su/ipK joMtrti unif <lcairtu 

Siakrrt «/ Firr Ttjutpmmt lince 190? 
MoJU-rt " f jjn« Tirr Chainj 
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The City of Tomorrow 

{Continutd from ;«iy< 20) fraction of it ran l< so u.-ed For rcsi- 

nditmns, checked, however, liy • dcntial um the super-highway frontage 
> n< itn-itiou th.t iH-nii mi nt ad- ho* Mich ohvioits disudvantaci* that lone 



now we go to the upper floors of sky- 
serapers, to get al>ove the dust line and 
the fly line. 

"An Ounce of Prevention . . ." 

HUT as our fathers learned from the ex- 
perience of their fathers that the way 
to escape the slum was to destroy the 
slum, so the younger generation today is 
Winning to iearn that the way to escape 
tlie ill- that accomifinv dust ill*] ix'slf* 
and noise is not to flee from them hut to 
do away with them. If it is only on the 
seventh or the ninth floor that one can 
live or work comfortably, then all ihe 
lower floors become very expensive foun- 
dations costing more than they return. 
In terms of money alone we shall find that 
it is cheaper to keep our cities clean and 
quiet than it is to pay for six-story foun- 
dations. 

One of thr must important factors is, 
(if rotirsc, the traffic rapacity of slrcets. 
Larger buildings originate more traffic. 
With increase of large buildings street 
capacity must lie increased. Choice lies 
lietween subways - , double-decking, ele- 
vated sidewalks, street widening on the 
one hand, or on the other regulating the 
bulk and use of buildings in accordance 
with present street capacity. Tentatively 
we are choosing both and learning by ex- 
jicrience. 

Increasing present street capacity is 
expensive. The question is whether the 
benefits exceed the costs. Apparently 
they do so far as main arterial highways 
are concerned. So several cit ies are build- 
ing super-highways which provide for rail 
and free wheel traffic, for through and 
local traffic in separate lanes. 

These flrtcna] highways are being ree- 
ogniied as natural — or artificial — Ixmn- 
daries for self-contained neighborhoods. 
Radiating route-- distribute the traffic 
from central business districts. By-pass 
routes encircle them and divert through 
traffic. Between these super-highway- a- 
they rxlend from the center lie the areas 
which will be devoted to homo, area- w ith 
a population large enough to support 
school, pla\ ground, churches, a branch 
library, so that their people, especially 
tin ir children, need seldom cross the traf- 
fic streams. At the intersections are al- 
ready developing business sul)-centers. 

The unsolved problem now is what to 
do with property fronting on the super- 
highways. So far as it can be used for 
industry or commerce a super-highway 
frontage has increased value. Hut only a 



ngain our trouble is due to snuill- 
■ision. UtUuting every jM-nnit i. d 
lot area, we build close to the 



to the constant noise and smell ami jar 
of never ending traffic. So we arc con- 



wit h trees and grass, which will form 11 
screen Ix-twecn traffic and dwelling. 

Years ago, before we had liecome an 
urban nation, a homesick American wrote 
of the "blessed land of room enough " We 
still have room enough. Even if our 
cities spread to ten or twenty tunc:- their 
present area there would be room enough 
and to spare. But our vision has Wen 
too small. We have built as if every inch 
of ground must be covered. Now we are 
learning that this means wasted effort 111 
pushing through unnecessary crowds, 
••' ! '' 'I tiiin in- waiting for unnecessary 
signals to turn from stop to go. And ac- 
cording to our creed, tune is money It \- 
more, it is life, and life is all that is given 
us. 

Will Build Better Cities 

^JO Of Ft cities of tomorrow will presrni 
as their greatest conlrnst to our cities 
of today abundant space for unlraiumel- 
ed living, for free movement. Dynamic 
energy will have overcome static obstruc- 
tions, irresistible force will have worn 
away what reactionaries now believe to 
be immovable objects. 

By means of far-sighted planning and 
wise regulation of city development we 
shall provide adequate channels through 
which the streams of our daily life may 
flow unimpeded, and lietween those chan- 
nel-, protected again?) ihe destructive 
force of t heir currents, we shall erect more 
lasting buildings into the design of which, 
because uf their greater life expectancy, 
more weight will lie given to continued 
earning, less to quick profits. 

Each age expresses its best in its cities. 
Our cities of tomorrow will express the 
desire for joy in living, for freedom and 
growth which invention and wealth have 
made possible. They will differ from the 
cities of the past not only 111 their exhila- 
rating skylines, but even more in their 
spaciousness. 

It is no longer ncce-.-ary to huddle peo- 
ple together or to keep their eyes con- 
stantly on ground level. Distance has 
become of less account. 

We can and will stretch Fioth Dp and 
out. The future American 111 constantly 
increasing majority will lie born and 
reared in our cities They will mould 
him according as we build them. And 
our recent city building promises that the 
mould will be good. 
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Tit's D/7y of high 

appliance standards 




CONSTANTLY rising standards of electrical appli- 
ance performance have placed an important 
responsibility squarely upon the manufacturer of 
electric motors — for the problems of appliance 
efficiency are largely problems of motor application. 

The Domestic Electric Company has devoted its 
entire experience to the solution of these problems 
—anticipating the demand of appliance users for 
uninterrupted motor service; ana fully meeting the 
more rigid requirements of central stations with 
respect to efficiency rating. 

Now, with the recent addition of departments of 
Appliance Design and Appliance Manufacture, 
Domestic offers a type of service new to the in- 
dustry — facilities, organization and experience 
which make possible economics that otherwise 
could not be obtained. 

The experience of Domestic engineers in the design 



of special appliance motors is without parallel in 
the fractional horsepower field. Principals of this 
organization are thoroughly familiar with the 
service conditions under which all types of indus- 
trial, commercial and household appliance must 
operate. Quantity production and modern methods 
keep manufacturing costs at a minimum; yet quality 
is never sacrificed. 

As always, Domestic continues to operate literally 
as a department of the businesses it serves, and the 
contact and co-operatioa of key men are at all times 
available for the solution of any problem involving 
the application of motors to portable electric 
appliances. 

We shall gladly give complete information regard- 
ing these exceptional facilities; and we invite your 
personal inspection of our factory and organization. 



THE DOMESTIC ELECTRIC COMPANY 
7209-25 St. Clair A*e. • Cleveland, Ohio 




When writing In Tnr. DnMMTW El.KTHIC OlMIMNY ptcav mrntion Nation'* Rminrtt 



I (IS 



NA T ION'S 



ESS for September, 19-28 




WhSiver%ur Market 

Our Service Is There, 

TT^ )K n. ii urn wide instalment distribution a 
Ifij uniform national plan is essential. 

For local instalment financing a spirit of per- 
sonal interest in the community and its people 
is imperative. 

Commercial Credit's hundred and more service 
points provide alike for the manufacturer with 
national needs and for the distributor with a 
purely local market. 

Commercial Credit Companies 

Commercial Bankers 

Cash, Capital and Surplus $30,000,000 



Baltimore- 



it COMPANY 

IT CORPORATION NEW 1 

IT TRUST CHIC 

IT COMPANY, !mc .... NEW ORL 
IT COMPANY SAN FRANC 



National H e a ('quarters . . . Baltimore 



To Every 
Manufacturer 
and Merchant Whose 
Product Has High 
Unit Value 

Instalment lien paper has been 
• specialty of our* for many 
year*. We ducnunt ii for many 
({liferent Industries. We offer 
a (Treat variety of plan*, with 
rate* depending on the chanc- 
ier and aeope of rhe service rev 
quired. We operate both lo» 
tt8y and nationally. 

We axe open for contract! 
covering either limited area* 
or rhe whole North American 
continent. And for foreign 
field* a* well, if necraiary. Out 
local service I* rendered »nh 
home- town personal inreresr 
in spite of our sue. Our no- 
tional service U uniform in 
spirit and in quality. Our re- 
sources are ki*-j'. We have 
money in plenty for your pur- 
pose*. 

Suppose we ulk it over — your 
mm liundisintf need* and our 
mcriliandtimif service. 

The chances ate we both have 
inu>h to gam by such a corv 
retcne*. 



W'h 



ertver you are 



* Whatever you make, sell, or buy "* 



Investigate Comm e rc i al Credit Service 
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New England Studies Bankin 

By WILLIAM BOYD CRAIG 

CASHING checks is only the beginning of the 
myriad of services performed by the modern bank. 
The more modern, the more services. 

What should a bank do for its clientele to get 
business and build good will? The New England 
Council wanted the answer to this question. It had 
a survey of current banking practices made, in order 
that New England could check up with the rest of 
the country to see whether she was financed by pro- 
gressives or conservatives. The results are stimulat- 
ing, as the accompanying article shows. — The Editor 



FRANKLY seek- 
ill!; information, 
the New England 
Council set out to 
find out how the banks of 
tint sort luii compared 
with others throughout 
the country in the matter 
of service. The report , just, 

made public, brings out in 

skilful fashion a picture of 
one of the least under- 
stood branches of the modern commer- 
cial hank. 

Those making tin- survey, a private 
firm of engineers, found that the banks 
soon became roughly classified into three 
groups. In the first grout) were those 
banks which were quite satisfied and not 
at all anxious about growth — a retarding 
or reactionary group. 

The next group realizes thai its growth 
depends upon the growth of the commu- 
nity, but make- no effort to help. Banks 
in tins category chum conservatism and 
in fact add to the stability of business. 

The third set of banks is increasing in 
numbers. In it are included (luxe which 
want to grow, and are not satisfied unless 
they are growing faster than the natural 
growth of the community and faster than 
their competitors. It is the bank in this 
group which adopts more and mure ser- 
vice, and goes in up to the hill, for com- 
munity development. It is a stimulating, 
progressive, commercial unit. 

Institution of Courtesy 

XJO OTHER business institution ex- 
■ * pects to do as much for its customers 
out of courtesy, for their convenience or 
benefit, as does the average bank. A few 
banks balk at the whole idea of service. 
At. least one successful bank in the far 
West, was founded and is operated on the 
belief that customers should pay a direct 
charge for each service rendered. That 
the public should not be clear on the sub- 
ject seems mure understandable in view 
of the wide disagreement, as shown by 
the survey, between bankers themselves 
as to how far the service function 
should go. 

The outstanding finding of the Burvey 
lies in what bankers ihuik is the best and 
greatest service which may lie extended to 
customers, the community, or correspond- 
ent banks. The offering of suggestions is 
regarded the best way in which a banker 
may serve, fine head of a financial in- 
.-l it ut ion said: "The greatest service is the 
offering of constructive suggestions. No, 



I'll take that back; sometimes just 
as great a service is rendered by a sug- 
geshon that, a concern should liquidate. 
Make suggestions either cmi-iruetivi' or 
restrictive — that is the greatest service." 

When a manufacturer furnishes in- 
structions or operating suggestions with 
his product, he docs it on the same prin- 
ciple that a banker does when suggesting 
how a loan can be most effectively ap- 
plied. When a department store fills a 
telephone order, credits the purchase and 
then delivers, it is following out the same 
principles of service which motivate the 
bank honoring a draft drawn on a letter 
of credit. 

A function of a batik is to furnish ade- 
quate credit as and when needed, at the 
best rate possible. Any activities directed 
toward making this end more effective 
may be called convenience services. These 
are extended to all. However, another 
type of service becoming more common 
might be classed as promotional. Hero 
the individual customer is served. Used 
as a weapon to offset or beat back compe- 
tition, promotional services in great vari- 
ety were found to be employed by New 
Knglatid bank- 1 w i'Ii a yearning to armv. 

In both conceptions of service, the sur- 
veyors found that the New England 
banks compare favorably with others 
throughout the country- No criticism is 
directed toward any banks for holding 
one policy or another, as the engineers 
found that all differences in operation and 
extent of service sprang from an honest, 
difference of opinion. The public is of- 
fered as much variety in banking institu- 
tions as in the retail field, where the 
simplest purchase may be made from a 
surprisingly large number of outlets. 

Among the promotional services, per- 
haps the greatest are rendered by those 
banks which have in their own organiza- 
tion, or hire from the outside, specialists 
who are able to go into factories, stores, 
or other business firms to assist in internal 
management This may entail the inetal- 
lation of budget bookkeeping or cost sys- 



tems, new marketing 
methods, or other mat- 
ters pertaining to control 
While some take the al- 
titude 'hat the customer 
knows how to run his own 
business, there arc in 
every large city one or 
more banks, with highly 
organized industrial de- 
partments, manned by 
trained business man- 
agers, which hold that advice is sought 
and ippreciated. and that I he result, is 
growth and profit for the bank. Some- 
times the work of the specialists will l>e 
with production; at others, with market- 
ing. 

At times, the specialist, works for the 
"sick man" as well as with him. Bank-, 
occasionally put a representative on the 
board of directors of the ailing concern, 
and go Ui unusual limits to nurse the I >usi- 
ness back to health, regardless of whether 
or not, the company helped was a previous 
customer. One banker, a Southerner, 
told the questioners that he was decidedly 
for the partnership idea of helping the 
sick, as preventive medicine, as opposed 
to the old-fashioned, cold-blooded squeez- 
ing, liquidating operation, 

The great majority of those inter- 
viewed by the engineers emphasized the 
fact that regardless of the scope of the- 
service offered by a bank, all must be 
accomplished in the most friendly spirit 
possible. Practically all went to some 
lengths to establish a working basis of 
understanding friendship as a starting 
point. A few even insisted that employes 
maintain social contacts with customers. 
Diplomacy among bankers everywhere is 
being recognized as more of a virtue than 
ever. 

Tact and Diplomacy 

BEFORE making a loan or attempting 
to offer a solution for a customer's 
problem, complete information is neees- 
-.ary. Tact in collecting the facts about 
a situation is of course called fur; in spite 
of difficulties, there is a marked tendency 
among the progressive banks to seek the 
more valuable information at the cus- 
I Diner's plant, or place o] busuie-s An 
Other relatively new tendency is to ob- 
tain not only a balance dit-ei Inn i < run- 
plete operating statement, with data on 
the volume of sales and details about op- 
erating costs. 

A large Middle Western house which 
does much business with fanners report- 



BIAW-KNOX 
INDUS1KIAL BUILDINGS 

MADE FROM COPPER BEARING GALVANIZED STEEL 

Permanent Firesafe Construction 
at Low Cost 



TN'Dl'STRY is today using Blaw-Kno* Srnnd- 
ard Steel Buildings with the broad acceptance 
that features American business when it has found 
something that is exceptionally good. This means 
that Blaw-Knox Buildings have passed the tests 
of time, quality anil economy. 

From the ashes of fires, Maw Kimx Buildings 
rise to quickly defeat losses in production. Entire 
plants, extensions, additional housings for men, 
materials and equipment are delivered anil erected 
with amazing surety and speed. 

Blaw-Knox Standard Unit Construction gives 
you just the building you need, rustproof, firesafe, 
and weathertight. Buildings with I o- year guar- 
anteed roofs of any one-story height and any 
length and width. 

Initial low cost, low maintenance costs, insur- 
ance savings, high resale value anil flexibility to 
change and movement add to the industrial value 
of these buildings the minute \<ai begin using them. 

Send Jot Catalot on Maw- Knox Standard 
Gaile Roof Buiidingi and note the nationally 
known firms, who repeatedly add to their owner- 
ship uj Blaw-Knox Standard Stetl Bui/dings. 
Ash our nearest branch for Bulletin 

BLAW-KNOX COMPANY 
632 Farmers Bank Building, Pittsburgh, Pa. 

Ntw York Baltimore (Jii*-;>£i> HufTiilo 

Detroit Cirvrluno' Hirminiilium I'hiluili-lphla 

h'.xrmrt !'>> i f. n 
Mll.l.lkrN BHOS.-HI.AW KNOX <:OKP. 
< ..ii. .i,h .in I'... id. I11.li: . N'« \.>rkt:tty 




cd that it had educated its farmer cus- 
tomers into preparing operating state- 
ments similar to thorn; made by manufac- 
turers and merchant,*. The second and 
must riimnmn type of services are those 
known as conveniences, which deal with 
customers in general Many are recent 
developments, and the total list would 
doubtless astound bankers of a century 
aco. 

Many offer credit sen-ice, either 
through siipi-ort of a local credit bureau, 
or directly through • department In 
ninny industrial town-, banks will cash 
pay-roll check*, no out to collect deposits, 
and maintain n.ght. depository facilities 
for customers. If the community is rural, 
m many cases the banking houses will 
employ a farm» expert, organize pig and 
calf clubs to encourage the youths to take 
up farming, offer prizes for promotion 
work, and in some ease- distribute seeds. 

In a nearby city, the banks may have 
an armored car in which to deliver pay- 
rolls, which it makes up and insures. 
Those which cater to women will often 
have a separate department designed to 
attract discriminating femininity, where 
special investment advice, budgeting, and 
help on home linatii'ing will be offered b\ 
w omen tellers. 

Active in Community 

DANKF.WS play an important pari m 
community development. Many will 
be found to be actively working with the 
chamber of commerce; here and then 
one will act as city or county treasurer; 
often they support the county farm 
bureau. Teaching habit- of thrift in a 
community is a not-uncommon form of 
promotion. Tins include- educational ad- 
vertising, collect mg, school savings, < lirist- 
Iii i- savings clubs, vacation clubs, la\ 

clubs. Some even set up a savings de- 
partment for sailors on board ships. 

General informational publications, 
such as house organs, bulletins on recent 
developments in general business, prices, 
local conditions, and even social events, 
are cited as instances of general servicing. 

Some banks go to exiremes to attract 
the investor, by setting up an investor's 
library, giving advice on stocks and 
bonds, arranging lor sale- through a bro- 
kerage house, having a ticker in the lobby, 
posting quotations, and collecting interest 
coupons. A few operate securities cotu- 
panics. 

Banks with younger men as officers will 
be more likely to favor promotional ser- 
\ ici .-, the analysts found. 

A banker is more likely to do favors 
for friends and strangers m the course of 
a day than any other business man. The 
direct returns are seldom seen, but rather 
felt, m the bank's own balance sheet. For 
instance, here are some of the routine 
matters which, the survey shows, come up 
at times in I he program of many a bank 
otlieial. A banker could conceivably have 
such a program as this: 

He may start the day by arranging for 
a veterinary to call on a depositor who 
has a sick call 

His next job may be a hurry-up call 
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from the city's leading industrialist, who 

wants to know where hp cnn get :m air- 
plane to lake him three hundred miles hi 
Dot later than that evening. 

Boring had i\ caDed to his attention 
that one of the hank's customer.* lias just 
had a sort born, be directs that a oompli- 
mcntary savings account be opened in the 
name of the newcomer, and Ins parents 
im>i ified. 

\c\t he may call up the newly elect ml 
head of the local utility company to con- 
gratulate him on his appointment. 

Nc\l, he may sound out seine of the 
Other officials as to their opinions about 
putting in a drinking fountain, a pair of 
scales, mill on the advisability of cpeniuu 
a garage l or depositors' convenience while 
using the house's facilities. 

Cuming back to Ins ile.-k, he will look 
down hi- -cheilule for the day. He may 
find that he has an item there to remind 
him that he was to see that the bats ami 
balls donated to the boys' club arrived 
safely. 

NiM. he m ay send a messenger out to 
an outlying factory to collect some de- 
posits and to pay several bills for a de- 
positor in the vicinity. 

Then he may exercise his best judgment 
in selecting one of the young secretaries 
to ift as guide and companion to the 
daughter of the president of a correspon- 
dent bank who is arriving soon for a day's 
holiday in the city. 

After that he may take a boy just home 
from college to the bank's employment 
agency to see what, they can find for him 
in the way of a summer job. 

His next visitor may be a clubwoman 
who wants to borrow the bank's copy of 
the Congressional Record to get material 
for a speech. If a drive is on, the same 
woman may appeal for aid in getting 
workers from the bank's staff to help 
gather funds. A friendly chat may bring 
out the fact that her husband is still 
struggling with his income tax sheet, 
which calls for lite suggestion that he stop 
in and let one of the bank's experts go 
over jt with him. 

Next he may call up a manufacturer to 
tell him that the information about Gov- 
ernment contracts and bonding a asm 
ready. 

Lunch, a Business Institution 

D V THIS time, the banker will be ready 
to go out for lunch, which will very 
likely be with some of the business lead- 
ers of the city, in order that they may 
match impressions and experiences and 
determine the latest trends. 

This brief sketch of a banker's morning 
may not be taken possibly as typieal for 
the whole c try, yet just such service- 
are being performed constantly under the 
bank's roof. Those suggested make up 
but a partial list. 

In seeking facts to apply to local bank- 
ing conditions, the New England Council 
lias had prepared a worth-while compila- 
tion of facts about financing which will 
likely prove valuable as well as stimu- 
lating to bankers and business men out- 
side as well as in New England. 



WKy not save $22 out of 
every $100 of your 
Automobile Insurance Costs? 




Last year $22 out of every $100 was 
refunded to American Mutual policy- 
holders — we have paid back in divi- 
dends each year at least 20$ since 1887* 




And our service has been so satisfactory 
that 96% of our policyholders renew 
with us each year. Write for "The Man 
at the Wheel" ... a booklet that will 




help you and your driver reduce acci- 
dents . . . just fill out the coupon below. 

The oldest — largest — strongest 
mutual liability insurance company 



American 

mutual,^ 

/MM? 




Workmen'* Compensation 
and Automobile Insurance 
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Steel Buildings 

Are Ideal 
Improvements for Farms 





A Hull ft Ouuy Hum on <l Kunwi tana 

Many Types to Suit 
Various Requirements 

Butler Ready-Made Steel Buildings offer thi 
utmost in utility, durability and economy 
They arc rigidly constructed of deeply 
paneled, corrugated steel. Being galvanised, 
they arc rust-proof and require no pointing. 
Throughout a lifetime of service they stand 
weathet-proof, fire-resistant and free from 
vermin. No other construction Is so easily 
maintained in sanitary condition. 

Due to standardization of parts, Butler 
Steel Buildinga ate easily and quickly as- 
sembled. They are built for permanent use 
but, if desired, they may be enlarged in short 
order at small cost or, if necessary, taken 
down, moved to a new location and re- 
elected with practically no loss ol material. 

Buildings Shipped Complete 

Each Butler Building is furnished in detail 
with doors, windows, bracings, bolts and 
reinforcements and is shipped with blue 
prints ready for prompt erection upon 
arrival. 

Widths and lengths maybe had as desired 
in our various types of construction. Full 
allowance ia made for number and location 
of windows and doors required. Money- 
saving quotations, f. o.b. factory or erected, 
sent upon request. 

The owner of a Butler Building in New 
Mexico writes: "We moved into this build- 
ing July 20, 1925, after having erected it 

ourseive*, with practically no troub- 
le, due to the fact that >ou sent the 
Klilding complete. \\ t ate slid 
IO say we arc satuaed In every 
respect." 

Butler'* twenty -aeven years' 
>ettence tn trie manufacture 



ns. airport nangar 
office*, barn* and nutnerou 
other impoitanr n*c* is at 
your »rrvice wherever you 
are located. 

Send for catalog "B". which 
picture* and describes Bullet Ready. 
Made Steel Buildings in detail. 

Butler Manufacturing Company 

Kansas City, Mo. Minneapolis Minn, 
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or promises 01 cc 
furors, railroads — 
runties the luniks < 
' But." you say, 
what ?" 

Within a few hours the kink.* possilily 
could secure two or three billion* mon? 
from Uie Federal Reserve Banks and 
other sources. 

What then ? What of our ol her 1 mil- 
lions? 

We could only stand ami wait until 
some arrangement could lie made, by 
which we would receive assignats, or man- 
dats or certificates, or scrip, hasetl on 
land, on railroad shops, on steel foundries, 
on automobile factories, or the other 
forms of wealth which arc made jxissible 
by our deposits. 

Importance of Two Per Cent 

WHEN two per cent of us lose confi- 
dence anil faith in the rest of us 
and withdraw our credit, a business de- 
pression ensues; when another two per 
cent join in, wild-eyed panic is in order. 

I/«t this confidence l>e ever so slightly 
disturbed and at onee it is felt. Let Mr. 
Ford withdraw from the market and an- 
nounce a new ear, and men wonder just 
what the new conditions of buying an 
automobile will be—and hesitate. This 
affects steel, cotton, leather, glass and 
niblier. There are men, whose judgment 
I greatly resjiect, who attribute the slight 
depression which we experienced last, year 
In the action ol Mr. Ford alone He un- 
wittingly, in slowing down to improve a 
product, impaired confidence. Bank- 
ruptcies are known to do this. Here is 
the case of a man who is farthest from 
bankniptcy and who legitimately and 
laudably embarked on :. different course, 
yet the results have been the same. 

An item in the press which attributed 
to storage chicken a case of poisoning 
plaved havoc with an industry although it 
', i- proved two days lalei 'I, it l In n Wail 
lvcen no storage chicken in the county in 
six months. Thus delicate is this credit 
adjustment. 

I have also known of a large, profit IBM 
industry to suffer because pf wild charges 
nude by unscrupulous politicians. 

Demagogs arc not the only offenders. 
Often, without thinking, business men 
themselves shake just a little our si picture 
huiliifd on confidence when they criticize 
other branches of business. 

l J ,u.-iiies- nn n who join the snap-box 



irks to the Middle Age* and still make 

necessary for us to bite the coin. They 
vould lie stung out of the hive for the 
immon good. 

But criticism without facts, based on 
imiors, develops only heat and little 
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danger of business depr 
strange anomaly! Wn 
of choosing men to adn 
eminent affaire disturb t 
fidenee? 

The reason is that during the next few 
months, the professional trouble-seeker 
. mi scutcher be abroad in the land 
He will preach unre-t. From those seek- 
ing public office we shall hear much about 
taxes, aliout railroad rates, and shipping, 
and waterways, and public utilities, anil 
Federal Reserve, antl oil, and coal and 
agriculture. 

Those who realize what the credit and 
confidences we are now enjoying mean 
to business and to the nation will be 
quick to demand facts and figures, chap- 
ter and verse. Too often — alas! — in 
election times only idle boasts and fool- 
ish charges are offered. 

The laborer is seriously affected when 
our credit structure trembles, when there 
is depression. Industries are not run to 
full capacity, laborers are out of employ- 
ment. Depression in one industry or in 
one place may spread to another industry 
or another section. 

Education vs. Catastrophe 

SOAP-BOX" talk is not intended for 
the one who tinderxtanda. It is for 
the one who has difficulty in understand- 
ing social and economic phenomena, but 
who mav l>e made to feel aggrieved and 
to lash out blindly when some demagog 
arouses him. 

Some crises are unavoidable — those due 
to natural causes, such as earthquakes; 
but the list is nurrowing as man is learn- 
ing to overcome pests, disease, dangers of 
fire ami flood, 

But confidence-crises ran be as truly 
a product of shallow thinking, irresjjon- 
sible utterance, which may destroy con- 
fidence, as of imperfections in the proc- 
esses of production, distribution and con- 
sumption of wealth. 
To return to our soapbox orator: He 

WOllld have lis believe tl) i» .Vlierica'- 
miliistri.il r-yste-m is ineffably bad. But it 
is a far cry from the time when Goethe 
made reference to "War, piracy, trad 
the same thing." 
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Bush Distribution Service 




Pays for Itself . 



and Pays a Profit 



Bush Distribution Service, Inc., renders more than a delivery service . . . 
a delivery service merely moves merchandise from door to door. 

Bush Distribution Service, Inc., renders more than a warehousing 
service ... a warehousing service merely supplies a roof to protect your 
merchandise. 

Bush Distribution Service, Inc., is more than a traffic department . . . 
a traffic department merely controls the arrival and departure of mer- 
chandise, and measures the remainder. 

Bush Combines These Three Functions 

Bush Distribution Service, Inc., moves merchandise of any kind from 
any New York railroad or steamship terminal to its storage depots where 
its traffic department supervises temporary storage and maintains com- 
plete warehousing records. 

Bush Distribution Service, Inc., moves merchandise from its storage 
depots to any point in greater New York with minimum delay and the 
least possible waste motion, through its unique delivery truck service. 

Bush Distribution Service, Inc., moves merchandise in and around 
New York with maximum efficiency, maintains merchandise reserves in 
its storage depots, and supervises all details entailed in that complicated 
service. 

Bush Terminal Distribution Service thus operates as your New York 
branch warehouse with an efficiency and at a cost that you could not 
possibly hope to equal. You pay only for the space and service you 
require . . . and that service pays for itself and pays a profit as we have 
demonstrated in one instance after another. 

To learn how this service can be applied to your business, write or 
call in person at the Bush Terminal Executive Offices, 101 Broad St., 
New York. 



BUSH TERMINAL CO. 

DISTRIBUTION SERVICE.NEWYORK 

When writing to Rush Terminal Co. please mention Xntton't ItuttnenA 
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erm is a Miffs M^M Partition for Every Purpose at j Price You Want to Pay 





AYliere Space is at 
a Premium 

CROWDED CITIES, crowded building.. The 
necessities of today arc met with today* rna- 
leri.ih. today .inlr.it. Partition* ol metal. Interchangc- 
ahle, IttaMN uint.i. Ea.iy to erect. Di.ianrinlile, 
re-arrange and erect again -without delay. "Ho fuss. 
No dirt. iSave time and tnoney- 

I hat v Mills Metal Interchangeable Partitions. Ohio 
Bell , various citlic r Bell Rail way Exchange, 

Acacia .Mutual Life, General Moion, Packard, ForJ, 
tilt-Atone arid tin ri ■ I n-.| ■, o( oilier* — a veritaLIe Llue 
l»ook ol American Big Business — -use -Mills MetuI 
Partitions for appearance, for economy, for tlic in- 
titilil.lc a peed vjtli wiucL oiLce. .mil departmental 
i li. mv;i s may 1m« made. 

H nrr ft.tr detail* on tke partition; you need — 'ice lut kelow. 

Six Great Lines *>J Afii/.v Metal Partitions 



FOR FIXE OFFICES. 

Mil!' Mr.nl I-»r< ill I vr Olhi f 
P&ititinn i R rtirti'il Ar \ ign I n- 
■ uliirnl pjiirlt li'ii.'ilutlv 
*.i.. I - .» in 1 1 . i t -u i - . i... plain 
ur g-rainrd. 

FOR A VERACE OF- 
FICES. MM. Mn.l G.„- 

rral Otiu* 
.landard. ol.vr itftu 

FOR FACTORY AND 
Of t I CE 1> E I' A R r- 
ME NTS M.ll.Mn^H'.n, 

riir »» i»l I 'at I H unn I.tpr. tally 
ilrii]|iirti tor factory ufltcc* 
mi. A a« port roc nil 



Part tl iuii i Strut- 
1 1 u i « b c d 



N F i> muff/r what ynur hwinerM interest 
i I* m 41 Ait If* Metal Partition for 

W you at a price you can afford f>» ^»oy. 

T h i: Mills Company 

91 J IV a v ■* i J e R<m*l * ■ GtlVfli ni/, OA io 

\ REPRESENTATIVES IN AI L PRINCIPAL CITIES 
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The Producer Pays 

I'D DO anything in the world for you 
jhm to help you out, for a certain 
sum," Al Jolson, blackface come- 
dian, is reported to have told .) J Schu- 
lieri, theatrical manager, when thr latter 
was in a pinch in Chicago, and engaged 
the performer fur $ lU.HOO a week. 

Bark in New York, I-lorenz Zicgfehl, 
dean of girl glnnficrs, is bemoaning the 
high cost of every lnii" m tin show busi- 
ness, lieeeiitly the spring Tutir of "Hiti 
Rita, "one of Mr. Zngleld's musical show.-, 
came to an end in Boston. In his notice 

of the rlnslliir, Mr.Ziegteld hint - ill "tram- 
work for prosperity," as quoted in the 
Wall Si ret t Journal - i\ - Mr. 7. 

I believe that the coming year, «> far as 
general prosperity b concerned, will be at 
top-uoteh except in the field of the theatre, 
for the deplorable conditions Hack r «)ni )i 
the legitimate theiirre i- now laboring work 
against the producing manager from cv< ry 
iiligle 

Cooperation Needed 

ACTORS and author- ,i. oinnnizi d, the 
• expi use of proilin't ion i.- i iiorinotis, 
and in . v. ry di pari tie lit of tin- tleatO' gt\- 
iiig tlie public the best means prohibitive 
cost. I advise the managers to get to- 
getBi r for their own protection and I also 
advise the curtailing of production activi- 
ties until after the presidential election. 
A long summer and a few months of idle- 
ness may bring salaries where they 
should be. 

The Journal indulges in some large fig- 
ures in discussing the drama to prove that 
all is not beer and skittles for the pro- 
ducers. It seems that it costs tip to $201),- 
000 to get a musical show ready. This 
item is known to the trade as the "nut." 
Then it costs from $25,000 to $35,000 to 
operate stu b a venture. The show must 
be very good to take in more than that 
for an extended run, and the run must 
lie a good one to equal the original spec- 
ulation. Depreciation is rapid. "Hit the 
Deck," regarded by the laymen as a huge 
success, ran nearly a year, but just about 
broke even because of the weekly casts 
and the size of the "nut." 

A rather small group of stars can ob- 
tain dizzy salaries because of proved box 
office pulling power and motion picture 
competition. Memliers of this select fra- 
ternity, sm li a.- Al .}•>.- ii Kildic Cantor, 
Marylin Miller, Moran and Mack, Jack 
J 'I'tiahue and others who push over all 
the public's sales resistance got pay 
rberks each ueek well up toward five fig- 
lit r- 

l'roof that chorus girls are coming 
higher than they used to is found in Earl 
Carroll's call I'm hi iuty and lalenl foi In- 
new "Vanities." The scale -tarts at $11)11 
a week for common or "garden" variety 
and ascends to $200 lor young ladies <>i 
exceptional Iteauty and following. 

The costs of theatrical production have 
mounted steadily since the theatre 1«- 
cauic a closed shop in l'lp.l, according to 
the Journal. 

The first .startling managerial statement 
on the subject of operating costs was made 



FOR GENERAL VTII^ 
tTi 

Pa rill Kill i A t( lift] y |'. ill* til") 

nliout cstrtrme *rlmrwcnt *. 
I ' | ■ ■ * ratremrly low. 

FOR TOILETS Mill. 

Me f tl Tin let Parttliotti 5 |>r- 
fial Jviign. S^nitJttttn liuilr in. 
Mutt wtJrly uirtl luilcl pjr- 
litiun on ili. roatkrt. 

HiK PTNg TOILETS 
M ..l.l 

i»l tnctil anil iniuljlinf ma- 
Irrmt tur loilrl HM«| i\\*t 
givr tkc ijualitir* at mitltlr 
viilmut puiathiliiy u( ac»l- 
tiij *>* lir i omitis '1 1 » »»0 lu r c J. 
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SAT ION'S BUSINESS for September, UK'S 

by David Belaeec .when he closed "Debit- q, l HEAT — AS BENEVOLENT AS SUNSHINE 

run' which whs jilnyiliK to rapacity nt llie 
Km ] i iii- Theatre iu the spring of 1921. Tin- 
play, which W&B the season's drntiintir lui 
ami which was callrii by many 1 lir a t i lea I 
commentators I lie ennvuinu achie> < ni nl 
of Mr. Peluseo's long career, was closed by 
bin bet lose its weekly gross of #1$.(XK1 — ai 
tke prevailing soeJe fo* dr.im.itu- am io- 

t ions— was insutficiont to moot operating 
l o-H. The investment of ions of thousands 
of ilullurs was irretrievably lost . 

As costs mount up, the lists of "also 
tan" shows grow. Theater;- rent from 
*'-!.tw>0 to $5,000 a week, (Ippcmlinp; on 
location, season :nnl bargaining power nt 
the parties interested. If a successful vea- 
! mr is mo\ inn into a in u home, :i jn-r- 
i outage of the gross is usually fixed to the 
Satisfaction of one or both. 

Oilier standing charges which must be 
■ ken into consideration are listed by the 
Journal. 

The dramatist takes his percent age from 
llie gross; m musical ooira'ily 1 1ns loyally 
.-phi three way-, librettist. composer an. I 

writer of lyrics. Routine advertising aver- 
ages *l,f>(K) a week; although in a com- 
paratively recent instance of a Follies ad 
whu h acquainted New York with Boston's 
estimate of the Follies, a single piece of 
copy cost Mr. Ziegl'cld *;{.7(X). 

A lion's share of the weekly gross is di- 
vided among the 20 or 30 orehest ra men and 
their leader, who are so important a factor 
in the success of the musical play. To the 
salaries of principals and chorus must be 
added the wage of a regiment of stage 
hands, properly men, grips, electricians, 
clearers, carpenters, wardrobe women — 
I hose utilities of llie stage in whom virtual 
control of the theatre is vested. It is credi- 
bly reported that the stage hands' union 
contemplates a 25 per cent increase in its 
wage scale at the expiration of existing con- 
tracts. 

The conclusion would seem to be that 
a little more simplicity is likely to find its 
v ay into the theater, or at least into the 
musical shows. The "extravaganza" of 
tomorrow will probably reveal little ex- 
lavagance. Nothing, however, has been 
-aid about more economical costumes. 

W. B. C. 



Profitless Train Meals 

I HAVE felt more comfortable when 
dining on trains ever since a railroad 
man showed me figures dealing with 
i he amount of money that railroad com- 
panies lose on meals. One road loses 52 
cents for each meal served. Not count- 
ing the cost of the food itself, there is a 
iai.-t, for each meal, of ;V/ 2 cent- for laun- 
dry and linen; 7Y 2 cents for fuel; 1U 
c ut- for ear cleaning; 7 J ,4 cents for menu 
cards and other printed matter. More- 
over, a dining car must be carried 4V2 
miles for every meal served and the cost 
of hauling it. is 12 cents a mile per meal 
Yet railroad companies don't care to 
increase the price of meals for fear that 
long distance travelers will become dis- 
gusted and stay at home more. On the 
other hand, European railroads derive a 
big profit from serving meals. — F. C. K. 



Oil heating convenience 
—starts at the curb 



THl; oil truck stops a few minutes in front of 
your house. When it drives on, your oil tank, 
hidden underground, is refueled. You are not 
disturbed in any way. 

This simple.silent, clean procedure is typical of the 
entire carefree operation of your oil heating system. 

From the tank the heater takes oil as needed to 
keep the temperature uniform. Practically the only 
indication you have that you possess a heating sys- 
tem at all is that the rooms are always comfortable, 
night and day. 

Your basement is clean. There is space for a work 
bench or playroom. The entire house is free from 
grime and dust. 

Thousands of homeowners each year are proving 
for themselves that no other modern convenience 
contributes so much to the comfort and health of 
the entire family as oil heating. 

Why not prepare for winter by installing an oil 
heater in your home now? In this way you can 
enjoy its even temperature during the trying days 
of fall when ordinary artificial heat keeps the house 
either too warm or too cold, and you will be ready 
for the incomparable convenience of oil heat in the 
winter days to come. 

For your guidance, the Oil Heating Institute has 
published a series of non-technical books written 
by authorities on domestic oil heating. The coupon 
will bring you the book you want. Mail it today. 



OIL HEATING INSTITUTE 




This is the hmblcm of the 
Oil Heating I intitule 

It isthesymhnl .a s icisfat ton pu . 
lie service in oil beating. 

Only the manufacturers who arc 
members of the Oil Heating luxe 
tutc are i". i iim i .'I to use it. 

These manufacturers have earned 
their membership through the 
enthusiasm of thousands of home 
owners whom they have pro- 
vided with efficient and dependa- 
ble oil heat. 

This emblem protects you, and ir 
will be protected, on your behalf, 
by the Oil Heating Institute. 



Check the book you want 




420 Madison Avenue 



New York 



The Oil Heating Institute is prepared to 
furnish special information on the healing 
of churches, theatres, hotels, apartment 
houses and office buildings, and on the 
•various heat treating proccaet of industry. 



MAIL 
THE COUPON 
TODAY! 



^011. HEATING INSTITUTE 
420 Madison Ave., New York City 

Please send me. free of charge, the 
loUowitiK iutoniiacionoootl healing 
equipment: 

Does it Pay to Install 

an Oil Heater?. 

Are Oil Heaters Perfected? 

What About the 

Supply of Oil Fuel? 

Making Better Use 

of the falemtllt 

Name 

Address 

City State 



Wlu; 



trn'titi'j fu Oil Mkoini, l.vsmeo: pnw.'- «, \-r> 



For safety 
in Exercise 

Wear a PAL 




Is Business Business? 



Pal 



ATH LET I C 
SUPPORTER 



C II * it 1 



What folly to rob exercise of its fine 
health value . . . bv exposing delicate 
cords and membranes to serious 
strains and wrenches! 

In exercise of any kind, from ten- 
nis to the "daily dozen" . . .play i<ijc 
by wearing an athletic supporter. 

Wear a PAL! It's the preferred athletic 
supporter of leading colleges, "itymj" and 
physicians . . . Cool, light, porous, non- 
chafing. And extremely flexible, affording 
firm support and s>tjety at all times . . . 
Physical security int. ins pent- of mind and 
freedom of action. Wear a I'AL and im- 
prove your game ... At all drug stores , . . 
one dollar. { Price slightly higher itiCanuJu.) 

A PRODUCT OP 

Bauer&Black 

CHICAGO . . . NEW YORK . . TORONTO 

Mm makers of the famous O-P-C 
• The suspensory for daily wear 
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(Contintmi from jxiyc 22) 
find nn apology: "While 1 was in Cali- 
fornia, (he salesmen there pestered me so 
that I gave a small order lor supplies, to 
get rid oi i hem. Now 1 «imc to you with 
another small order. Please accept if as 
ihe best 1 ean do until I pet my platita- 
tioii reorganised — and overlook that pur- 
chase I made up north." 

In our own country, we ore today go- 
ing through "conditions" t!i:!t amount to 
a general revolution — difficulties of ad- 
justment that lump out the yellow streak 
in one business man and the true blue in 
another. Forecasters have tried to inter- 
pret the situation m Uie light of the p.i-t , 
and themsch cs laugh at llieir conclusions, 
because the factors upon winch they were 
based have ehanped before tin- lurccasis 
could be published. Cuutiutis students 
content themselves with listinp the favor- 
able and unfavorable factors tin- week — 
ami litid that they have changed by next 
week. 

Business Is Changing 

r p 1 1 E earning capacity of the people has 
* chanced. :md with it their purchases. 
There is Abundant money, yet great, in- 
dustries find their customers slipping 
away, or are doing a tremendous business 
with little profit. A compound fracture 
hi- separated production and distribu- 
tion. Deputing gold, loans to foreign 
governments, financing of foreipn busi- 
ness, and foreipn goods presume to pet 
into the country, are new complications. 

Hundreds of thousands of workmen 
and mercantile employes, as well as store- 
keepers, nre earmarked for transfer to 
new places where they will probably be 
lictter off — if they live through it. One 
corporation, maktiic something that was 
a rich man's luxury twenty years ago, 
but now a common necessity, will bring 
content and plenty mfo hundred- of com- 
munities as soon as it can get back into 
full production — but meanwhile there is a 
lag. 

And so forth. Business in general is 
pood, but your line and mine are rotten, 
thank you. The country is more pros- 
perous than ever before in its history — 
but. there seems to be some sort of jam. 

"The mot Iter cried, in aeci nts \\ ild, 
'Fireman, fireman, save my child!' 

The fireman up the ladder ran, 

But the che-ild was bigger than the 
fi-re-man." 

More business than ever, in the con- 
crete form of more things to do for peo- 
ple, and more dollars to be made doing 
them. 

Yet. universal quarreling over who is to 
do it. Manufacturers and distributors 
deciding that one or the other is super- 
fluous and invading each other's lines. 
Sales manager*: and purchasing a pen Is in— 
\ iting each other to commit nrppv.ku, each 
grabbing for what can be salvaged. 

"I'm sorry, old man, but business is 
busines: — this seems to be the end of 



the world, and I am a business man." 

Having discounted the forecasters and 
interpreters, I will venture a prediction 
of my own. Forecasts are exceedingly 
ii.-etnl, and helpful, even though they do 
not happen to be right. Because, if a 
fellow is interested in ihem, he is taking a 
broad view of business event.*, and look- 
ing ahead. He may nut know what's go- 
ing to happen, and the forecaster may 
not tell him what the future actually 
holds. No matter — he knows something 
will happen, and prepare?. |or it. 

I now gaze into the magic crystal: 

\\ bat is this strange scene? It ap- 
peal- to be a cily, but inure magnificent 
than any I've ever \lslteil oiit-lde ot 
dreams. The street* are* paved with — 
crystal? No, it apjiears to be a beautiful 
synthetic resin. The buildings are pal- 
ac.es, enameled in all the hues now licing 
seized upon for bath fixtures and luti la n 
stoves. A great, throng of happy people 
moves through the streets. There are 
many young women. I note that fewer 
clothes are being worn — these young 
■women evidently buy their raiment in 
pill boxes, at druglcss drug stores. But I 
like the effect immensely. 

Mu-ic is In ard— perfectly tuned radio 
music, accompanied by a television scene 
— a proee.-sioii o| magnificent floats. 

The first float symbolizes "Wholesal- 
ing," and is piled high with gold and sil- 
ver and stocks and bonds. Upon it sits 
a commanding human figure. He is 
dressed in splendid raiment, and smoking 
a long cigar. Beautiful maidens fan him 
He is surrounded by every token of sue- 
MOS. He is sitting on top of the world, 
like the lady in the circus parade. 

As this float passes, I hear a wailing, 
and see, for the first time, a group of mis- 
erable figures watching the procession. 
They arc shabby, poverty-stricken and 
without hoive. The future holds no more 
for them than the present. 

Transformed Business 

" ,nnt ' s ,nc wno ' p8a ' e business!" 

x\ cries one. "Who'd have thought it ? 
I might have liecn in it, if I'd stayed. But 
1 drew out. to save myself. I couldn't see 

it. I acted on the principle of business is 
business." 

Other floats follow — Manufacturing, 
Utilities. Retailing, The Individual Store- 
keeper, The Iiuli pendent Grocer. Fa« h 
is more gorgeous than the ones that wi ni 
before. No field of trade or industry is 
missing, though all are greatly trans- 
formed. 

And as each comes in sight I hear the 
wails grow loutler, "It might have been 
mc — I didn't understand." 

A burly keeper now appears, and I see 
that these miserable souls are guarded by 
attendants. 

"Time to put 'em back, boys," he says, 
gruffly. "Let 'em speud the night m 
Tier 13." 

And they are led away, wailing, "We 
were business men, we were business 



HVicn trrtiiA0 plen»e mrnfion .Vation'i BuiintH 




/fi TOMAT1C machinery is the fundamental 
f\ /CM basis of modern production methods of ni.inti- 
A. facturing. Without automatic machinery aJI 
industry would still be in the Eighteenth Century stage. 
To AMF engineers must lie accorded a creditable share 
of developments for Twentieth Century. Some of their 
better known accomplishments are pictured above. 
In each case the primary motive back of the develop- 
ment of these machines has been the desire to develop 
a means of making a better product more quickly and 
ji less cost than could possibly be done by human 
hands alone. 

Possibly some of these machines will help you cut your 
production costs. Your inquiries are solicited. 

THI AMERICAN MACHINE & FOUNDRY COMPANY 
Sales Offices: 511 Filth Ave., New York City 
Works: SS02-5 5J i ScconJ Ave . Brooklyn, N. Y. 

©AUTOMATIC MACHINERY® 
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Free — a useful 
chart to help you 
t\ / arrange your office 

|\ to better advan- 

tage. If 'rite today. 



Do you 



recognize 
this store? 

// 's iji your city 



t 



Need a desk? Phone "Y 
and Complete line of 

wood and steel desks for every- 
one in your office. Tallies and 
chairs, too. 

Rearranging your office? " Y 
and E" will lay out your floor 
plan to save space and time. 
Records to protect? "Y rod 
Y," have safes and interior* 
for even- need. 

Folders ? Record Cards ? 
Transfer Cases? Phone "Y 
and K" today. 

Yawman am. Frbe Mfg.(j). 

*>2li JAY M . HtM ■ll'^TISn, * 1 
In i utuv'fi I In- < Urn .• S|wriull ) 

.Mfp Co . I.til . N. Aiuarkn.Unt. 




OFFICE 
EQUIPMENT 

•TtEL AND HL» « STEEL SHELVING 

DOES • SATES • OrrlCB SYSTEMS AND II TPUU 
• ' - BASK AND LIBRARY IQ0BMHH ■ • ■ • 



men! " I tourh this keeper on (he shoulder. 

"Pardon me — one question," I ask. 
"Can you toll mo what clay this is?" 

lie puffs reflectively on his cigar, anil 
thinks n moment. 

"Well, I wouldn't want to be quoted 
about the evict day, Colonel," he an- 
swers, "but it ain't a-goin' to be more 
than five years from Now. Yea — BpOBf 
four or five years." 

1 think this a reasonable estimate. The 
whole i * . t — i — of i ■ • r rmiu and -pending ha- 
been increased. The country has shrunk. 
New renter- of .list ribut ion li i\ <• been 
created, or are emerging. A nation that 
not so long ago supplied the mass of its 
people through shipments and credits ex- 
tending over weeks, and months, is now 
changing to a basis of days. Everything 
resemble- ino\ itiu day. 

I '.ill the new lines will materialize lie- 
hue long. 'I'll.' pubiie lli.it now appears 

so changeable, while it is trying out its 

ti.'w ti.v. v. ill -i • » t ! . - .in'.'. -■ nut- .-table 

scheme of living. 

There were good old day- ni regul i ri i y. 
when wholesalers were necessary, and im- 
poitant Injure- in every American city. 
There will be good new days when even 



the wholesaler comes into his own. It is 
a matter of jialieiit adjustment, based on 
more information — bettor information — 
•ill the lnforniaimii that ran be olitaineil 
by gathering the Lets and studying 
them. 

Two kinds of business men are dealing 
With "conditions." 

To one, condition- are hard, and the 
future limited, lieranse he is the trader 
who operates from day to day. The 
shrewd business man! He gets his while 
the getting is good. 

"The Long Haul Counts" 

r T , HK other t>-pe «k- every fact that 
1 will show the real situation beneath 
the transitory turmoil, and braces himself 
to stand the passing shocks. Ue is no' 
concerned with petty advantages, because 
he knows that it is the long haul that 
counts. He is a business man, but you 
seldom hear him say so. 

Probably your experience chimes with 
mine: 

Whin I h"ar i he familiar phra-o, 
"Business i- business," I know that some- 
thing unbusinesslike is going to Ijc put 
over. 1 watch mv hat and overcoat 



Making Men Like Their Jobs 



(Continued from page 34) 
lowed, results in voluntarily increased 
prodm-tu ity for each worker, with a con- 
sequent reduction m the cost of produc- 
tion which can be figured nowhpre else 
but on the pro/it side of the ledger. 

Another valuable result with which 
Letter personnel control will reward man- 
agement i- the cutting down of n large 
part of the present high labor turnuvtr. 

Why Workers Leave Jobs 

ONE of the most interesting contribu- 
tions to the subject of labor turnover 
in industry is given us by Professor John 
M Brewer in his tabulation of the reasons 
for discharge of 4,.'{7f> workers from vari- 
ous industrial establishments, a study 
made by the Bureau of Vocational Guid- 
ance of Harvard University. 

Professor Brewer groups the reasons 
given for discharge under two heads: 
i I I Ink of skill or technical knowledge; 
('_') lack of social understanding. 

This classification Is the same as mine — 
technical and non-technical — except that 
it In- possibly a bit more refinement. 
The first croup is the "don't know" group, 
and includes as reasons given for dis- 
charge: incompetent, slow, physically un- 
adapted and spoiling work. These rca- 
-.n- account for 'M '-' per cent of the cases. 

The second group is the "don't care" 
group, and includes (he reasons: insubor- 
dination, general unreliability, absentee- 
ism, laziness, trouble making, drinking, 
violation of rules, carelessness, fighting, 
misconduct, dishonesty, loafing or sleep- 
ing, dissatisfied, and habitual lateness. 



These reasons account for 62.4 per cent 
of the cases. 

In other words, nearly twire as many 
men are discharged from their jobs bo- 
i'au-e I hey "don't rare" enough about 
them to want to hold them as are dis- 
charged liei'.ui-e they don't know enough 
about the technique of their jobs to be 
able to hold thern. 

Lalwr turnover costs money — how 
much depends on the industry involved 
and the grade or type of worker who 
turns over. In some organizations it 
cosl - around and in others, whore the 
work requires more skill and ability, the 
cost may reach $500. 

Management's answer 1o the challenge 
and management's solution to a large part 
of the high labor turnover problem t3 of 
cour.-c ht ttrr ]MTximnrl raiilii'l. 

Never lo>e sight oi (he fact thai men's 
motives control their actions. Take the 
trouble to understand men's motives and 
you will know how to go about, handling 
them in a way that will earn and keep 
their loyalty. Get the right men into the 
right jobs. Make them as comfortable 
as you can and see that the job is as safe 
as possible. Take a personal interest in 
the things that the workers do. Get them 
interested in their jobs for the job's sake 
as well as for the money's sake. A\oid 
doing anything that causes a worker to 
lose his own self-respect. 

There, in a nutshell, is the working 
code of the successful personnel control 
program that keeps men sticking to the 
job with little, if any, turnover from the 
so-called "avoidable" causes. 
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Wrifdey'a Guiu Vending Machine 




Consult DOEHLER 
on your Vending 
problems 



v 

TEN] 



ENDING MACHINES designed 
by DOEHLER engineers are tested 
and perfected (as individual outlets) 
for each different product — liquid, 
odd shaped or unpaekaged. Correct 
designing has made possible the 
continuous vending of famous na- 
tional products such as we illustrate. 
DOEHLER engineers plus an organ- 
ization with twenty-five years 
experience in metal craftsmanship, 
are capable of solving your vending 
machine problems. Confer with us. 




DIE CASTING CO. 

Engineers & Producers of 
J ending Machines 

386 Fourth Ave., New York 
Brooklyn » Toledo * Bala via » Pottstown 



Puritan Cup 
Wmliug M.h hine 



THE WORLD'S LARGEST 




Kutcx Vending Machine 



PROD V C E R S OE DIE CASTS IS <■ S 



When writing to DoRtnut Dn6 Gwtisc Co. pltait mention Xation'i £um/h».< 
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w TRAFFIC FORMS 

Couiplctr Acrur.tle Adequate 
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On Starting a Business 

"Well, my business has crown so I 
u.ini to h<>ii-f ii in decent surroundings." 

ho answered. 

' Thai's .ill right. Hut, don'l yon think 



1 h 
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Traffic Problems 
simplified by the use of 
Horder's Standard Forms 

i* npHEV cover every pos.ible Shipping 
■Si M. and Re. action. Complete 

jK^V 'n every detail, accurate in phra»e- 

C *^ eiirn and C"mcstic transport Jtiun. 

Modern Traffic Forms are needed by the 
small shipper wlio Is without expert traffic ex- 
perience or by the traffic departments of major 
corporation*. Horder's places its Advisory 



upon it- 
mt forms 



moan th 

in m ma 
and idea 

Mass 



Approrrd llordfr forms for export 
to all foreign countries. 



HORDERS.Inc 



SyUtms art 
F>t»Mi%fu 
Main Office*. 



* ■ to Retail Store* 

. Lake St. Chicago, III. 




There unnthuijihke Oukitc 
cleaning Utx i ■ r :.• work 
surh ai ipru< lug up the 
plant— or for highly ipeeial* 
ucd operation! like metal 
cleaning and tinti rusting. 
An Oakite Service man 
will eladly work with you 
to reduce cott*. Ju»t drop 
us a line. 

r*iisj/ \mi r Itm. <*#.isimf i 
I^MhfctlifJ. *'« i.-*iri iM Ik* i 

Um ( nu* J : (.it. *md tUiuia. 1 

OAKITE PKODUCTS.INC. 

MA 1 1 1 r "*i Sc. New York. N.y 



OAKITE 

Industrial Cleaning Materials — Methods 



not right. 

between frii'iul- 
.'ii should help 
it- expense of in- 
Ho matter how 
jrcater than the 
iresents an idea, 

i idea; the men 
who enforce mass production rules and 
regtilations are merely the instruments of 
expression for that idea. Men aren't 
autocrats; ideas are autocrats. This is 
true in industry; it is true in government . 
If a nation believes in an autocratic form 
of government it cannot justifiably con- 
demn the men who enforce that belief. 
If a change is needed, then the principles 
must be changed. Men will change with 
i hem. 

The opiwrtunitics for a small business 
are just as good today as they were yes- 
terday; they will be just as good tomor- 
row as they are today. It depends en- 
tirely on the business chosen and the 
methods used tn run it. Thousands of 
small businesses go into the bankruptcy 
courts each year, and in the final analysis 
there are just three reasons for their 
failure: 

1 — The wrong business. 

2 — IiLsuflii nni raptor! 

3 — The wrong principles of manage- 
ment. 

Small Concerns Can Succeed 

WE HAVE chain grocery stores but 
that doesn't prevent men from 
making money in their individual grocery 
establishments. They have their own 
personalities to sell, which the chain store 
arks. We have chains of department 
stores but that doesn't prevent, individ- 
uals, and small concerns, from succeed- 
ing. Examples are on every hand. We 
have tremendous indii.-trial organizations 
Iml new ones are starting which will soon 
lie among the ''big one- " 

due young man 1 know started an ac- 
cessory business and within two years 
built it up to a company employing more 
than a hundred men Further than that, 
he was in a very highly competitive Held 
but he kept down his "overhead," made an 
excellent product, enlarged his capital, 
and was able to undersell his rivals. He 
is still keeping down his "overhead," and 
his business is sieadily growing ami mak- 
ing excellent profits. 

Less than two years ago the president 
of a small manufacturing concern that 
had l>een very successful through four or 
live year- came into the bank and wanted 
a loan lo build a new factory 

' Why do you need a new factory?" he 
was asked by the banker. 
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"A Fraction of a Cent" 

" VT<>T <ii'mil'1i make any difference 

A fraction of a cent on an ttcu 
That's all." 

We advised him against the move He 
became angry, went to another source, 
got his loan. Ijist week the sheriff nailed 
a notice on his door. The difference of 
a fraction of a cent, in his selling price was 
what cost him his business. This is an- 
other way of saying that the one way 
for a small business to compete with a 

big business i> I,, keep down its uver- 

head" to a minimum, give more personal 
service and meet prices— or, better yet, 
beat them. It can l»e done. 

Another important requisite for start- 
ing in business in a small way is to pick 
the light location 

A man was in my office a few days ago 
explaining that he was moving his small 
business to another section. 

"Where are you going','" I asked. 

"I am going South." 

■ South ' ■ 

' \ i - Here, in Detroit, I am in com- 
petition with >"iiie of the larue-i manu- 
facturers in the country. I can compete 
with them in quality, as well as prices, 
but I'm not going to get very far until 
I have a \n^z> r edge I'm mount: South 
where there is cheap power and labor 
that dm -u i r.,.i -.i ruin-h, and w here m\ 
raw materials will lie mar at hand. 

"As it Ls, materials are U-ing shipped 
to me from the South. In this respect 
I am not any d i fferen t from my powerful 
competitors. 

' Ii\ goini: -" I'll I "ill l»- Hearer lo 

raw materials. I may not be able to buy 
them any cheaper but I certainly will 
be able to save on freight. The differ- 
ence in .shipping the luu;-heil product will 
be inure than made up in the saving on 
power, labor costs, taxes and all the rest 
of I he items which enter the east side of 
the ledgers." 

I am eoiilident this manufacturer will 
be Mines-fill. It he continues to Watch 
lu- liu-uie-s as he has watched it in the 
pa-i he cannot help continuum to build 
He has courage. The easiest way would 
be to stay where he is. It takes courage 
to move anil meet his problems. 

Through the eyes u f a banker I cannot 
see much difference between the futures 
of the small business and the large. The 
thing that makes for success in any line 
is, as Napoleon said, "Finding the right 
principles; the rest is a matter of detail " 

No business, large or small, can sur- 
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A Two-Fisted Wood 

-that figbts rain and rot 

WHEREVER upkeep must be cut to the by "cypressene," it fights off rot. No wonder, 
bone (and where doesn't it have to be then, that larger and larger quantities of it are 
cut), use Tidewater Red Cypress. Put this being used each year by all industries. But when 
Wood Eternal to work on every structure you order this lumber, be sure to specify "Tide- 
that is exposed to the weather. waterRed Cypress"— foroutstandingdurability 
Tidewater Red Cypress 
is especially adapted for 
warehouses, platforms, 
conduits, water tanks, 
railroad cars, green- 
houses and fencing. In 
short, any use where 
long life and absolute 
freedom from repairs 
are essential. 
( Irown in water, Tide- 
water Red Cypress resists 
water. Fortified naturally 

fytft TIDEWATER RED m CYPRESS 



THE WOOD ETERNAL »fi>iW- 

Whrn irnfui, to SoiMMMi Craw Majcuvactcu**' AaMcttmm pfrair mrnfum Saltan'* 




For enjurmg hiauty and Ivw uphtp cm/, alia uu TiJrziurrr RiJ Cyprtu 
in your burnt. Tin photograph ibon/l beta tbf tVt,iA Eternal tiw utrj 
in tht borne tj Mr, Cbarltt Et'ani Hughn, Jr., at RrvtrJatt, A*. /. 



isfound only in the"coas- 
tal type" red cypress that 
grows near the Gulf and 
South Atlantic Seaboard. 

Complete information 
on this long-lived wood 
will be sent free of charge 
in the booklet, "Money 
Saved for Iiuilders."Send 
for it today. Southern 
Cypress Manufacturers' 
Association, Dept. NHq, 
Jacksonville, Florida. 




UTICA 

Busy Center of the 
World's Greatest 
Market 

The world's richest market — j5,oocv 
ooo people — lies within a radius of 
350 miles of Utica, N Y. To reach 
this market quickly are five railroads, 
the Barge Canal, fine highways for 
motor trucks. Overnight deliveries 
to millions solve industry's problem 
of hand-to-mouth buying. 

An Ideal Plant Location 

For factory, branch plant, or distri- 
bution point, Utica has definite ad- 
vantages. Labor conditions are ex- 
cellent, living conditions ideal. Utica 
is in the " 100% zone" of health and 
industrial efficiency. Freight and 
power rates arc favorable. Above 
all there is a real spirit of welcome 
and cooperation for new industry. 

This Bank, the youngest, but one of 
the largest, in Central New York, 
believes in Utica. Our resources have 
always been at the service of Utica "s 
manufacturers . . . our doors open to 
new industries. 

This 56-Page Book 

Tells Why 




An impartial nir- 
vcy nude from 
\uur viewpoint by 
\< -i.ini'f Consulting 
t^'i. Facts 

i — nut telling ullc. 

\ Write fur it. 



CITIZENS 

TRUST CO. 

INDUSTRIAL DEPARTMENT 

UTICA, NEW YORK 

When writing ii/lujic mention Sotion't /luitmn 



n'cil unless it.- principles are right. It is 
1 rue 'li.r :i large business ran alworb 
: ."Cj which would eliminate a small husi- 
n- ISm ] i--<- would be uncovered in 
i small business sooner than in a large. 

It is a fine thing for any man to 
responsibility. Responsibility develops 
< haracter. A man cannot succeed, no 
111 it (it h li ti hi- husuit -s. unless In- devel- 
ops character. It is the foundation of 
all things. Particularly is it the impor- 
tant thing when a hanker makes loans. 

When asked n this was a rule he :i II- 

swered : 

"1 tliink it is a fundamental basis of 
all business." 

1 am not saying, of course, that char- 
acter is not developed by ihe man who 
enters a corporation. I am saying, how- 
ever, that the quickest way to develop 
it is by getting into one's own business, 
assuming responsibilities and developing 
resourcefulness. 

The general manager of one of the 

largest systems n| chain stores ill ihe 

world was telling me one day of his ex- 
periences with branch managers. 
"Wherever possible 1 always hire a 



man who has failed in his own business," 
he remarked 

"What is your reason?" I asked. 

Failures Make Success 

"I 1IWK 1' mud that a man who has 
*■ failed in his own business makes ;i 

more substantial partner. You , uv 

are all partners in this organization. He 
tt less liable to take chances, and tends 
more strictly to busine-s. Me Ins fail- 
ure to live down, ami in the great, ma- 
jority of cases he succeeds in living it. 
down." 

All tin- 1- 111-t another way for saying 
that experience is the best teacher." 

We hear a great deal these days of the 
"futility of bucking the big corporation." 
It is just conversation. There is plenty 
of room for the .-mall business, if the priNl- 
uct of that small business is select e-i I with 
a view to markets, operating costs, local 
conditions and the other elements that 
enter into any business, large or small. 

Competition may lie keener, but it is 
competition — and not the lack ol it — ihai 
develops sales . And sales form the requi- 
site that turns the production wheels. 



Wanted — An Advertising Yardstick 



/COMMENTING on Mr. Garretson's 
article. W ail'. . I — A Yardstick for 
Advertising," in the June number of 
Nation's Business, Henry Ixe Staples, 
an advertising agent of distinction and 
experience, says: 

A trust company, which was executor of 
nn estate, which controlled a manufacturing 
business, found that sales were not increas- 
ing. They requested us to investigate the 
bu-iness nod make a report. 

We found that the sales of this particular 
industry, while running into millions, were 
• I. rii ismg lalhei than increasing Except 
for the top bracket of very large manufac- 
turers, practically all were showing dc- 

Cli -I -:.|i s mil declea.-i .1 profit". 

The top bracket had installed very ex- 
pensive machinery ami were doing nierhan- 
irally what -c was pei formed by hand. 

The smaller manufacturers did not feel 
justified in installing such machinery and 
were put at a distinct manufacturing disad- 
vantage. 

The lame companies did a large volume 
of advertising to create consumer di (B Wld 

In this i as; we had to recommend that 
the biismi -> 1). disposed of and that no ad- 
\ eri isimj I., i Imi.., as l his manufacturer w i- 
in the middle class and had neither the 
manufacturing nor selling advantages of his 
larger rival. 

'ranklv, I think that the advertising 
agi nts recommend against advertising far 
ulteiier than they advocate it,. 

IXnTH the last .sentence in Mr. Sta- 
* * pies' letter Mr. John Benson of 
the Benson, Gamble, Johnson it Read 
advertising agency in Chicago finds him- 
self in sympathy, for lie says: 

Advertising agents are taking this matter 
-cnoiisly I have known them to decline 
proffered campaigns with plenty of money 
behind them because the article lacked dis- 
tinctive merit or the field was overdone. 



There are things which cannot be profitably 
advertised. We should recognise that and 
annlyxe it. 

WC. D'ARCY of the D Arcy Adver- 
tising Company, has this to say 
about the Garretson article: 

The practice of medicine is a science, yet 
we have quacks. And sometimes good doc- 
tors make mistakes. Therefore, each and 
all of these, in their scientific aspects, repre- 
sent problems similar to those of the Elec- 
tric Hose & Rubber Company, because 
there are wastes in all of them. There is 
lack of scientific data in every instance. 

THE .Sike- Company, which make- of- 
fice chairs and has been making them 
for sixty year-, got an idea trotn the Gir- 
retsori article and -.ait their dealers this: 

"W ANTED— A YARDSTICK FOR 
ADVERTISING." 

Under the above title the president of a 
garden hose company has written a very in- 
teresting article in the current number of 
Nation's Risisbss He says his company 
has recently discontinued their advertising, 
after haling spent. $150,000. because they 
couldn't determine whether or not it was 
productive. He makes this. — to us — very 
significant statement, "We expected our ad- 
vertising of garden hose to induce the con- 
sumer tu go to his dealer and not only ask 
for, but to insist upon getting our product " 

So far as Tin 1 Sike-, Company is con- 
cerned, we never expected anything of the 
sort — in fact, we were perfectly certain 'hat 
advertising would not do that for us to any 
i ppreciable extent. And we strongly sus- 
pect that it is just this difference in attitude 
of mind that has resulted in the failure of 
one campaign and the ronspicuoua success 
of the other. For. after all, it is not the ad- 
vertising itself that succeeds or fails, but 
the way in which it is used. 
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Millions and Millions of 

Addressograph plates 
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serve modern business 

AN addressing machine a third of a century ago — but 
what of today? Million dollar corporations have in- 
vested more than two hundred thousand dollars for single 
installations of Addressograph equipment! 

Merchants on side streets have made the proportionately 
important investment of twenty-rive dollars. Throughout 
across section of American lite — commercial, industrial, so- 
cial — Addressograph methods serve to save money, speed 
operations, save time, increase efficiency and build profits. 

The Addressograph is today a modern business essential. Would it be a 
profitable investment in your business? You and the other executives and 
department heads in your organization can quickly determine the answer 
by checking the Profit Analysis Sheet at the left. 



ACTIONS 



Thousands upon iKou.sands o/ users cinplnv AduVessograpii 
equipment for imprinting, listing and addressing 165 
district business forms 10 to SO limes faster than with 
pen or typewriter and errors are impossible. 

Our representative has a thorough knowledge of the applications of 
the Addressograph and these forms to your business. He has at his 
command the Addressograph Research Bureau, where proven facts 
and actual plans for expense cutting and profit building methods in 

over 3,000 lines of activities are centralized A request from 

you will receive the prompt attention of our Research Bureau. 

Sale* and leruiee agencies in the principal cities of the woi\d 

Addressograph Company, 901W. Van Buren Street, Chicago 

dn.jiia: Toronto, Vancouver, Montreal. European head c/f ice dnd /jctory: Londun, IirigLud. 
Manufacturers oj Grjpbotypc. AddrcGsograpb Duphgrjph Catdcgrnph 



Copyrielit 1918 
ActJrcssoRfaph Co. 
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^More than an Addressing Machine 




HjnJ 
niuJclt 




Electric 

t. !■ 1: 



Machined for every 
size and kiml uf liunncu. 
Price* from CO u> U40Q. 



When writing to Aiiun tssrt.it \i'H C'o.\iMNY phmc mention Xatwn's Bunnca 
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the 



men 




to man your 

Erie Plant 



are 80% fr nativc-1chit<>' , 

7.7 "o oicu their /unites 

7 out of 10 have 

savings accounts 



In » woiin, the so-called "labor 

situation" in Erie is decidedly 

favorable. Our people nrc fair- 
mimli .1 and intelligent — the 
Lin. I ton can «;«-t along with. 
I udcsirahlc elements arc con- 
spicuously absent. 

Erie Offers More, An ample 

tupply of faithful, interested 
workers constitutes just one of 
five gnat a«l\ant:i^<— Trie offers 
manufacturer*. Here, also, you 
can benefit liy favorable tax. rales. 
-1-line rail transportation, easv 
access to tlie nation's richest 
markets, cheap coal ami abun- 
dant raw and tscuii-fiuishcd 
material from nearby sources. 

Free Book Tells AIL Send 

the coupon for a copy of "5 
Great Advantages" the 32-page 
survey re port that brings yon 
facts anil figures of real value. 
Or let our Industrial Hoard in- 
terpret Erie's advantages as ap- 
plied to \ our ow n needs. 
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HUMAN NATURE IN BUSINESS 




By FRED C. KELLY 
...................................................... 



A FRIEND of mine operates n small 
shop dealing in men's funiish- 
^_ inc.-. anil he also has a com rolling 
iii'i-ie-i in :i «hop, immediately adjoining, 
■:. Ii specializes in underwear anil other 
fancy fripperies for women. Reeently he 
made a surprising but priceless discovery. 

|> ( ..( method for gaming attention t-i 
t >:i reams in ilie -how window of his haber- 
dashery r-liop i- to plan- alluring exhibit - 
of delicate, gnyly-colorcd lingerie in the 
window of the shop next door. Men who 
would not bother to [lausc atid examine 
iln> sliowing of excellent values in dtittt, 
stop and feast their eyes on the pretties 
intended for gals. Otiee having stopped, 
they finally move over a step or two and 
look over the offerings of masculine goods. 

Since my friend, the haberdasher told 
me this:, I have been taking note of the 
kind of folks who gaze at windows tilled 
wiili ultimate items of feminine attire, 
and have confirmed his statements that 
men rather than women are mainly the 
ones who stop longest to find out just, 
what women are going to wear. 

LIKEWISE, while we're on this subject, 
-i the present season has seen an almost 
startling increase in sales of underwear 
for men. The reason is that crafty manu- 
facturers have been putting them out in 
Featfrw colors. A man may well blush 
when he looks in the show window of a 
haberda-hery, and observes what mem- 
bers of this once formidable sex are Coin- 
ing to. 

( 'leik.- Ii 11 me in confidence that the 
more racy the colors, thcbclter such goods 





sell. And sales are by no means confined 
to young college boys, but include a con- 
-iderable ratio of piain-looking old plugs 
who might not be expected to take inter- 
est in such cheerful underwear. 

Even baby-blue undershirts of near- 
silk material are having a big run. Drab 
hi tie men who haven't the courage to 
wear so much as a bright-colored necktie 
in public, secretly wish to see themselves 
in the mirror, morning and evening, in 
carnival attire. More, they wear paja- 



m --, not only ol festive hue, but trimmed 

with (ussy ht tie ribbons. 

[ predict that the ti r~t mauufa' i urer to 
put out a line of perfumes for men will 
gi dually build up a valuable trade. May- 
be they will use them at I i r - 1 only in their 
baths, but gradually perfumery for men 
will gam a foothold and be accepted with 
no more derision than wrist-watches 
arouse today. Since the country is slowly 
but surely being etlemiin/.ed, the firsl. 
group ol high-pressure salesmen to iccog- 
lll/e 'hi- v. ill leap the blggesl harvest. 

Q( IDA counter clerks with whom 1 havo 

^ talked are unanimous in the opinion 
that styles have changed in kinds ol sand- 
wiches most desired for noonday lunch. 

It used to be that a ham sandwich led 
all others m popularity. Hut today, men 
prefer sandwiches made up of salads of 
one kind or another — deviled egg and let- 
tuce and other more light-waisted items. 

CHOCOLATE, however, is still the 
leading flavor used for soda water. 
For second place, strawberry and pine- 
apple are practically a tie. 

ANEW YORK hotel has instructed its 
elevator men to mention the direction 
of the dining room every time they bring 
passengers down to the ground floor dur- 
ing meal hours. This is know n as sugges- 
tive salesmanship. 

lint I'm wondering if it Is good business. 
The thing was so obvious that I got tired 
hearing i In- man say: "Dining room at 
the left," and went out to cat, regardless 
of bad weather, when I might otherwise 
have eaten m the hotel. 

'T'HE United States government has ro- 
•1 cently prepared a report showing 
what ails the candy business. For one 
thing, candy manufacturers are too in- 
clined to seek distant markets, to the neg- 
lect of business closer to home. This »* 
borne out by the fact that it is usually im- 
possible to buy candy at a hotel news- 
stand made in the same state where the 
hotel is looted. 

A HOTEL man who recently supervised 
**• the entertainment of Col. Lindbergh, 
tells me that it is almost impossible for 
any hotel to guarantee the return of 
Lindy's laundry- Souvenir hunters in the 
hotel laundry are quite likely to filch it. 
Then the hotel must pay for it. In eonse- 
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ive .us this day our daily bread 



Out there in The Milwaukee Road's West you will find 
him— tanned, keen-eyed, working and happy. The field is 
his factory, Nature his boss. From the Great Lakes west, 
through the valley of the Missouri, in the shadow of the 
Rockies, on the shores of the Pacific he has charted an em- 
pire with his plow — barren plains now golden with grain. 

This American of the West is an essential citizen whose 
contribution to the Nation is food for its people. 

From the farms of the Northwest The Milwaukee Road 
annually hauls enough wheat to supply one-fifth of our 
people with bread for a year. And wheat is but one-sixth 
of the farm products moved. 

TheMilwaukee Road is proud to be a contributing partner 
in the work of converting virgin soil into productive acres. 

For a cof'y of booklet or detailed information on any .tubjcit conc*min>; thu railroad. 
uddruj The Milwauktt Road. Uoom &#4C Union Station. Chicago 



^Milwaukee 



FAMOUS TKAINS 
The Olympian 

Chicago - Seattle - T acorn* 

The Pioneer Limited 

Chicago St. Paul Minneapolis 

The Columbian 

Chicago | Yellowstone • 
Twin C.TirtiSratlle Tncotiti 

The Southwest Limited 

Chicago ( Excelsior Springs - 
Milwaukee) KamtiA City 

The Arrow 

Chicago / Des Motnes - Or»nh« - 
Milwaukee) Sioux City 
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Built Stronger 

Wliere the strains come 



4 Inclusive Anchor I'caturcs 
provide strength where 
strength is most needed 

N the gates - in the posts — in the 
anchorage — exclusive features of 
construction make Anchor Fences 
stronger to permanently resist strain. 

1) Anchor -Welti Wire Gates with 
frame of square tubular steel, welded 
at the corners, are the strongest made. 
No disfiguring diagonal braces needed. 

1 2 1 U-bar Line Posts of High Carbon 
Steel are 50' ,' stronger than other 
posts — size for size and weight for 
weight. 

(3) Drive Anchorage holds Anchor 
fence posts firm and true — permanent 
alignment is insured. 

(4) Square Terminal Posts are grace- 
ful — stronger— more protective. No 
fabric-holding bands to provide a 
foothold for climbing. 

Ask a local Anchor Fencing Specialist 
to explain the low cost -per-y ear ser- 
vice of Anchor Fences. 

ANCHOR POST FENCE CO. 
Eastern Ave. and 35th St., Baltimore, Md. 
Allien. Boston: Charlottr; Chicago; ClrvcUntl; 
Drtroit; Hartford; Houston; Induutinolis; Lot 
Anylrs; MincoU, I.. I.; Ncwirk; Nci 
Philadelphia; Pittsburgh. St. V 
Shjcvcport 
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Newirk; N. w York. 
St. Louts; San Frutci&co, 
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such n handicap. 

AN" investigation by an advert ising 
iV agency Hi tin- place of radios in the 
hearts of the people proved that mo*t 
housewives would rather get along with- 
out vacuum cleaners, electric refrigera- 
tion, or any other labor-saving device, 
than try to worry through the day with- 
out a radio 

RESTAURANT proprietors have 
' found thni gay color* in the uniforms 
worn by waitresses increase business. 
Plain white uniforms, suggestive of clean- 
liness, have become eominonplace and to- 
day waitresses are beginning to dre.«.s as 
dashingly M milkmaids in musical com- 
edies. 

1 ate recently in a Spanish restaurant 
where the waitresses were all garbed as 
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senoritas. My recollection i 5 a little 
luit I'm inclined to think that the !">- 
waitress even wore a yellow shawl. 

THE proprietors of one of the largest 
real estate allotments in the country 
arc comjielled to have one man devote 
practically his enure time to removing 
objectionable advertising signs from trees 
on the property. As rapidly as a truck 
load of signs are torn down, another crop 
a 1 1] tears. 

A MAN who had been in the laundry 
business for years recently sold out 
in I|i- says, it is too hard nowadays 
for a laundry to make money. The rea- 
son is that women don't stay at home 
much and the delivery man has to stop 
several times before he finally succeeds in 
finding them to deliver laundry and col- 
lect money due. Since delivery is I big 
item in laundry cost, serious delays in de- 
livery are of grave importance. In apart- 
ment buildings, laundry may l>e left with 
the telephone operator, Imt in section- of 
town where people live in small houses, 
there is nothing to do but keep on Irving 
to find a housewife at home. 

A SALESMAN who lias l>een highly 
r\ successful, partly because of his 
knack at remembering people's names, 
was telling me how he does it. "If I can't 
think of a name," he says, "I mentally 



If A 1 1 0 N*8 BUSIN K 8 8 for September, 1988 

N ow a Todd Check Signer 
for the average business 

THE SINGLE -VOUCHER UNIT 



Tins larger model of the 
Todd Check Signer has 
met with such widespread 
business approval that The 
Todd Company has de- 
veloped the Single-Voucher 
Unit for the needs of busi- 
nesses of lesser magnitude. 
This remarkable machine 
signs and stacks 1200 
checks an hour! The signa- 
ture may be combined with 
a photograph or symbol and is 
the most nearly non-eounter- 
feitable known! The machine 
is readily adaptable and may 
be used to sign single checks, 
double checks (two-to-a-sheet) 
or voucher checks. 

The executives of every kind 
of business now can be relieved 
forever of the tedious, time- 
wasting process of signing 
checks by hand. The Single- 
Voucher Check Signer requires 
only one operator working 
under the supervision of an 




executive. It is secured with 
master and subordinate locks 
and registers every check 
signed. Here is the safest 
known method of signing 
checks; — one that releases ex- 
ecutives for their proper activi- 
ties — one that, by its speed, ac- 
complishes new economies of 
time and labor in routine 
cheek-p repa rat ion p rocedure. 

Todd Check Signers are in 
use in business offices, indus- 
tries, banks, municipalities, 
and public utilities throughout 
the country. Have a Todd 



representative demonstrate 
this new marvel of business. 
See the endorsements of many 
prominent users. Get in touch 
with the Todd office in your 
city or return the coupon to us 
for further information. The 
Todd Company, Protecto- 
c/raph Division. (Est. 1899.) 
Rochester, N. Y. Sole makers 
of the Protectograph, Super- 
Safety Cheeks and Todd 
Green ba c Ch eeks. 
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TODD SYSTEM 
OF CHECK PROTECTION 



THE TOW) COMPANY 9-2S 

Protecta%raph Division 

1130 University Ave.. Rochester. N. Y. 

Plcn.se send me further information 
iilnjut [la 1 Todd Chech <iiriiiT. 
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Address 
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Crossways of Progress 

Near where the Potomac turns south- 
east to the sea five highways converge: 

The river, which for ages bore the 
Indian canoes to tide-water; the old 
Chesapeake and Ohio Canal, which in 
its great day carried thousands of settlers 
to the western country; the stone pike 
over which Lee brought his veterans to 
northern battlefields; a modern steam 
railway; and the high tension power 
line of one of our subsidiary electric 
companies. 

We owe much to highways — to roads 
of travel, and to these new pathways of 
power which carry energy from where 
it can best be produced to the place 
where it is most needed. 

An Industry That Never Shut- Down 



American Water Worksa^Flectric Company 

INCORPORATED 
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l»ogin at the first of tlu» alphabet, ami 
keep right on until I strike a letter that 
-it-ms to lielorig (o that man. Just re- 
rpiitly 1 wont tit see a man named Voi- 
hees arid couldn't think of his name. The 
moment I enme to V in the alphabet the 
name rolled out of its slot in my mem- 
ory." 

\ LAWYER for n big savings-and-loan 
■* * company lolls me that it has hit on 
a new method iur handling those who fall 
liehind m pa\ merits. It has discovered 
that nearly everylmdy, even those who 
are borrowing small sums from a loan 
company, has an automobile. And men 
who are unmoved by any other kind of 
threat will be>ttr themselves to pay "bit 
thi'j* owe the moment they hear i ilk tl 
tlieir car being attached lor a debt. No- 
body who ha- hail a inaehme likes to con- 
h injilale being without It. 

A YOUNG man in forms me that he 
partly paid his way through college 
I 1-1 year by i|iuetly jogging along ]iut>li 
highways iu an old Ford on Monday 




mornings and picking up soft drink Lot- 
tie- thrown away by picnic parties. 

Certain kinds of these have an immedi- 
ate cash value if returned to soft drink 
dealers, and other bottles may lie sold t > 
persons interested in the manufacture of 
malt or vinous liquors on the home prem- 
ises. 

I AM told that soft drink manufactur- 
ers pay a premium for the return ut 
bottles, not so much because they want 
the bottles as because they wisely feel 
that too many bottles strewn alom; the 
roadside might eventually make their 
product so untwpular as to hurt the 
growth of business, 

r TMIK manager of in office building tells 
' me that a surprising number of execu- 
tives work at their olhees on Sunday. It 
i- the one day when no one expects them 
to be at the office and they have no in- 
terruption from phone calls The same 
men do not. go to their offices every Suit- 
day, but altogether there are always 
enough to justify having oue elevator in 

operation, 

A RESTAURANT that has for years 
employed competent waitresses, of 
various sizes, regardless of girth or sta- 
tion, Ls now trying to hire only girls of a 
certain height and weight and with faces 
that are soothing to the retina. If all the 
waitresses in this place were lined up, 
they would be almost as uniform in size 
as a chorus, if not more so". The manager 
has a theory that girls all of a size, and 
of a popular size at that, will give tone 
to his establishment. 
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0\S£ is more than annoying 

. . . it is costly 

JoliiiM-Msiiivillc Sound - A l^oihinz Treatment 
Slot* Out l^islin-lMii^ Noise 



TN thousands of busy offices Johns-Manville has 
performed an apparent miracle in banishing dis- 
turbing noise. Quiet has taken its place. The sounds 
of conversation, telephone bells, office machines, no 
longer reverberate. Even the 
intrusion of street sounds has 
been reduced to a minimum. 
Yet actually this is no miracle 
but rather the result of ap- 
plying modern science and ma- 
terials to an old problem. 

Your Office Can be Quiet 

No matter where your office is, 
or how noisy, Johns-Manville 
Sound - absorbing Treatment 
can eliminate 50 per cent or 
more of the noise. That means 




that virtually all the irritating, work-delaying sound 
will be stilled. Aside from the comfort and advantage 
of working in a quiet office, there is a real question 
of dollars and cents involved. Actual tests prove what 
everyone knows, that noise cuts 
office efficiency. It reduces out- 
put and increases error. Also 
it tires workers and makes 
them irritable. The high- 
est paid and most expert 
workers are those most dis- 
turbed and hampered by use- 
less noise. 

The simplicity and effective- 
ness of our method is described 
in our free book, "Sound-ab- 
sorbing Treatment in Banks 
and Offices." 



Four Points of Advantage 
of Johns-Manville Sound-absorbing Treatment 
I- Has the highest sound-absorbing quality. 
S. Reflects light well. 

!t. Does not interfere with any decorative scheme, and can he cleaned. 
1. Is fire-resisting. 




J "I MASTER ~\"f M ASBESTOS 
ohns-lVlanvill< 
SOUND CONTROL TREAT MEN 
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JOHNS-MANVILLE CO RFORATrON 
New York, Chicago, Cleveland, San Franci&co 
Branches its aii Urge cities 
Canadian Johns Maaville Co., Ltd., Toronto 

Please send me your book entitled, ** Sound -absorbing 
Trejtmtnt in Banks and Offices. "■ 

Name ■ 

Comfrany , 

Aiitims 

JC 4) I 
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British Caste and British Trade 




Rust-Proof 

Because 

Parkerized 

I HE day of the rusty, disreputable 
automobile fender if />i/«<injj> 
Manufacturers using enamel or lac- 
quer on iron or steel are coming to 
realize the fact that Parkerizing not 
only rust-proofs the surface but pro- 
vides a cohesive bond which insures 
a permanent finish. 
Every day manufacturers using iron 
or steel arc finding new uses for Par- 
krrizing. Not only does it give ef- 
fective rust protection but it is low in 
cost and fits into modern production 
methods. 

The Parker Process is available to any 
manufacturer who will install the few 
simple tanks necessary to apply it and 
is a good finish of itself for many 
articles. 

Parkerizing is accomplished by im- 
mersing cleaned iron or steel articles 
in a solution of hot water and "Parco 
Powder" a clean dry chemical of con- 
centrated rust-proofing energy, pro- 
ducing adequate results at low cost. 
Our engineers and chemists are quali- 
fied to advise you concerning the use 
of the Parker Process as applied to 
your individual requirements. 

Piir\erit-ina fobbing t»mrice pKiuti tire ltM:*ltt J 
in tu'c»ilv-f our 1 11J n ,t > ul cotter* 

PARKER RUST-PROOF 
COMPANY 

2 1 79 E. Milwaukee Ave.. Detroit. U. S. A. 

Send me. without obligation, your monthly 
nil PAKKEKIZEKand tour book PAKKEK 
KUST-PKOOFING PROCESS. 

inr 

AcUrcaa 

- s, H 



(Continued from j«£/c 36) 
i- England li t- if t-< jitiv ili hi institutions 

• if learning to st'tve as a counterpoise to 
those favored bodies, the net result is that 
the absence of this particular .seal of ef- 
firirney means that the man who has not 
received it has not usually been favored 
,Mtli tht' blessings of a lir-l-cla»s edue.i- 
tion. He is condemned to carry a handi- 

• i[> because, even it in after life home 
study fills the void, his accent, acquired 
in youth, stamps him as an outcast. 

It has, therefore, come to pass that a 
comparison lie! ween a British chamber 
of commerce gathering and :m Amen,- hi 
meeting of a similar character will reveal a 
manifestly higher intellectual level in the 
latter. However, should a group of Eng- 
lish civil servants be placed side by side 
with a delegation from this country, the 
contrast will be in i.ivor ot the former. 

All for the Empire 

TI I L re. i -mi is m>i i.ir tn seek. 1 1 is 
found in an analysis of general prin- 
' i |'li -. England is the corner-stone of an 
empire. She has evolved n social fabric 
whereby the slate is able to get L'ood gov- 
ernment at a minimum cash outlay. She 
ha- taken from Hume the in mtle of colo- 
nial primacy. Her l»-i In un- -• i ve ln-r 
in fields where money plays but an inci- 
dental part in living the expected wage. 

1 am aware that a few decades ago 
England led not only in governmental 
efficiency, but also m tratle. But times 
have changed. In those days the iron 
will of Bismarck had not created i united 
Germany, the subtle diplomacy of Ca- 
vour had not called Italy into being, 
Francs had not recovered from the ti- 
tanic effort of the Napoleonic wars, and 
America had not yet struck her stride. 

In those years iron and steel were first 
asserting He ir leadership and Britain in 
such matters had the inside track. And 
then Col Mien's free trade policies stimu- 
lated English commerce and bad Govern- 
ment and economic heresies throttled the 
activity of Continental spindles. 

England's geographical .situation turned 
her eyes toward the sea and begot her 
leadership in the carrying trade, while 
London's primary in financial quarters 
enhanced the value of this favored posi- 
tion. But it was inevitable that sooner 
or later the thirteen colonies ninth had 
Grown into forty-eight states would chal- 
lenge tin- hegemony. Once the gage of 
economic competition was thrown down, 
it was foreordained that the double crown 
of leadership in the science of government 
and in industrial output could not be 
worn by the brow which recruited its 
captain! of commerce from among men 
of a lower caste. 

I have saitl that banking and shipping 
are not taboo by those who bear the ear- 
marks of British scholarship. It might, 
appear at first blush that this runs coun- 
ter to my argument.. Far from doing so, 
it strengthens my thesis. 
It must not be forgotten that long ago 



banking emancipated itself from the 
shackles of trade. 

The same thing now applies to other 
enterprises so gigantic that their owners 
have lorced llieir way into the House til 
l.tnd-. Bui exceptions do not make rule- , 
on the contrary, they confirm them. They 
give vivifying tone to the basic principle 
which they contravene. 

It is somewhat the same thing with 
shipping, and, of course, I refer not to the 
i rews that operate the vessels, but to the 
capitalists who own theni. Ships are the 
very j>ersonificatioii of tin- identical "big 
business." They typify Britain's powers 
of expansion. They symbolize Engl in! -. 
dominion over seas, and they mean so 
much 1o the welfare of the man m lie- 
street that their owners are likened to 
bankers and absolved from the original 
.-in of being eng igetl m trade. 

As things stand today, banking and 
shipping are the only major forms of 
money making endeavor where Great 
Britain leads the world. In these two 
fields the "public school boy" is allowed 
to make his influence felt. This implies 
that where caste does not exclude the edu- 
cated Englishman from enlisting. ".Merru- 
l.'ngl mil" is -till able to keep her leader- 
ship unimpaired. This carries with it as 
corollary that where caste excludes the 
sheep and w here manufactures can draw 
their leaders only from the goats, the in- 
evitable is bound to happen. 

Brains Also Make Trade 

I FELL, therefore, thai when Bnti-li 
' commissions come to this country to 
study the secret of American indu-tnii 
success, and when they burst forth into 
eulogy of our incomparable management, 
they fail to grasp the true inwardness ot 
the problem. All that they write about 
the sympathetic re] itioiislnp between our 
master and servant, about the coopera- 
tion between factory hands and employ- 
ee of labor, about standardization, mass 
production, ad\ ei i i-ing, an immense home 
market, or about low taxation, excellent 
railways, cheap raw materials, abundant 
coal, and incomparable machinery, and 
the like, is all beside the issue. All these 
things are true. But they have been 
brought about, they have been made 
possible and are being made so by the use 
of brains. 

American education does not engender 
class distinction, American social condi- 
tions do not beget caste, American indus- 
try does not, place a bar sinister upon 
braitw. ( hir men of affairs are our biggest 
brains; our ablest brains are at the head 
of our chambers of commerce; our most, 
indefatigable brams are working to evolve 
new inventions, new appliances and new 
conceptions of managerial efficiency. It 
is because England eschews all of this and 
sacrifices, everything upon the altar of 
getting a competent governmental ad- 
ministration at cut rate prices that the 
smoke of factories in the British Isles is 
not as evident as it should be. 
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Your Business Safely Charted 



Alter your course . . . slow . . . full speed 
ahead? You know what decision to make because 
you have all the facts and figures, accurate 
and up to the minute 

YOU can't navigate the business seas safely on 
information that is weeks and months behind 
your present position. In order to chart your 
course to the best advantage, you must base your 
decisions on today's and yesterday's activities — 
not last week's or last month's. 

Figures that are right up-to-date . . . these are 
what you want, and what you absolutely need. And 
you always get them when you use Elliott-Fisher 
Accounting-Writing equipment. 

With Elliott-Fisher you get a true statement of 
your financial condition every day. Each morning 
you can have on your desk a simple, understand- 
able report showing the actual figures of yester- 
day's activities in every department. 

Sales, shipments, inventory, accounts receiv- 

Elliott -Fisher 

FLAT SURFACE ACCOUNTING-WRITING MACHINES 
Product of 

Qwraf ^^fficd pi uipment (mporat ton 

342 Madison Avenue, New York 
OTHER PRODUCTS: SUNDSTRAND ADDING FIGURING MACHINES 



able, accounts payable, cash, collections ... all 
these essential figures, brought up to date, are 
ready for your scrutiny every morning. All the 
figure-facts that you need are ready at a moment's 
notice. You need not worry when you are away 
from the office. Every day you can receive, by 
mail, the vital figure-facts that give you perfect 
control. 

Without adding a man to the payroll, or in any 
way interfering with the smooth operation of your 
business, Elliott-Fisher can be quickly installed. 
And you will be amazed how it simplifies the most 
complicated accounting operations and combines 
them into a simple, unified plan. 

Thousands of businesses are charting their 
courses by the Elliott-Fisher method. Let us send 
you full details. Send 
the coupon below. 




Gencrml Office Equipment Corporation 
342 MidiM>n Atenue. Ntw York City 
Gentlemen: Kindly tell me how Elliott'Fi.»hef 
QM Kivc me closer control at my butineiv 

Nimc . 

Addreti 
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Ten handles formed in one mold 



GREAT strength combined with 
handsome appearance were the 
requirements for the Diebold vault door 
handle. At first hard rubber was used, 
but later it was found that a much 
stronger handle, of finer appearance, 
could be formed of Bakelite Molded, and 
that these better handles could be pro- 
duced at 43' lower cost. 

The threaded steel shank of the handle 
is molded in, and ten of the complete 
handles are formed at one time in a 
multiple cavity mold. The high surface 
lustre of these Bakelite Molded handles 
is acquired in the mold, and no subse- 
quent machining, finishing or buffing are 
required. 

This handle is typical of thousands of 



parts which have been improved in 
quality and appearance through the use 
of Bakelite Molded, and these advan- 
tages are often obtained at a decided 
saving in cost. We invite you to con- 
sider the desirability of this material for 
your own product. 

Bakelite Engineering Service 

Intimate knowledge of thousands of 
varied applications of Bakelite Materials 
combined with eighteen years' experi- 
ence in the development of phenol 
resinoids for industrial uses provides a 
valuable background for the cooperation 
offered by our engineecrs and research 
laboratories. 



BAKELITE CORPORATION 

247 Park Avenue, New York, N. Y. Chicago Office, 635 West 22nd Street 
BAKELITE CORPORATION OF CANADA, LTD., 16J Duffeon Street. Tnronto, Ont 



BAKELITE 
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THE MATERIAL OF 
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A THOUSAND USES 
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"Tit* rrt>*i rmJ Tr*d* Ujrfc ■ad Symbol ifmra »Wv* may be wed oniy on nudwrt* m*»V Dr*» autrntl* 
—Wfc i mi by Hafrrbfc CaryactiKia. UnAtt tfte captuJ B ' u mtanrncml MP» for mftwrr. 0* urvlufuint 
quantity. |i ivrntKJuv th» inAruii mKnbtt gf pmcm mvJ (ututt mt» ot Bmkrijn CorpontWi products ' 
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How Stores Multiply 

By EDSON RICH 



THE Strickland Drug ' Stares 
Company, ot Denver, Colo- 
rado, has walked op tn chain 
store competition with its own 
system of chain stores, ye1 adthout to] 
lowing the usual definition of the ohain- 
store. It has not found it necessary to 
change its policy of eomervatisni, which 
i- the same today as n was before eon- 
-nxaiism was driven to the wall. It lias 

not cut prices nor popularised its appeal. 
And its story ot the last li\<- 
years is one ol sir id> depend 
able growth. 

The company incorporated 
in Denver in 1922 With one 
store. Today there are six 
stores, employing 90 people 
The business has quadrupled 
iu live years. 

'Our rule ot' expansion." 
-ays S. li. Misel, general man- 
ager, "is that each store niu-t 
pay for itself within a year in 
a new location, and in less 
than a year in a location al- 
That con- 
been fuliill- 



complexil ies. It is nut possible f o adopt, 
another tiian's way of doing business 
overnight, and expert the garment to 

at. 

"We have consistently watched our or- 
ganization for growth possibilities. Wc 
have never lost sight of the far I that it 
rnusl be our business or nobody's, follow 
the lines of our own, not adopted, ideas 
We believe that distress over business 
i Mi,, hi ions often comes of too much eve 



ready developed, 
dition has already 
ed six times. 

"Analyzed our method is 
simply service. Service to u- 
is our perpetual cft'oi i and tin- 
principal means we employ to 
the end of making trading at 
our stores imperative. A vague 
analysis you may say. Per- 
haps that is because it is so 
simple. Whenever the Oppor- 
tunity for expansion has of- 
fered itself, that expansion 
has been done in terms of serv- 
ice. 

'"There are 200 drug store- 
in Denver, a city of about 
Ml 10,000 people. A good por- 
tion of these are chain or- 
ganizations. Ten of them are 
flagrant cut-rate. That is a 
large percentage, but we do not believe 
that the way to combat such competition 
See in panic-stricken method.-. It is 
necessary to pay heed to surrounding 
conditions. It is not necessary to think 
Up something spectacular to offset them. 

Individualize Business 

"IF YOU are accustomed to doing busi- 
* ness conservatively, it will not profit 
you to drop that policy suddenly. The 
important measure is to shse up your con- 
servatism, analyze it for its good points, 
which are to be accent uated, and for its 
bad points, which are to be eliminated. 
Then you are headed in the right direc- 
tion, for you are doing business in the 
way that you have studied and devel- 
oped it. 

"It has no hidden corners for vou, no 



Quotable Quotes 

of the Month 

Immigration is always a privilege, not a right 

WILLIAM R. CASTLE, JR., 
Assistant Secretary of State. 



This menace of government competition is the 
only thing that can shake the credit and disturb 
the progress of our industrial development. 

PHILIP H. GADSDEN, 
Vice President j United Gas Improvement Company. 



six stores under individual direction. 
<>nl\ in (he nio-l general way do we 
apph i Ik- same rules n) management 
throughout. They resemble one another 
only to the extent m which they special- 
ize in service, m aiiraciive presentation, 
in up-to-dale C(|Uipinenl. Our idea be- 
gins, with service, and that is its end. 
Each Store faces its particular problem 
with particular emphasis, and each loca- 
tion is strategic to the location of the 200 
other drug stores in Denver. 

"There are likely to be too 
many stores in every growing 
community. Even the best 
store in the world must an- 
alyze its location I n the last, 
year about JO locations have 
been offered us in various 
pails of the city. We turned 
down all of them, first, be- 
cause we were not ready for 
expansion, and second, be- 
cause they were not suitable. 



Modern industry cannot afford to employ 
illiterate labor. 

DR. W1NTHROP TALBOT, 
Industrial Relations Consultant of Boston. 

If at a civen time every owner of an auto- 
mobile should fill his car to capacity the entire 
population of this country could go for a ride in a 
machine that a few hundred years ago would have 
been looked upon as a work of magic and whose 
builder would most probably have been hanged or 
burned as being in league with the devil. 

DEXTER S. KIMBALL. 
Dean, College of Engineering, Cornell University. 

■***#*****+****************+****★****** 



Avoid Guesswork 



i n the outside and too linle on the inside. 

"Drug stores have been hard hit by 
the chain-store idea. Yet that druggist 
who feels only despair and resentment 
at seeing his former customer:- daily pass 
up his store to go into the chain store 
next door is committing business suicide. 
If he cannot see his way clear to effective 
competition, why not consult ihose erst- 
while customers on their reasons for shift 
in patronage? 

"He might be surprised to find how 
many of those reasons have nothing to 
do with cut prices. Competition, like 
everything else, is not difficult in itself. 
It becomes difficult when you fight it. 
The calmer and more effective process is 
to meet it. 

"Each of our six stores faces as en- 
tirely different conditions as any one of 



A BUSINESS at best, en- 
counters enough adver- 
sity. All the guesswork pos- 
sible should be eliminated at 
the outset. Approximate ideas 
go hard. 

"The iirst thing on location, 
of course, is the potentialities 
of the district. The radius of 
trade must lie good. The im- 
mediate next tiling is the prox- 
imity of other stores. Two in 
the same block when (lie loca- 
tion is not midtown would be 
unhealthy propinquity. Com- 
petition is already being met 
there. 

"One of the locations we 
turned down this year was in 
the immediate vicinity of a 
hospital. It was considered 
very desirable, although an- 
other drug store was just across the street. 
But we reasoned that competition is near 
enough at hand without our rushing into 
the very thick of it. 

"At First, and Broadway the location 
was in a competitive radius of mam- 
stores. But that comer is on an inter- 
city highway and a vantage point for 
farmer trade from the country east and 
smith. It centers South Denver, a rap- 
idly growing suburb with its own prin- 
cipal business section. 

"The stores which preceded us tin n- 
were of ordinary appearance. None of 
them had more than a twenty-five-fooi 
frontage. They offered the usual facili- 
ties, but without emphasis. 

"Our idea had to be entirely different, 
The fact of being a drug store w:i> not 
enough. Our store must be imperative 
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Jots splendid Tilbury design, 
used only as a trials car, at 
about 1/3 off the new-car -price. 
New-car guarantee still in force! 




BS-12.7-ML was particularly designed for the man or woman who pre- 
fers to drive. Five passengers arc accommodated in comfort. A pleasing 
sense of privacy is afforded by the leather rear quarter. The car is Duco 
finished in two tones of blue, striped with silver, with a combination 
of broadcloth and hand-crushed leather upholstery in gray. 

Thoroughly reconditioned, it embodies every Rolls-Royce charac- 
teristic: luxury, safety, mechanical reliability. Its price is $10,500, and 
satisfactory purchase terms may be arranged without finance charge. 

This Tilbury may be seen at the New York Showrooms, where it is 
available for a 100-mile trial trip. Descriptions may be obtained at all 
Rolls-Royce branches. Naturally, this car is subject to prior sale. Other 
Rolls-Royce cars at resale at $6000 to $13,000. 

Booklet oh request 

ROLLS-ROYCE 



New-York— jSth Sc. at Eighth Ave. 
Newark — 190 Washington St. 
Bost( M — 1 1 j} 5 Com m< 1 n wca 1 1 h A vc . 
Chicago— z^iz S Michigan Ave. 
Cincinnati — 11 East Sth St. 
Los A.s-oELti— iitfc Wilshirc Blvd. 
Cleveland — 7505 Carnegie Ave. 



Pittsburgh — 5939 Forhcs Sc. 
San Francisco— 461 Post St. 
Cou-'MBrs — }6i East Broad Sc. 
Philadelphia — Walnut and ztst Sts. 
Montreal — 4010 St. Catherine St , W. 
Springfield, Mass. — j^j Bridge St. 
Hartford— 316 Pearl St. 



in itself. That was the road to making 
people come to it, Ix-eause they liked tu 
come and were asMiretl of service. 

"So we put in a store with a fifty-foot 
frontage and seventy-live feet deep. Wo 
fitted it up with particularly handsome 
fixtures. We made a feature of our soda 
fountain to get the trade of passing mo- 
Kpii>i-. 

"For the same reason, we made a point 
of nn at tractive candy display. We spe- 
cialized on luiKihjM for the trade of the 
downtown business: section. Besides our 
name above the windows outside Wele 
the words, '.Suprr-I'rescriptinn Sen tec' 
It was a store of which .my biisine-s cen- 
ter might I>c proud and created a very 
fuvoraHc impression. 

"In the Park Hill section of Denver, 
an exclusive residence district, only half 
a Mock is given over to liusiness. One 
drug -lore was already located there, hut 
the trade radius was so highly desirable 
that we looked into the conditions fur- 
ther. 

A Store Grown Lethargic 

UTE DISCOVERED that, as is often 
the case, this store had grown in- 
dependent in its trade attitude. With a 
district entirely to it-elf, it regarded the 
importance of >cr\ ice as |e-- imperative. 

"In this district customers make no 
bother of price, but demand conveni- 
ence. We make a specialty of telephone 
service. Three messengers are available 
for delivery of any sort up until mid- 
night. We are willing to encourage an 
extravagant idea of service with these 
people. Our business is built to support 
such a service and studied for cost re- 
duction in what we consider less impor- 
tant aspects; such costa as advertising, 
for instance, which with us is a mini- 
mum; and employe turnover, which is 
ran-. 

"The store most, recently established 
is in the center of the business district 
in a new building erected for the offices 
of doctors and dentists. It is one of the 
smallest of our stores and our particular 
effort has been to make it scientifically 
modern. 

"Three pharmacists handle the pre- 
scriptions alone. Their work is done iti full 
view of the public. Day in and day out 
they are to be se?n through the windows 
of the arcade, and a wide arch above rlie 
prescription counter reveals this activity 
in the store proper. The space behind 
wall panels and .-helve.- has been adapted 
to the storage of biologies. 

Make Personnel Fit 

" AI.T.-NM HIT service is featured — the 
*» only instance of it, however, in our 
six stores. The fountain service in this 
store is a special feature. There ha- been 
some turnover in this department because 
it is of the utmost importance with us 
that everybody fit in with ihe picture. 
We are willing to change until we find the 
right man for each job. 
"We come as near to soliciting in this 
| location as anywhere in our organization. 
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Soliciting has never appealed In us as a 
method uf getting business. It is said 

to be a practice of Nome stores to tele- 
phone people by way of reminder. We 
believe that met hod succeeds principally 
in arousing displeasure. 

"When a woman drops her housework 
to answer the telephone, only to find the 
Corner dhlg store on the wile, she is likely 
to resent the unnecessary interruption ol 
her work. 

"Hut the manager of this particular 
store makes contacts with the doctors 
in that building as a part of his routine, 
li is necessary, of course, to choose a 
high t\pe of man for this work. Ap- 
proaching physicians is one of the most 
difficult of sales attacks. The man who 
does ii must be keenly in sympathy with 
their problems, must be informed to the 
b*8l degree. 

"He must be able to put our store in 
the minds of his prospects and reveal our 
services to them. On the other hand, he 
is in a position to learn of new develop- 
ments in medical science. Anything that 
will bring business closer to the source 
of its volume is beneficial, and if we can 
make friends of these doctors, we are that 
much ahead of the store that merely fills 
their prescriptions. 

"Further, we not only meet their re- 
quirements in proper prescription ser- 
vice, but we respect their ethics. A phy- 
sician does not advertise. We believe 
that he is to be influenced by the fact 
that we do no advertising. Perhaps this 
is only subconscious, but we believe it is 
important. 

Grows by Dividing 

"ANEW store with us never means a 
new organization. The ideal, of 
course, is to make one store grow out of 
another. It is not always possible to 
supply thus an entire staff, but it is easy 
to furnish a manager. We have to choose 
no new men to direct .-lores. 

"The manager is always one trained to 
our methods and known to be satisfac- 
tory. He is familiar with every angle of 
the business. That is possible, because 
we have no specialized positions in our 
stores, except in prescriptions. We do 
not believe in the 'Let George do it' pol- 
icy. It not only hampers the efficiency 
of a business as a whole, but it limits 
the employe. 

"As I said, our employe turnover is 
negligible. In two of our stores there 
has been no change in three years, and 
those holding executive positions have, 
with one or two exceptions, been with 
us since 1022. 

"It is necessary to be a good observer 
in business today. It is a rare competi- 
tor who does not have shortcomings, and 
that business is the better off which rec- 
ognizes them and takes advantage of 
them. 

"To make people like to come to a 
store to trade is the goal never to he 
forgotten. We believe that the chain 
store's greatest lesson to its competitors 
is to show them the depths of the ruts 
in which they are traveling." 



"What yOU See every day 
you don't see" 




That's of course another way of 
saying that We grow so accustomed 
to ever present things around us 
we cease to notice them. For ex- 
ample — the kind of stationery you 
use. 

You are used to it. But others 
notice it. And perhaps you haven't 
noticed it may not be reflecting, 
as it should, your professional or 
business standing. 

In justice to yourself, then, 
you might make this interesting 
test: Order some new letterheads 
on Crane's Bond . . . with the 
distinctive Crane envelopes, of 
course. Send out your letters for 
awhile on this 100% new white rag 
paper. There are good odds you'll 
decide to continue using Crane's. 

In its crispy feel and soft 
sheen Crane's Bond unavoidably 
suggests good taste. It carries in- 
timations of personality, character, 
high repute. Phone your engraver 
for sample sheets and envelopes 
of Crane's Bond. 



Crane's Bond 

CRANE & CO., INC ■ D ALTON, MASSACHUSETTS 

V'lirn writing In Crak'c £- Co.. Inc., pirate mention Nation't flmincas 
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£^uiet . . . these 
walls absorb — 



Making the Unfit Fit 




— hum and clatter 
of office machines 

Circle A Walls absorb, rather than 
transmit, the clatter of typewriters, add- 
ing machines and the general noise 
of office work. 

And, though a Circle A Door be 
slammed— there is no harsh clang that 
startles, and interrupts a train of thought. 
With ceiling height Circle A Partitions, 
individual oflice privacy and quiet can 
be maintained. 

Private offices are provided in two days 
— or less. 

Circle A Partitions can be taken down, 
moved and re-erected — to give a new 
office layout over the week-end. Your 
handy man or house carpenter can do 
the work. Send for our free book, show- 
ing how easily and reasonably these 
offices are provided. 

Alio rjUtnlmloTi fur CW<fciU TtUthmt Bsvtht 

CIRCLE A PRODUCTS CORPORATION 
658 South 25th Street. Newcjitle, Indiana 
•N'«tu l'.rrit Oflic< 
Firmer* Lwm 6» Tru.i Bld(.. 47S Filth Ave.. N«w Yurk 

Circle (§) 
Partitions 

SECTIONAL • MOVABLE 



[Continwl from ,wi«;r 25) 
-till he true that twenty-five million or 
twenty million more will continue to 
operate in order to supply the demand. 
It they are going to remain in weak 

li ilni- they are going to continue 1n lie 

disturbing elements. 

li such a large proportion rushes into 
overproduction from time to time and 
sells goods regardless of cost in order to 
continue to ojteratc all the time tind if 
these nulls have not the benefit of fre- 
quent eotitaet with each other and with 
the strong mills and the benefit of the 
example of the latter so as to acquire 
sounder merchandising policies, how are 
the fittest mills going to profit in any 
appropriate measure by their superior 
fitness? 

The assumption that the weak nulls 
will fail and disappear loses sight of the 
fact that the spindles and looms will not 
disappear. Kven if there should lie re- 
peated failure of weaker mills the re- 
sult would be their reorganization and 
continued operation and probably in no 
more experienced and capable manage- 
ments than was true before the mills in 
question had failed. Further than that, 
they would probably be reorganized with 
lower capitalization and then-lore would 
lie able to go still further in the direction 
of influencing merchandising policies up 
to the time that they fail again. 

I believe these conclusions are un- 
avoidable in spite of the fact that there 
may well be certain numbers of spindles 
and looms which upon failing will not be 
reorganized in any manner. It will still 
1"' true that the great bulk of machinery 
owned by companies which fail will be 
organized in some manner and in some 
location and will continue to be a highly 
serious factor under new management 
atid probably with reduced capital. 

Natural Improvement Too Slow 

11)0 NOT see how the doctrine of the 
survival of the fittest is going to be an 
.adequate substitute for cooperative en- 
deavor on the part of the cotton mill- to 
i use (he efficiency of the industry as a 
whole and the understanding and adop- 
tion of sound business principles by each 
unit in the industry. 

To the extent that the stronger mills 
absorbed the weaker ones as the latter 
disappeared, the tendency might seem 
to be in the right direetion, but I do not 
believe anyone can feel assured that any 
uch process is going to develop with any 
rapidity and every move toward acquir- 
ing greater strength in that way will be 
accompanied by, and in fact will grow out 
of, highly disadvantageous merchandising 
disturl >anres. 

It is not as if the industry could have 
a short period of a year or two to go 
through the throes of failure and reor- 
ganizations so that at the end of that time 
it would emerge on a sound basis and in 
able hands to such an extent that the 



weaker element would thereafter be neg- 
ligible. 

.Survival of the fittest, even if it work- 
ed unfailingly in the right direction, 
would l>e a process almost without end 
and as re-nlt for a pi nod much beyond 
our lives the industry would remain in 
a position where I he weak clement- would 
be sufficiently in evidence to continue to 
demoralize the merchandising situation 
and lea vi- i he merchandising policies in 
l>e dictated to a highly disproportionate 
and unsatisfactory extent by the buyers. 

The success 0 | any cooperative action 
in industry is due in great measure to the 
unanimity with which ihe industry acts 
I have therefore tried to think of ihe 
reasons which seem to actuate some cot- 
ton textile mills in objecting to such ac- 
tion and in defending their action by 
their faith in the survival of the fittest. 

Some Mills Have Advantage 

Kl U.ST tin !. ap|n ii to lie some mill- 
cxceptionally situated and having a 
trade in particular specialties and there- 
fore feeling entirely satisfied with their 
situation and their prospect- When such 
mills - iv i hal -ur\ i\ al ol I he fittest u ill 
solve the problems of the industry they 
really mean that they have no special 
concern as to the solution of the problems 
of ihe great majority of the mills which 
are differently situated Hill even the 
small class of mills so comfortably sit- 
uated should remember that they are in- 
terested in the future and that their pres- 
ent comfortable position is subject to im- 
pairment if the merchandise policies of 
the industry generally are subjected con- 
tinuously to the unsound policies of the 
le-s |'|| null.- without the benefit of co- 
operation to make those unsound poli- 
cies sound. 

Second, 1 believe there are a good 
many mills which are dissatisfied with 
their own condition and feel that their 
opportunity for reasoi able profits is 
greatly hampered and, to that extent, are 
sympathetic with efforts to promote gen- 
eral attention to these matters. Yet t la v 
are more comfortably situated for the 
time being than most of the mills and 
hesitate to make even a temporary sacri- 
fice for the sake of encouraging the in- 
dustry in general to pursue sounder mer- 
chandising policies, as for example in try- 
ing to lessen overproduction. 

Tor example, a mill which likes to run 
full all the time and which funis it can 
get orders ihough tlu-y will barely pay 
cost of production <>r a shade better may 
dislike lo depart from it usual policy of 
running full even though its doing so 
would greatly encourage mills in general 
to lessen a demoralizing overproduction, 
and even though its not doing so may dis- 
courage or even defeat a policy of bal- 
ancing production with demand which 
would be in the interests of the industry. 
Such a mill, in justifying its course in 
declining to help, is likely to say that such 
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THE HEART OF 



THE INDUSTRIAL EMPIRE 



T^ ETWEEN the Great Lakes and the Atlantic Sea- 
board, with the Ohio River to the Southward, lies 
the American Industrial Empire. Crcosus, with .ill 
his wealth, never envisioned such a Treasure chest; 
Marco Polo never dreamed of such a land. 

From its mines, mills and blast furnaces flows the 
endless stream of raw materials which compose the life 
blood of trade and commerce. And from its factories 
roll the fortunes in finished goods which carry around 
the World the hallmark "Made in U. S. A." In its 
density of prosperous owners of homes and its wealth, 
material and cultural, this region is not excelled by any 
other on the Globe. 

The Eric Railroad is the pioneer railroad of Service 
for this marvellous land — a Nation all in itself. 

Chicago, metropolis of the Mississippi Valley; Indian- 
apolis, Cincinnati and Columbus. Dayton, wonder city 
of manufacture. Akron, rubber center of the world. 
Youngstown and Cleveland, ace-high in the iron and 
steel development of the Mahoning and Chenango 
Valley country. Jamestown with its world-famous 
furniture factories. Buffalo, the great ship-to-rail trans- 
fer point at the foot of the Lakes and center of the 
Niagara Frontier Development. The prosperous, thriv- 
ing cities of the Southern Tier of New York State, 
Hornell, Elmira and Binghamton. Scranton, the hard 
coal center of Creation. The densely populated and 
highly developed manufacturing cities of Jersey, 
Newark, Patterson, Passaic, Jersey City — and finally 
New York itself, with the whole Metropolitan Area 
comprising the Greatest City in The World- all these 
are served by the Erie Railroad at standards setting new 
marks in the business of Transportation. 

And yet, there is still more room for Industry; ample 
spaces for factories, mills and warehouses, accessible to 
power, labor and raw materials and the heaviest con- 
suming markets. A place on Erie rails assures unbeat- 
able domestic road service and especially advantageous 
circumstances for export and import. 

All the facilities of this great railroad system are at 
the disposal of any manufacturer, shipper, merchant or 
traveller with a traffic problem. 

Every Eric Station is a Service Station. 



ERIE RAILROAD 
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THE ERIE ENTERS NEW YORK BY THE FRONT DOOR 

I !I 




CHICAGO 

INDIANAPOLIS 

CINCINNATI 

DAYTON 

AKRON 

COLUMBUS 

YOUNGSTOWN 

CLEVELAND 

JAMESTOWN 

HORNELL 

ELMIRA 

SCRANTON 

BINGHAMTON 

PATERSON 

PASSAIC 

NEWARK 

JERSEY CITY 

NEW YORK 

With Connecting Service on Fast, 
Fixed Schedules to 

PITTSBURGH 
PHILADELPHIA 
BOSTON AND 
NEW ENGLAND 
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Visit Orient Markets 

on your own schedule 



on subsequent liners for each port of 
the cruise. 

There is no service which even ap- 
proximates this convenience. There 
is no other service Round the World 
under one management with regular 
sailings. Magnificent liners. Outside 
rooms with beds, not berths. Luxuri- 
ous public rooms. Spacious decks. An 
outdoor swimming pool. A cuisine 
that has won high praise from world 
travelers. 

Plan your own world-cruise. Go where 
you please when you please. Each new 
liner you board brings a new group of in- 
teresting travelers for your acquaintance. 

American Mail Liners sailev cry fortnight 
from Seattle for Yokohama, Kobe, Shang- 
hai, Hong Kong, Manila and Round the 
World via the short route. 

Fortnightly sailings from New Yoikfor 
Havana, Panama and California and the 
Orient and fortnightly sailings from 
Naples, Genoa and Marseilles for New 
York. 

A similar service returning from theOri- 
ent to San Francisco, Los Angeles and 
Seattle. 

COMPLETE. INFORMATION FROM ANY" STEAMSHIP OR RAILROAD TICKET AGFNT OR 

Dollar Steamship Line 
American Mail Line 



The millions of Japan, China, In- 
dia, the active demand for American 
products in the Philippines are rea- 
sons enough for a business trip 
Round the World. 

Here is a unique service. You have 
a choice of twenty- two world ports to 
visit . You may make any of them or all 
of them points of departure for trips 
to the interior of the most promising 
countries of the Orient and Europe. 

The palatial liners in this service 
sail every week from Los Angeles, 
San Francisco, Honolulu.Yokohama, 
Kobe, Shanghai and Hong Kong 
with fortnightly sailings from Ma- 
nila, Singapore, Penang. Colombo, 
Port Sai J , Alexandria, Naples, Genoa 
and Marseilles to New York. Scop- 
over where you like for as long as 
you like. Your ticket is good for 
two years. 

Youmayarrangeinadvanceforthese 
stopovers, assuring yourself that you 
will have identical accommodations 



AND i2 MOADVAV, NIT YORK 
604 PIPTH AVE., Nit YORK.. II. Y. 
210 SO- SIXTEENTH SI. fHffrlffffr W 
177 STATE ST., BOSTON. MASS. 
110 SOUTH DEAR HO EN ST.. CHICAGO, I LL. 
JM W. SIXTH ST., LOS ANGELES. CALIF 
ROBERT DOLLAR BLOC.. SAN PRANCISCO 




1005 CONNECTICUT N. IT., WASH., D.C. 
UNION TRUST SLOG.. CLEVELAND. OHIO 
l>] BROADWAY. PORTLAND, OREGON 

21 PIAZZA DHL POPOLO, ROM1, ITALY 
II BIS RUB SCIIBR, PARIS, PRANCR 

22 EILUTER STREET, i C. J, LONDON 
4TH AT UNIVERSITY. SIATTlt, WASH. 
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things should be left to the survival of 
the fittest. 

The problems of the cotton texlile in- 
dustry are so complicated ami its sit- 
uation is so unsatisfactory by reason of 
tin- vast number of mills and their vary- 
ing costs and policies of merchandising 
and the industry is subject to such strong 
temptation to produce us near 1(X) per 
cent as possible, that the only way for 
i lie industry to establish it-elf in a ren- 
-nnahly - itisfai tory position is to invoke 
every opportunity for improvement, arid 
1 believe that cooperative action on the 
part of the mills looking tn the general 
education of tin- industry as to its prob- 
lems and to the u<e of sound business 
methods |>y each i- ; i definite* and prom- 
ising method which deserves all possible 

support. 

Real Support Needed 

DV SUPPORT 1 do not mean merely 
paying dues (o some irade organiza- 
tion. I IIH :Hi the -uppiirt of example. A 

mill which refrains from group activities 
such as exchange and discussion of infor- 
mation and view* about common prob- 
lems is not merely refraining from these 
activities, it is positively discouraging 
(licit). A mill w hich by reason of a slightly 
more favorable po-ition which it occupies 
for the moment, decide- not to set an 
example of readjusting production at a 
nine of general overproduction is dis- 
couraging in the most direct way the de- 
velopment of the principle and practice 
of balancing production and demand. 

One of the greatest benefits of the ex- 
istence of such a spirit of cooperation is 
in establishing in the minds of buyers that 
i he cotton milb have a sense of solidar- 
ity and have reached a state of develop- 
ment where they lliitik alike as to some 
of the fundamentals of merchandising. 
The way for mills to establish this con- 
dition is to promote the exchange of in- 
formation, and the discussion of their 
problems in the light of the needs of the 
general situation. A mill which remains 
aloof i- helping to create the impression 
upon the part of buyer- that there is only 
a partial sense of unity. 

Survival Policy Unsound 

I SAY without hesitation that the doc- 
trine of the survival of the fittest 
doe- not offer a solution of the ilillicultics 
of the cotton textile industry and 1 doubt 
it it does of other itidii-trie-, and that to 
rely upon it, or employ it as an excuse for 
an unwillingness to consider the general 
conditions and needs of the industry, con- 
fuses the real issue and obstructs and 
postpones the finding of an adequate 
solution. 

Industry needs to develop with in- 
creasing emphasis it- recognition of the 
necessity for exchange of information, for 
common study of conditions of genera! 
significance and effect, and for each unit 
determining its policies in the light of 
what is needed to promote sound business 
principles and methods. Industry should 
not permit itself to be misled by the idea 



When writing to the ohoir Stramihip Ltnet ptcatc mention S'atian't Bunnell 



The 300-foot hangar doors 

at the FORD AIRPORT 

are one-man doors ♦ . 





Showing how Fenestra Doors can be rolled 
into an out-of-the-way position parallel to the 
end walla. 



Standard Specifications 

Stiles and rails of 2 } /' x 2 1 J ' 1 steel tubing 

solidly welded at all junction*. 

Panels of Solid foiled steel sections 1 1 deep. 

Glass held by glazing angles. Lower panel* 

of solid 13-tfauge alcel plates. 

Double flanged, cast steel wheels, mounted by 

housings and plate* and equipped with roller 

or swivel ball bearings. 

Bronze-bushed steel rollers at head serve as 
guides and reduce friction. 

All doors designed to roll on steel tracks which 
will curry entire door weight. 
Designed for straight track ur curved track 
operation as desired. 



One of the two door openings in the Ford Hangar, Ford Airport, Dearborn, Michigan, 

. . and they're 

Fenestra-built 

Thirty Fenestra Hangar Door units, each approxi- 
mately 10 feet wide by 20 feet high, are installed in each 
of the 300-foot door openings of this Ford Hangar Build- 
ing. Look at the wide opening. It's quickly cleared by 
these one-man doors, which roll upon tracks embedded 
in the floor. All doors are carried around parallel to 
the end walls — entirely out of the way. 

These are not only doors — they're windows, for each 
door unit is two-thirds glass, and the end walls are 
mostly Fenestra Windows. Here maintenance and re- 
pair operations on Ford Ships in daily use are performed 
under the best of daylighting and ventilating conditions 
during all kinds of weather. 

This Ford Hangar is but one example of many Fenestra 
aviation projects. Fenestra Engineers are serving air- 
ports, flying fields and airplane manufacturers through- 
out the country. 

DETROIT STEEL PRODUCTS COMPANY 
2239 UAST GRAND BOULEVARD DETROIT. MICHIGAN 




HANGAR WINDOWS and DOORS 



II In »r writing to Drim-ir Stii:i, Pi;onrn$ C"Mr\-\r ptan>i mrxtiu/, .W.f.r.'* Uuxirn .>.« 
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BEDAUX MEASUREMENT OF 
LABOR DISCLOSES MIS- 
DIRECTED OR UNUTILIZED EFFORT 
AND DIRECTS IT INTO PRODUC- 
TIVE CHANNELS. PRODUCTION 
HAS BEEN INCREASED 44 PER 
CENT IN THE INDUSTRIES WHERE 
BEDAUX CONTROL OF LABOR HAS 
BEEN APPLIED. 




' ( The appluatiun of a common denominator in 

' jj cjj^ /''* ""■' > " r '"i l "t "J human power was origi- 

f |M natc.t hy Chat. /:'. Redans. 
■ .uW, ■ ' ' 

To Jay. l/'/t principle is success/ ally applied un- 
der his personal control in industrial plants. 

ThbCiias, E. BroAL-xCo.or N. Y.,Inc. . . TheChas. E. Bmjaux Co. or- Iujnoii.Inc. 
Sru York Cay Chiaffl 

ThkCiiu. E. Bidal'x Co. ot Pacific Stato, Inc. . . Chas E RntiAir», Ltd 
PurtlanJ, On /.««./«;. f.nglunJ 

SoClUTA ITAUANA BuDHL'I . . DltmCHH filDjIUX GcBLLKHArT, m. 5 H 

Turin, lu.'y Hjnnavtr .Gtrmany 
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NEW LOW PRICE 

Send for complete iuformati 
Thu u the ideal machine for n 
itiic, prMoet finishing and 
Equipped with u muffler th 
ticotly noiwlnt when in ope 




akci it proc- 
1. Write to 



W. N. MATTHEWS CORPORATION 
'-*■> Foreii Park Blvd. Si. I.ouis, V. S. A. 



r N 



MATTHEWS 

MECHANICAL PAINTING 

EQUIPMENT 



Ji)l!\ H.4\atCK ■•! Rtl S 



John Hancock 
• • Policies ■ ■ 

The Bctt for Busine&s Men I 

Life Insurance 
Endowments 
Annuities 
Retirement Fund* 
Mortgage Replacement 
Group and Salary 

Deduction 
Total Disability 
Double Indemnity 

All necessary forms for Home and 
Family protection as well as con- 
tingencies in business. Liberal 
contracts and prompt adjust- 
ments. For full information, 
address 

INQUIRY BUREAU 




Tim 



Ufe Insurance Company^ 

BMtc«.KiMtciwitni 

m CLARENDON STREET. BOSTON 

J2.761.0OO.0OO lniur*nce in Force. 

tf yinir i->lr v Uui th< mmr Jtihn Htncock 
il .» life ji J Mcurc in every way. 



SIXTY- FIFTH YEAH OF BUSINESS 



I hat it can disregard and discourage all 
such effort! at legitimate cooperation and 
lind a panacea in the survival of the fit- 
test. 

There is a Ix-tter way to get rid of the 
unlit in industry than through bank- 
ruptcy. In tart, ihe only permanent way 
of getting rul of the unlit is by such nn 
improvement m understanding of busi- 
ness methods that the "unfit" become 
titled to carry on their business in a way 
which will neither brum disaster to them- 
selves nor seriously impair the legit i- 
rnatc interests of the stronger unit.- as 
well. 

One for All and All for One 

IT IS not those Industrie! where hank- 
' rupUlidl prevail and the weak are be- 
ing forced t<i the wall that are making a 
sound contribution to American imlu.s- 
trial life and general welfare at the pres- 
ent time. 

It is rather industries where there is 
a prevailing appreciation of sound busi- 
ness principles, and where each unit re- 
alizes that it i- i j * . r doing business in a 
water-tight compartment, unaffected by 
the condition of its fellows, but that the 
reverse is true. It is those industries 
where each unit icali/,cs that it cannot 
wisely plan its own policies without, a 
very keen appreciation of conditions 
which prevail generally in the industry 
and taking those condition.*: definitely 
into account. It is those industrial 
where each unit appreciates that a policy 
dictated solely by what appears to be 
immediate self-interest and without re- 
gard to its effect upon the condition of 
others is apt in the lung run to be indi- 
rectly disastrous to itself as well as to 
others by contributing to keeping the 
industry as a whole in a condition where 
the legitimate rewards of even superior 
efficiency and effort cannot be secured by 
anyone. 



Leisure and Hotels 

4LLONG with providing food and 

f\ lodging, hotels of the future 
/vL ' culture as 

•A added public convenience. This even- 
tuality seems a reasonable expectation 
when viewed through I he eyes of William 
11 Silk, pre-ident of the United Club 
lb ■ldeuce i 'urpora tion i if New York City, 

He proceeds to his conclusion by recog- 
nizing that modern machinery is giving 
more and more leisure for people to use. 
Whether or not leisure is productive of 
course depends on the conditions under 
■ bit h life i= lived. For Mr. Silk that cir- 
cumstance is enough to invite considera- 
tion of the hotel "not merely as an ad- 
dress, but as a cultural center, a commu- 
nity wherein human Iteings will find an 
enl a rgeil sel f- realiza t ion." 

As for "self-realization" in the 25,950 
hotels of this unrefined present, the un- 
timely guest probably would sacrifice 
grace of mind for ease of body if any one 
of the 1,521,000 rooms were available 
to his need. — It. C W. 



Does your plant need a machine 
that has never been built? 



JN nearly every plant there is 



some department, some proc 
ess that is losing money because 
of any of the following reasons: 
(1 ) Inefficient or out-of-date ma- 
chinery. (2) Some complicated 
production process that is being done by slow, 
expensive hand labor, because no machine has 
ever been built to do the work. 

If this is true of your plant you need not con- 
tinue to lose money while you wait for somebody 
to develop the machine you need. Special Pro- 
duction Machines, Inc., will do it for you. Per- 
haps a little redesigning of your present machin- 
ery or methods is all that is necessary. In any 
case. Special Production Machines can help you. 

Any work undertaken by Special Production 
Machines, Inc., in your plant is kept confidential. 
So whatever economies and improvements Special 



a machine 
CAN DO IT 



Production Machines, Inc., effect 
in your production is just that 
much gain on your competitors. 

During the first six months of 
this year several hundred of the 
country 'sleadingindustrial plants 
brought their problems to us. For some we have 
improved or speeded up their present machinery. 
For others we have designed special machines 
to replace costly hand operations where waste of 
time and material has been excessive. For nearly 
all of them we have been able to save thousands 
of dollars, as well as reducing waste and improv- 
ing the finished appearance of their merchandise. 

A booklet describing the services of Special 
Production Machines, how it operates and how it 
is serving manufacturers, will be sent on request. 
Special Production Machines, Inc., Norfolk 
Downs, Mass. 



SPECIAL PRODUCTION MACHINES 

INC. 

A Division of 

PNEUMATIC SCALE CORPORATION, LIMITED 

For over thirty./ive years Pneumatic Scale Corporation, Lim- 
ited, has manufactured automatic labor-saving machinery 
/or many of the worM 'i largest producers of merchandise. 
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Water on One 

Side — dry base- 
ment on the other 

Common Brick Walls 
built 20 years ago still 
water-tight 

The Pugti Terminal Warehouse al 
North Pier, mouth of the Chicago 
River, is an excellent example of 
the permanency of Common 
Brick. Built 20 years ago it i> 
today as good as new. 

An interesting point in the con- 
MnRiinn of this building is that 
Common Brick was specified in 
order to save time, as this mam- 
niiiuth building had to he com- 
pleted within 90 days. The use of 
brick enahled the contractor to 
complete the job two weeks ahead 
of specified time. 

Another important feature is the 
use of lirick along the water front 
with a coating of portland cement 
nn the exposed side. This con- 
struction has proven absolutely 
waterproof. 

This building averages six stories high 
on the street side and seven high on 
(he water front, is 1800 feet long by 
122 feet in width. 

A great many contractors arc specify- 
ing '."mm.* Mr irk \>>T buildings >\i all 
sorts and the foregoing confirms the 
wisdom of this trend in building 
Write today for detailed information. 

The Common Brick 

Man i i) 'act urers Associa tiotl 
of America 

S-2135 Guarantee Title Building 
Cleveland, Ohio 
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The Man Who Hired Eiffel Tower 



{Continued from page 12) 
None of the details? Wait, I will show 
you a ropy." He nine an electric sum- 
nioiuT as energetically as a New York 
broker thirsting for prompt action. 

"We have now had four issues; one 
every month. It is a full-page advertise- 
ment, to appear only on the hark page 
of the new-papers. It is made up like a 
news pace It ix a news p;> I have i< 
every rnoiilh in 2lKi new-papers and it 
hi- a eirrulation ol 5l),00t»<MKl. V- hi r 
biggest weekly has only two nullum in 
■ ■in itiation. The /'• i t hirisn-n ha.- a mil- 
lion and a hall. The Citroen newspaper 
is the biggest newspaper in the world." 

Advertises Extensively 

THERE was pride unmistakable in this 
statement — likewise the tone of a man 
aeeii-toineil to think and net in big terms. 
In France, M. Ciiructi i- renowned as l he 
greatest sponsor of the power of advertis- 
ing. He has dashed in where no other 
French manufacturer 'lan d follow. 

That, I think, is much of the secret of 
M. Citroen 's success aa a manufacturer 
of automobiles. Whatever is practical 
and good business be has seized upon. 
Convinced that Ford had the right idea 
in mass production and small profits, he 
1 mm hrd hi- business on that !> isis Thai 
was one idea borrowed from America. 
His t-Mens'ive advertising campaigns are 
another. 

"We now produce 400 cars daily," he 
said. "But we are buying new machinery 
in the United States, three million dol- 
lars' worth. When this is installed next 
year we shall turn out 800 cars daily." 

"But how can the market lake care of 
(his tremendous increase?'' 

"In the United States," he replied, 
"there are 25,000,000 automobiles now 
running;. Of this number General Mo- 
tors makes 1,500,000 or six per eent. If 
you take France there are only 1,(KKI,0IKI 
ears running, of which I have made 
120,000. That is, I make 12 per cent of 
the ears now running and next year I v> ill 
increase it to 20 per cent. 

"What is the answer 1o ihat ? It simply 
means that Europe needs more ears. In 
propoi Hon t lie | ■< <] iiilal am, the need 
over here is much greater. For example 
you have one auto to every five inhabi- 
tants in the United States. And in Can- 
ada there is one to every 10 persons. In 
Fram e we have one auto to every 4-1 in- 
habitants. There is one to every 45 in 
England; in Belgium, one to GO; and in 
Bu-'sia, one to every 7,000. 

"In America you produce 4,000 000 
motor vehicles a year. France comes 
second with 200,000 a year — but even so, 
there remains a tremendous margin. In 
England 1(10,000 autos are manufactured 
yearly; in Italv 04,000, and in Germany 
only 54,000. 

"You can easily calculate the results 
of these figures. There is today a much 
bigger o pp o rtuni ty for automotive devel- 
opment in Europe than in the United 
States. In ten years we will begin to lie 



in or near full production. For ns that 
should mean 2,000 or ,1,000 cars a day." 

"But,"' 1 suggested, "m that ease won't 
you pass the pe.m and begin to decline? 
Won't you reach the stagnation Jmilit of 
production?" 

"No, not for a long while," insisted M. 
Citroen with conviction. "When 1 was 
in America five years ago, Henry Ford 
said 1o me, "always make more and more 
cars, and cheaper and cheaper. That 
i- exactly the policy we have worked on 
from the beginning. With only one auto 
to every 4;j inhabitants in France, we ha\ : 
a long way to go." 

Ilur conversation turned to the advei 
hsement on the Eiffel Tower. Tl . w: s 
the first gnat commercial electric -iu.n 
which had ever been di nlaycd m France 
and when lir-t it Mazed forth, from top to 
the ljottom of a famous landmark of 
which every Frenchman is intensely 
proud, storms of protest broke loose in 
Paris. For week- Si. I "itropn was berated 
for cheapening a di.-i ininiished structure 
— even though the occasion winch lie had 
chosen to inaugurate his great sign served 
to lessen the criticism appreciably. 

"The upkeep of your sign there must 

l)C considerable ' I hazarded. 

"No, it is not at all expensive in pro- 
portion to its value," said the rvi dis 
autos. "In fact, the rental and mainten- 
ance of the Eiffel Tower light.- cost l.r.DU,- 
000 francs | about $00,000) u year. Th it s 
the cheapest and best advertising I ever 
had. Alter all, there's nothing like it in 
the world." 

I wauled to pin M. Citroen down to 
the exact details of how he managed to 
• -il'ii up" the Eifiel Tower; how he per- 
suaded the authorities that such a sacred 
French landmark should I* used for com- 
mercial purposes, lbs sole explanation 
was this: 

Advertisement as Art 

" I FIRST used the Eiffel Tower sign 
* during the Decorative Arts Exposi- 
tion." This one sentence perhaps tells 
most of the story. Surely it was far easier 
for M. Citroen In persuade the 1'aris au- 
thorities that an illuminated Eiffel Tower 
would l«> a stellar attraction of the Dcco- 
r.dive Arts Exposition than it ever would 
have been for him to convince the same 
authorities that the sign should be inau- 
gurated as a combined business proposi- 
tion and a feature of "Paris by night." 

When M. Citroen offered to transform 
the Eiffel Toner into the largest and most 
brilliant night spectacle of its kind in the 
world — and pay all the expenses out of 
his own pocket — what could the authori- 
ties say? They were extremely anxious to 
have the Paris exposition shine. So they 
allowed the farsighted M. Citroen to add 
very decidedly to its lustre. After that, 
regardless of the protests of those who 
shuddered at the commercialization of 
the Eiffel Tower, the ice was broken, and 
ihe seven-lettered word remained, 11am- 
ing forth above the roofs and boulevards 
of Paris. 



. . 240 papers 
... in a bank where 
IS eould do all llie work 



MOST mkccssI'hI business executives lake a just 
pride iu their ability to apply fiiwt-poicer effce- 
lively anil economically. Yet often these same mm 
will keep an uriny of papers on the payroll, doing 
(he work 1 hut one-tenth of the number — chosen 
with a genuine understanding of requirements 
and standards — would accomplish willi greater 
efficiency. 

A few months ago, the Paper Users 1 Standardiza- 
tion Bureau was asked to study the papers used by 
one of the greatest hanks in the Middle West. The 
letterheads, business forms and 1 records of this 
company were thru on 2 16 different bonds, ledgers 
and index hristols, some suitable and some entirely 
unsuitable for their purpose. 

As in many other offices, this multiplicity of 
papers was due. not to any intention on the part 
of those responsible, but 1o lack of system in paper 
buying. 

When a new form was ordered, the choice of the 
paper to be used was made more or less at random, 
governed by no definite specifications. As a result 
the bank was purchasing a variety of papers in 
insignificant quantities and paying a premium for 
every pound bought. 

Analyzing the uses and purposes of all the busi- 
ness forms employed by this bank, the Paper Users' 
Standardization Bureau set correct paper standards 
for every owe. And the total number of different 
papers required — including all the 
needed bonds, ledgers and index bristols 
— was eighteen. 

EAGLE 





Thlt bonk, "Making Paprr 
Pay lit Way," detcribei 

papfr r .1, -f i ■■" M 

it tiffin ■ to an individual 
hutint and record* the 
mult* achieved in a num- 
ber ©/ far;. American 
rompanief- Vpon regueit 
■oe ahull be glad to mend 
a copy to any interetted 
buij'nrjj executive. 



This tremendous reduction in brands ami grades 
has now made it possible to buy these papers in 
case lots instead of reams and broken reams, and 
thereby save anywhere from I'j to .">|j cents per 

p I. And most important of all. every paper i- 

absolutcly right for the work it has to perform. 

Several hundred firms, including .some of the 
largest corporations in America, have gained in effi- 
ciency through having their business forms sur- 
veyed by the Paper Users 1 Standardization Bureau. 

This confidential service 
is yours on request 

The service of the Bureau is to make a thorough 
quality and utility analysis of the paper used for 
every form you employ. This work is done in one 
of the most complete paper laboratories in the 
world. When it is finished you have a compre- 
hensive report which establishes quality standards, 
fixes price limitations, suggests economies and 
simplifies buying procedure. Because of the scope 
of this service, it can be rendered only to a limited 
number of corporations this year. 

It is made without charge and you are placed 
under no obligation of any sort. 

AMERICAN WRITING PAPER COMPANY, INC. 
Hoi yoke, Massachusetts 



THE KICIIT PAPER FOR THE PUKPOSE 

Eagle-A Bond Papers 

Coupon. Auawam. Pcr-lau. Conlracr. Airposit. 
Chrtrira. Acceptance. Norman, TcL'-plioiie. 

Eagle-A Ledger Papers 

Uruil.Hlrk Linen I > 1 ■ : Account l.inen 
l.rdsrr. Eaten, inn Ledger. ^1 • > ■>>■ Lctlccr. 

Other Eagle-4 Business Papers 

inrludr Cover., Books, Offset., Itri-tol*. 
Mimeograph and Manifold Papers. 

LOOK FOR THE EACLE-A MARK IN THE 
PAPER VOU USE 
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A Print-Shop 
on Your Desk 

The biggc&t Multisuntp coulj hide 
under your lui and cast onlv $15.00 
completely equipped, but it will dupli- 
cate LETTERS, POST CARDS, .NO- 
TICES. FORMS. MENUS. TAGS, 
LABELS, DRAWINGS, HANDWRIT- 
ING. Prints on paper, cloth, wood — 
anv smooth surface. 



No Delays 



Jutt Wril 
rtrncil, ■ 
the |>iint< 
utr — righ 
No roovi 
eaaily. C 



1 an i:»rr.i'r it 



LETTER SIZE $ 25- 
POST-CARD SIZE $ 1 5- 
R UBBER-STAMP SIZE *7- 

All Three in H*ndv>nii- Mint Cahincl JSO.OO 

(I*rit« P. O. B. Factory) 




Over 150.000 USERS 

Write for Catalog; anil Samples of Work 

THE MULTISTAMP COMPANY INC. 
S« W. Mih St.. Nnriolk. Vs. 

Aaencies in most principal cities 
Salrsmrn c thaler *wantn{ in ajr-.it open territories 



NO more slow hand-feeding of envel- 
opes into an addressing machine 
one by onet — Get a demonstration of 
this wonderful new popular-priced ad- 
dresser. — It automatically feeds envel- 
opes into itself as fast as you can turn 
the crank. 

DOES A DAY'S WORK 
IN 5 MINUTES 
Four times faster than other addressing 
machines of similar size and price. 

For complete information and a FREE 
BOOK on Dirrcr- Afn;/ Advartsaing, pin 
this ad- to your business letterhead and 
mail to ua. 



................................. 



CHIPS FROM THE 
EDITOR'S WORK BENCH 
♦ ■••••t.... ................. , 




PFUIOIMCAL'LY, the male of 
i In- species is called a slave of 
something or lit her, and for the 
most part, is moved to man-el at the 
conveniences of -f-ri'linii, rather than to 
rebellion. 

Now, the women are in for it. Silas 
Iicnt, whom we know by editorial asso- 
ciation genl leinan, scholar, and pliih>^i»- 
pher, is wrangling them about their vas- 
salage to the fashion magazines. 

Through the Ctntunj lie tills us that 
they subseribe by the million to maga- 
zines vvhieh are merely modern editions 
of Godey's Lady's Book, and nearly all 
of winch are edited by men. Worse, by 
Ins rei'knning, they uliediently liny tin; 
thing- whieh they are told have style, 
whether or not ihe things have durabil- 
ity and workmatishij>. He sees them 
hearing in uncomplaining silence the dis- 
paraging as-umption that they arc in- 
ea|ialile of understanding a man's world, 
and that "they have no interest in any- 
thing beyond the kitchen ranee, the dress- 
mg table, and the cradle. 

Thai judgment of domestic peonage 
does no credit to the nineteenth amend- 
tneiit, Inn there is something in hand to 
argue taking the verdict under advise- 
ment. When the National Federation of 
Business and Professional Women's 
''lulis met in New Orleans in June. J. ."mi 
delegates were registered at headquar- 
ters, and one of the major topics for dis- 
cussion was ihe relation of the I "niteii 
States to the World Court. Obviously, 
the sex has justified its place in the pres- 
ent Century, but there is no lack oi evi- 
dence thai it is taking its part, in Na- 
tion's Business. Like the great Wil- 
liam, the esteemed Silas can luid as much 
of reason to write, "they fool me to the 
top of my Bent." 

(CONSISTENCY is well served when 
** the traffic manager of the Ford Mo- 
tor Company puts his t'aiih in transpor- 
tation as the chief instrumentality for 
national development. Admitting his 

V 

belief in its generality, it is apparent 
thai transportation has no virtue of guid- 
mce in itself. This need of direction wa- 
n-cognized by W. C. Cowling when be 
urged members of the Port Huron cham- 
ber of commerce to take a larger interest 
in railroad affairs. 

Mergers, for example. "The present 
tendency to merge smaller railroads 



should be watched by this community 
When a merger i- contemplated, the city 
-hould a-k 'Whai is Tort Huron's place 
in the system And for emphasis, 
jierhaps — "Markets and their availabil- 
ity make a city " 

For Mr. ( 'owhng, the linking ol a weak 
road with a weak road raises its own 
doubt that union is always strength. Re- 
ducing the problem to the human equa- 
tion, as he does, he seems to ask, "What 
hojie of profit could there be fa a linn 
of poor house inmates?" 

TPHE complaint of too much govern- 
1 merit in business probably has been 
made in all tongues For the only nov- 
elty discoverable in ihe protest made by 
directors of the I iatiii-laedter and Na- 
tional Hank would be it- Herman text. 




Translated mto English it is directly 
familiar, and savors strongly of our own 
industrial philosophy A vigorous indi- 
vidualism is more than ever needed in 
Germany, these bankers say in contend- 
ing for the return of ihe state within the 
limits of its purely governmental activi- 
ties. 

li i- their position thai Ihe state should 
l ease its endeavors to convert free econ- 
omy into one manipulated by adminis- 
trative authority. 

Rut it is their reasoned comments on 
taxation thai appeal most to the sym- 
pathy of fellow feeling. A reduction of 
taxation is urgently necessary, the 1 )a rm- 
taedti r director! argue, and in that be- 
half they cite the calculation of the As- 
sociation of German Industries that (Vi 
per cent of company profits subject to 
assessment are paid in taxes 

To give immediate weight to their plea 
they take e\ idence from tin lr own bank 
It pays T,".!00,fH>0 marks in dividends, and 
9,41X1,1)1X1 marks in taxes. In one aspect 

the figures attest operations in high 

finance. The larger question, as posed by 
the bankers, is whether the excess of 
taxes over dividends signifies sound slate- 
craft 

ILLUMINATING to Englishmen as 
I iiut.-t have been the report of the Bal- 
four Committee on Industry and Trade, 
the findings provide Americans with of- 
ficial substance for comparing the sit- 
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ADDRESSING MACHINE CO. 
144 Albany St., Cambridge, Man. 
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Tables 
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ft Yo//r 5VzZes Manager a Time Table? 



Whether you sell soap, shoes or 
insurance, time is a vital factor in 
your success. 

Is your sales manager able to direct 
your efforts so that a maximum 
number of the hours you work will 
be productive time? 

Or are his hands tied by the limita- 
tions of railroad schedules? 

Aggressive, ambitious salesmen have 
becomediscouraged through the dis- 
covery that their real sales manager 
was a railroad time table which 
fatally handicapped their activity. 

More and more such men are free- 
ing themselves from time table 



tyranny by joining companies with 
motorized sales forces. 

Throughout the country you will 
find them cultivating their territor- 
ies intensively in Dodge Brothers 
Motor Cars— making every minute 
count in commissions, and in more 
profits, greater good will for the 
firms they represent. 

Trail-blazers in the development of 
passenger car fleets for both large 
and small businesses, Dodge Broth- 
ers are today better equipped than 
ever to serve you well in this as- 
pect of economical distribution. 

If Dodge Brothers Standard and 
Victory Sixes had been designed 



expressly for salesmen, they could 
scarcely meet their needs more 
completely. Swift, safe, sturdy, low 
in operating cost, high in prestige- 
building appearance — these smart, 
easy-to-handle Sixes are winning in- 
creased favor both with employees 
who drive and employers who buy 
them. t t t 

Executives are invited to write for 
a free booklet recently published by 
Dodge Brothers — "The Economy of a 
Motorized Sales force. " It contains 
records of actual experience in fleet 
operation and a stimulating, author- 
itative discussion of the question, 
"Shall the Company or the Salesmen 
Own the Cars-"' 



Dodge Brothers Corporation 

DIVISION OE CHRYSLER. CORPORATION 



DETROIT, MICHIGAN 

When huyinv a Diuhii: \i\m*f mrvtivu Xatuw's /fu»iNiv.,i tit thf dmfrr 




The M. ft. ffutitWrrtj buittling. en* of In* i"m- 
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l(b«r complete 
satisfaction without 
argument- 

I.N principle ami practice the Ferguson inter- 
ii.iiiixi.il organization of engineer* hu.» always 
harked it* work to the limit. 

Today — on lump hum building contracts — Ferguson 
gives a written, binding guarantee* for five year*. 

Itut whether (he contract for votir building is let on 
this basis or not, you can rest assured of complete 
satisfaction — tcithotit argument. This is always 
guaranteed hv Ferguson. 

Because Ferguson's work is so uniformly satisfac- 
tory, a large proportion of contracts comes from 
previous customers. 

Among repeat buyers for whom Ferguson is huilding 
today are: A. I*. W. Pa|ier Co., Borden Southern Co., 
Ford Motor Co., The Cra>selli Chemical Co., 
Monongahcla Hailwav Co., Nippon Electric Co., 
Hem i ngton, Hand, Inc., The Selby Shoe Co., 
Showers Bros. Co., Tokyo Electric Cm. 
Before von start your plans, let Ferguson Engineers 
show how they can help vou. 

THE H. K. FERGUSON CO M PAN Y 

Cleveland Offire: llanna Building • Phone: (Ulrrrv 5870 

Mm fmk <>ffir*: 2S W . -.t WrH Sc. ■ Vhvnr: VuMrrb.fl ftjftl ' 
ttrtnnt tlffirw: * r rUfTm\ MnH»r« ..l.l s . . I'hnnr : hm|i»rr 55H4> 
ItirminffKtim i*f}%>r: lillr I . uu r miler IIMjt- * I'hunr l S**709 
i < Japan Offir*: Mirunoiirfai Building 

Ferguson = 

— ENGINEERS «*" •»»" 

•Thr Frrfumtn nrganitalion guaranti . • n- work again*! 
defrt'tltr <.ura.inan.bip and mali-riaL for a period of 
i.m. .ili. i dalr of rnraplrlioa. Tbi, guarantee appliea 

on »[| [amp -..in building r ... i - mil n»L- n b> 

I ■ 1 1 rnflonT* on plana and - ■ ■ i - ..I... Ii 

thry bare prt j...r. .1 or approved for aneb ; iuf.nn' ■ 



iiatinn in the United Stair.*. Between 
1!U3 uuj 1'VJj, laljor routs in England 
went ronsideraltly beyond the increase in 
the weekly rate of wages. Tliat Condi- 
tion wonlil indicate that output per work- 

i-r had nVrtlhn d since 1913, but the com- 
mittee attributed the decrease to re- 
duced working huurs, ".short time," am! 
iiiicruutlent work in a period of trade 
depression. 

When interpreted 1 Walter Layton, 
editor of the London Economist, i h< — i- 
lesults 

nrr in slurMing contrast Id llio-e in In. v r.l 
in ihe United States of Ann-iica. where 
IIMIiK winzes lime lieen acri»tn|.aiiied l>y a 
UUl and not 11 rise in Ubot cost net unit 
of production owing to Ihe trctm-ndou- m- 
rreiijir in output per head, which l* said 
lo liare risen .some 40 per rent in manii- 
tmotarnc mdu-iry. Wnh this incretue 
there hit* none a marked rise in wattes 
Money rale.- of wages lntwnn 1911 and 
P.l.Ti ro-. PJJ |ht dent, and as I he eo.-l of 
In mi: c annot lime rim l>y mure than 50 or 
CO J kt it'll! it in evident thai the piiirlu-- 
mi! power of the American worker ha- 
enormously expanded. 

Industrial changes have not expanded 
the production of the individual worker 
in England, and u is m that fact that Mr. 
Layton finds the cause of a national state- 
ment. As he slates the rase. 

we cunnot c l 100 per cent output [nun 
our plant ind nmchinery miles- we cm 
sell in the world's markets. We cannot 
imiii I hex markets exeepl l>y cheap pio- 
duction. We cannot cheapen price- f» - 
cause production costs are unduly hurh a- 
the result of ltroken time The key nl tin 
situation in output. This means efficiency 
in the factory and the concentration ut 
prodm-tnm. If the former i- a matter lor 
the individual winker, the hitter i< a mai- 
ler of policy which may call for eonsailla- 
tum ht tni eii those enwaned m our li-adun; 
industries. 

The actiteni'ss of the situation uiw- ii- 
own emphasis in England For Atneit- 
eans there is enduring p unt in this fresh 
reminder that all lnisii.es> is inter-related 
and niter-dependent. 

ADMITTING that style would not be 
■ style if it di<l not change has made 
little of the riddle of its composition. 
New promise ot liahl is now at hand in 
the fashion clinic directed 1>\ a New 

ip. . 

1 .nii . U al m 

York firm Of nierchanilismg eounsellors. 
The fee required lor a seat at the lec- 
tures and discussions; demonsl rat ions was 
$2IH). It a j d:i in enoiiiih that more and 
more of scientific method is being put 
into bU8UM88. Ami it is just as clear that 
a professional approach to selling fashion 
through clinical examination is itself in 
style with the analytical quality of mod- 
ern slorekecping. Certainly the fee 
would lie well spent if practitioners of 
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George Briggs, President 
of Screw Machine Products Corporation, 
Providence, R. I. 

Makers of The Sc.ccl-O-Phone, Automatic 
org aniz at tonal telephone system nnd mrm-hndcr 
fcr banks, residences, theatres, wholesaler*, re- 
tailers, mills, factories, etc 



"It carries my 
ideas through 

and gives me a written 
record besides" 

says George Briggs, the Select- O-Phoue man 




Sarah M. Gorman, Secretary to Mr. Briggs. says, "The 
Dictaphone is my standby. 1 like this system muiti better 
than shorthand. The Dictaphone is more accurate, and it 
gives me s chance to attend to company matters for Mr. 
Briggs that are far more important than mere typing from 
shorthand notes." 



NOW — 
The Dictaphone in 
COLOR 

Keeping step with the times. 
The Dictaphone now presents 
its New Model 1(1 in a range- of 
pleasing colors, f~ 



"The great thing about The Dictaphone is that it 
makes it easy for you to do the thing you ought to 
do when you ought to do it," says Mr. Briggs. 

"Another great advantage of The Dictaphone," he continues, "is 
like that of the Select-O-Phone. They both cut-down those thought- 
killing waits — waiting until a stenographer is available — waiting 
until a switchboard operator can locate your man. Furthermore, 
both of them are always on duty, always available on the instant. 

"My foreign business trips and my frequent hunting excursions 
would have to be cut short if I were slowed up by cumbersome, 
inefficient shorthand. 

"I talk all my ideas directly into The Dictaphone the instant they 
occur to me. Conferences also are recorded, and insrructions put 
through, by Dictaphone. So, when I initiate policies in manufac- 
turing, advertising, and selling, they are on record and go through 
whether I am present or absent." 



Make a Dictaphone analysis of your own business 

Send Coupon for free analysis and working report of com- 
panies using from 3 to J00 Dictaphones. Blank spates arc 
included for a Dicraphone analysis of your own business. 



DICTATE TO THE 

DICTAPMOiNE 



R*o- V, £ Pa* off. 



and double your ability to get things done 



Dictaphone Sales Corporation, NB-6 
Gravbar Building, 
New York, N. Y. 

□ Mail the Report and Analysis blanks. 

□ You may demonstrate The Dictaphone in my office. 

Name 

Address « •••« 

Gty 
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Each spoke is lic.iicd ami 
forged in [lie hub. form- 
ing a hr.nl on the inside 
and a shoulder on the out- 
side, simiUr to ■ boiler 
ri^et. 

The outer cod is expanded 
in the tire with a shoulder 
on the inside and is riveted 
on the uutside 

There can be no older 
-Steel W heels like Kreiu h A. 
Ilecht because the essen- 
tial features of construc- 
tion are eiclusively French 
& llecht. 



When Threshing Is 
Done On Wheels 

LEADING makes of combines 
are equipped with French 
& llecht Wheels because the 
" heel equipment is an import- 
ant factor in the efficient oper- 
ation of these machines. 

Each wheel must be designed 
for its particular load and po- 
sition. The wheels must con- 
tribute to light draft of the 
machine and be strong enough 
to withstand the strain from 
continued use in uneven and 
rocky fields. 

French & I lech t Steel-spoke 
\\ heels are of a distinct type of 
construction. The method of 
fastening spokes to hub and 
tire is a highly developed pro- 
cess that assures a far stronger 
wheel. This is why French & 
Hecht Wheels are actually 
about S5% stronger than other 
wheels of comparable weight. 

French & Hecht has made a 
study of wheel requirements 
and design for all conditions 
and uses. Tnis specialized ser- 
vice is offered manufacturers. 
Any information concerning 
wheels will be gladly supplied. 
Write. 



FRENCH & HECHT, Inc. 

Whtel Buildtrt Since 1888 
DAVENPORT, IOWA SPRINGFIELD, OHIO 



FRENCH & HECHT 



STEEL WHEELS 

mm Writing lu hiM'H A limn, Im . pirate mtntutu Salion't Butinrtt 



merchandising learned boiler how to di- 
aznofe trends of fashion and how to op- 
erate for profit . 

IJOSSIBLY it is because the business 
*■ world so generally recognizes the im- 
portance of highly s|>ociahzed judgment 
that there is more of new.- than novelty 
m the announcement of a linn of coun- 
sellors on aviation problems. A shingle 
hung out in New York now gives notice 
that lllnrk A Iligclow, Inc., are ready for 
consultation on all matters related to air- 
craft operation. 

The staff includes men with experience, 
in the technical and business branches of 
aviation, including engineering ami dev 
-ign, investigation, inspection, appraisal, 
organization of Hying operations, busi- 
ness development, advertising and ac- 
counting. 

The need for such an institution i.- 
readily apparent, lor 11> lug is not th<- 
whole of aviation. Cool heads and Ions: 
purses are required for laying the 
groundwork. 

Dividends are in the air, of course, but 
il has In en expensive!) di tuonsirated th it 
they are not to be plucked without the aid 
of seasoned counsel. In time it will Im- 
more ihoruughly understood ihit a suc- 
cessful commercial plane is "one that will 
support itself in the air — financially." 

IT IS always a seasonable question as 
to what outdoor sports must interest 
young America and old America, too, for 
that matter. While individual answers 
are likely to be as various as the persons 
who give them, a larger report is at hand 
in a statement by the Playground and 
Recreation Association of America. Ac- 
cording to the association's figures, the 
six most popular sports last year, ranked 

by the numb r of tauna using municipal 
playgrounds, were l'lavgroiirni ball, lii,- 
1.".'; baseball, 14,ii7ti; basketball, 13,052; 
volley hall, <>, 17f; horseshoes, 4.'"H1 ; and 
soccer, 3.493. 

Tennis courts increased by 723, swim- 
ming pools by 147, and golf courses by 
over the totals for I'X'ti. And for a 
sign of the times, model aircraft con- 
struction and Hying, a new activity on 
public playgrounds, was reported last 
year by 13S communities. 

Municipal provi-iuti for recreation co-r 
(32,191,763 in 1837. For 1026, the ex- 
penditures were only $1'.1,2IJ0,()00, and 
lour vears liefore, the comparatively 
paltry' sum of $0,317,000. Nearly haff 
the outlay \:\<\ year was for land, build- 
ings, and permanent equipment. The re- 
mainder was spent for salaries and up- 
keep. 

Along with their obvious indication of 
increasing facilities for community rec- 
reation, the figure.- are also significant of 
the tremendous amount of work neces- 
sary to provide grounds and equipment 
for sports. 

That play yields primary dividends of 
health is well known. It is not so readily 
recognized that it sustains a considerable 
group of specialized abilities and indus- 
tries. 



IF we could cut your cost 80% 
— IF we could cut out 100% of 
the machining and 20% of the 
assembling — IF we could do this 
for you, as we have for many 
others, would you write us and 
ask for facts that apply to your 
own problems? 

THE VOUNCSTOWN PRESSED STEEL CO. 
305 I M \ ERSITY ROAD 
WARREN. OHIO 
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'Sticking" Stamps 
by hand 
Waftes Time 

The Multipost miivv fmii- in af- 
luiiii; -.tamps. Am nnplmlici 5 
hand operations in one split' 
second stroke of its plune,ci . 

Saves) stamp*, us well. Keeps 
id- in in rolls, in one safe place. 
Prevents lo-s am! spoilage. Auto- 
1n.1t fa ally counts each one used. 
Makes accounting for stamps 
practicable. Discourages misuse. 
Also, clean, orderlv, svstematic. 

MULTIPOST 

STAMP A1T1\FK AN'II IKV.i 't UU >Ht 



I tscd mover 100,000 
offices. Needed in 
ciiery office. Repre- 
sentatives 111 all 
principal cities. 



free trial 

lit your own office will 
prove it* cconirtniCJ. 




--Mail this Coupon — 



Multtpoat Co.. Depc.Do, Rochester, N V. 

□ Sen J Mulrtfwt an free trial or J 

[J SenJ literature conijiiiinic in.tere*tun J 

intormitinit on f»ump hjinllmjc ■ 

■ 

Name * 

I irm J 

AJJrcM_ ■ 



P| ARLAC 

ngjjgjo \y r y Stencils v m 

are. especially good for the 
reproduction of stylus work 
in charts, diagrams and 
drawings. Typewritten 
copy is clear and delinite. 

Because you'll get hetter re- 
sults with Arlac Dry Stencils 
we'll send you one — tree. 

ARLAC DRY STENCIL CORPORATION 
419 Fourth Av«. PilUburfh, Penn». 

Plcaie cfinl on* fr«-fl Arlac Ilry Sli-neil fur 

uw on l>ii|ilirn(or 

Name 

Aildxma • ■ 

V [ . dmtlor in 



Backbone or Paternalism? 

By LIONEL B. MOSES 



N Till; February Nation's Bi >\- 
m>s ;m article appeared, pleading 
lor "Mori 1 Government Regulation 
in Business" — really pleading n>r 
I » - ii - 1 1 sanction ni price-lixiiig, Willi :i Fed- 
eral wet-nurse in charge. 

The author said restrictions imposed 
by the Sherman Act have grown intoler- 
able under the pressure of the New Com- 
petition. No dniilit that is true. He said 
further that the industrial conditions 
winch gave rise to — perhaps justified — 
I he Sherman Act some 3"> years ago have 
now changed so completely that the law 
has become a throttler of legitimate busi- 
ness. This claim, too, may be well 
founded. 

Says Buying Not Dishonest 

HUT when the author says the govern- 
mental ban on prn-e-iiMug in re- 
straint of trade has corrupted the pur- 
chasing policies of railroads and oilier 
lines of big business — when he draws the 
plain inference that railroad and indus- 
trial buying today is on a dishonest, vi- 
cious and unfair basis, solely because 
manufacturers are forn d into free and 
open competition — then I hope a veteran 
private in the sales army may be al- 
lowed to protest. 

It is really on this premise that the 
whole argument for price fixing under 
government control is based The premise 
is unsound; alid argument-: resting mi 
this false Inundation are dangerous 1111-- 
chief-makers. 

It is quite true that sales managers 
have grown more and more panicky as the 
pre-suir of ' I'rotitless prosperity" has 
borne more and more heavily upon them 

I'.ni |..n kl • 1 ieii.it I.,- (mill by legisl 1- 

ti\e enactment or repe il. 

It is not true that purchasing agents 
today are more corrupt or more unfair 
than ihcy were before the Sherman Act 

w as ]i is-ed, or before It l"st step Willi 

industrial conditions, (in the contrary, 
as every old salesman knows, there has 
been an absolutely revolutionary im- 
pro\ eiiicni 

Twenty-five years ago, when 1 started 
selling railroad supplies, the whole rail- 
road buying structure was rotten. The 
annual conventions at Saratoga and At- 
lantic City were notorious "pay days" for 
mechanical and purchasing departments. 
Specifications for cars and locomotives 
were decided by auction. The highest 
(udder dictated the selection of practi- 
cally all "specifiable" equipment. Then- 
is no need to go into unpleasant details 
regarding those unfurl una le days — every 
old-time salesman who handled railroad 
material knows the sordid story. 

That condition has simply ceased to 
exist. 1 think much of the credit for 
cleaning up the mess is due to W. V. S. 
Thome, who started in as director of pur- 



chases for the Harriman Lines by esi il>- 
hshtng standards on various items i>! 
railroad equipment .iini contracting for 
permanent supplies. 

Mr Thome'- method, simitar m mans 
ri spi cts to the lie thoib u.-ed b\ Mi 
Hoover in later years, was to call in a 
committee from selected manufacturer- 
of each item, have them prepare specifi- 
cation- and then aw an I contracts on open 
bids based on the specilicatluns which the 
bidders h.ad agreed upon. At one stroke 
he cut off the spec i lying power of subordi- 
nate; — in. I eiii .,ii million- of dollars m 
grail. The policies inaugurated by Ml. 
Thorite ha\e been adopted — or adapted 
— all through the t ransporiation indus- 
try: .'11111 railroad buying in the United 
States today is on a higher plane, ns re- 
gards honesty, efficiency — <md fatnuM — 

than if has ever been. 

1 was in the ofhee of a railroad othcial 
when his purchasing agent brought in the 
bids on a contract for building snow 
sheds. The othcial to whom the bids 
were submitted directed attention to the 
fact that a certain well-known and thor- 
oughly reliable firm had submitted a fig- 
ure about £11,000 lower than any other 
bid. The purchasing agent pointed out 
one item of heavy timbers, listed at a cost 
which showed that the estimator had 
misplaced a teu-thousand-lollar decimal 
point. The executive said, "Well, if he 
corrected that, he would still be nearly a 
thousand doll irs lower than the next bid- 
der. Correct it for him." 

Government Control Not Needed 

IT IS true, unquestionably, that as the 
New Competition develops, the Sher- 
man Ad grows more and more burden- 
some — unfairly burdensome in many 
cases — and the necessity for its adjust- 
ment to tit new business conditions grows 
ever more apparent. But it will be a sad 
day for American business — a dishearten- 
ing day for the young men who value the 
priceless opportunities which American 
Individualism gives them — if we allow 
the need for Sherman Act revision to 
lead us into the Dead Sea of government 
control. For Individualism dies there. 
And with it dies the individual oppor- 
tunity which has developed our business 
genius and made our nation great. 

The plea for "More Government Regu- 
lation" is a weakling plea. In my own 
work, not once but lime and time again, 
I have seen sales managers of big strong 
concerns wilt and yield, ummcessarily, 
when they needed nothing but plain ordi- 
nary guts for the. landing of contracts on 
their own terms and at (heir original 
prices. 

Sales management in this country is in 
a blue funk. That's what's the matter. 
Backbone for sales managers — not Gov- 
ernment control — is what we need today. 
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"The IRON MASTER 




with 



with a salt-caked 



"Dirty British coaster 
smoke-stack 
Butting through the Channel in the mad 

March daySj 
With a cargc ofTyne coal, 
Koad-rails, pig-lead, 
Firewood, iron ware .•».*' 

IT is thus that the poet sings of the 
coaster — so important to British 
commerce. "The Iron Master" of 
the Pennsylvania freight service like- 
wise deserves the praise of a poet for 
the work it does. Eor it hrings East- 
ward commodities manufactured of 
iron and steel in the great mill dis- 
tricts of Pittsburgh and vicinity. 

Each afternoon "The Iron Master" 
sets out for the Atlantic Seaboard. 
Every run that this train makes is an 
important contribution to the indus- 
trial life of the East. For the products 
that it brings are used in the countless 



"The Iron Master- vent 4 a* 

firrtoJ6l named Pennrylvaniafreighttrains 
that have stl remarkable rtcordi fur regu- 
larity and dependability vf on time arrival 



cargoes from the regions 
of iron and steel 



necessitiesof seaboard towns and cities, 
forming the framework of huge sky- 
scrapers, great hotels, bridges and ships. 

In addition to its regular loads of iron 
and steel "The Iron Master" carries 



SHIPPERS 

Are you filling the man who 
routes your freight the time and 
opportunity to effect the economies, 
contribute to the new business 
ntrategy which in many industries 
iscunsidcrcd the most impurtantde- 
velopment since Mats Production? 

The Industrial Traffic Managers 
of many organizations have been 
instrumental in tlie speeding up of 
turnover — in the reduction of in* 
ventories— and in the opening up 
of now selling territories to which 
Improved freight transportation 
has given them access. 



general merchandise and other non- 
perishable traffic. And a great many 
products to swell its caravan are brought 
in on feeder trains from Wheeling, W est 
Virginia, Mahoningtown, Pennsylvania, 
Sharon, Pennsylvania, Youngst own, Ohio, 
and Niles, Ohio. These cars are added to 
"The Iron Master" in the yards at Pit- 
cairn, Pennsylvania. 

When "The Iron Master" arrives at 
Greenville Yards, Jersey City, the freight 
destined for points in the New England 
and Long Island territories is delivered to 
lines of connecting carriers. And here, 
too, is located a large Export Yard where 
shipments lor foreign ports are delivered 
or transferred to steamship companies. 

Over a long period of time "The Iron 
Master" has proved its ability to bring in 
the merchandise enttusted to it regularly 
and dependably on time. Manned by 
efficient train crews — carefully watched 
at all points en route to insure prompt 
atnval "1 he Iron Master" is one of the 
outstanding on time freights in the Penn- 
sylvania service. 



Carries m re passengers, hauls more freight than any other railroad in America 

Pennsylvania Railroad 



Cutdozon 
tfdur 

SPOILWGE 
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GAS 

points 
the waif 




PRECISION instru- 
(*ff mem comprising innu- 
merable delicate parts, 
requiring 765 operations in 
manufacture .... 

Think of producing such an in- 
strument! <ind having only one 
in every five thousand rejected.' 

That record is maintained by 
one of America's large manufac- 
turers— a company that leads 
the world in the production of 
four distinct lines. 

This company, with a keen eye 
for efficiency, uses gas, the mod- 
ern fuel. 

While there are narurallr other factor* 
than gaa which enter into the cum* 
panv'» low record of reject* .... 

Still it it undeniable that the reaull ia 
due In no amall meaaure IO refinement 
in heat treating proceaaca. 

What thia intc rnatji mall i .know n com- 
pany ha* learned ahouf gat, vou. too, 
ahould know. Your local gai company 
will gladly confer with you. allowing 
Vou exactly how c . can he employer] 
advantageoualv in your plant, and what 
it will nicaii to vou in increased effi- 
ciency, improved product and greater 
Write or phooe them today. 



For free copy oj booli. 
Imlustruii (Jul Hiul," uddren 



American Gas Association 

420 Laaiugton Avenue, New Votk City 




............ 



What Other Editors Think 



The New York Times ex- 
pine* the Tweed Ring,] 87 1 




You can do it better 
with Gas 



WHAT are tin- net results of 
Federal Trade invest igation 
nf the puhlir utility infor- 
mation l>ure.iu? 

The Electrical World concludes that 
the investigation is unfair ami a "per- 
version 0/ the public purpose involved, 
and that the power industry lias been 
rlum.-y and ran-le.-s in its publicity work 
<nd h.-is brought this trouble on itself." 

' The actual findings of the investigations 
mi far have been quite innocuous." says 
that miiKazui''. "N'o evidence has been 
produced that, would indict the power in- 
dustry for either criminal or moral wrong- 
doing. The issue raised is entirely one of 
propriety and judgment. It is seen that 
the utilities have employed the services of 
pM i>s audits on u large scale ant! these 
press agents have bet 11 crude and boast- 
ful, as is often the case. 

Press Agents Widely Used 

I T MAY be true that other industries 
1 ( in 1 'loy press agents. So does the Gov- 
ernment, and the Federal Trade Commis- 
sion haa a press agent of it» own. Hnt.con- 
-l.ii unit tin M-mi-piihlie character of the 
utilities, ttw point M whether or not there 
is propriety ill this widely organized pub- 
licity operation." 

The World makes the point that only 
e\ il is sought, 111 these word:-: 

After all. it is not unnatural thai, lie' 
public should be critical and suspicion-. 
W ithin recent memory, mi a- many occa- 
sions, the oil, harvester, packing, insur- 
ance, steel and railway industries, aroused 
resentment and each in turn was investi- 
gated. Now men hear th it the power com- 
panies are reaching out into the pres-, the 
pulpit, the legislatures and the schools, 
and they are alarmed. The Senate di- 
rected the Federal Trade ' 'oilillllssion to 
x ek such ev idence. And the commission 
has set to work to get just what the Sen- 
ate is asking for. 

The hearings are. therefore, an inquisi- 
tion in which tin- prosecutor and the judge, 
by the implication of their questions, are 
endeavoring to get evidence of improper 
conduct, into the record. 

What is tins evidence? What have the 
power companies really done'.' It is not 
what they have done so much as how they 
have done it that is counting against them. 
There was no moral wrong in the hiring 
of publicity men to tell the story of the 
power industry and exalt the efficiency of 



private ownership Hut, after they hired 
these pn -s agent-, the power men on the 
Male committees neglected lo support and 
supervise them, and 11 \v;e inevitable that 
lli< y -houM i viititeratc and brae and blun- 
der, striving eagerly to magnify their 
story, their performances and their jobs. 

The advocates of government ownership, 
too, are highly 01 g.m izeil :m<| iv.uk 
through the pres.*. pulpit, legislatures and 
schools. The information bureau men ful- 
lovvfii their b-.ul 

This journal fears that casual ob- 
servers will lie convinced of guilt because 
of the proceeding-* It continues: 

Again, when it became apparent thai the 
Si naii vv.l- bent on an invc s-ngution, the 
leadi is of the power industry declared that 
I hey had nothing to hide and that, tin- 
books and their files were all open to in 
spection. This was o,uitc proper anil sen- 
sible. Hut at the same lime I hey hImi set 
up the Joint Committee of National I'til- 

ity Ass at 1011- with elaborate heailfpiar- 

ters. in Washington and a sizable war chest. 

And the public a-ki d itself: II" they have 
done no evil, why this preparation for bat- 
tic? Now. there was nothing wrong in 
tin .1 t < 'oinmitti • inn in the Washing- 
ton otliee And the power companies fell 
an obliualion lii protect the investments 

of their more than a million stockholders, 

whose properly the Senate was about to 
attack. Hut to casual observers there was 
an implication of fear and therefore guilt. 

News Agencies Biased 

HA li LOW'S WEEKLY, of Oklahoma, 
calls attention to an interesting 
point about the investigation news dis 
patches. It says: 

That there have been many colored news 
paper account- of the testimony produced 
at the hearings now going on in Washing- 
ton is oh 1 mils to the careful searcher for 
information. Patently, in many instance-, 
a story only half-told ha* left a bad impn .■> 
sion, and unjustly so. 

It must be taken into consideration tim 
the Hear-l ne«-p.iper wire sendees, the 
Universal and the 1 N. S . and the Scripps- 
Howards service, the United Press, both 
are controlled by concerns that are on 
record as favoring governmental operation 
of the two big national power project 
mentioned earlier in this discussion. Thus, 
only the Associated Press is left as being 
a competent and fair judge of the news 
from the standpoint of the public utilities. 

That weekly does not think that many 
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The Age of Speed 



and Grinding 



Man's conquest against time no 
longer astonishes the world. In this 
machine age, we accomplish in min- 
utes the work that a few years ago 
required hours. 

Speed in machine production, in 
transportation, in building and agri- 
culture has comr to be almost 
commonplace. 

NORTON COMPANY - - 



And to make high speed possible, fast 
moving parts of vehicles and ma- 
chines must be made to watch-Iikc 
standards of accuracy — accuracy 
made commercially practicable by 
the modern grinding machine and 
grinding wheel- 



Worcester, Massachusetts 



The part that grinding 
plays in our life today is 
most unusually portrayed 
in a motion picture film, 
"The Age of Speed." Suit- 
able fo 
clubs, 

etms, industrial organi- 
zations. Loaned upon re- 
quest. 



for meetings of civic 

i, f.>nVc | 







O INI 



C'l'iuding Wheels 
ding Machines 



Refractories -Floor 
and Stair Tiles 



When writing tn Npirtiin Company pirate mrntion Motion's Buiinr** 




The Basis of 
Good Judgment 

Management is often capable of better judg- 
ment than it uses. 

It is not so much the lack of capacity to judge 
correctly as it is a lack of correct facts and 
figures on which to base judgment. 

Business climbs from red to high black on 
knowledge of conditions, coupled with sane 
action. 

When management establishes a competent 
source and better supply of Knowledge, the 
waste in its previous judgment is apparent. 

Modern Accountancy develops the knowledge 
and organizes the sources of it. The judg- 
ment of good management applies it. Greater 
success is the result. 



ERNST & ERNST 

ACCOUNTANTS AND AUDITORS 
SYSTEM SERVICE 
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******************************************** ****** 

Executive Opinion — 

((ANY business man who does not consistently 
read NATION'S BUSINESS is, I believe, missing 
much that would be of great help to him.yj 

FREDERIC H. HILL, Vice President 

Elmirtj Water, Light and Railroad Company 

Elmira, New York 

************************************************** 



vx ill lie adversely affected l>y the reports 
of the investigation, nt least in Okla- 
homa, for it say.-: 

Probably very few people have been af- 
fected by the slight tendency to eritieua 

winch has followed the bringing of these 
concerns into the public nolire in thin way. 
Not nil the public m r\ ice concerns of Okhi- 

lioll I 111 f:illltll"-.l Sotui lli. Ml .Or -t ill 

-ii-i pi ible In sharp crit ici-m both a- to 
iiiiiImhIm :imi ii- in the prices they charge 
i he public. Mnl in general ||„. public 
-i n ire companies of Oklahoma are well 
regulated, ilt-pi tillable, anil horioruble pub- 
lic -en ants, wilh tin- power companies 
probably at the head of the lint. 

The Utility Csers Miujiisiih-, Seattle, 
reprints the official statement of the Na- 
tional Electric Light Association regard- 
ing publicity and public policy. In par', 

it says: 

Tin truth of the statement, not the place 
where it is put. is the test. Full rc.-ponsi- 
bility. openly avowed, for every word and 
act. is desirable. All members of the Aaso- 
cintion should scrutinize everything they 
-ay and >ii> in the light of these principles; 
und to the extent which publn invesltgW 
turn or public ciiln i-m uf what wv have 
.lone may mil in diselo-iug improprn ties, lo 
»' leoiui it. We ilo not wish to be judged 
either by inteuip> rule ci it n i-m nr by our 
own declarations. Wc urc ready to be 
judged by our accomplishments and our 
acts. 

The National Electric Light Association 
in the interest of I he public and it- own 
will emit tune to make a\ aihibh- to the pub- 
lie the fai ls mi the progre.— and develop- 
ment of I lie- industry, and to review from 
time to tune tin information distributed in 
order that every assertion of fact, policy or 
principle, shall conform to the highest 
standards of accuracy. 

The investigation will be continued 
during the Fall, possiblv running on into 
llt_«i. 

Good to Come of Chain 

Investigation, Is View 

TIIF. chain stores are to lie investi- 
gated. The Senate has told the Fed- 
eral Trade Commission to do the job. 
Some think that such an ordeal will 
throw the chain- off their stride, ami that 
it will be simple lor independent mer- 
chants to regain lost ground. Others are 
not so sure. 

7Vic Motional I'rovisioncr takes the 
position that the result will likely Iw that 
all types of distributors get a lot of new 
information of which they are much in 
need. It says: 

Then is much evi den ce to indicate that 

tin chain -inn - have not always been etlii- 
eid in their methods, either in buying or 
-i llmg Whether their practices have been 
-uch as lo make them subject to regulatory 
legislation remains to be seen 

A chain whose methods ure beyond re- 
proiich will have nothing to fear from mic!i 
an inquiry, any more than an individual 
Hut there are chains which may nol rtmh 
■ public niring of their practices. And if 
there are any such, business will Ik- better 
for knowing of them. 

With the adoption by the Federal Trade 
Commission of a constructive attitude 



This grainless wood 
is workable 
almost beyond belief/ 

Can be cut out, punched, die cut and milled. Very dense and 
tough. Highly resistive to moisture. Has a smooth, attractive 
surface on the face side, and requires no paint for protection. 
Also takes any finish beautifully. Send for large free sample. 




FOR STORE FIXTURES 



American Industry is now pretty 
well aware of the fact that there is 
on the market a genuine all-wood 
board that is grainless, that won't 
crack, split or splinter, and that is 
highly resistive to moisture. 

But there are still many manu- 
facturers and mechanics who do 
not fully appreciate the truly re- 
markable workability of Masonite Presdwood. 

Containing absolutely no foreign substance of any 
kind, Presdwood cannot damage tools. It can be used 
on saw, planer, sander, shaper. It can be cut out, 
milled, die cut and punched. It also assures economy 
in cutting panels to size. In fact, it practically elimi- 
nates all waste in cutting. 

Presdwood has uniform strength, too. It is highly 
resistive to moisture. It is very dense and tough. It 
has a smooth attractive surface on the face side, re- 
quires no paint for protection, and takes any finish 
beautifully. 

Wide, wide range of uses 

Although it has been on the market only two years, 
Masonite Presdwood is already in use in scores of 
industries all over the country. 

Presdwood is used extensively in paneling — alike in 
fine Southern homes, in stores and offices of the East 
and the Middle West, and in summer cottages of the 
great North woods. 

Il is being used in the manufacture of kitchen cab- 
inets, medicine chests, cupboards, tension boards, 
work-bench lops, tables, desks, book cases, linen chests 
and china closets. 

Toy manufacturers are large users of Presdwood. 
It is serving in hospitals as bedroom screens and as 
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FOR PANELING 



invalid trays. And it is especially 
efficient for table tops. 

Laundries, bakeries and dairies 
are using Presdwood quite exten- 
sively. For example, it goes into 
the making of clothes hampers. 
And because of its strength and 
resistance to moisture, it is bein^ 
built into bread boxes and patented dairy containers. 

A number of Chicago railroads are using Presd- 
wood as dust arresters for journal boxes; various 
foundries are finding it an ideal material for cooling 
trays for hot castings; it is also going in to the pro- 
duction of packing cases. 

New and unexpected uses 

Just recently a manufacturer of portable billiard 
tables became interested in Presdwood. He is espe- 
cially impressed by its stout resistance to wear. 

A manufacturer of electric light globes is putting 
Presdwood to a novel use. He bores holes into it to 
fit his bulbs, and thus they are held tightly while 
being etched. 

Presdwood is also being used to line ventilators 
and elevator shafts — because of its excellent anti- 
rattle qualities. 

And before this advertisement reaches your eye a 
number of other Presdwood uses will have been dis- 
covered — some of them entirely unexpected uses. 

Write today for a large free sample of Presdwood 
and find out what it will do for you. 

M \SOMTK COlil'Oli \TiON 

Sales Offices: Dept. 1498, 1 1 1 IT. ITushington St. 
Chicago, Illinois 



FOR SIGNS 



Miitt- Laurel, Jifnaitwippi 



FOR RADIO CABINETS 




Masonite 
PRESDWOOD 

Made bf tin maktrr of 
MASONITE STRUCTURAL INSULATION 



B> m*. m . v. c.j. 
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Locate where 

Growth Is a Habil 

NEED tO gamble with doubtful 
locations for your new plants and 
warehouses when the successful experiences 
of 111 industries guide you to Roanoke. 

Here, growth is indeed a habit! This 
strategically located southern city has ac- 
tually doubled its population during the 
past 17 years. And since 1880 it has grown 
from a mere 669 inhabitants to a com- 
munity population of 80,000. 

What rare industrial advantages have 
caused such phenomenal growth? Why is 
the world's largest Rayon Mill located in 
Roanoke? Why are many other large manu- 
facturing plants, some the largest of their 
kind in the South, located here? Why do 
big corporations selling to the entire nation 
find Roanoke such a profitable distributing 
center? 

These industrial questions arc all answered 
in the "ROANOKE BRIEF." Write for it 
today on your business letter-head. It will 
tell you facts about Roanoke little known to 
outsiders and of utmost importance to any- 
one considering new plant locations or 
branch warehouses, etc. Experts in city lay- 
out are now engaged in preparing plans for 
Roanoke's future industrial growth and a 
completed expert Industrial Survey permits 
us to provide most accurate and detailed 
industrial data. Address: 

Chamber of Commerce 
207. J»ii»»» Stuii 

ROANOKE 

VIRQINIA 

A Mecca for Motorists 




Smooth u'l.ujirig higfiu'.sw, u*<njrr/ul 
nu'i.'iMm Km,,, uni^i* "unrb 0/ 
TWIWf. ni-r/J htil.TuuJ iS'irw-f. .'ufrfl- 
ing icivujf inru jt,,J ftrtt hrult jU 
tomSine t(t rm\t motoring ihtiju^S tht 
RuaiU'tn- ft. turn j m<rr-r»tv J.rrgi*fm 
foy. Cvme Out jumwt. Wnu for 
lmrrrMinf e.rur boo^rt "Tht L*>g 0/ the 
Moumu thfuvfh the Valley 0/ Wgmid 
and the ShcruiuiuaJi.** 

Cmunri or Coyyiici 
207. irrmox mm 

■ OAWU. VUUiINU 



toward hurim ss, rather tlinti the old |>nliti- 
1 il altitude ih, it 1 ■ri-vnilttl in its cITrirt.H in 
the earlier yi "irs, (his inquiry should brine 
forth farts of value to chain stores, re- 
taibts. jobbers and manufacturers. 

The International Confectioner sees 
111 the investigation an opportunity to 
make needed comparisons. ]i say-; 

The public wants to find out whether 
the rnpid growth of the chain store is due 
to more economical method* of operation 
,.nd U Mi r nice mid prices to the com- 
munity. If, on the contrary, chain Mores 
have progri'v-cd due to advantages of a 
-1 mi-iiu>mi)>i>lisiic j-urt, we want tn know 
the real facts. It would seem that Ihe 
best way to find out is a study nl chain 
store marketing, and comparing, it wild 
the indepeniletit r>t:u)er witli the view of 
determining its competitive rtTi et i\ ,-uess 
and the nature of the handicaps, if any, 
that, jeopardize its survival in the face of 
chain .-Ion expansion. 

Are many independent stores being op- 
1 i.iti d nith tiio -mall capital in thesj' ilay.s 
of higher prices and mi-reused overhead? 
Is there any obligation upon the corn- 
ii. nutty to protect such store-, against the 
1 tiero.iehun nts of larger concerns? Are 
credit facilities adequate to Curry good 
ii-ks among the smaller biisitn ■--< s or is 
'here an unfair handicap in this re-pert? 

Many retail hou-s s, both large and small, 
enjoy a local monopoly of patronage. 
When the chain store sum i d- m en- 
eroaching upon their special field it must 
lie because for the time being, at any 
rate, priees or quality of sen-ice, or both, 
are superior. There is good reason to in- 
vestigate, but no ground for prejudging 
(lie ls-in or assuming that lie lise of chain 
stores depends upon the submergence of 
independent estahlishnu nts that ikjsscss 
the qualifications esse ntial to survival. 

At tiie lime the word of the investiga- 
tion appeared, chains were busy count- 
ing their gains for the first six months. 
Many had increased their sales more than 
1 wciity-fivc ]>er cent over the first half of 

One More Protest Raised 

liost Price Forecasts 

ASIlloWi protest against govern- 
mental priee prophecies is made by 
The Slock moil and Former. 

In the general direction of ihe Depart- 
ment of Agriculture that journal makes 
fins kick: 

Despite several protests and no urgent 
eh maud price forecasting not only continues 
Km ihe Bureau of Agricultural Economics 
-urn- determined to convince the public 
that it needs this sen' ice. Defense of price 
forecasting is becoming a popular summer 
pastime. Several individuals have recently 
is.-ui d statements upholding and explaining 
their position. 

The latest is M. J. B. Eaekicl, economist, 
who tells in detail how lamb prices arc 
forecast. Rased on events of the last 16 
yean they have worked out a formula which 
shows that an increase of 10 per cent in the 
supply of lambs will reduce prices 6 per 
cent. Thus the secret is out. All we need 
'o know is the supply of lambs and any 
one can lie bis own forecaster. 

In view of the discussion raised by sheep 
outlooks it is surprising to note that Mr. 



Agai 



RwtMri says: "I believe if you will check 
over these (price outlooks on lambs for the 
last few years) you will find that they have 
been rather remarkably accurate in indi- 
cuting the general trend in lamb prices for 
from three to nine months ahead." Upon 
checking them o\ er we find three successive 
Itcarish forecasts which we would hardly 
say were "rather remarkably accurate." 

No permani nt decline has occurred in the 
market during thai time and ut present 
lamb prices are fully as high or higher 
than they were "at the beginning of a pe- 
riod i«f lowei prices 1 three years ago It 
may be -aid that the warnings prevented 
the decline in prices which was scheduled, 
but that is an argument which gets no- 
where. 

The prophets should choose some other 
commodity to prove their peimt. 

Hut they are trying to prove the wrotiK 
point. It is not a question of accuracy of 
Km •« or pidgmeal. but whether it is a func- 
tion of a government ageney to make price 
statements which may harm a private in- 
dustry. 

Many Lines Look for End 

To Cut-Price Policies 

XJt >TH1.\(1 interests any business 
more than a discussion of price. 
There seems to lie a growing feeling th it 
prices, should more and more become 
fixed — not by government, but by the 
interested individuals who have goods to 
sell. 

Commerce and Finance compiled a list 
of expressions on the evils of price cut- 
ting. Several seem worth repeating. For 
instance, there is the remark of Henry 
('. llohaek, Jr., vice-president „f a n East- 
ern grocery chain, who said: 

ft is our experience that too much credit 
has been gn en to tin pure advantage m 
the success of the chain store There .ir>- 
other factors, such as neat stores, fresh 
-lock, mil it'aitH d managers 

The fact of the matter is that where the 
independent strengthens himself along these 
lines, he can largely overcome the price 
adv. tillage of the chain store. 

And the S'ational Grocers' Bulletin 
contains this contribution to the subject . 

Kiv d md fan pi n ■ - with mark-dow n 
sales excluded l- Ihe policy of more suc- 
cessful n tail stun .- than at any time since 
the World War. 

Not only in retailing is the stabilized- 
price question getting attention. Cloth 
manufacturers deplore the tendency to 
out prices, as do candy manufacturers 
and johliers. Speaking for the electrical 
industry, the editor of Electrical World 
adds: 

Price cutting is just an economic disease. 
It can l>c cured by public opinion within 
industry. And immediate relief can only 
Ik sought through the building o," public 
opinion among buyers and sellers. 

Commerce and Finance also quotes 
Lee J. Bussman, purchasing agent of the 
Btanua Manufacturing Co., who said 
recently: 

Whether the real trouble and the cause 
for these profitless transactions is "The 
Danger of Selling Below Cost," or "The 
Danger of Buying Below Cost," or whether 
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Brute strength 

...was ever Slow 




With a breeze that whipped the whitecaps' 
crest to foam and drove the scudding spin- 
drift off to lee, the sailing ship coursed 
down the ocean paths, a thing of eager, swift 
mohility. Under her lifted forefoot the 
waters churned and spun. Aft on the taff- 
rail the log marked off the leagues. 

But calm and the doldrums came! The 
sails hung limp against the masts. Mobility 
was gone. Then, with their utmost strength, 
the straining crew could little more than 
move the long, clean hull across the glassy 
void. 



The strengdi of men was always a paltry 
force. Before the slumbering giants, Steam 
and Electricity, were awakened, nothing of 
magnitude could be accomplished except 
by multitudes of human hands. But even 
then, and at its best, brute strength was ever 
slow— slow and expensive. 

Industry cannot afford the crawling pace, 
the waste of profit which moving things by 
hand entails. Bartlett-Snow elevating, con- 
veying and processing machines are the 
rightful, the economical, movers of mate- 
rials and products. 



tiKIP HOIST 



Material hand- 
ling equipment 
ii the answer to 

the problem of 
ri • i n j( produc- 
tion coitx. 



Bartlett-Snow 

THE C. O. BARTLETT & SNOW CO. 
6500 Harvard Ave. Cleveland, Ohio 





BELT CONVEYOR 



BUCKET ELEVATOR 




AT RON CONVLYOH 



Our engineer* 
have 43 yean of 
material hand* 
ling experience 
to bring to your 
assistance. 



DKYKK3 



ELEVATING CONVEYING PROCESSING MACHINERY 



IVhtn irn/ir.0 to Tmi C. O. R urrtm A Hnow Co. pttn*t mrntutti .Varum** fiu* 




Main water supply pumps at the Cedar Rapids, lotto, plant of Penick 
and Ford, Ltd., New Orleans, La., when 96 Worthingum pumps 
are used to handle liquids turving from water to thick syrups. 

96 Centrifugal Pumps 

handling water and corn syrups 
at Penick and Ford, Ltd., Iowa Plant 



96 WORTHINGTON Centrifugal Pumps are used in the Cedar Rapids, 
Iowa, plant of Penick and Ford, Ltd., manufacturers of corn and 
cane products. 

The liquids handled by these pumps range from thick syrups 
solutions containing grit and fibrous 
material ... to the lighter starch 
"milk" solutions and water. 

Other Worthington equipment in 
the Cedar Rapids plant of Penick and 
Ford, Ltd., includes a number of steam 
pumps, 16 Feather (Reg. U. S. Pat. 
Off.) Valve Rotative dry vacuum 
Pumps for evaporator service and two 
large motor-driven FEATHER Valve Air 
Compressors. 

Worth ington equipment gives a little 
better service than its users expect. 

How can Worthington serve you.' 



WORTHINGTON 



CP 



PRODUCTS 

PUMPS 

COMPRESSORS 

CONDENSERS 
and Auxiliaries 

OIL and GAS ENGINES 

FEEDWATER HEATERS 

WATER and OIL 
METERS 

/. Ki'i .il Hi i U1I Rl ./:■■ I 



WORTHINGTON PUMP AND MACHINERY CORPORATION 
2 PARK AVENUE. NEW YORK - , District Officii in 24 Cities 

WORTHINGTON 

MMI 

HVcfii writing it* WiMtTiiiMjTu.N Pvur ami Mwimmk CosKNUV^OM pttatc mtntion Nation'! fluitnt** 



it m "price cutting," or "sharp bargaining," 
or whether it i» "loose price selling" or 
"tight price buying" is everyone's own 
opinion. 

A purchasing agent can make a substan- 
tial contribution to the success of his firm 
uud to general business by taking a long- 
time view of his job and not by merely 
placing orders at (he lowest, price. 

Any temptation which he might have to 
drive u sharp bargain and to forre the price 
of goods to a point where no reasonable 
profit remains for llie «e|h r should be put 
a*i«le ber»u.-e of the ill effects of that prac- 
tice to our general prosperity. He should 
fully realise that buying right means buy- 
ing from u standpoint of good quality, 
proper service, and fair price all viewed in 
their proper importance. 

New Rival of Lumbermen 

ears in Chain Form 



Appt 



aNOTIIKK competitor for retail lum- 
/* bermcol Tin.- titne it comes not in 
disguise :i- a new material, but as a new 
type of house-selling. Chain furniture 
houses are going to put up houses to sell, 
in order to get the business oi equipping 
them with furniture. 
The American Lumberman says: 

Announcement has been made by one of 
the lurge.-t chum furniture store corpora- 
tions that it will build and furnish complete 
homes on the instalment plan; the only 
i'i quireinents being that the buyer shall 
own his lot and be m a financial position 
lo meet die instalments. This is an espe- 
cially significant proposal for the reason 
that the furniture company is primarily 
interested, not in building or in the sale 
of building materials, but in the sale of 
Imii.-i hold furnishings and equipment. The 
company expects, however, to sell build- 
ing materials as a part of its home build- 
ing and furnishing scheme. 

So as far as at pn -ml contemplated, thi- 
ne i hod of merchandising homes and fur- 
nishings on the instalment plan will hi 
put into operation in only six large citie- 
where the company has branch stores. 
There are already numerous concerns spil- 
ing ready-cut and complete houses, some 
of (hem on the dt p ro d payment plan, 
these concerns may l>e expected to show 
some interesl in the scheme of including 
furniture and equipment. 

Much of the effort of organized business 
lias been designed to promote intelligent 
merchandising, winch mians selling ut a 
profit, despite competition. Many of the 
newer merchandising schemes, however, 
aim to do away with competition by in- 
Itodiieing inducements that leave price 
largely out of consideration. The proposal 
of the furniture concern to build and fur- 
nish home.- complete involves services, not 
only in supplying building materials and 
furnishings and equipment which ordinar- 
ily would be supplied by a dozen individ- 
ual and i tide pendent dealers, but in addition 
it includes financing. 

The proposal includes so many services, 
such varied inducements and so many 
sales appeals, that it is not easy to deter- 
mine which of them or how many in com- 
bination will clinch the sale. It also ex- 
emplifies a trend in merchandising that is 
quite general and suggests that sellers of 
home-building materials will have to adapt 
their methods to meet this new kind of 
competition. 
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Men's and Women's 

Clothing 
Aircraft and Accessories 
Farm Implements 
Dairy Machinery 
Steam Fitting and 

Heating Apparatus 
Porcelain Ware 
Hosiery 
Furniture 

Perfumery and Cosmetics 
Millinery 
Wallboard 

Insulated Wire '^fit 
and Cable 
Moulding of 
Bak elite- 
Radio Equipment 



T TUNDREDS of millions of dollars are spent annually in the Kansas City market 
J- -A for these products . . . every one of them sold in sufficient volume to justify 
sizable organizations and plants right in the territory . . . yet most of them 
shipped in from far distant cities. 



Farm owners within a night's ride of 
Kansas City spend 42 million dollars a year 
for implements. Buyers in chat same area, 
the natural Kansas City territory, pay 17 
million for steam fittings and heating appa- 
ratus; 16 million for insulated wire and 
cable; 86 million for furniture; 550 million 
for men's and women's clothing; 10 million 
for perfumery and cosmetics . . . and so on 
. . . sending far away from home for the 
very things that might economically be man- 
ufactured within the territory 

The raw materials necessary for all of these com- 
modities are here, or economically available. Labor 
of high efficiency is plentiful, and with an enviable 
record for scarcely any labor trouble in a quarter 



of a century Transportation by rail, by truck and 
by the soon-to-be-complettd Missouri River chan- 
nel is unsurpassed. Power is reasonable Coal, lut-l 
oil and industrial gas are plentiful, at low cost. 
Living conditions are ideal. 

It is a compact market of more than 20 million 
people • - . a group of people which annually create* 
more than 3 billion dollars in new wealth from 
(he soil! 

Fails tell the story. By all means, send for "The 
Booklet of Kansas City Facts," a resume of the 
many advantages of this vast market- If more inti- 
mately interested, ask for a detailed, confidential 
survey concerning your own market here 




No/ jasl a city 
but an empire 

Kansas Citv advertising does not confine 
itself to corporate limit*. Within the icrri* 
torv are raw materials and manufacturing 
advantages of a highly diversified nature 
■ ■ manv within the citv itself, many in the 
smaller cities of this rich area. Kansas City 
undertakes to tell the story of the entire 
territory to interested manufacturers, re- 
altiing that the ciiy prospers only as its 
outlying territory prospers. 



-tsv 



nmber 



ntimcrce 



KANSAS CITY, 

\^ansas Mo. 



Industrial Committee, Room 300 
Chamber of Commerce, Kansas City, Mo 

Please send me, without obligation, "The Booklet of 
Kansas City Facts." 

Name 

Address 



Cily_ 
-*«&« 



-tar- 



Vthtn writing to Ch smhek or CoMsir.KCfc ur Kansas City ph.atc mention .VafionV rHvsmU 
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WHAT I'VE BEEN READING 

By WILLIAM FEATHER 



O 



THF pul'lica'inn- I p ill 

carh month few have as 
much niterest for me svs E. 
W. Howe's Monthly,' "de- 
as the editor says, "to indignation 



voted, 

and information." 

Howe has been writing and publishing 
this journal since I1U1 when he retired 
from the Atchison (Kansas) Globe, of 
which he had been editor and proprietor 
for over thirty years. He is now in his 
seventy-fourth year. He divides his time 
Itetween a farm in Atchison and an apart- 
ment in Miami. Evidently he enjoys an 
income from his savings because E. W. 
Sowe'l Monthly is not a money-making 
venture. For several years the subscrip- 
tion price was 10 cents a year, but now it 
i- J", rent- .s >i ir, rl lor live years. New 
subscriptions are not solicited; renewals 
are not sought. If a reader complains 
too strenuously about the editor's opin- 
ions his money is returned promptly, and 
his name is crossed from the list. 

TMK Monthly consists of four pages, 
daily newspaper size, five columns to 
the page. It contains practically no ad- 
vertising, so that to fill the paper Howe is 
compelled to write a full column almost 
every day. Few editorial writers are as 
productive, and I know of no writer who 
is as lucid in the expression of his 
thoughts, and as unfailingly 
sensible in his point of view. 
Howe roams over the fields 
of literature, economies, pol- 
itics, sex, and religion, ut- 
tering ronvietions and con- 
clusions that are startling be- 
cause they are presented so 
nakedly and .-imply. 

Among writers of every 
group Howe is a hero because 
they realize that he has mas- 
tered his art, and they envy 
his ability to say what he 
chooses, to say so clearly that 
one can mistake his mean- 
ing. Critics recognize that 
he presents the point i>l view 
of the average American as 
ably as has ever been done. 
Hi- admirers range from II. 
L. Meneken to John D. 
Rockefeller, and from Ray Long to Cy- 
rus H. K. Curtis. Howe's own hero is 
the American business man became be" 
■ onsiders him to lie the tiiM-t downright 
sefol citizen we have. He likes the lit— 

r 



erary men beca t we they amuse bin with 
their cleveriK — , I"it he classifies them as 
intellectual clowns. 

The business man who reads Howe for 
the first tune will regret that he did not 
hear of him sooner because he will find in 
the pages of the Monthly both delight 
and solace. 

Here is a sample from a reeeni ls.-ue: 

All "i ii- fn '( 1 1 ii -ll I ly 1 1 i . i i ji yj'wii lo re- 
call how wonderful the world is; progress 
has undeniably been enormous. Men of 
wiliest iiilVirtii;it ion and tnatest inn Hi- 
ll' nee say that the civilization of the United 
States is far beyond that which may be 
fairly credited to any other country or age. 
Our best men have not only advanced over 
nil competitors m linnncc and commerce, 
but in providing material comforts for all. 
The most marvelous thing in the Tinted 
.States, when viewed by foreign critu-. i- 
improvement in the condition of the poor. 
The wages we pay the working man are 
marveled at abroad as unexampled, and 
all riiilit.s justly due him no rluii fully ac- 
corded both by law and custom. Com- 
pared with any other country or iirc. Amer- 
ica hus provided the |>oor man's paradise. 

Vet Socialists arc still throwing lighted 
bom lis and inflammatory speeches as 
though nothing has been done for them. 

I Inr In -t 11. > ii have done much to kIoi ify 
their country. Should not our worst men 

do something? 

Howe is the author of a notable group 




'E. W. Howe's Monthly, edited by E. YV. 
Howe, and published at Atchison, 
Kansas. 4 pages. Twenty-five cents 
a year, ♦! for five years. 



William Feather is a business man of Cleveland, O. He reads 
widely and writes interestingly of what he reads 



of books, most of them written several 
years ago, but recently re-published in 
new editions. Among these are "The 
Story of a Country Town," Dodd, Mead 
A: Co., New York, one of the best 

American novels ever written; "Daily 
Notes of a Trip Around the World," Min- 
ton, Blach & Co., New York, $3.50, a 
rare treat among travel books; "The An- 
thology of Another Town," a group of 



short sketches; "Ventures in Common 
Sense," with introduction by EL L. 
Mencken, Alin d Knopf, New York, a col- 
lection of paragraphs from early issues 
of the Monthly. 

The old man is now working on an 
Autobiography which he says will ap- 
pear in the Saturday Evening Post. If 
it is half as good as his own ideal of 
what an autobiography should be it will 
lake a place among I lie lonino-l U»ok- 
of all time. 

Howe is also the author of any quan- 
tity of Little Hlue Hooks, published by 
Ilaldeinaii-Julius, Gir.'ird, Kansas, at ti\i 
cents each. Among these titles are "Dy- 
ing Like a Gentleman," "Notes for My 
Biographer," 'Treadling From the Audi 
ence," "Sinner Sermons," and "Success 
Lasier Thau Failure,'' the last being the 
Jiiii-t stimulating and inspiring slum book 
that I have read. It proves exactly what 
the title avers. 

I N 17.") Meyer Rothschild, founder oi 
*■ the House of Rothschild,' was twelve 
years old. His mother and father hail 
died leaving him a small inheritance. He 
lived in the ghetto in Frankfort-on-the- 
Main. 

Meyer was married when he was 
twenty-seven, and before he was fifty he 
was i he father of live boys and five girls. 

The sons established the rich- 
est and most powerful pri- 
vate banking house that has 
ever existed. The daughters 
and their husbands were ex- 
cluded from the firm by the 
term- of the father's bequest. 

Old Meyer Rothschild pos- 
sessed an uncanny financial 
sense. F'urther, he under- 
stood human nature, was 
I ile— id wnh enemy, he kept 
his promises. 

A 1 1 hough the operations of 
the father had been on a big 
scale, the sons eventually 
made him look like a petty 
money changer. They domi- 
nated the financial opera- 
tions of every European slate 
throughout the turmoil of the 
late years of the eighteenth 
century and the first half of the nine- 
teenth century. 

The first exhaustive study of the 
Rothschild family was recently made by 



The Rise of the House of Rothschild, 

by Count Egon Caesar Corti. trans- 
lated from the German by Brian and 
Beatrix Lunn. Cosmopolitan Book 
Corporation, New York. $5. 
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Whoever 
threw a dog 

paid a denarius 
to the bank 
for every die " 




C () WROTE Augustus, emperor 
k3 of Rome, two thousand years 
ago, concerning a game lie played 
With his friends. "And," he added, 
"whoever threw a Venus (sixes) 
won every tiling." Undoubtedly, he 
invoked the goddess Kortuna before 
casting the fateful dice. Today, he 
would call her "Lady Luck;' hut 
he would find the spirit of the 
game unchanged. If Dame Fortune 
is propitious, you win. It she is 
not, you lose. 

Today, many a man undertakes the 
job of selling in the spirit of this 
oldest of games. Armed with facts 
about his product — and little else — 
he goes to an interview with the 
mental reservation that if his luck 
holds he will get an order. If it does 
not, he loses out. 



« ■ * 



A comfortable 
philosophy as ap- 
plied to selling, 
but not in accord 
With the findings • 
Of this modern age. 
Today, it is believed that the 
results of a sales-interview can be 
pre-determined. Today, it is known 
that the dominant factor in almost 
any sale is the goodwill of the 
prospect toward the product, its 
salesman, and the house he 
represents. 

Goodwill is created by Remem- 
brance Advertising. And not only 
does Remembrance Advertising 
bring that friendly and favorable 
view-point into being, it keeps it 
alive. Remembrance Advertising 



can be made to work with your 
salesmen, for them, and after them. 
This "after work" is what we call 
"The salesman's time insurance 
plan." Let us tell you about it. 
It is a method of protection used 
by some of the greatest corpora- 
tions in the world. Send for book 
on Remembrance Advertising, and 
a specific plan for your business. 
No obligation incurred by inquiry. 



Hkown tt BiniLuw, Si. Paul, Minn. 
Plejir ten. I t nm pli mrnr ar v copy nf book W 
Remembrance Ailvcrtitini:. and uutluu *.j li- 
men's rime insurance pUn. 

Name . 



Njrufe of I- . i i- 
Addrru 



BROWN &> BIGELOW 

Remembrance Advertising 

PAUL - CHICAGO - NEW YORK. - SAN 
SA11LT S T E . MARIE - HAVANA - MEXICO C I T V 

H'lirff writing to Runwv A TUcrLoW ntrn'f mrntior Xntion'i dujmrffS 




FRANCISCO 
HONOLULU 



H'ra 



If 
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they Illuminated plants as 
they once had to heat them 




Showing the 
the Modme Unit 
Heater €\i<u\ait\ 
hcvicd air down 
to the marking 
;anr and L. . pi it 
ih* r e * & t tnw t 

wit eireuimtiom 
mtih mil iron rj. 
ttttiwm o t pipe 

coih* 




II 



I7/?£ new way~ . 
of heating that 
Modine introduced 



< >W ridiculous tli. picture looks — all 
the li^lit at the roof — working area 
a twilight zone. 

Itul. notice the healing coils*. The heat 
waves arc roof-ward hound. 

It is just an unreasonable to waste vow 
lipiht at the roof a* it is to waste heat 
with old-fa.Hliioned equipment. 

l or von now ean direct heat almost as ef* 
fcclivelv as light is ilireetcd. 'The Modine 
I Hit Health does this. Suspends from 
the -I- .mi line. Delivers heat down to 
uorking level ami keeps it there. Spreads 
hcnl ovcrn wide door area. Produce* a 
new degree of comfort for factory work- 
ers — warm 11 ■-. uniform temperature. 

Control of heat flow is instantaneous. 
Kuril Modi ne operates independently. 

If von'rc installing a new heating system, 
if vou're rrpuiring or supplementing % our 
old one, :. . I complete facts now about 
the Modine I'nit Heater. A Modine I nil 
Heater installation costs less than cast 
iron radiation. And it insures hcttcr and 
more economical heating for your plant. 

MODINE M \M I \« Tl HIV. < OMPANY 

*Br*nch offictt in ait tar^t altti 

I ••..■! - . HI ,. . 

S. »:. IJiACII « CO. IjJ.. 26-311 Artillery N„ r 

'Unit H E AT E Rli& 

FQft 511 f\ t* . VArXJM VACUUM. HUT WATER M E-AT1 HQ FkYTCMft ^^^^^^Hf 



Hxdme Unit Hrmltr No. 701 — 
amly 123 Iht.. *»4 A*i the 
hrttmg <mpmttty of nrsrty 2 font 
of emit iron t.i.S'.i- >. 



HVi«n u-iil.ni/ in MlIiimc M»xcnmni\G Ci plratr p..f>if.nn Xaiicn t Pviintf 



Count Egon Caesar Corti, author of "The 
Rise of t lie House of Rothschild." Count 
Corti's, research took him to the files of 
every European government. His find- 
ings are reported in a readable volume 
of 4:-!2 pages. 

First, the Rothschilds understood the 
\ alue of news. Their most important ac- 
tivity was obtaining and communicating 
information to each other. One brother 
was in London, one in Paris, one in Vienna, 
one in Naples, and one in Frankfort, or at 
large. 

They established their own carrier sys- 
tem for the transfer of money, palters, 
and letters. When Napoleon fell at 
Waterloo, Nathan Rothschild was ihc 
first to communicate the news to the Eng- 
lish government, after, so it was said, he 
had placed large order? to buy English 
securities. The Roth-child messengers 
and navigators were awarded prizes for 
-pei ial performance — their ships sailed in 
any weather and their couriers pene- 
trated every battlefield. The Rothschild 
forces got money to Wellington's troops 
after the English government itself had 
failed. 



DV HAVING its representatives rta- 
timed in different countries the 
Rothschilds were able to act :i- agents for 
the transfer of l.irire -urns of money; com- 
petitors had to put gold in wagons and 
haul it, whereas the Rothschilds merely 
signed a slip of paper which was honored 
by any branch. Since it often cost thirty 
per cent in those days to transfer funds, 
and since the Rothschilds handled mil- 
lions their profits were huge. 

In times of war national credit is al- 
ways imp.. -red. The Rothschilds would 
lend to a warring European nation, at a 
discount of 10 to is per cent, and dispose 
of the bonds at close to par in England or 
other non-warring countries. Due to its 
ability to distribute bonds :tt good prices, 
the House of Rothschild was preferred 
among other bankers. 

Although handicapped by religion, the 
Rothschilds were determined to make 
themselves acceptable socially because at 
social function.- they met mi|Hirtant peo- 
ple and admired items of new- that they 
could turn to account m business. They 
gave lug diiim rs, and nobles ami persons 
in high otiice attended. 

Although advertising in the modern 
MM was unknown at that time, the 
Rothschilds perceived the advantage of 
favorable not u-r in print, and they paid 
literary men to write monographs about 
the family. 

The trickery and bribery that was in- 
dulged in during this period in Europe 
almost passes belief. The Rothschilds 
had their lingers in every pie, and n:ndc 
substantial personal loans, without se- 
curity, to high officials who were useful to 
•hem. That was the custom then, and it 
has not l>een entirely altered even in these 
days. 

Bat it wasn't all luck and indifference 
to public welfare. 
Goethe, also n native of Frankfort, one 
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tiny was talking to Eekermann about the I 
period required for cultural or any other | 
preat achievements and said: "Yes, my I 
dear fellows, it all amounts to this; in 
order to do something you must, be some- 
thins. We think Dante great, but he had 
a civilization of centuries behind him ; the 
House of Rothschild is rich, but it has 
required more than one generation to at- 
tain such wealth. Such things all lie 
deeper than one thinks." 

Another commentator on the Roths- 
childs pointed out that although there are 
circumstances in life when luck may be 
a determining fact, lasting success and 
constant failure are always, and to a 
much greater degree than is generally 
supposed, attributable to the personal 
cteserta or the personal failings and short- 
comings of those who are blessed by the 
one or damned by the other. 

The Rothschild family was naturally 
great, and its members would have suc- 
ceeded under any eoiiditimis. 




A NDRE SIEGFRIED, a Frenchman, 
** is the author of a notable book en- 
titled "America Comes of Age.'" In 
many respects it is one of the best in- 
terpretations of the United States, po- 
trticaBy, socially, and economically, that 
has heen made. It should become a prac- 
tical handbook for politicians, advertis- 
ing men, propagandists and others who 
deal with the masses. Siegfried appears 
to understand us better than we under- 
stand ourselves. 

This man has applied an outside point 
of view to such fundamental aspects of 
American civilization as New England 
Puritanism, Catholicism, prohibition, tin- 
color problem, the Ku Klux Klan, immi- 
gration, the protective tariff, foreign 
loans, world trade, standardization, and 
so forth. Rarely have these problems 
been discussed so sanely and dispassimi- 
ately. 

1 enjoyed all of the book but I could 
not agree with the author's conclusion. 
Like so many til her visitors he was over- 
whelmed by our great factories in which 
workmen perform standardized, repeti- 
'tive operations. 

The Frenchman is led to make this 
statement : 

If the aim of society is to produce the 
ureal c-t. amount of comfort ami luxury for 
the greatest number of people, then the 
('nited Stales of America is in a fair way 
to .-uceecrl. Ami v< I a house , a hath, anil 
B c:ir for every workman — so much luxury 
within the rouch of all — can only be ob- 
tained at a tmiiic price, no less than the 
transformation of millions of workmen into 
.inioiiiaions. 'Fordism.' which is the es- 
-< nee of American industry. icmiIn in the 
ftaadarttaktion of the workman hfmnmff 
Artisinudiip, now out. of Mate, ha- no place 
in the New World, but with it have < 1 i .- - 
appeared certain conceptions of mankind 
which we in Europe consider I he very basis 
of civilization. To express his own per- 
sonality (hrough his creative efforts is the 



WINGED 
MESSENGERS 



'America Comes of A((e, by Amlre Sieg- 
fried. Harconrt. Hrace and Company, 
New York. 358 pages, $3. 



...speed news 
in all business 



"EXTRA!! EXTRA!! . . . PIRATES 4 CUBS 3" . . . 
and you are hardly out of the ball park when the paper 
is on the street. 

General business can learn much from the newspaper 
about coordination of departmental activities. Here the 
ordinary business cycle of order, production and sale 
is crowded into a few short hours. 

News leads and scraps of news come by wire and are 
immediately delivered to the slot man at the copy desk. 
As copy is arranged sheet by sheet, it is put in a 
Lamson Carrier and shot through a Pneumatic Tube 
to the composing room. Often the opening paragraphs 
are in type before the final ones are written. 

Similarly, instructions and proofs of news, editorial 
and advertising speed back and forth between com- 
posing room, proofroom and advertising department. 
There is no lost time waiting for accumulation or human 
pick up. The paper must reach the street while news 
is still news. 

And so all business can lie speeded. Lamson Pneumatic 
Tubes compel the continuous tlow of matters from the 
attention of one department to the attention of an- 
other. By speeding news they speed business. 

Our booklet will tell you what Winged Messengers 
will do tor your business. 

THE LAMSON COMPANY 
3000 James St., Syracuse, N. Y. 

LAMSON 

PNEUMATIC TUBEi 

coordinate the departmental interchange 
of papers, files and packets 



LAMSON Serves 

Public Utilities 
Manufacturers 
Mail Order House* 
Railroa J Terminal* 
Retail stores 
Insurance Cumpanic* 
Sleet Mills 
Banks 
General Offices 
Automuhilc Agencies 
Newspaper* and 
Publishers 
Wholesaler* 
Investment Brokers 
Hospital* 
HoccU 



AnJ Will Seivc You 
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Save 

60%> to 80%>! 




Here's What 
Spray-Painting 

Will do For You— 

— Lower painting co%t« enable you to keep your 
hu*ine*i proprrtv and rquipmrnt in A-l con- 
dition, it ■ fraction m[ hand painting coata ! 

—Quickly and inexpensively bnfhtcn* up dark 
walla, Inermac* ope ratin( efficiency. »inita- 
(ton — improve* appearance! 

-Don a. better job rhan hand wtirk. Penetrate* 
poroua turUcet bruihe* cannot reach. Paint a 
in ■ difficult fturface, no matter how roufh. 
Applied mechanically even! 

- Appliei anv tiflit or heavy paint, varniah, 1 1< - 
quer, flraphite or aluminum paint*. 

-You can own >our own outfit. Eaiy to oper- 
ate. Spray paint your equipment, lurniture. 
truck*— cvcntliind* 

- \ drcadc of eineriencc, enable* Hink* to 
recommend and *upplv the outht be»t *mted to 
w>ur needs. Complete information will be 
mailed without ublitfatton lo you. 

Binks Spray Equipment Co. 

Dept. J, 3128 Carroll Avc ; , Chicago 

Rcprc>€iM*ti>ct in Trincipil Cilin 




BINKS 

Industrial Maintenance 
Painting Machine 

Order an Outfit on Trial 

When uriting pleatc mention \'alion'$ Itutinm 



ambition of every Frenchman, but it is in- 
i-nmp.ilihlc Willi muss production. 

Tin- fear 'liai this is I" be a nalion of 
;iiitoin:i runs is raised by most of our crit- 
.Just how far along this line have we 
gone, and how serious is the danger, if 
any. that confronts us? 

It has been said that ti. ariy half the 
business in the United States i< dime in 
factories employing less than olMl men, 
with offices of less than 20 people. 

I N TIIK United States we have the t nil— 
" est buildings in the world, the largesl 
hotels, and (he biggest apartment houses, 
hut we also have more detached, single 
houses than anv other count ry. We have 
department stores that sprawl over sev- 
eral city Mocks, hut we still have a stag- 
gering number of independently owned 
(or managed i retail shops. We have the 
Ford industries in Detroit, hut we have 
tens of thousands of automobile service 
stations, individually owned 

Among the groups of workers who are 
not automatons I should include farmer*, 
truck drivers, physicians, attorneys, rail- 
road employes, miners, building arti- 
sans, repair men. retail clerks, teachers, 
ministers, writers, janitors, housemaids, 
hotel employes, barljcrs, policemen. The 
list could be vastly increased. Ml these 
groups are free from direct supervision. 
Their pace is not set by a machine. They 
are as free as workers ever were. 

Whence comes the notion that so-call- 
ed "Fordism" is the e.ssence of Ameri- 
• an industry? Large production per unit 
of labor is the essence of our industry, 
i iiir sv.Mein demands efficiency, stand- 
ardization, and machine-production. Tint 
a peculiar and compensating feature of 
our industry is that the moment a man 
approximates an automaton we replace 
him with a machine. He then becomes 
the supervisor of the machine. Is there 
anv virtue in making nails bv hand " Was 
not mail created for something better'' 

I am weary of hearing that ours "is a 
materialistic society, organized to pro- 
duce things rather than people, with out- 
put set up as a god." 

I I set in- to me that the famous man 
who screws Nut No. 4:17 on a Ford car — 
if there he sued a person — is considerably 
better off than the men and women who 
sit all day long in the sun cracking stones 
with a hammer, as I have seen hundreds 
do in France ami Italy. Is there any- 
thing ennobling about hoisting a haski ' 
of cracked stone to your hack and trudg- 
ing u quarter-mile with it '' That is com- 
mon practice in Europe. We arc trying 
to rid human beings of such brutal 
drudgery in lhe United Slates. As we 
await the further perfection of our ma- 
chines some of our workmen are con- 
demned to tasks that are monotonous, 
but we are slowly replacing pick and 
shovel men w ith steam shovels, and wield- 
ers of sledges are giving way to stone 
crushers and pile drivers, driven by steam 
or gasoline. 

In the printing business, with which I 
am most familiar, machinery has been so 
perfected that in the employment of men 
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we must seek creative intelligence. That 
is the one quality we cannot get from the 
machines. 

It is too bad lhe workers themselves 
are not more articular on this subject. 
If they were I suspect that the man who 
formerly winked in the bottom of a ship 
tilling Imckets with coal and who now op- 
erates an automatic lifter would say, 
"Forget it ! I lon't worry about my soul! 
1 never knew 1 had a soul until 1 found a 
job that let me straighten my back." 



ACuMMON saying among successful 
liusincss men is that if they had 
known what they had to go through to 
establish themselves they would not have 
had the courage to make a start. 

I judge that Alice Unite MacDougall 
feels that way about her adventure in 
business.' She was forty when she made 
the break, and had three children and less 
than a week's In nig expenses. For many 
years 'he had earned her living in a lady- 
like way by sewing, singing, typing, can- 
ning fruit. She reasoned that her future 
was hopeless unless she made a radical 
change; in short, she had much to gain 
and nothing to lose by becoming a dealer 
in coffee. 

Mrs. MacDougall is now widely known 
as proprietor of a group of restaurants 
where food may be eaten amid old-world 
backgrounds. She serves scenery, atmos- 
phere and romance with coffee, sand- 
w ii lies, salads, and waffles. 

But the restaurants are an offshoot of 
the coffee business which was started in 
1007. Not until l'll'.i was the Little Cof- 
fee Shop opened in the Grand Central 
Station. It was here that Mrs. Mac- 
Dougall discovered there was more money 
in hot coffee than in roasted coffee. The 
first of the large restaurants was opened 
throe years later. 

Being a woman in competition with 
men, she expected rough treatment from 
the male sex. Strangely, she received 
help and consideration from men, whereas 
her reception by women (business wo- 
men) was almost antagonistic. 

She calls upon the members of the fem- 
inist movement to explain: 

I cannot. All I know is that while men 
.-|'i:ing ever ready, ever chivalrous, to put 
business m 1 1 1 >• way. sometimes even com- 
petitors, women almost invariably turned 
nie down. ... If their hesitancy could be 
attributed to the quality of my coffee I 
would have lieen the first to acknowledge 
it. But by lhe time 1 approached places 
like these (hospitals, women's colleges, 
etc.) I was more or less of a specialist. I 
knew my market, both wholesale and retail. 
I knew the needs of these people, as my 
success elsewhere proved. The difficulty — 
mi honest conversation proved that — lay in 
the quality of the feminine mind. The 
siihtle flattery of nn adroit salesman pleased 
them tad their order in consequence went 
to him. 

Mrs. MacDougall has worked hard for 
her success. Her book is nn honest, first- 
class story of a business career. 



The Autobiography of a Business Woman, 

by Alice Foole MacDougall. Little, 

Urown and Company, Boston. (2.50. 
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How Farm, State and Corporation 

Used the National Lumber Consultant's Services 



IN A WESTERN farming town a National 
Lumber Consultant sat down to assist in the 
drawing of plans for a grain elevator for a near- 
by farmer. His knowledge of good construction 
enabled him to do it quickly and well. 

In an eastern state capital, another Lumber 
Consultant spent two days assisting in the pre- 
paring of specifications for the lumber to be 
used on highway construction 
throughout the state. Kis knowl- 
edge of kinds of woods and stand- 
ards enabled him to save weeks 
of work on the part of the Com- 
missioner's staff. 

In a New England railroad car 
shop, a third Consultant solved 
the problem of proper maintenance 
of milk-car floors. Knowing lum- 
ber qualities and lumber-treating 
processes, he could and did bring 
immediate assistance and a quick solution. 

So, in countless towns and countless situations, 
National Lumber Consultants in 13 Regional 
Associations and backed by the entire resources 
and experience of America's lumber industry, 
are constantly helping the users and handlers of 
lumber. Experts, with a massed experience 
covering every possible use of wood, they are 
constantly saving time and money for manu- 
facturers, shippers, carriers, builders, and other 
users of wood. 

These Consultants may be able to help you improve 
your product. They may save you 
money in lumber handling methods. 
They may work out production 
economies, or evolve more satisfac- 
tory methods of shipping your 
^^^k ^^^H goods. Wherever lumber or its 
HH H H substitutes enters into your 
NL AAA business, their advice and coun- 
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sel is valuable. These Lumber Experts 
bring to your conference table the collective 
experience gained by solving the problems of 
architect, builder, wood user and consumer. 

The services of the National Lumber Con- 
sultants cost you nothing. Their purpose is to 
help wood users get the utmost value from 
this material. Call on them any time you are 
faced with a lumber using or lumber handling 
problem. You can 
have a National 
Lumber Consultant call on you 
by getting in touch with the 
nearest association office. Ad- 
dress inquiries to: National 
Lumber Manufacturers Asso- 
ciation, Washington, D. C, or 
any one of the field offices — 
New York. Atlanta, Pittsburgh, 
Boston, Chicago, Indianapolis, 
Kansas City, Dallas, Tex., 
Minneapolis, San Francisco, 
Portland, Ore. 

National Lumber Manufacturers Association 

Transportation Building . . . Washington, D. C. 

Gentlemen: Please send me. Free, copy of booklet checked — 

P] Fifty Lumber Scientists at Your Service 
f_] Lumber and Where To Get It 




Name 



Company- 

Street 

City 
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■ ■ t m «^ -w\ ti wv MANUFACTURERS 

NATIONAL JLUMBiiK, ASSOCIATION 

WASHINGTON, £>.C. 
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C. J. T. ef/tri a ready 
market to firms having on 
hand suitable purchaser 
paper, in any amount, which 
they may wish to convert 
from ' notes receivable ' ' in to 
cash on hand. 



Subsidiary am! Affiliated 
Operating Companies 
with Head Offices in 
New York -:- Chicago 
San Francisco- :-Toron to 
London -:- Berlin 
branches in more 
than 70 Cities 



Serving Industry 

which 
Serves the Public 

ALL the recent apartment* put up by 
, F — M — , wealthy builder in a lake city, 
feature an electrical refrigeration unit in each 
apartment nitfa central operation from the 
basement. The installations are made on time 
payment terms by the city's leading equip- 
ment concern, which regularly uses C. I. T. 
finance service. 

Its latest sale to this builder covered 84 evap- 
orating coils and 5 compressors priced at 
fS,6(l(). Accepting part cash and monthly 
instalment notes for the balance, the seller 
promptly had cash from C. I.T. for the paper 
while the owner is enabled to meet the equip- 
ment cost, in large part, out of income from 
the apartments. 

C. /. T.' s list of clients is a roster of well-rated, ag- 
gressive manufacturers and distributors in more than 
fifty lines oj'husiness. Each has built a constructive time 
selling plan, adapted to his product, and resting on 
confidence in C. J. T. sen-ice to finance sales and 
follow through on tVUJ detail from the first credit 
investigation to the collection of the final payment. 

Commercial Jwestment|rust 
corporation 

BxtaUkM Offices, One Park A venue, Nw York 
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CAPITAL AND SURPLUS 



Snquiriet mrt iniitfj from 
aii tntt rtitr.t tn tiffertn^tfietr 
\ the opportunity to 
it. qutrt (t/ ;l' equipment upun 
jounJ jmt.timfnt termi. 

A*k shout & I.T. Plan for 

Agricultural Machinery 

Automobile* 

Bakery Machinery 

Contractor** ICquipmrnt 

Dyeing Muchineiy 

I- Ice trie Appliance! 

r umiiure 

<iaraKc 1'i.quipmcnt 

lloapitallquipmrni 

Hotel huuiOimo 

Lnlioiiriiphlnf? Machlnr* 

Motion Picture 1-lquipmcnt 

Oil and < . i • Heater* 

Organ*. Piano* 

Phonograph*. Radio* 

Pro*icians' Equipment 

Pumps 

Refrigerators 

Ke*lauram f-iiuipnient 

Ship*. Dredge* 

Store Fixture* 

Stove*. Oven*. Furnaces 

Textile Machinery 

Turbine* 

YulcunncT* 

Wuahing Machine* 

Welding Machinery 

Woodworking Machinery 

X-Kay Equipment 

amj maut •tktr prmdmett 



nvt-:ii $ 2S, OOO. OOO 



IVhcu writing to OiMMijrm ItwjtrutNT Tm>r t 'oupotmiiiN ptwtr mention .Vol ion 'a Hu*tnr*» 
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What the "World of Finance Talks Of 

By MERRYLE STANLEY RUKEYSER 



tjks the election approaches, men 
f^L along mane] tm talk in< rca • 
r-^flk )m.-!\ politics, yet the 

Y i >oti1 ica] situ i 1 

major business Factor this year, 

'IV I leu ratic I' ii Iv has fought hard 

to prevent the Republican Party from 
taking exchiaive posse ssi on of the proa* 
parity Issue. John .1 Raskoh was bor- 
rowed fruiu the General Motors Corpora- 
tion as a symbol thai a I Vniocrat ic \ ic- 
tory would not mean hard times. More- 
over, m accepting the nomination. 
Gov. Alfred V.. Smith sought to 
reassure business. The Democratic 
platform itself is a bid for business 
support. 

Corporation baiting no longer i- 
thc way to political preferment. 
Wnli millions of small investors 
now part owners of big business 
corporations, they arc m no mood 
to respond to the obsolete political 
doctrine that mere bigness is a so- 
cial menace. 

Apparently only the diehard edi- 
tor of the Wall Street Journal still 
subscribes to the ancient dogma 
that Democratic success at the 
polls would foreshadow a depiv— 
sion. However, (kapha the divi- 
sion of the business vote, many 
men of business think that a change 
of party might be slightly disturb- 
ing to confidence. 

As a matter of fact, the two 
major parties have divided on no 
major economic issue. The Demo- 
cratic Party, it is true, has lxien a 
little more specific in promising 
special remedies for the farm prob- 
lem. 

An outstanding economic issue, 
on which the platforms are silent, 
is the question of a thoroughgoing 
revision of the anti-trust laws in the 
light of changed post-war condi- 
tions. Under the Coolidgc Admin- 
istrations, there has been an at- 
tempt to bridge (he gap of legal 
obsolescence by a new spirit of 
enforcement. The Attorney Gen- 
eral's office has sought to cooperate 
with business executives in discussing in 
advance the legality of proposed new 
alignments, but, in spite of the distinct 
change in the manner of enforcement, the 
laws no longer reflect public opinion in 
respect to large aggregations of capital. 

The older faith in the supreme utility of 
unrestricted competition is waning. Blind 
competition means waste. Rational con- 
duct of industry in the social interest de- 
pends on intelligent cooperation and inter- 
change of information. Some business 
leaders even think that the interdicted 
subjects of price and future production 



schedules could profitably be freely dis- 

ottssed, provided ■ repre sen tative of the 
government were present, 

Numerous leaders of the liar, as well as 
men nl business, favor a restatement, of 
the legal principles affecting business 
compel ii ion. Owen I). Voung has stated 
Bttfootedly that American communica- 
tions companies cannot retain their 
worldw ide preeminence unlcw enabled by 
special legislation to effect a merger be- 
tween the cable and radio companies. 
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GROCERIES? 

DO GREAT bankers carry bun- 
dles sometimes? Apparently 
they do, for here is Thomas W. 
Lamont, Morgan partner and 
chairman of the American Sec- 
tion of the International Cham- 
ber looking as if he had the 
family groceries 



tion. The only alternative is to legalize 
these combinations, except those involv- 
ing actually or potentially competing 
patents, and to Hiliject lliiiu to govern- 
mental supervision and regulation in the 

public protection." 

Mr. Untermyer urges extending the 
powers of the Federal Trade Commission 

In regard to this, be Bait) i 

"Give the Commission authority to 
sanction such organizations, business 
methods, including agreement! as to 

prices ami production as are rca- 

souable and do not conflict with tin 

public interest Km with power to 
prevent extortionate profits, stifling 
of outside compel it ion or acquisi- 
tion of further competitors without 
the approval of the Commission." 



INCIDENTALLY, Mr. Unter- 
' mycr has traditionally been the 
arch foe of existing methods of con- 
dueling the New York Stock Ex- 
' liange and u is significant that m 
a recent speech before the Consti- 
tutional Law Class of the College 
of the City of New York, Mr. Un- 
termyer remarked: 

•The New York Stock Exchange, 
one of the most important instru- 
mentalities of big business and 
finance, is gradually correcting the 
evils that characterized the exer- 
cise of lis ureal powers and is evi- 
dencing a disposition to so reform 
its methods that it may not be- 
come necessary to subject it to pub- 
lic regulation, except to the extent 
of giving right of judicial review of 
certain of its acts." 

This sounds like extending the 
olive branch. It is part of the 
record to state that several of the 
reforms which Mr, Untermyer has 
long advocated have lieen adopted 
by the Stock Exchange. 

OH. CIIKNKY, .sensing the 
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CHT.N the nonconformist, Samuel I n- 
1- J termyer thinks that the anti-trust 
laws are out of date. Mr. Untermyer 
recently observed : 

"The anti-trust, laws have been demon- 
-t rated to be futile, unequal and unjust 
in their operation, and unenforceable. 
These colossal aggregations of capital 
have reached the point at which the exist- 
ing laws can no longer be impartially ap- 
plied to those who are offending against 
them without such an upheaval in busi- 
ness and finance as would create a cata- 
clysm and be disastrous beyond concep- 



changing nature of competi- 
tion, has described the new compe- 
tition as a race between makers of 
different commodities for the con- 
sumer's dollars. In the new competition, 
competitors within an industry have 
handed together lo impress the public 
with the desirability of their product, as 
compared with other outlets for the con- 
sumers' buying power. David SarnnlT, 
ihirty-seven year old general manager of 
the Radio Corporation of America, car- 
ries the analysis a step further, and in- 
vents the phrase "supplantive competi- 
tion." Mr. Sarnoff, with his eye on the 
scientific age in business, emphasizes the 
competition between the old and the new. 
Incidentally, Mr, Sarnoff docs not sub- 
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-jf Review of the 
e)tocl{ and 'Bot/d t%Car%et 

is issued In- us each month ami mailed to 
nearly 50,000 investors throughout the 
United States. Each issue contains an 
analysis ot lour well-known listed stocks, 
together with current information of 
interest to hond buyers. 

If year name it not on our mailing fut 
tcrite on your letterhead to our nearest 
ejh~ce for a copy of the eurrent hiue. 

HORN BLOWER & WEEKS 

> ESTABLMHZD (818 

BOSTON NEW YORK CHICAGO CLEVELAND 

DETROIT PROVIDENCE PORTLAND, ME. HITTSBt'RGH 

Member* of the New York, Bolton, Chicago, Clrvciind, »nd Detroit Stock. Eichuign 



ASSOCIATED SYSTEM 

Founded in iK;i 

26 Shares Per Shareholder 



The ownership of Asso- 
ciated Gas N Electric Com- 
pany Preferred and Class A 
-ink iv ^ i.lck distributed 
The average shareholder 
ownt 16 shares. 68.7% 
of the shareholders own 1 
10 to shares each and 96 7% 
own 1 to 100 shares each. 
This is due 

I — to the large number 
of consumer share 
holders — 38,700 out 
of a total irf ■ 
shareholders arc con* 
sumcrs served by As- 
sociated properties. 

a — to ihe many emptovce 
shareholders — 77% 
ot all Associated em- 
ployes hate invested. 
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Shareholders Own 1-10 Shares 




Shareholders Own 11-100 Shares 



3% Shareholders Own Over 100 Shares 
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The large number of consumer and employee shareholders is a stabilising influence 
It also indicates the degree to ssbtch the Company has been able to provide a means ol 
thrift and investment to small investors. 



lG»S j ELECT RIC} 



Associated Gas and Electric Company 

Incorporated in 1906 
Write far our Boutin eniidrd "/ 11 JJ*" 

61 Broadway New York 



Mtfbe to the thesi-sri forth in the August 
issue of this magazine liy Mr. (Ttene 
lo the effect that lia- great nred is for 
executive* to forget grandiose ideas ami 
t«i mind their own business. Mr. SarnnfT 
says: 

"Tlx 1 needs nf tlir times will bring 
forth, |ierhaps, a new type ol executive, 
trained in :i manner not alwavs a.ssocmtcii 
with the requirements of hu-mess nian- 
aKt'int'nt. He will have to reels 011 with 
ihe constant < h.ingt s >n imlii-t r\ that 
scientific re-i.ireli i> bringing, lie will 
ha vo To lie aide to approximate the value 
id trrhllir.il development, lo understand 
the sigmfiranre of scientific research. 

"He will lie ci |i 1 it >{ ■<:■>] wiili an even 
antl exart knowledge of the relationship 
lietween hi.- business and similar busi- 
nesses in the same held; lietwoen his m- 
dn-trv and oilier industries whuh it may 
affect or lie affected liy; between business 
ami government ; and even lietween busi- 
ness and politics, for no groat industrial 
enterprise is safe from politiral attack. 
'Mind your own busuies,-' 1- ceasing lo lie 
an all-cmbr.iruig business axiom, li 111:1 > 
Ivc the other fellow's business thai will 
determine [lie success ur failure of your 
ow 11." 

TV ,f li. SARNOFF"S conception of prt* 

* *■ on L day coitipetitinn i- that "the 
" 1 1 all r danger, it would appear, is indus- 
trial self-complacency. The urcaler men- 
ace to the life of any industry is not 111 thr 
competition fur a -hare of the public dol- 
lar, lint in the supplant ivc competition 
winch modern .science may breed in the 
laboratory. The ghost of industrial ob- 
solescence .-'.ilk- after any industry, so 
thoroughly stabilized that it can only 
grow around the waist, 

"The competition which may make :>- 
well us mar, depending upon the breadth 
of view in modern industry, is the com- 
petition lietween the old and the new. 
lietween those who have made lietter rat- 
iraps which caused the world to mark a 
path to their door, ami those who have 
invented a product, developed a method, 
or fount! a means, that would make rat- 
traps unnecessary. 

"There is dawning, it would seem, a 
new altitude on the part of industry to- 
wards supplantive competition, whose 
first faint U'gitinitigs rise out of ihe lali- 
oratory. That, leading elements in the 
automotive industry should interest 
themselves m aircraft developments and 
production is a splendid sign of the times 
It betokens the day of a much closer re- 
lationship and sympathy lietween indus- 
trial development and advanced scientific 
researrh. 

"The new day of swiftly moving scien- 
tific progress and rapid technical achieve- 
ment calls for industrial flexibility rather 
than rigid stabilization — flexibility that 
makes for open-minded executives in con- 
trol of great industrial enterprises, for 
greater ereativeness in production ami 
sales plans based upon the changing con- 
ditions of industry, for the constant im- 
provement of commodity, equipment or 
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A Town 

to fit 
jour factory— 

with lower 
production costs 
and superior working conditions 




The section of the country in which l<> place 
a factory must be decided by conditions gov- 
erning the particular factory in cjuestion. 

Once having chosen the part of the coun- 
try, the type of community remains to he 
decided: shall it be a large city or small 
town? In making this decision the manu- 
facturer who is seeking reduction of cn.-ls 
and improvement of production will choose 
a small town. 

In those respects in which the big city once 
had an advantage, the small town has now 
been properly equipped. Its power supply is 
both ample and economical as a result of the 
blanketing of the countryside by widespread 
electric transmission systems. Hard roads 
and fust freight have made it tin- eipial of 
the big city in transportation facilities. 

In other respects, the small town offers 
advantages not possessed by the large met- 



ropolitan centers. Land is both cheap and 
plentiful in the small town, affording u in ph: 
room for industrial operations and for 
growth. Living conditions are vastly supe- 
rior. Workers own their homes and have a 
stake in the community. They are free from 
the fatiguing effects of congestion and long 
trips to and from work — an advantage which 
is readily translated into more interested 
and more effective production. A moder- 
ate wage scale buys as much for the worker 
as higher wages can buy in the big city. 

The 3,600 small towns served by Middle 
West Utilities Company's subsidiaries are 
located in thirty states. In this varied group 
the geographical requirements of almost 
any industry can be met. Correspondence is 
invited by Industrial Development Depart- 
ment, Middle Meat Utilities Company, 
72 West Adams Street, Chicago. 



MIDDLE WEST UTILITIES COMPANY 
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Why pay for 
investment values 
you do not need? 



BONDS, like anything else you buy, differ in the features 
they offer — grade of security, maturity, salabtlity, tax-ex- 
emption, etc. These features are reflected in the market value 
of the bond and consequently in the yield. 

For instance, one bond may be better known to investors than 
another -and in greater demand. If you arc likely to need ready- 
cash on short notice, the premium you pay for such marketa- 
bility may be real economy. If your affairs are relatively stable, 
to have extreme marketability would be a luxury. 

Again, some bonds are tax-exempt. As a result, their yield is 
lower than for taxable bonds. The investor who pays a relatively 
small income tax has no definite use for such bonds, though he 
niav buy some to add safety and diversification to his invest- 
ment fund. 

The greater (he security behind a bond, usually the lower the 
yield. Every investor needs to be conservative; but what is con- 
servative for one might be less so for another. For instance, a 
H idow, dependent entirely upon her investment income for sup- 
port, could not afford to lake even the reasonable risk quite prop- 
er for an active business man. If the latter, therefore, insists on 
the degree of security required by the former, he is paying in 
reduced yield. 

Fhis seems simple enough; but, in its application, not only 
must the investor's circumstances be known; the bonds them- 
selves must be accurately analyzed in respect to the various 
features. Halsey, Stuart & Co. originates a large volume of bond 
issues in the principal fields of conservative investment. It 
knows these issues at first hand — and is more concerned w ith 
helping the investor build an investment structure adapted to 
his circumstances than with merely selling him some bonds. 

/' e have jujt prepared a neiv and revised edition of our Bond 
Analym Chart. It 11 ample to uie. Hith it you m.iy mate your own 
juri'ry of your ban A holdings — and lee hozc t /try fit your need i. Sent 
• mpon rrijur:t, without ohligatinn. II rite J <r Anatyiii Chart \T-9S 

HALSEY, STUART & CO. 

INCONPOH AT I D 
CHICAGO XOI M»mth JU SmIU $1, MMM YORK H f* r dtt $», 

Philadelphia CM J#»'t» ft (innik Si. |iBi«<>ir6oi GttiwtU St. c en if H la tt d Mf y • i Jtv: 
BT.IU.HMft |IQ Smrtm fwtm Si. Ho % TON H{ L**vnthtr* f|. MILWAUKkH 4 : . H*tt W*l»* Si. 
fir T>»t Null 107 Flflk Atft. MIHKIA POLIi halt Jfr—rA 
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service in order to meet rising public 

standards." 

rpHQMAS R. PRESTON, Chaltanoo- 
*■ ga, Tcnn. banker and president of the 
American Bankers' Association, told me 
lli.it he regards the open participation of 
outstanding business men and financiers 
in polities as ushering in .1 new era in the 
relations between business men and Gov- 
ernment. 

Until a decade ago or so, it was inexpe- 
dient for a 1 tarty or politician to deal 
openly with a capitalist. Business leaders 
were unwanted in public life. 

The lnte Wood row Wilson was a pio- 
neer in helping to slay the prejudice. 
When the Federal Reserve system was 
organized, lie appointed Paul M War- 
burg, who was at that time a partner in 
the -eeotid largest investment banking 
house in the Tinted States, to the Federal 
Reserve Board. Later, after this country 
entered the war, former President Wilson 
further honored Imsiiie-s leaders by in- 
viting them to Washington as dollar a 
year men. Bernard M. Barueh, Eugene 
Meyer, Jr., and Daniel Wtllard were 
among the conspicuous men in this group. 

Then the late Warren Harding pro- 
eeeded fur! her ill dclianre of tradition by 
un iting into his < 'alunet Andrew W Mel- 
lon, the wealthiest man in the state 01 
Pennsylvania. 

In the present campaign, General W. 
W. Atterbiiry, president of the Pennsyl- 
vania Railroad, is a Republican National 
1 'iitimutteenian from Pennsylvania. John 
J, Raskob, who despite his resignation as 
chief financial officer of General Motors, 
is at tins writing still a vice-president 01 
E. I. dti Pont de Nemours ,v Company 
and also of General Motors, is chairman 
of the Democratic National Committee. 
J. R. Null, president of the L'nion Trust 
Company, Cleveland, is treasurer of the 
Republican National Committee. 

IN COMMENTING on the open par- 
*■ ticip.iiion of biisines.- men m politic- 
Mr. Preston told me: 

"In the past big business operated in 
politu - -rcreily behind the curtain, pull- 
ing the si rings w ith unseen hands. Now 
big bii-itiess conies out into the open and 
expresses 11- political ronvictions The 
present situation is in marked contrast 
lit Mark H. tuna's times, when caricatur- 
ists depicted the public antagonism to- 
ward the rich man in polities. 

"The willingness of the public to accept 
outstanding industrial and financial fig- 
ures in polities is symltolic of a changed 
popular attitude. Since the war the pub- 
lic has invested in securities on a scale 
never hitherto attained in any country 

"The man with $1,000 found it possible 
to go into partnership with John J Ras- 
kob, the du Ponts, the Rockefellers, and 
other financial leaders. They have over 
n period of years associated themselves in 
a small financial way with these out- 
standing men, and the e.xpericncc has Iteen 
satisfactory. Accordingly, the public has 
new faith and confidence in these men " 
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Though business men arc taking a 
tnOTe active part in politics, corporations 
as such are seeking to maintain a non- 
partisan attitude. This was made clear 
in the correspondence between Mr. Ras- 
koh and VHnnl P. Sloan, ,Ir . ptv.-ideut ol 
the General Motors Corporation, when 
the former resigned as chairman of the 
finance committee because of his active 
part in Governor Smith's campaign. 

WHO controls the policy of corpora- 
tions? Nearly three months ago, 
John D. Rockefeller, Jr., said in effect to 
Colonel Robert W. Stewart, chairman of 
Standard Oil of Indiana, "You're lired." 
Yet at this writing the Colonel still sits 
at his desk, working as usual. The 
younger Rockefeller, it appears, controls 
only 15 per cent of the voting stock, and 
to force his stand must either win the 
i larking of smaller stockholders or go out 
into the open market and thus increase 
his voting power. 

'T , HE attitude toward the sale of stock 
* to employes is changing. The pio- 
neers, like the Standard Oil Company 
I New Jersey) which made it feasible for 
employes to acquire stock of the com- 
pany on the partial payment plan by 
contributing only two-thirds of the pur- 
chase price, put strings on the deal to 
prevent employes from selling out and 
taking quick profits. For example, the 
Standard Oil Company announced at 
the conclusion of one five year campaign 
that employes who disposed of their 
stock without good reason would not be 
permitted to participate in the next 
operation. 

The newer notion is to sell stock to 
employes on favorable terms, and attach 
no strings. The Pennsylvania Railroad is 
doing this. In offering 350,000 shares of 
new stock to employes 15 points below the 
open market. General W. \V. Atterbury, 
president, takes pride in leaving the ulti- 
mate disposition of such stock to the pur- 
chasers. The Great Atlantic & Pacific 
Tea Company habitually sells new treas- 
ury stock to employes far below the mar- 
ket, and makes no restraints on the new 
owners. 

After six years of rising security prices, 
employe-ownership campaigns are likely 
to be jeopardized if companies offer their 
shares to employes at inflated market 
prices, registered by speculative opera- 
tors who are optimistic about the future. 
Companies should instead sell now tre.-is- 
ury stuck to employes at prices which 
reflect actual tangible assets, rather than 
hopes concerning the future. If the cor- 
poration intends to promote better 
relationships through employe-ownership 
raiiipaijms, ll should give the employe an 
opportunity to buy stork on more favor- 
able terms 1 ban the outsider. Some of the 
more enlightened companies are already 
pursuing this policy. 

IN ONE respect at least, American? are 
' being converted to the British concep- 
tion of property. They are beginning to 
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THE Equitable has recently completed 
its new six-story building located at 
41 rue Cambon, with a convenient entrance 
also at 11 Boulevard de la Madeleine. 

The opening of this new office in Paris 
places The Equitable in a better position 
than ever before to aid you in the trans- 
action of your foreign business. 

Also when you visit Paris, remember that 
The Equitable is centrally located and able 
to render you almost every service a traveler 
or business man could desire. 
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Someone Might, But— 



Smiirniic mi^ht make as "ood 
an appraisal as an American 
Appraisal. Bill it would lake liiui 
many limes as long and il would 
cost many times as much. The 
real resources of the American 
Appraisal Company are the data, 
the personnel, and the experience 
which enable us to make accurate 
appraisals quickly, inexpensively. 
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consider individual wealth in terms of 
income, rather than of principal. To an 
increasing extent, men are leaving insur- 
ance l>e<|uesls in the form of income, 
rat her i han in lump sum*. The trust 
companies in H>-'7 were called upon to 
administer eight times as many insurance 
estates as in I'.li'l. 

Incidentally, there lias Urn a progres- 
sively expanding I mom in the demand f<ir 
the fiduciary services of banks and trust 
companies. Mm of property, through 
tie-ups with trust companie-, have to an 
increasing extent sought to leave manage- 
ment with their property. When trust 
agreements restrict heirs, it becomes 
more diliicult to separate a fool from lii^ 
money. 

IN" CONNECTION* wi<h tfae wide- 
* -pread ihscii-i-ion of brokers' loans, 
spokesmen for organized speculation eon- 
ci tie ili ii the demand of business for 
credit -hould gel consideration before lin- 
stock market is provided lor. In discuss- 
ing this subject with me, E. II. II Sim- 
mons, president of I lie New York Stock 
Exchange, who has done so much to con- 
duct the I r-e in the -pirn ni open cov- 
enants openly arrived at, said: 

' The securities market on the New 
York Stork Exchange, together with the 
loans extended to broker.- "ii its securi- 
ties, constitute in fact a surplus market 
far capital. When capital liecome- scarce, 
additional funds for commerce and indus- 
I ry can always lie obtained by a reduction 
ni tin- surplus capital in irkel This was 
clearly seen in I'.il'J-'Jl , when brokers' 
loans experienced a sharp deflation at a 
tune when general banking loans, par- 
ticularly m the agricultural district-, were 
steadily rising in amounts. On the other 
hand, when capital is created in execs- ol 
the needs of direct borrowers at the banks, 
these surplus funds very naturally How 
into the surplus market, with the result 
that Stock Exchange prices rise and 
brokers loans lend to expand. 

"This situation has been experienced 
recently. Thus the capital market for 
surplus funds centering in the Stock Ex- 
change serves to equalize the supply and 
demand for capital like the governor of 
an engine. Sometimes stability in capii d 
conditions elsewhere can be obtained only 
by instability and continual change in the 
capital market." 

I N UCs, the Federal Reserve author- 
*■ ities have consistently wielded their 
influence in the direction of making credit 
dearer. The new ]m»1icv was a reversal of 
the attempt in the summer of 1'.'27 to 
make funds artificially easy, especially 
during the crop-moving period. 

In spite of ihe loss of half a billion 
dollars in gold since last September, the 
tightening of ihe domestic market which 
has taken place would not have been so 
striking but for Federal Reserve jwlicy. 
If it desired to exercise its influence in the 
direction of keeping interest rates rela- 
tively low, the Federal Reserve could 
have offset the practical effect of the gold 
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exports by buying an equivalent, amount 
of Government securities. By standing 
aside, the Federal Reserve allowed ihe 
outflow of gold to have its normal tighten- 
ing effect 

Secondly, the Federal Reserve deliber- 
ately accelerated the liulitenina ten- 
dencies not only by failing to buy but by 
actually selling substantial amounts of 
United States Government securities. The 
sale ol sach securities in the open market 
by t ho Federal Reserve has virtually 'lie 
same effect on the money market :i- the 
export of an equualeut amount of gold. 

Thirdly, the Federal Reserve since the 
first of the year authorized three increases 
in rediscount rates of regional banks. 

Fourthly, particularly in the June Bul- 
letin, the Federal Reserve Board hinted 
thai member banks could improve their 
position by reducing loans or selling se- 
curities. 

THE restrictive credit policy of the Fed- 
eral Reserve evidently resulted from n 
belief that the rate of (low of additional 
credit into spectilatve channels was un- 
healthy. Corrective measures, which 
have l>een partially effective, have in- 
duced the S'ew York banks, which arc 
most sen-aiivc lo banking change-, sub- 
stantially to Teduce brokers' loans for 
their own account, and have checked the 
rate of expansion in loans for out of town 
correspondents. However, loans from 
non-banking sources, corporations, 
wealthy individuals, and foreign interests 
— have increased with such rapidity a- i» 
offset to a large extent the effect of a con- 
traction of brokers' loans from banking 
sources. 

The loans made for the account of 
others are outlaw loans — loans arranged 
outside the protection of the banking 
laws. Such lending is irresponsible, and 
unsupervised. It tends to keep the bank- 
ing situation out of the control of the 
duly constituted banking authorities. 
Such loans recently constituted 40 per 
cent of the total, and at this writing the 
New York Clearing House is considering 
methods of bringing such lending under 
control. 

THOUGH the attitude of the Federal 
Reserve authorities toward sold ex- 
ports and increases in I lie demand for 
credit for speculative purposes was a pri- 
mary factor in causing tightening of in- 
terest rates, the outside events, rather 
than the viewpoint of the Federal R - 
serve system, were perhaps the motivat- 
ing factors. George E. Roberts, vice- 
president of the National City Bank, in 
Ihe lasl monthly letter, says: 

' It is clear that the stringency in the 
money market has not been due to the 
policy of the Reserve banks. . . . This 
stringency has resulted from an increasing 
demand for credit outside of commercial 
uses, chiefly in evidence in the increase in 
brokers' loans. 

"There is reason to believe that the 
period of gold imports on a large scale is 
ended." 




Invest today 

for their tomorrow 

Good securities are among the surest and the least 
troublesome income-producers you can possibly 
leave to your dependents. Their income will sup- 
plement your own personal earnings while you 
live. When you go, their income-producing quali- 
ties will continue unimpaired. 

Let us help you build an investment program 
which will expand as your business and income 
expand. At National City offices in over fifty 
American cities and in important foreign centers 
you will find experienced bond men ready to an- 
alyze your personal investment needs and make 
suitable recommendations. They have contact 
with investment conditions throughout the world, 
and enjoy an institutional heritage of over 115 
years of financial experience. 
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To One Hundred Foreign Ports 

BALTIMORE leads every port on the Atlantic Coast, New 
York alone excepted, in foreign commerce. Down the Chesa- 
pcake ships sail to one hundred foreign ports throughout the 
world, carrying iron and steel, coal, grain, copper — extending 
the market for American products. 

Closest ocean port to the country's great steel centers and to 
Middle Western manufacturingdistricts. Baltimore also enjoys 
freight differentials to inland cities. 

Complete terminal facilities and port economies insure prompt 
handling at minimum cost, while the resources of the Balti- 
more Trust Company provide ample means for financing a 
heavy volume of foreign trade. 

BALTIMORE 
TRUST COMPANY 
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F( >l'R YEARS AfJ< ) George E. Roberta, Vice President 
of the National City Hank, New York, wote a scries 
of articles for Nation's Hi sinehs under the title 

Things to Tell Your Men" 

A Series on Economics in Homespun 

More tlmn fl(KUIOt) reprints t>f this scries of urtieles liavc been dis- 
tributed by N ition's Hi sinf-hs, on request. Amlnflcr four years, 
tlie itrtimiH for reprints is still alive. 

NATION'S BUSINESS will reprint at cost on request 
any article in any quantity. Attractive booklet size 
suitable for distribution. 



A Nation of Men 
or Machines? 

(Cob f in in ii /rom jmije 40) 
way across. Anything less than that is 
jinn- pillhng, as well intcntioned, perhaps, 
as the dear ol'l village ladies, going among 
1 1 if ]ioor of their communities with rhar- 
ity baskets on their fluttering arms, hut 
equally ineffectual in pcrmaticnev of ef- 
fect. 

What our unemployment problem 
needs is not guess work ami charily, hut 
srience and cure. It is noi a problem of 
the poor and the witless; il is a problem 

of mir n: nil economic and industrial 

fabric. It is not just sentiment; it is na- 
tional well-being, which you may call 
bii.-uii u you like 

Not Question of Output 

r plIKHK ]- I jo question of Millii-ieney ol 

* output for all. We have long since 
parsed the stage where our capacity to 
produce was in question. 

The amazing thing about it all, the 
compelling thing, the thing that makes 
the whole world dizzy with wonderment, 
is that we have readied a point wln re we 
produce to such prodigious degrees that 
mil — every person it a buyer sotnethmt; 
1001 wrong. 

Once we would have -aid. "Here are 
two million or more who are hungry. It's 
too bad, let us give them something." 

Now we say, "Here are two million or 
more who are unable to buy, and what are 
ire going to do?" 

The commodities for them pile up and 
they don't come and get them. Yes, tin- 
employment is a different problem from 
that in the good old days of G rover Cleve- 
land and Benjamin Harrison. 

The pertinent fact, striking certain 
quarters like blasphemy and sacrilege, is 
that the one big, sure, sane, constructive 
remedy is a constant, careful, considered 
readjustment of wages and hours of labor 
This is not the doctrine of wandering 
minstrels of economic fallacies It is the 
conclusion of the sanest, most important 
men at the top of the industrial mountain 
range. The individual output in indus- 
try has trebled since l'.i'J.'i, indicating how 
we are speeding up the replacement of 
men by machines and of machines by 
ever-improving machines. The problem 
grows — the black magic works while we 
sleep. 

Politicians make their gestures, aware 
that society holds them to a degree re- 
sponsible. Hut they, poor things, are out 
of their element when it comes to di vis- 
ing remedies. 

They may throw hits of bread upon the 
waters, in the form of public works, which 
they expect will return to them in the 
form of votes. But that contributes noth- 
ing to the permanent solution of unem- 
ployment troubles. 

We may tis well get through our heads 
the idea that this problem, in its perma- 
nent aspect, is a problem of and for m- 
tlnstry, of and for the makers and dis- 
tributors of commodities, and it is there 
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that the solution must be found. The 
problem is not in any major sense a polit- 
ical one. 

Moreover, the problem c m he made 
political in any sense only when govern- 
ment embarks upon some policy that up- 
sets industry, such as war. Outside of 
that, the world of industry, where em- 
ployment is concerned, is one thing and 
the world of politics is another. What 
the men of politics can do is to open the 
way for industry to enlarge and perfect 
its machinery of self-government, to en- 
large its capacity to order its own house 
finely, and betimes to point the finger to 
evil- that need attention. The Senate in- 
quiry of last spring and the Department 
of Labor report summed up into such a 
linger pointing. 

Manifestly industry cannot do much 
unless it can bring organization into full 
play. There can be no discipline, no con- 
certed effort, no large planning, and ab- 
solutely no check of one force upon an- 
other, without lawful, functional, unlim- 
ited organization. 

And this must and in time will include 
every factor in industry, by which I mean 
every factor that plays a useful and func- 
tional role. It will then be possible to 
develop the necessary knowledge and take 
the necessary steps to prevent chronic 
unemployment. 

There always will be a certain sporadic 
unemployment, because there will always 
be those who, for one reason or another, 
do not, want to work, or will not work, or 
cannot work. And there are likely to be 
<-t i-' - which materialize too rapidly tube 
reached with preventive measures. But 
a proper relation of things to each other, 
of wages and hours to output, of men to 
machinery ami of output to market, made 
po.-sihle by organization of industry and 
by the delegation of authority can be 
reached. 

Trend Toward Improvement 

UNEMPLOYMENT, in its serious as- 
pect, can be abolished. This is not 
a professorial abstraction developed in 
the mists of intellectual rookeries; it is 
I lie essence of what, business, industry, 
commerce — that conglomerate of build- 
ing and forging and hammering and 
shipping and selling — is working toward, 
unconsciously for the most part, but with 
some speed, nevertheless. 

It lies within the province of govern- 
ment to make possible more speed and il 
lies within the province of industry and 
commerce to make progress more planful 
instead of letting it remain adrift. Ameri- 
can output needs an abounding, capable, 
virile, more voracious consuming public 
in America. Failing in that, we fail with 
a bang. 

Why pack cartons for men who can- 
not buy? Why devise styles for women 
who cannot wear? Why spread the lure 
of Yellowstone before men who can't even 
pay local carfare' 1 The needed thing is 
to bring the idle army back into the mar- 
ket. Perhaps that requires some courage 
on the part of industry, but it had better 
be brave and face the music. 




A Steelcrete Armored Bank Vault guards 
valuables by day and by night in the home 
of the Connecticut Mutual Life Insurance 
Company at Hartford, Conn. 
Architect: Beni. W. Morris. New York City 
Contrattor: Henry C. Irons, New York City 

Other great life insurance buildings 
where Steelcrete Vaults have been recent* 
ly installed: New York Life Insurance 
Bldg.. New York City — Mutual Benefit 
Life Insurance Bldg.. Newark. N. 7. — 
Jefferson Standard Life Insurance Bldg., 
Greensboro, 1SL C. 



CONCRETE BANK VAULTS 

with the Protection of Steel 

IT was only after investigation of various forms of Bank Vault 
construction that the Building Committee of the Connecticut 
Mutual Life Insurance Company decided upon the Steelcrete 
System to Vaulc Protection for its new building. 

The findings of architect and builder clearly indicated the supe- 
riority of the Steelcrete entanglement of steel thoroughly imbedded 
in concrete. It was shown that this type of construction offered 
the maximum resistance against drill, cutting flame and blasting. 

Steelcrete Armored Bank Vaults comprising thousands of heavy 
strands of steel conserve space and at the same time afford adequate 
protection of all valuables. Even in view of 
the increased safety, the Steelcrete System in 
this building costs less to install than any 
other form of Vault construction considered. 

Let us send you a certified endorsement covering 
the details of [his installation along with a book of 
facts. Write to us today. 

Consolidated Expanded Metal Companies 
Steelcrete Building, Wheeling, West Va. 

Wedborou&h SMbfi Brink 
J. Williams Beat Sons, Architects 

Village iad Country Banks every- 
where have installed 
Steelcrete Armored 
Bank Vaults to in- 
sure maximum pro- 
tection per dollar 
invested. 
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OTHER STEELCRETE PRODUCTS FOR SAFETY 

FRAME BAR and Industrial Mesh for Window Guards . . . Industrial Mesh/or Safety 
Guards and Partitions . . . Metal Lath . . . Expanded Metal Concrete Reinforcement 
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WHAT is your interest, Chain Store Owner ' P. 1 haps some 
independents nrc giving you jirctty stiff comprtilion. Per- 
haps you rould lenrn something from the successful prac- 
tices of independent* in advertising, handlinft goods or what not. 

Reeently the National Chamber i-*iied a pamphlet containing a li-t 
of all it* publications with a descript ion of what enrh cover*. 

Manufacturers may be interested in industrial expansion, foreman- 
ship, how to expand their foreign trade. They will find Homcthing 
helpful in this pamphlet. 

As a citizen you may be interested in city zoning and planning, street 
and highway traffic, or aeronautical development. 

The National Chamber has eleven service departments dealing with 
different phases of business, insurance, agriculture, foreign trade, etc. 
These experts nrc constantly collecting the latest information on the 
successful prnrtice* in their fields This is embodied from time to time 
in pamphlets. 

A summary of all these pamphlets, "List of Publication-," 1- available 
upon request to the U. S. Chamber of Commerce, Washington, D. C. 



Sicknesses of 
Middle Age 



Though thirty-seven 
years have t>cen added 
to the average lifetime 
of man during tin- last 

" ; . 1 1 r rcnt'iri' 

portant gains in longevity have been ef- 
fected for those who have reached 52 or 
beyond, according to "The Silent Sick- 
ness** of Middle Age," a publication of 
the Insurance Department of the Na- 
tional Chamber. 

The 1110-1 serious problem :ii public 
health at the present time is found in 
the chronic maladies to which the term 
"silent sicknesses" has been applied. 
There are manifold causes hack of these 
degenerative diseases, and there is con- 
siderable doubt as to the major underly- 
ing causes that arc now operative in con- 
nection with them. However, one great 
fault in the situation is the failure to 
recognize them in their early stages. 

A fundamental procedure in attacking 
• hi- prohkin i? the periodic health ex- 
amination, the correction of any physical 
defects revealed, and the regulation of 
hvirur habits along constructive lines. 
Temperance in everything is the answer 
to the <|uestion, "How shall I live in or- 
■ k r to avoid these organic maladies?" 
Copies of this publication, "Health Bul- 



letin No. ft." may lie obtained uiion re- 
quest from the National Chamber. 



Inheritance 
T.ixes 



Revenue from death 
dues has trebled in the 

last decade, according 

to 1 1 ir 1 1 r«-- cont nned m 
a report of the State and Local Taxation 
Committee on "State Inheritance Taxes 
recently published by the- Finance 1 de- 
partment of the National Chamltcr. This 
tyjie of tax is one of the most widely 
used. Oulv three states, Florida, Ncvui 
and Alabama, and the District of Co- 
lumbia, do not levy such a tax. 

Hates and methods of administration 
\.iry widely. In fact, about the only 
point of agreement is the existence of the 
lax itself. Inheritance taxes now form 
about seven per cent of the total tax 
collections of the states, ninety niillioii- 
out of $!,'23O,ttW,OO0. 

From the standpoint of inheritance 
taxation, the three types of proitcrty, real 
estate, tangible personal property, and 
intangible personal property, each pre- 
sent separate questions. 

Real estate can W taxed only where 
located, and a recent decision of the 
United States Supreme Court that tan- 
gible personal property likewise can be 
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Pain ltd for Smpps-Howard Newspapers 
by Saul Tcpper 



PC 



Kill my cow for an Editor? 



A SCRIPPS-HOWARD 
Newspaper in the center 
of a western dairy dis- 
trict led a state fight against tuber 
cular cattle. 



/ should say not 



For five years it struggled to con- 
vince farmers and dairymen that 
infected animals were not only dan- 
gerous to life and health, but were 
business liabilities. 

A long series of editorials and 
articles was published. The State 
Agricultural College was enlisted. 
And the day finally came when the 



dairymen who had bitterly assailed 
the editor wrote to the state in- 
spector, asked him to inspect their 
herds, and to slaughter all infected 
animals. 

Sections of the public are often 
wrong-headedly committed to a 
course against their own interests. 
The editor who attempts to con- 
vince them that they are wron;; 
must have the courage to stand both 



99 circulation loss and ad- 

vertising loss. 
Public opinion changes 
slowly. But he gains both back in 
the end, in heaping measures. And 
he establishes his paper so firmly in 
the homes and hearts of his readers 
that no opposition can shake their 
trust in its integrity. 

This reader-confidence that the 
SCRIPPS-HOWARD Newspapers 
have built up through many strenu- 
ous years is not for sale at any price. 
But it can make sales for advertisers. 
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The Race Is Not Always 
To The Swift! 



SOME manufacturer* — and merchants, 
BOO — make a great showing of Profitless 
I'rosperit v— that i>, thev arc going 
through the motions of doing a much larger 
business than their conti-ui|>urarics ami of- 
ten have no idea how little n-ul profit ihe\ 're 
nuking — because record keeping tvilh them 
is not on a pur trith sales making. 

Some firms, however, are actually realiz- 
ing more net profit on smaller volunn — with 
much less grief and hard work — because 
they are fully equipped in all departments 
with f.gry Ue^isters which give an accurate 
picture of the bu-inc-s at all time-.. 
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SEND FOR FULL INFORMATION SHOWING HOW 
AN EGRY SYSTEM CAN KELP YOU 



THE ECKY KECISTEK COMPANY, Dayton, Ohio 
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Who are our 270,000 Subscribers? 

They are executives in 13*5,679 Corporations* 

In ilii-hccuqj" 'rati' m . : he magazine is being read by the following major executive*: 

Presidents 66,675 Department Managers 

Vice-Presidents • 31,250 (Branch— Purchasing- 
Secretaries 30,374 Sales— Export, Etc.) 18.674 

Treasurers 15,274 

Partners and Proprietors .. 10,471 Major Executives 212,160 

Directors, Chairmen of Boards, Other Executives 14.500 

Comptrollers, General Omn- 

sels. Superintendents and ~ . , ,- ,,, ,, n 

_ . ' Total Executives 226.Mm> 

_ . Another Subscriptions 43,3411 
deneral Managers 19,i.UJ 

NATION'S BUSINESS, Washington, D. C. 

•Figures based <<n a complete invesligatii >n "f all subscribers in twelve cities 



legally taxed only where it has actual 
sir ii- at time of death of decedent (the 
domicile uf the owner not lieing the con- 
trolling factor in such eases) has greatly 
clarified the situation, so far as the taxa- 
tion of this type of property is concerned. 

Theoretical cases can be worked out 
where the amount of taxes levied by 
various slates exceeds the total value of 
the estate, and some actual cases have 
approached this theoretical confiscation. 

The publication is a comprehensive 
study of the situation, with various sng- 
gesi ions for its relief. 



1 letting 
Directors. 



An Important cham- 
ltf>r problem is the 
stimulation nf interest 
and knowledge of what 
the organization is doing. The Colum- 
bus, Ohm, Chamber of Commerce was 
able to stimulate interest by using the 
election of directors as the- occasion. 

At the last animal election a canvassing 
committee selected by tilt- membership 

at large canvassed the membership list 

and select eel ten candidates it >r direelor- 

ships of which live were to be elected 
These ten met with the president of the 
Chamber and discussed the program "I 
work. By drawing lots they divided 
llienwh cs iiitu two tickets of live each, 
adopting platforms and selecting a cam- 
paign manager from the Chamber si ,n 
The rival groups then issued campaign 
material and entered on a vigorous eon- 
test for votes. The vigor of the campaign 
brought out the vote. The platforms in- 
formed the membership of what th< 
( 'liatnber had done, is doing, and propose- 
to do. Three from one ticket and two 
from the other were elected 



Knowledge 
is Power 



OvElt two hundred and 
dirty men attended tin 
Nation. i! School for 
Commercial and Trade 
Organization Secretaries held at North- 
westei n I iu\ ersity, 1\\ anston, 111 . from 
-Tilly 8 to 21. The men came from thin v- 
four slates and Canada. Forty of them 
were trade association executives repre- 
senting twenty-two different phases of in- 
dustrial production and distribution, 

The professors were leading university, 
chamber of commerce and trade associa- 
tion men selected I a use of their out- 
standing ability and the proven success 
of their work. The National Chamber 
men who gave courses were: Manager 
Van der Vries, of the North Central Di- 
vision; Manager Baker, of the Trade As- 
sociation Department; Manager Brook- 
ings, of the Natural Resources Produc- 
tion Department; Manager Brown, of 
the Commercial Organisation Depart- 
ment; Manager Leopold, of the South 
Central Division; Assistant Manage] 
Howard, of the Department of Manu- 
facture; Assistant Manager James, of 
Agricultural Service; Assistant Manager 
lingers, of the Civic Development De- 
partment. The courses covered every 
phase of chamber of commerce and trade 
association work. 

President Buttcrworth, of the National 



7 A T ION'S BUSINE, 

Chamber and Merle Thorpe, Editor of 
Nation's Bcsini-ss, spoke to large noon- 
day meetings. 

I'n'si.lent Hutierworth spoke on the re- 
lation of the National Chamber to local 
chambers anil trade associations. Merle 
Thorpe talked on 1he value of the school. 
The value cannot he overestimated not 
only to the secretary personally hut also 
to his organization. 

The school presents an opportunity to 
learn what others have done successfully. 
Secretaries get a new idea of their jobs 
and how they can he done most effec- 
tively. Local chamber and trade asso- 
ciation boards of directors are more and 
more coming to realize that it is part of 
the secretary's job to attend the schools, 
that the organization will progress more 
rapidly. 

At the close of the school Manager 
Van der Vries expressed himself as well 
pleased with the results of this year's ses- 
sion and announced that plans were al- 
ready under way to make next year's 
school even more complete. 

The Western School for Commercial 
Secretaries was held at Stanford Univer- 
sity, Palo Alto, California, from August 
4-11. All the eleven Western states were 
represented. Ray W. Smith, business 
manager of the school, in commenting on 
the work, pointed out that this year's 
session was the best, not only in num- 
bers attending, but also in the quality 
of the work. He said that the school is 
now firmly established and that next 
year's prospects are bright. 
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A Town That 
Came Back 



Four, floods in four 
years nearly destroyed 
Bean 1st own, Illinois, 
but the citizens re- 
fused to be downed. The experiences 
of this city of seventy-five hundred are 
described by E. E. Nicholson as follows*. 

In the days of its infancy the river was 
its principal asset ; when the railroad was 
unknown, the packets plying the then 
harmless stream brought commercial 
prosperity, but in later years it came to 
be the town's greatest menace. 

Of course, there was an underlying 
cause. For some years past the lowlands 
along the river banks for miles both above 
and below Beardstown had been reclaim- 
ed; first a levee here and then one there 
until by the year 1922 it was a stream 
walled on both sides, confining the waters 
to a narrow trough. Added to this proc- 
ess must be considered the raising of the 
level of the River some two and one-half 
feet by the emptying into the head of the 
river the now famous Chicago Sanitary 
Canal. 

All went well, however, until a season 
of unprecedented rainfall hit the Illinois 
Valley and the creeks and streams adja- 
cent to the river poured in their turbu- 
lent waters and the "spring rise" which 
had come and gone yearly without much 
disaster, became a sudden menace and 
the river came over its banks and poured 
itself forth over this pretty town. 

To mark the date more precisely it was 
on Easter, 1922, that the town was a 



Uninterrupted 
Plant Operation 

made possible by substituting a 
Louisville Continuous Dryer for one 
which delivered material intermittently 




To dry one trf the ingredients of his 
product, an Eastern manufacturer 
(name and address on request) 
used a type of dryer which deliv- 
ered material intermittently. 

Realizing that his entire manufac- 
turing process was thus being ham- 
pered, he appealed to Drving 
Headquarters for a 
machine which 
would deliver mate- 
rial continuously. 



Following a careful 
inquiry into his prob- 
lems, Louisville 
Prying Engineers in- 
stalled a Louisville 
Rotary Dryer which 
was planned to func- 
tion as part of the 
whole manufactur- 
ing process. By de- 
livering material 
continuously and 
automatically, it has 



5 Ways 

to cut drying costs 

IThe first way is to permit 
Louisville Drying Engineers 
to majtc a study of your drying 
problems. They will recommend 
a Louisviilu Dryer which will . . . 
^ Cut fuel expense from one- 
u third to one-half in many 

3 Deliver dried material con- 
fittttouify, thus permitting of 
uninterrupted plant operation. 

4 Cut the number of attend- 
ants needed to one in most 
inrrta nees. 

5 Reduce the amount of floor 
space required asmucho48U%. 



speeded up production throughout 
the entire plant. 

Says the manufacturer: "In addi- 
tion to the economies effected by 
continuous operation, there have 
been large savings in labor, fuel and 
space. The quality of the finished 
material is superior to that ob- 
tained by former 
methods." 



Louisville Drying 
Engineers have aided 
a thousand manufac- 
turers in more than 
f if t y industries to 
dry materials more 
efficiently and eco- 
nomically. They 
will gladly make a 
study of your own 
drying problems 
(without obligation, 
of course) if you will 
return the coupon 
below. 



DRYING MACHINERY 

COMPANY, 

Incorporated 
Hull St. and Baxter Ave. 
Louisville, Ky. 

CnMr Adlnu, I cJr». LimiivUtt. Stmlmttj 

When u-rirititj f,» l.'i i.uur \fu'ei\rJtT Ciimmnt, In 



Pin to Letterhead 

Mail to Louisville Drying- Machinery Co , 
Hull Street and Baiter Avenue. Lom>vdl. . 
Ky.. for further particulars of the service 
uffered by Louisville Drying Engineer*. 
No obligation. 

Name .......... — 

r„ pirate mention Xation't Biuinett 
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YOUR 
yard 

You can release valuable floor 
space for production purposes 
by using your yard for mate- 
rial storage or heavy operations. 
Page "walls of steel" give the 
same security as your buildings. 

National Service 

There is a distributor near 
you who will gladly tell you 
about rugged Page C twin Link 
Fence made of copper -bear- 
ing steel, heavily galvanized 
after weaving — all fittings 
galvanized too. Promotes 
order, reduces fire hazard, 
st ops pilfering. Writ e us today. 

PAGE FENCE ASSOCIATION 

215 N. Michigan Avenue, Dcpt.9-F 
Chicago, Illinois 




CHAIN LINK. 

and 

ORNAMENTAL WROUGHT IRON 
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service plants 
erect fence 
evert/where- 
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veritable Venire. Husinrss was not at a 
standstill for many enterprising mer- 
chants built dikes or levees of -and ban- 
ami kept the water a! bay lor a few fret 
at least. Others moved their stocks to 
i he higher shelves and served as best they 

could. 

The novelty began to wane as the 
waters receded alter a siege of some three 
or four weeksi, and the State and City 
health authorities followed rapidly with 
disinfeetants, and from a health stand- 
point none were the worse lor the Hin- 
di nr. Those who had suffered in a mn- 
lerial way ~in.ii made the necessary re- 
pairs and the town lapsed into a normal 
condition. Some agitation was aroused 
lor protection from a recurrence and the 
legislature of the State made an appro- 
priation tor a sea wall, hut many of the 
citizens became prophetical and said il 
WWdd never occur again and so they went 
forward in the even tenor of their way 
and a- two or three years passed by with- 
out any further disturbances, it seemed 
as though the prophets were correct. 

Town Again Flooded 

DUT in the early fall of 1920 the river 
went on another rampage and the 
same experiences as in Hl-'J were re- 
peated 

The spirit of self-presen al ion wj- then 
thoroughly aroused. There was no nov- 
elty to the situation now. It was serious. 

Committers were appointed; petty jeal- 
ousies were wiped out and a comprehen- 
sive plan for protection was promulgated 
The Stale appropriation which had lain 
dormant for this time was revived and 
plans put under way for the Imildiiig ol 
a sea wall. Repairs to property were 
made: the necessary clean-up arcom- 
plisheii and normalcy established. The 
fear of a repetition of the flood <• ime with 
the first part of 10'_'7, and in February 
the stream reached forth for the third 
time and enveloped the town in it- em- 
brace. 

Tragedy stalked the streets. The 
waters receded within a period of some 
three weeks and with heavy hearts and 
depict eil pocket books the citizens again 
-et aboul the task of rehabilitation. It 
was a inure irksome task than ever he- 
fore. The work was well toward aerom- 
pli-lnuent, however, when the ram- de- 
scended; the river swelled and spread its 
arm- and clasped unto il- bosom llie 
much drenched ritv. (doom spread and 
the spirit of the citizenry was apparently 
broken. There were signs of "For Sale" 
everywhere. Those, who could, made ar- 
rangements to move away and durum 
the term of the Hood it looked a- though 
the town would be sadly depopulated 

Hut "it is always darkest before dawn" 
and as fast as the river receded the I nisi 
tiess men and home owners set about wilh 
a resolute will and the town was soon 
hark in its old stride. But there was an 
unsettled air. Four Hoods in practically 
four years was about all that human na- 
ture could bear. 

Before the river was Itefl within its 
hanks, the Citizens' Flood Protection 



Committee was at work, wilh a will and 
a delined purpose, and in less than six 
mouths the lug dredge had thrown the 
lirs! shovelful of dirt marking the com- 
mencement of the work of erecting the 
sea wall which now encloses the town 
and will in the future hold back the en- 
croachment of i he river. 

lhii this work, costing the State $500,- 
IMM), was only a part of the plan. The 
citizens, despite heavy financial losses, 
aroused them-elves and bravely went to 
the polls and almost unanimously voted 
a $25(),l>li0 bond iaauc lor internal im- 
provement.- which are well under way 
and which \m!I complete the general plan 
of protection. Hut what aboul the indi- 
viduals'' In the meantime, they met. in 
lodge, church, civic club and Chamber of 
Commerce, and said "The town niusl 
come back." They proceeded to carry 
out the slogan. Temporary repairs were 
made and a near normal condition un- 
accomplished until the sea wall was com- 
pleted and when protection from further 

Hood- was thus assured 

The various committees of citizens 
handed together and inaugurated a "h-an- 
np and lieautifying campaign. Tin re- 
-ults were little short of marvelous 
Every home-owner rallied to the call ol 
the Mayor and Chamber of Commerce 
The town was districted and each vied 

with tl ther for supremacy Lawns 

were revived, as much of the grass had 
l<een ruined by the water; houses were 
repainted, and where necessary repaired; 
tree- I rimmed; flower bed- constructed 
and -hrul'bcry planted. No little touch 
necessary for the heautifying of prop- 
er! v was neglected until today it is a far 
<|eaiur and brighter looking city than 
ever before. 

No one who has not experienced the 
flood day.- could hardly conceive that 
water stood lour and live feet in height 
on all of the principal streets and higlir 
in some of the lower portions as the 
marks on the buildings have been efface 
through the clean-up campaign It ha- 
becn trulv a remarkable "Come Hack 
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26 San Franciacw StHPownefa Ajnoeialion m 

laufic CoaiL 
MrnMihu, Term . National Hinlwnod Ln 
AsaneietMn. 



WESTINGHOUSE SERVES EVERYWHERE 




L)usk 

and street cars „ 



On dull days, darkness comes while the city 
is still at work. Then, millions of fingers 
reach for millions of switches. Office 
buildings spring to life against the dark- 
ness of the sky j shadows are driven from 
the streets; electric signs ripple and flash; 
store windows are flooded with light; 
homes gleam with the warm welcome of 
cheerful lamps. 

Five o'clock ! The roar of traffic grows 
louder. Out of the stores, the offices, the 
factories, people pour into the streets, 
gathering in crowds at the corners. One 
after another, street cars swing through 
the lines of traffic. 



asks for light 
, and gets them 

These millions of lights, these thousands 
of homebound people, make a staggering 
demand for electric power and for street 
cars. To answer that demand, your electric 
service and transportation company keeps 
in readiness extensive equipment and many 
cars that are idle at other hours of the day. 

The twilight climax is but one of many 
peak demands for electricity that your 
light, power and transportation company 
has equipped itself to meet. 

* f t 

Pioneering in every electrical field, Westinghouse 
works shoulder to shoulder with your electric service 
and transportation company to assure you both 
continuous service and continuously improving 
service f rom reliable, efficient electrical equipment. 



WESTINGHOUSE ELECTRIC Si MANUFACTURING COMPANY 

OrriCIlS IN ALL PRINCIPAL CITIES ' * RIP IISI N T ATI V U I IVIltWIIIll 

Westinghouse 



When wriling to Wi STINCIH 1 .->: ELMTMr A M o CTICIUWNC Co ;/ . •,'• ■rK-nt.nn .Vnrmn'j Sii»in»»t 



ON THE BUSINESS BOOKSHELF 




• •••a........*........ .............. ......,„,,„.,,.,. 





Motors 

for driving 
machine 
tools 



The Wagner Electric Cor- 
poration makes a complete 
line of A. C. motors for ma- 
diin e tool a ppl i cat ion s. These 
motors can be furnished in 
open, closed or semi -enclosed 
designs. 

Wagner Motors are avail - 
ri>le in the split-phase, repul- 
sion-induction, squirrel cage, 
slip-ring, Fynn-Weichsel, 
and air -jacketed types, fur- 
nished with either sleeve or 
hall bearings for horhtontal or 
vertical operation. 

Literature upon request 



MOTORS. . . Sin«!<-.phi w. 
Polrphaarand Fynn-Wclch«rl Motor* 
TRANSFORMERS... Pow.r. Di.tributlon 
and lntcrumcni 
FANS . . D«li, Wall and Cailma type* I 

WAGNER ELECTRIC CORPORATION j 
6400 Plymouth Ave., Sl Louis, U.S.A. ,7 
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IN THESE days when i lit- mutter of 
valuation is a constantly growing 
subject of discussion and the "inter- 
est,. ,J jcirt if-;" form an ever widening 
circle, 11 i.- to be expected that the litera- 
ture nil the subject will likewise expand 

and occupy its own niche in the library 
ot literature dealing with the problems of 
business. 

To be noted in this field is the new 
book, "Principles of Valuation." 1 Tlie au- 
thors describe it It follows: 

Eight mathematical methods fur the 
valuation of income are described and 
compared. Both formulas and arithme- 
tical tabulations illustrate the valuation 
of many types of income; terminable or 
perpetual; subject to income tax or tax- 
free; equal, changing by regular amounts 
or percentages, or irregular in annual 
amount. This technical subject H pre- 
sented in a manner understandable by 
anyone having elementary knowledge of 
algebra. 

One appendix contains 27,()im valua- 
tion factors; the other being a compila- 
tion of numerous long term interest rate 
series. One such series comprises aver- 
age yields on interest bearing debt of the 
United States from 1802 to 1927. 

However that may be, the book is 
worthy of notice by those who are en- 
gaged in financing manufacturing enter- 
prises, rental properties, natural re- 
sources and public utilities. 

\[K. .MEADS bonk' is another example 
of what the farmer has to endure 
Irom persons who presumably are well 
meaning, hut cannot think straight. 

Tin 1 author- pei form all sorts of fan- 
lastic stunts with lads : hii) figures. They 
liegin by assuming that public utilitie? 
ind i nl roads are gu iranteeiug i return 
on their investments. How a professor 
of fin nice in the same university as Em- 
ery Johnson can cut this particular caper 
is hard to imagine. 

It is assumed that common labor is 
employed regularly olH) days of the year. 
In other words, that the millennium has 
come for common labor. But ask the 
coal miners and some others. 

The authors assume that the farmer 
is a serf tied to the soil and his home- 
stead and laboring HliS 1 /, days a year. 
There may be some who do it, but they 
are few arid far between. In fact, farm- 
ers have been known to enjoy the rainy 
days as holidays (except when odd jobs 
kept them working indoors I as well as 
most of the legal ones. 

That vocational schools under the Fed- 



eral go\ eminent be established as sug- 
gested in the rural districts to tram the 
children on the farms to go to town to 
make their living, would hardly meet 
with the approval of the farmers. Per- 
sonally we think it would be better to 
let the marginal farmers go to town 
when they find that, they cannot make a 
living on the farm. 

There is a revolution in agriculture 
just as ihere has been and now is in in- 
dustry. Panaceas will only prolong the 
period of adjustment. There were farm- 
ers who made profits through the worst 
of the agricultural depression. It re- 
mains for the others to learn their meth- 
ods. 

OH.0FE.SS0R FISHER, of Vale Em- 
*■ versity, discusses in "The Money Il- 
lusion"' what he calls the most important 
problem before business today. And. 
strangely enough, it. is a problem that 
busirics — much of business at least — is 
not aware of. 

Every measure that business uses is 
fixed except the calendar and the dollar. 
Even the calendar doesn't vary more than 
three days between the shortest month 
and the longest. 

But our dollar, fixed in weight by 
23482 grains of gold, varies in value from 
time to time. For convenience the value 
of the dollar in terms of purchasing 
power is measured hv the prices of com- 
modities in I'M'.' Tie- purchasing power 
of the dollar — the real value — -is express- 
ed a- Mil) cents 111 PUU In BHD ii was 
only '.to cents. In 1!'1"> it was <.ri cents. 
In r.'.'u the dollar would buy only 44 
per cent as much as it would in 1913. 
There was in l!IJM no great scarcity of 
all the commodities that go to make up 
the typical market basket. The answer 
is in the large importation of gold during 
the War Then unite logically the price 
of nold went down because of the sur- 
plus. But since the dollar is fixed at 
23.22 grains of gold, ihe value of the 
dollar went down as the price of gold 
measured in other commodities, de- 



'Principles of Valuation, by John Alden 
(irunes mid William Horace Oaigue 
Preutice-Hull. Incorporated. New York 
City, 1928. $1000. 

'Harvey Baum — A Study of the Agricul- 
tural Revolution, by Edward Sher- 
wood Mead mid Beruhard Ostrulenk. 
Eniversity of Pennsylvania Press, 
Philadelphia. 1928. $2.' 

The Money Illusion, by Irving Fisher. 
Adelplu Company, New York, 1928. 
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POWER 
WITHOUT 
CONTROL 
IS WORSE 

THAN 
WASTED a 





Wild Horse Power 

INDUSTRY CANT AFFORD THE FEED BILL 



Brute power never takes kindly to harness. 
linrkiiiL' and thrashing, il asserts its wild na- 
ture when man demand-, that it work for him. 
This is as true of electric power as it is of 
horse flesh. Electric motors are ever eager to 
throw off restraint — to thrash about in de- 
fiance or idle instead of lahor. 

That is why alert purchaxrs of electric 
motors pive close attention to the selection of 
Motor Control equipment. Motor Control is 
tin' harness for electric power — and industry 
today cannot afford "wild" horsepower in mo- 
tors.Thus progressive machinery builders and 
user-', who insist on full utilization of every 
electric motor installed, specify Cutler- 
Hammer Motor Control and recognize its per- 
formance as too vital to allow for substitution. 



The CUTLER - II A M M ER Mfg. Co. 

Pioneer Manufacturers of Electric Control Apparatus 
1213 Si. Paul Avenue, 
MILWAUKEE, WISCONSIN 



Manpower of Industry 

fliddvn Away in Electric Motors 

Electric motors id America's 
mdiihlricsioday provide work- 
ing capacity equal lo 250 mil- 
lion workmen. Ibii : more 
than 13 i. mi - the actual num- 
ber of men employed. Mow 
effectively llii* army of ~un- 
«eu M workers i*u*cd to bring 
dDwu r-,, .j- \h determined by 
the care with which Motor 
Control i* selected. 



CUTLER HAMMER 



G The Control Equipment Good Electric Motors Deserve 
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Insure your 

parcel post 




THERE is DO need to take a chance 
of suffering a loss on parcel post 
packages damaged, stolen or de- 
stroyed in transit. Simply supply 
yourself with a North America 
Coupon Hook, as issued in con- 
venient denominations, and, at the 
cost of a few cent.': per package, 
you are assured of prompt and 
satisfactory adjustment in 
the event of mishap. 



the North America 

way 



"The Otdett American 
Fire and Marine 
Insurance Company" 

Founded 1792 



Insurance Company of North America 
Sixteenth Street at the Parkway 
Philadelphia. Pa., Dept.N'.o 

City „. State 

Wants information on Parcel Post Insurance 




MANIFOLD 

for Air Mail * * 

USB the Air Post Regularly. Rate now 5 
tents an ounce— any distance — 10 cents for 
each additional ounce or fraction. Reduce 
weight and bulk of correspondence by using 
Dexstar Manifold Paper. Equally valuable 
for Foreign mail. 

Dexstar Air Mail Manifold is light and 
strong (rag stock); available in various 
weights of white, and in 7 colors. 

Send for Sample Book 

C. H. DEXTER & SONS 

Incorporated 

WINDSOR LOCKS CONN. 




The Sonfh's Supreme Hotel 
A Bowman Biltmore Institution 

"Where Southern Hoepiuhty Flower*" 

Guests' Comforts above all else 

Rates from 
$3-5° 

Golf for Biltmore Guests 



Jno. McEotc* Uovmao. r..t Wm. ' »n.:i-r. IWrVn. 

W. C h -., it I .. . y..i tm* iit—ti- 
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BOeadad. This gave the illusion of Inch 
general prices in l'.*20. 

That, however, was not the only time 
the dollar has fluctuated in valor. 

The great majority of the people are 
not aware of any fluctuations in the value 
of our dollar. They thought that all 
price.-- were going up when only gold was 
coining down. They considered that all 
prices were coming dow n when only gold 
was cuing up. This is the Money Illusion 
thai is the suliject of Professor Fisher's 
hook. Ilis book is interesting and en- 
lightening. His program was given in 
"Stabilizing the Dollar." His present 
work is an expansion and rev iew of the 

theory. 

Stabilizing our dollar is an economic 
need of business today. Professor Fisher 
discusses the methods proposed. As he 

himself says: 

The object of this book is not to pnn idt 
any cut un<l dried solution but to put it up 
lo the reader, especially ii he is a husines- 
mun. . . . 

All that this hook can or should atiempl 
is to stimulate the wish to solve the prob- 
lem. 

We base been enjoying a fairly stable 
dollar for the last few years more because 
of the policy of the Federal Reserve Sys- 
tem than because the old plan of letting it 
fluctuate haphazardly has been remedied. 

AMONG the mote important programs 
IX suggested for stabilizing the dollar 
are these: 

Stabilization through the influence ex- 
ert.. I by the Federal Reserve Tie Re- 
serve may, by various ways, increase or 
decrease the amount of money in circu- 
lation thus increasing or decreasing the 
total supply which by the law of supply 
and demand acts to decrease or increase 
the value of the dollar. The Reserve 
System has by this means been able re- 
cently to keep the dollar fairly stable. 

One of the most important means, 
which the Reserve has, ,,t' varying the 
amount of gold is to vary the gold re- 
serve between -10 per cent which i- its 
legal minimum and I'hi per cent which 
is the economical maximum. 

Control of the production of gold. It 
has been suggested that, an international 
commission be estahli-hed to limit or en- 
courage the output of gold mines as the 
world has enough or lacks gold. 

Control of the weight of gold in a dol- 
lar. This is ordinarily referred to as Un- 
compensated dollar plan. The principle 
of it is to vary the weight of gold repre- 
sented by a dollar as the value of gold 
measured by commodities goes up or 
down. This would keep the dollar sta- 
bilized by commodities and not fluctu- 
ating with gold. 

The best of these plans would seem to 
Re varying the reserve ratio of gold ex- 
cept that some method should be found 
to keep the dollar steady even if the re- 
serve should have to go above 100 or be- 
low 40 per cent to do so. The present 
policy of the Federal Reserve will work 
fairly well until such time, but then the 




old unstable dollar with all its attendant 
3b « be back. 

Professor Fisher favors tin- compen- 
sated dollar ami has an ingenious scheme 
to put it into elici t which iniclil or m >^h r 
not work. 

The pohi dollar, despite its faults, is 
tho host yet tried. We should he enre- 
ful not to discard it before lindini* a bet- 
ter nbstitute. 

TIIKKK MiiiK'thinL; unusual about a 
hook that sells- for $100. in looking 

through the present hook' we luid these 
things: The copy is numbered. The 
preface contains a promise to 'send cor- 
rertions lor any important error thai 
may he found to every purchaser of the 
hook. An almost infinite nutnher of 
mathematical calculations arc contained 
in its preparation. The information con- 
tained could not l>e obtained elsewhere 
except at treat expense, lint the most 
important item in setting the price at 
$HUI is that the circulation is verj lim- 
ited. 

In brief, this book is a detailed analysis 
of the values of newspapers in adver- 
tising. But how valuable is it? The 
system here used is not one ordinarily 
considered by those buying advert ising 
space. 

THE Pacific Ocean' is the next center 
of world struggle. It is the meeting 
ground of progressive West and awaken- 
ing East. Great Britain, the United 
.States, China, Japan, and Russia all have 
vital interests there. Their interests may 
clash. The authors of this book assumed 
that they would clash. That is their 
forecast. 

This book discusses everything from 
the length of the beam of searchlights on 
French airways and destructive distilla- 
tion of coal in Germany to the rate of 
population increase in Japan. (Inci- 
dentally these topics are all taken from 
the same chapter, No. VI I. Bur. this is 
not such a fault as would seem; the book 
furnishes a general background lor the 
Pacific situation. 

It was written by Englishmen, but it 
does not neglect the United States. It 
is, we think, well worth reading. 

QAFETY campaigns" are brought about 
by the realization of the cost of in- 
dustrial accidents to the industry as well 
as to the injured employe. The new in- 
terest in safety has brought about a re- 
duction of accidents by half in some in- 
dustries. 

Our record for industrial accident pre- 
vention had gradually grown better up 



*Newspaper Rate and Circulation Analysis 

compiled and published bv Clue-. \V 
Mears, Cleveland. 1928. $100.00 

'The Pacific— A Forecast by Licut.-Col. P. 
T. Etherton and H. Hessell Tiltman. 
Little, Brown and Co., Boston. $3. 

'Safety and Production, a report by the 
American Engineering Council. Harper 
it Brothers, Publishers, New York. $5. 



Prove in Your Own 
Office and Factory That 

Comfort Cuts Costs! 

ll^rODKKN, labor-saving machinery has iinreoscd production 
1»1 and decreased manufacturing coats — by enabling one indi- 
vidual to do many times the amount of work in a given period of 
time. And in scores of great industrial plants, offices and shops 



UHU 

are accomplishing the same re- 
sults by conserving human 
energy, lessening fatigue and 
affording a comfortable, rest- 
ful seat. These chairs, made 
in many styles, are easily ad- 
justable to fit each fytdwidual 
worker. 

The back rest fits 
snugly the small of 
the back, giving sup- 
port where it is really 
needed. The seat is 
sculptured to distrib- 




StPpI Posture! 

Posture Chairs 



ute evenly the weight of the 
body — without strain on 
nerves or muscles. 
CJHL Steel Posture - Chairs 
are made of cold-rolled U- 
Shaped channel steel and they 
are ivctdcd at points of great- 
est strain. This eliminate* 
breakage and reduces to a 
minimum the cost of main- 
tenance. 

We also make a complete line 
of UHL steel furniture for 
office, shop, school and cafe- 
teria. Catalog sent on request. 



The Toledo Metal Furniture Co. 

2005 Hastings Street 
Toledo, Ohio 



The Toledo Metal Furniture Co., 
I 300S Hastings St., Toledo, Ohio. 
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NY ARTICLE in this or any other issue of 
NATION'S BUSINESS will be reprinted at your 
request for distribution among friends, business 
associates, employes and others. 

These reprints, in attractive and highly readable 
form, are furnished at cost, plus postal charges. 

Fill in and return the coupon below and we will 
quote you cost prices in any quantity. 



NATION S BUSINESS, U. S. Chamber of Commerce, Washington, D. C. 

PLEASE send me reprint cost information on the article 

by in the . number 

of Nation's Business. 

NAME ADDRESS" " 
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'•Dim Clifford ought to take ii|> boxing 
-ho fought a great round with his 
hall lodtn .' 

"Yeah. On the 3rd he took a hav- 
inaker thai knocked ihehall clean off 
the tee — three feet at least." 
■■Don's virions. Have you seen his 
nppe-rcul? It gets beautiful distance 
— straight in the heavens! Why if 
that bimbo's hall gave off smoke lie 
eonld do sk\ -w riling with it."' 
"W liv don't we start him playing ihe 
Silver king': 1 "' 

"Vi hat for? I'd hate to see my fav- 
orile hall in the hand- of that Jack- 
the-Ripper." 

"More to it than that. Everv able- 
bodied golfer has possibilities ami 
the Silver king hrings "em out. It 
gives a man roilfideiire. lie knows 
the king Hies far ami true with an 
ea»v swing so he quits pressing. Pcr- 
haps it -oeuis toimprov e the heginner's 
game iiinM hut tin- King is great p-y- 
ehology for anvhodv — whether lie's 
temporarily off his game or at top 
form. It lakes one lag uncertainty 
out of a very uncertain game to play 
the Silver king." 1 s.i." Kn. t _ 

Brj. C. S. P.I. Oil. 




JO II X M A X A M A K K K 

NEW YORK 

Wholesale Golf Distributors 



until the last few years. Since then the 
number of accidents has been increasing, 
hut the proportion of accidents to pro- 
duction is still crowing less. It is not 
enough to have this proportion grow 
smaller; the total nutnher of accidents 
should decrease, according to the findings 
ot the Committee. 

Accidents can be controlled as is shown 
by the firms that have records several 

tunes good as oilier companies engaged 
in similar work. 

•'Industrial accidents can he controlled 
iimler modern condition.- of highly effi- 
cient productivity hy the same manage- 
rial skill that control- production itself 
In spite of the helief which is still held in 
many quarters, safety does not interfere 
with production, hut on the contrary, 
aids it." Safety and efficiency, in fact, 
have in general a close positive correla- 
tion. 

These are only generalizations from the 
report. The Committee goes into great 
detail for the various industries. Section? 
, re devoted to each ol sixteen industries, 
and to make sure none are omitted as the 
(Weeks worshipped Pan, another sen ion 
is added which the authors label "mis- 
ceDUMOUl industries." 

| , .... facetiously, the hook i- not hard 
reading as one might expect of such a 
work. Many charts are included, and to 
say the least, charts are more quickly 
re id than type and are more easily under- 
stood. 

THE first volume of Mr. HickerneH's 
hook' is largely a history of panics, 
and depression-; ;.| the early period of 
the history of the United States Such 
data in our history is too often lacking. 
The data of Mr. Hickernell were collected 
originally for a doctor's dissertation at 
Yale. Fortunately for him who reads, the 
material was rewritten until it is readable 
l>y the lay mind. 

We might cpigrtunm.it ically summarize 
r|ie second volume 1 -v saving the way to 
forecast business conditions i- to know 
what is happening now. Mr. Hickernell 
discusses the various indexes of business 
and common methods of forecasting bust- 
ni --■ He emphasizes the availability of 
statistics. 

This paragraph is worth quoting: 

lin-ini -- men somei une- expect too much 
from a mathematical chart. They have an 
undue reverence for mathematics. There 
is something exact abonl a mathematical 
equation. Ci-n-i|in ntly. if a mathematical 
formula is cm plot >■•{ tn coii-trucl mg a chart 
used m business forei-.isiirig. the layman 
anticipates tlml the ihurt will do l In work 
unaided by human judgment. Some col- 
lege instructors have a tendency to 0 ach 
biisini>s forecasting as if it wen- merely a 
tpicstion of u-ing matliemiitical formulae 
m making chart". The construction of such 
a chart . however, is only a minor phase ot 
business forecasting. In fact, a business 
forecaster can perform Ins work sneet — 
fully without employing the method of 
least squares, or any other mathematical 
formula, to eliminate secular trend, and 
without muking any use of the coefficient 
of correlation, while a mathematical chart 
is useless unless supplemented wilh an 



analysis of a number of outside factors and 
gooil jiiilgmciii in their interpretation. 



A 1 



I. MOST every manufacturer adver- 
tise- at home. Why not abroad if he 
sells abroad'' The book' by Mr. Hart is 
one of the lirst attempts to aid the man- 
ufacturer in advertising abroad, lie has 
chapters on the Orient, including the ad- 
\ erti-ing in motion pn litres there; on 
Latin \merna; and on the different Eu- 
ropean countries. 



Kl'RT KAIFFMAXN considers 
that the greatest of all wastes is the 
waste of brain power* He is probably 
right. Hi- present book i- an attempt 
at waste elimination in that sphere. 

Although the book is nominally a trans- 
lation of Dr. Kurt KautTiuarm's book 
which has sold widely in Germany, read- 
ers will recognize the lucid style ot Her- 
bert N. Casson, who has contributed sev- 
eral articles to Nation's Bisinkss. Mr. 
Casson is perliap- one of the most facile 
bii-iness writers in English. We would 
attribute the 1'ngli-h translation of this 
work to the best of the author and the 
t ran-lator. 

The jacket of the book says the for- 
mula for creative thought i- alone worth 
the price of the bonk l five shillings in 
England I. We won't argue the point, 
but rather give the summary of the for- 
mula: "First fill the mind with the facts 
that you wish to think about. Then re.-t 
or sleep and the ideas will come as soon 
as the brain has recovered from the fa- 
tigue." It's Undoubtedly valuable nd- 
vice, and with the explanation that goc- 
with it, it is hetter. 

Headers, perhaps, will not get many 
ideas from the book. The few are good. 
It deals pretty closely with its one sub- 
ject. Of particular interest to us is the 
chapti r on reading. 

The great books are the ones to read — 
the bock- like those of Huxley, Darwin, 
Shakespeare, and Marcus AureStlE that 
shaped the course of nations. Multitudes 
of lesser writers have made bad rehashes 
of their original ideas. 

Both sides should be read in a contro- 
versial subject. We should read for facts, 
not opinions. Opinions are one-sided. 

Tnste a book before reading it thor- 
oughly. It may be something which 
holds no value lor you, then von should 
not read it. There is a limited amount of 
time which may be devoted to reading, 
therefore we must exercise great care in 
choosing the most valuable reading 
After reading, some method is required 



financial and Business Forecasting, by 

Warren F Ilickeinell Alexander 
Hamilton In-titim 

'Foreign Advertising Methods, by Charles 
S Hart The dc Flower Publishing 
Company, Inc , New York. 1928 

The Brain Workers' Handbook, by Kurt 

KauSmann and I've Jena Kmsc. 

Translated bv Frederick H Burgess 
and Herbert N. Casson. The F.fficiency 
Magazine, London. 5 shillings. 




NATION'S BUSINESS for September, V.HH 




4 4 4 4 4 4* 



a 

'Photograph Jrom across 
the Country as easily as 
Jrom across the Street 

TOUR local commercial photographer can now give 
you a photographic service that extends from one 
Portland to the other; from the Great Lakes to the Gulf. 
No matter what the subject may be, or where it is located, 
just tell your local man what you require. Through the 
national network of the Photographers Association of 
America, he will see that you get quick, dependable, 
economical service. 

Your local photographer transmits the order to his asso- 
ciate in the distant city. He attends to all details, shoulders 
all responsibility, relieves you of every worry and de- 
livers the finished print direct to you. 




ell the 




z_s4.nttounciti£ 

a Nationwide Pho- 
tographic Service 
Sponsored by the 

PHOTOGRAPH LRS 
ASSOCIATION 

*f 

AMERICA 



/"^\FTF.N you have want- 
^—s ed a photograph of 
some subject in a city a 
hundred or a thousand 
miles away. To get such 
photographs has meant 
trouble, disappointment, 
delay. Now, a cooperative 
service sponsored by the 
P.A. of A., does away with 
allthedithcultv. You sim- 
ply efdl in the local man 
who makes your commer- 
cial photographs, and he 
assumes full responsibil- 
ity for any distant photo- 
graph you may desire. 
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The ONE TIRE 
that is Engineered for 
AH Truck and Bus 

Service 




of Quality 



(^jf Heavy Duty Pneumatics 



Never before in history has a tire won ALL records for safety, 
speed, endurance and mileage i nth is heavvdutv service, because 
neverbeforehas there been a tire so perfectly designed for trucks 
and buses — with such balanced construction from beads to 
tread — with every part of the tire engineered to function per- 
fectly under the special conditions that trucks and buses meet. 

How have these tires consistently out-performed all others 
under all conditions — high speed or normal — truck or bus — 
heavy transport or light delivery? 

BLTTKR ENGINEERING — Th is is the answer! These tires 
give record-breaking results because better performance — more 
miles, greater safety, maximum riding comfort and protection 
to vehicle — is built into them. 

Call the nearest Firestone Service Dealer. He is trained and 
equipped to save you money and serve you better. 

MOST MILES PER DOLLAR 

AM LRICANS SHOULD PRODUCE THEIR OWN RUBBER 0 <f — vj fl ff-'-.tiv*?7X. 



If You Import or Export — 

THIS 42-pa^e pamphlet — "Foreign Commerce Hand- 
book, liMib-iyi'J" — contains valuable information. 

It includes a hundred names and addresses handily 
arranged under <Xl alphalnMieal subject headings and 
it. directs you to first-hand sources of information in the 
foreign trade and get vice field. 



K 



10 cents a copy in any quantity 
FOREIGN COMMERCE DEPARTMENT 

United Slates Chamber of Commerce Washington, D. C 
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by most people to retain the thought of 
„ A card file is the \>*f\ help, 
ns the lx*>k and moVvnic the 
the front is very helpful hut re- 
hitle more time in hunting tip 
mat ion when it is to he used, 
jbhart hns made a study" of tho 
high cost of funerals. Are they too high 
and can they U< reduced'— W. L H 

' Funeral Com*, bv John C Gehliati G P. 
Putnam'* 8ons, New York. 1028. I3JS0. 

RECENT BOOKS RECEIVED 

The Sociology of Life Insurance, b\ K.d- 
uanl A Wood- I) A p| lit on and 

Company, New York, 1928. *250. 

The Labor Problem. L\ J A Iv-t< v Mr- 
(Intw-Hill Book Company, Inc., New 
York. 1928. *3. 

The Com of Living in the 1'nitcd Stales 
19 1 4- 1927, National Indu-trial Con- 
feremv Board. Inr , New York. I'J.'S 



How to Solve Typical Business Problems, 

by William it. Biuwri. The B. C. 
Forbes Pubb-limg Coinpanv. New 
York, 1928. »2.50. 

Tests of a Foreign Government Bond, by 

I nir— I Minor Patterson. Pav-on and 
Clark. , Ltd., New York. 192S riM 

Economics of Consumpiion, by Warn 11 

C U aile. McGraw-Hill Book C - 

patty, New York, 1928. $3. 

The Principles of Factory Organization 
and Management, by Ralph Cnm-i 
Davis. Harper it Brothers, Publish- 
ers, New York. 1928 $5. 

German Commerce Yearbook 19.18,1 , lit - 

«d by Hellmut Kuhnert. B We.-lei- 
uian Co., Inc., New York. $5. 

Hie Problem of Indian Administration, 

Institute for Government Research 
The John.- Hopkins Press, Baltimore, 
1928. »5. 

The L'nited Slates Civil Service (aminiiv 
sion, by I > in. II II, v. nor Smith The 
John- llopk ii- Pri --. Haltiinoif, 192* 

A Way of Order for Bituminous Coal, by 
Walton II II. million and lb Ii n 
It. Wright. The Mucmillun Company, 
N.w Y.,ik, l'.CS f>M 

Grain, by S. J. Duly. Oxford I'iiiwuv 
Press, American Brunch, New York, 
192S. $3. 

Financial History of the American Auto- 
mobile Industry, by Lawreuci ll.Seltz- 
li r. Houghton Miflhti Company, Bo-- 
ton and New York, 1928. $3. 

European Tariff Policies Since the World 
War, by 0. Dellc Donne. Add phi 
Company, New York. 1928. |3 50. 

Labor Relations A Study Made in the 
Procter and Gamble Company, by 

Herbert V> 1.-. Ad« Ij'hi Compuny, New 
York. 1928. »2. 

The Execution of the Experts' Plan, re- 
ports of the Agent General for repara- 
tion payment.*. Published by the Office 
for Reparation Payment.", Berlin. Dis- 
tributed by A. W. Shaw Company, 
Chicago. Two volumes, ti. 

Jay Gould — The Story of a Fortune, by 
Robert Irving Warshow. Greeul>en£, 
Publisher. New York, 1928. $3.50 
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THE Nation s BrsiNhss prize — 
value and size of cup not yet de- 
cided — for the best contribution 
to the discussion of farm relief, goes to 
the following: 

The Wichita Eagle was commenting on 
the accomplishment of Andy Payne, the 
winner of C. C. Pyle's Cross Country 
Derby. 

"Well," said the Eagle, "Andy paid the 
mortgage on his farm, which is something 
very few farmers have been able to do " 

1'iji Thompson of the Kansas City Star 
ipiotcd the Eagle' a comment and said: 

"But Andy ran to New York, not 
Washington." 

HP HE second prize for the best con- 
•l tnbution goes to the Daily Jou-an 
publication in Iowa City, which com- 
munity i> t'.itiiou- in part as die seat ol 
the University of Iowa. Says the lowan : 

Do Iowans favor the McNury-Haugen 
Hill? If so, how ilo they know they do? 

After a careful canvass of the city, in- 
cluding every likely place of both town 
and university, it was found thai there was 
not a single copy that the public could 
obtain. 

The first day of the Sixth Common- 
wealth conference was devoted to a dis- 
n i- ion of the farm relief bill drafted by 
McNary and Huugcn. All persons pres- 
i nt apparently had quite definite beliefs 
concern ins the measure. 

When- did they get these definite opin- 
ions? If residents of Iowa City, the cdu- 
e.iiionnl center of the state, are denied 
the privilege of reading the bill, what 
about less fortunate pi rson- In nn; m -mall 
towns with poor library facilities? 

C'tMK MEN are too litcrid-nunded. 
^ Safely razor blades made in this coun- 
try are exported to England. One make 
alone, it was estimated recently, would, if 
spread out, serve as a cover for the eoun- 
iiy eight times over. The picturesque 
mind which arrived at this cnnelu.-inu was 
English, and thereupon another Knglish- 
man, Sir William pope, a < 'ambridge pro- 
t< -><>r, began to do some figuring. Ac- 
cepting the eight times over statement, 
he reasoned thus: 

The area and population of England are 
known us also air- the dme'ir-ioiis and 
"eight of the safety ra/.ir blades A hiii- 
plo calculation shows thut nearly 800.000 - 
000 tons of this particular type of blade 
reach our xhores annually, ami thut every 
year each inun. woman and child consumes 
on the average about 20.000 000 blades, 
weighing between nineteen ami twenty tons 
Taking the cost of the blade- at the mod- 
erate figure of two pence apiece, each in- 



In a Hundred placed 
thii mornina wour 

Letterheads 

are 3ayinty more tha?i 

you put on 
paper 




NO matter how much you may say in your letters about the re' 
sponsihhty and integrity ot your business, it i - p -sil lo tint 
your letterheads may be telling an entirely different 6tory. There is 
an elusive something in Genuine Engraved Stationery that seems to 
say "Success! Dependability! Quality!" Make your letterheads 
work for you instead of against you. Consult any dealer displaying 
the Mark of Genuine Engraving —he will gladly help you. 







t the famous 

\2kateauRi 



auner 



'["'IVE minutes walk from the Houses of Parliament, 
r this dignified and beautiful hostelry is a narural 
meeting place for leaders in the social and political lite 
of Gmada's capital. Here statesmen from all over the 
world gather. At night the soci.il activities of fashion- 
able Ottawa find expression in the Chateau's ballrooms 
and salons. 

A patronage such as this demands excellence . . . line 
appointments . . . faultless service . . . infallible comfort. 
To meet these requirements, the Chateau Laurier in turn 
demands perfection from the staff and equipment whit h 
serves its guests 

When the Hotel Department of the Canadian National 
Railways recently decided to increase the accommodations 
of the Chateau by two hundred rooms, architects and 
engineers met the demand for perfection in ventilating 
equipment by specifying Sturtevant fans, air washing ap- 
paratus and motors. 

B. F. STURTEVANT CO., Hydt Part, BOSTON, MASS. 
I'Uhii at: Berkeley. Cat. r»j Camden. N. J w Framtnuham, Mui. 
Gale. Ontario *— Hyde Park. Mail, ru Sturtevani. Wii. 
Offiri* in Principal Cltlrt 



urlevanl 

HEATING-VENTILATING AND 
POWER PLANT EQUIPMENT 




_ A 

Chareau Laurier, Ot- 
tawa, Canada. Con- 
cerned wuh the exten- 
sion of this beautiful 
hotel arc: — Arsbiua: 
JohnS Arthibald. At- 
tociait Ani'ttm: John 
Scofteld. Aiimiate Con- 
tailing Eneinetrs: Alex 
Vi'ilson and Jas A 
Kcarns Heating an J 
Vintilatine Contraitor: 
John Colmrd, Limited 
— all of Minimal, Can. 



habitant of the country spends over £150,- 

000 per annum on safety blades. This tells 
lit who pays the supertax. 

Whilst disclaiming «ny desire to interfere 
with the innocent amusements of the peo- 
ple, I feel thai this safety razor business is 
In mg overdone; truffle will be impelled and 
the scenery spoilt when (he ilijsrurded 
blades enter our fur England eight deep. 
A mere milium safety razor blades per nn- 
nuin slionlil Milfiee to keep the normal indi- 
vidual clean shaven. 

Why break down our faith? Always 
wp have been ready to believe that if all 
the chewing gum ,-lurk under the arms of 
moving picture theater seals could he 
turned into synthetic rubber it. would sup- 
ply all the lires I including sparest fur the 
cars that Henrv Ford did not make in 
1827. 

Why question figures, especially the 
"end-to-end" and "heaped one on the 
other" figures? They sound so imposing 

1 TERE is a woman reader who has a 
n little progmni for dealing with thi~ 
magazine of ours. She writes: 

Every month immediately your magazine 
comes into the office, I use a portion of 
time, sometimes half hour or more, first for 
a cursory perusal and when time permit.- 
read one or more of the articles, or make a 
mental note to read special parts as soon 
as spare time will permit. 

Moved by the box which went with 
Robert Duke's article, "Graft and the 
Helping Hand," in our May number, she 
discusses the courage of business men and 
makes this disheartening summary: 

\1-m the ductule would spread and men 
would more become the being, which wom- 
en were lead to believe they were, i. e., 
ruiir.iireou-'. fearlc-s and able to stand on 
their own convictions and lo have sound 
convictions This Has the idea of character 
the woman used to have put. before her, as 
that of a man, in the days when she was 
wholly in the home, but has liccn much dis- 
illusioned since slit wi hi into the world and 
worked with lie III side by side 111 business 
wheii she finds tin in t o i .all ler one with an- 
other, small-minded and lacking m courage 
than any average woman could be. 

WL. WARD, Vice-President of the 
Bank of Fin tori Rouge, knows how 
to pul this magazine to work. Say; he 
in a letter: 

I was much interested in the article in 
the May issue of your magazine entitled 
"Croft and the Helping Hand." bv Robert 
I Ink. 

Only this morning I was approached by 
a customer of this bank with the request 
for donation of $101)0 for a set of curtains 
in a neighborhood .-icliool. I answered hnn 
by presenting the article above referred to 
He accepted it, in the spirit in which it WM 
given and departed — without the denation 

HERE'S a Massachusetts farmer, Ezra 
L Shaw, who says of agriculture: 

I do feel that our great industry should 
lie free from the meddling influence of the 
various government bureaus. 

The extension service is the greatest of- 
fender. They spend vast sums of public 
money to stimulate production and in- 
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crease the surplus of farm products for 
which a market does not exist. 

The experiment stations render a real 
Service in advancing our knowledge and 
I In? information is available to any one 
who is interested enough to seek it. He- 
sides all farm publications feature the re- 
-ults of their findings. 

The extension service is a superfluous 
organization that does positive harm be- 
cause it is forever trying to get the fanners 
to produce more stuff regardless of market 
conditions. 

The population of this country will have 
to increase greatly before the American 
fanner will fail to produce enough food 
for all, provided his returns are encourag- 
ing. 

•State and Federal departments of Agri- 
culture, instead of trying to improve the 
condition of the farmer are constantly en- 
deavoring to get him to produce more for 
leso\ 

How long would our labor unions exist 
if they served labor as the agricultural 
bureaus serve the tillers of the soil? Un- 
der the guise of aid to agriculture countless 
jobs are created to add to the cost of gov- 
ernment and the burdens of (lie taxpayers 

Before Congress for consideration are 
two propositions that vitally effect the 
farmer. I refer to the Boulder Dam and 
the Columbia river irrigation project. 

These projects will bring '-'OOIJIJOU iu -n> 
oi additional land into production at a 
time when existing farms cannot be run 
at a profit. 

f'HAINS and the individual store! How 
much of our correspondence runs on 
that subject? From Athens, Ohio, a 
wholesale grocer, writes us: 

What about the common law of "eco- 
nomics?" The Chain System is today cen- 
i r.ilj/iiu.' our money loo rapidly. It i- nor 
netting its opportunity to allow a normal 
turnover in the millions of American com- 
munities. 

For instance consider the Grocery busi- 
ness of 3115 billion annuaJly an a basic in- 
dustry instead of merely a form of distri- 
bution. Other so-called basic industries 
are mere infants in comparison. What per- 
centage of this S35 hiliion are the chains 
controlling today and what effect is the 
> ' in i .ilizing uf this money having on Un- 
economic welfare of the country? 

Ever hear the story of the cork and the 
whale? It. would continue to bob up de- 
-pile the best efforts of the whale to keep 
it down. It is also true of the chain prob- 
h m ami it may as well be faced squarely 
ami handled propi rh at tin- nm« as il 
will continually keep bobbing up despite 
effort* to "squelch" it or give it the run- 
around. The chain system is a menace and 
the fundamentals of arithmetic alone need 
ht considered to prove this fact. 

IJKKOJIK Sinclair Lewis added Babbitt 
«*» to our vocabtil.irv, hi* Main Street 
v..i- more or less synonymous with small- 
town life but a glance at the post office 
department's street directory of i iti.- 
would show anyone that Main Street is 
no more typical of small towns than of 
large. Of our ten large-t citie- \e« York 
has a Main Street and so al-o ha- Itrook- 
Iwi. one of its boroughs Philadelphia. 
Los Angeles. St Linus, Baltimore, Bo- ton 
and Pittsburgh all have Mam Street- 
Only Chicago. Detroit ami Cleveland are 
w ithont them and ( 'hicago has one .1- m ar 
as Chicago Heights, w hile Boston, city 01 




Oldest Mail Order House 

Ships from OAKLAND 



V\ ZITH over fifty-six years of expe- 
v V riencc in shipping everything from 
needles to gas engines, from fine silks to 
linoleum, Montgomery Ward Si Co. en- 
dorses Oaldand. What the company Lis 
found through actual experience in the 
territory is interesting both to manufic- 
turers and chain store operators. R. H. 
Glasslcy, manager of the Oakland divi- 
sion, writes: 

"Our original choice of Oakland was 
made because of its facilities as a distrib- 
uting center for the Pacific Southwest. 
Our experience since locating here has 
satisfied us that whether shipping by mail, 
express, rail or water freight — Oakland 
is the natural distributing center of the 
Pacific Coast and unexcelled by any other 
city in this regard. Ic is likewise the nat- 
ural shopping center of Central Califor- 
nia, a fact supported by the growth of, 
and territory served by, our retail store. 



"Here is an abundance of high-grade 
labor of the better class available at all 
times. Over 60' < of the workers in this 
district own their homes. 

"Since commencing operations in Oak- 
land our business has more than tripled, 
all in the short space of four and one- 
half years. During this time we have 
found it necessary to increase our floor 
space from 220.000 square feet to 63 5,000 
square feet and further expansion is now 
being planned We are now at the point 
which we had not hoped to reach before 
1930. 

"The Oakland division of Montgom- 
ery Ward Si Co. itself furnishes a con- 
siderable market for manufacturers lo- 
cated in this growing industrial territory. 
Lsst year we bought \i'< of our mer- 
chandise on the Pacific Coast and expect 
to make it 50 r; for this year." 



Statements of other nationally-known concerns p\ inj; tin ir 
actual experience in the Oakland Industrial District havebcen 
published in the booklet, "We Selected Oakland," mailed on 
^rctiuest without cost or obligation. Send for your copy.j 



^An induJlrial survey uill be prepared for any manufacturer 
interested in a Pacific Coast plant. Write Industrial Department 

Oakland Chamber of Commerce r Oakland, California 

or lot Chamber of Commerce of any of the following cities: 
Alameda Berkeley 

Centerville Hmerwille I forward Irvington Livetmore 
Newark Niles Pleas.mion San Leandro 

Tfhm u nr.n., /„ n,n ,>d Chimw m Oommmcs pfaoM m*mtion Xmtim't Bmmtm 
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are the 

Evils of Vibration 

nreckingthemotoryoiiuse ? 

DO you know that the tangential velocity of only 
five hundredths of an ounce of unbalanced 
armature weight in an electric motor will cause 
destructive vibration! 

Vibration cannot always be heard. Long before you 
hear the rat-a-tat of loose bearings, vibration will have 
taken its toll of wear and lost power. The cause of vu 
{nation must be removed before you receive the motor! 

Dumore Motors are free from the costly evils of vibra- 
tion. Every Dumore armature is dynamically balanced 
on special balancing machines of our own design and 
construction. Vibration elimination, smoothness and 
quietness of operation, and freedom from bearing 
trouble are valuable features characteristic of Wis- 
consin Electric Company motors. 

Send your product to our Engineering Research De- 
partment for experimental tests with Dumore Motors. 
We will submit a detailed report of these tests, rec- 
ommending a motor which will be the most efficient 
and dependable for your unit. This service is gratis. 

WISCONSIN ELECTRIC COMPANY 

89 Sixteenth Street Racine, Wisconsin. 
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Dynamically Balanced Motors 

to Wtasmn Euct.,c emmn ,>w mmx v.,™-. ftrt 



t, rejoices in no less 



All of our nrr-.it (Mm arc but C5oph«T 
Prairies grown up, ami thev have not 
changed Brad) in the growing: 

Broadway differs lint little from Main 
Street. And after all. Broadway does nut 
belong to New York The middle west 
is full of towns which eoiint their popula- 
tions in four figures but bon.it Iwth a 
Main Street and a Broadway 

r pllF, newspapers having reported that 
* the ice industry seeks to meet com- 
petition I >>■ employing only ier men of 
good look.- and pleasing manner?, Stod- 
dard King in Spokesman Rrvicw breaks 
into verse on the new competition: 



ml. rritnitllrs* of price, 
I hi> fc-i-muii was ice. 



tl i. 
Ml 

*.» lo manicured rmil. 
He wet bo pliant irl Walca, 

\iiti I lit tt* eoiuct lines were rumors concerning In* 
M'ntrm. 

Vi*t lite treed tin the porch ere were happy to hear 
When the weather wns hot and the firmament dent 



Making the icemen Isoth «'tev«T end clean 
e with a shiny i n i h it liiafliilw ; 



They lire I 
I i. r.impe 
They are I 
Which wilt <Jn him m> hnrm. 

Though «>hl- fault iniu-il icemen mey view with alarm 
> Vn.l nr. one can hlame them) tlie .ort of a plnn 
That nmy make n dude ot a hard -working man. 

So let tw prrpare to he thoroughly nice 

1., tlm I. \..ihik nifin who will linng uj otir ice. 

Tor the personal touch 

Meant no trmhly much 

Whan tiealmg with iceman, and plumheni, and such. 

We must mobilize quickly all cultural aids 

Tu ||t*t polish and charm lo our cooks and our maids. 

AMERICAN cities are getting tin it 
• faces scrublwd, and a new industry i- 
rapidly assuming very interesting propor- 
tions. Send your office building to the 
laundry and get it. back by Saturday 
night, nicely washed and ironed! Well- 
ington, a number of northern municipal- 
ities, and, in the South, Atlanta, arc going 
in for cleanliness, and as the dingy build- 
ings shake off ilnir soot and dust, and 
emerge with -liming facades, all dolled up. 
and well-lathered behind the ears, one 
litis to rub his eyes to recognize his 
own home town. 

In Washington, for example, a new 
white city, spick and span, is coming into 
view by the magic of soap and water, and 
within the past year the artistic heiiutv 
of the Nation's Capital In* been greatly 
enhanced. It costs around $2,500 to 
-train clean and press an office building 
of average size, while the job of spit king 
and spanning up the Treasury, or the 
Union Station, might run up as high as 
$12,000. It is worth it. Beauty and 
cleanliness arc real assets to any com- 
munity. 

A CORRESPONDENT in North Cam- 
-tV lina who writes from the heart and 
feels that business is blind to the real 
plight of the farmer, writes as follows: 

There is one solution, and one only to 
the fanner's problems. The solution is to 
(put absolutely producing anything on tin- 
farms except what their families need— 
certainly for two years. Whenever there 
is a surplus there is always a correspond- 
ing lowering of prices. This step need work 
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no hardship upon thp world for we :ire told 
the world Inus supplies) sufficient to feed 
and clothe it for iH least two years. 

What I write here is not. the whine of 
an old man. The consensus of opinion 
among the most intelligent farmers is that 
we are lighting "with our backs to the 
wall." 

One of the roost intelligent and eco- 
nomical farmers in our section who has 
associated with him his son, a graduate of 
our Stall' Agricultural College, told me 
thai I he combined efforts of his son and 
himself on their 400-arre farm liid not 
bring profits equal to what a negro brake- 
man (who could neither read nor write) 
on the Atlantic Coast Line Iload makes in 
a year. 

" IT IS hard to make a foreigner who 

1 looks about him in this country pay 
much attention to talk about profitless 
prosperity," so writes) Mr. A. Monteith 
Airth Richardson. 

He says in his letter, "I was born in a 
poor country, Ireland, with no under- 
ground natural resources, and I have 
spent enough time here, in Mexico and 
Canada, to know that when people write 
'No profits to be made in U. S. A.' they 
are talking through their hats." 

Mr. Richardson dors think that we 
should progress faster if it were easier for 
new ideas to find acceptance. He writes: 

"If you had a page where the poor man 
with genius could lay before your readers 
what lie has to offer, say in 100 words, for 
a $10 bill, you would be putting business 
men in touch with American genius. 
Brains looking for an opportunity to get 
recognition. . . . 'Entrenched Capital' 
seldom smiles on 'New Ideas' which would 
'Scrap a Lot of Their Investment.' Some- 
linies they get them and they are pigeon- 
holed. Not so in Germany. There they 
want the newest and best systems." 

COME foreign newspaper writers can- 
^ nut understand how this country gets 
such a lead in the business world. We 
giie-'s I hey never read about that Ameri- 
can salesman who sold a huge cold stor- 
age ice-making apparatus to Lomen 
Brothers, the reindeer barons of Nome, 
Alaska. 

/"~\UT in California where the West is 
really West and it can't be much 
wester until you get to China, and there 
the East begins, a baby was born the 
other day. The fond parents, so The 
World Tomorrow tells us, thus announced 
the child in a local paper: 

The 1928 model of the Culkins runa- 
bout, John Gerry, arrived at 4:35 ii.m. 
May 16, 1928. Mohair top and red body 
Chassis length 20 inches. Full weight 
seven pounds. Engine hesitated when fust, 
turned over, sputtered a couple of times, 
and then choked. Later gave an example 
of perfect performance, and has operated 
Continuously for over 12 hours without re- 
fueling. We slmll be gl:id lo have you rail 
and inspect the latest model in motordom 
at our show rooms on College Way where 
the runahout will 
■paaJc for itself. Sign- 
ed. James and Marion 
Calkins, Inc. 



«1 USE' THE ■ RIGHT STEEL ■ FOR T H E R 1 G H T • P U R COS E >► 




A Staff of Metallurgists 

Jar Field Service 

UNDER existing conditions of keen com- 
petition and changing demands, the 
necessity to "use the right steel for the 
right purpose" frequently calls for expert metal- 
lurgical advice. Plant executives are continually 
facing unusual problems requiring the use of 
different types of steels or heat treatments. 

To meet this need we maintain a staff of 
experts thoroughly trained and experienced in 
steel applications as well as machine design and 
set-up. Without obligation, their service is ren- 
dered right in the plants of those manufacturers 
desiring such cooperation. 

Union Drawn Steel Co. 

Bearer Falls, Pa. 
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i writing to I' Sins Du»S' Stutt. Co. vacate mention .Vo(ion"» flu«inr«« 
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Brown ,t Bigclnw. Ine 161 

Burroughs Adding Machine Co St 

Busb Terminal Co Ill 

Butler Manufacturing Co Ill 

Cadillac Motor Car Co. 1 

Chevrolet Mutur Car Co SI 

Circle A Froducla Corp 110 

Citutens Trust Co.. The IB 

Commercial Credit Co. 10* 

Commt-rcial Investment Tnut Corp IM 

Common Brick Manufacturer- Aam. 142 

Consolidated Expanded Metal Companies 171 

Crane A Co.. 1st;. US 

Crowell Putiliihtnc Co 101 

Cutler Hammer Manufacturing Co 183 

Davey Tree Expert Co.. Joe., The... Ind Cov. 

Detex Clock Co 100 

Detroit SleH Products Co. 138 

Dexter. C. II.. A Son*. Inc. 184 

Dictaphone hale. Corp.. The 147 

Dodge Brother*. Inc 14S 

Dodge Manufacturing Corp »S 

Doehler D« Can nig Co US 

Dollar Steamship I.inr-Ainerican Mail 

Line ISS 

Domestic Electric Co 107 

Duke Power Company 17 

Egry Ilrguter Co.. The 178 

Elliott Addreaaing Machine Co 144 

Engraved Stationery Manufacturers Aaen. 189 

ErjiuuWe Tnut Co 171 

Eri» Chamber of Commerce DM 

Erw Railroad 137 

Emit A Ernst 144 

Este*. L. V., Ine 04 

Fdt A Tarrant Manufacturing Co. 104 

Ferguson, H. K . Co 148 

Firestone Tire A Rubber Co 188 

Frrnch A Hrcht 148 

General Officii Ei|uipment Corp 131 

Gillette. Safety Runt Co (I 

Otmlrirh. B. F , Rubber Co (3 

llalsey, Stuart A Co 170 

Health Extension Bureau 173 

Hinde A Daurh Paper Co S3 

Harder* Incorporated 110 

nornblnwrr & Weeks IfUi 

Hyatt Roller Bearing Co 77 

Indiana Limiiaone Co 83 



PACE 

Industrial Brownhotst Corp. II 

Insurance Company of North America.... IM 
International Hustara. Machine* Corp.... I 
lntnaatiooal If.rve.ln t . of Amerfca.. 71 

John Hancock Mutual Lifr Iiuuraur* Co. 140 
J. Jin. Mamille Corp. Sat 

Katiaaa Cil> Chamber of Cotumnce IM 

Kwiberly-Clark Co. M-M 

Lauison Company. The IM 

Literary Guild of Amervia. The..,,.:,... t 

Loutevdle Drying Machinery Co 170 

Lucas. John. A Co M 



Ma.,n Fibre Co. 

Master Builders Co.. The 
Matthews. \V M Corp.. 
Middle Weal Utilities C. 
Milla Company. The.... 
MiUaukee Road. The.... 
Module Manufacturing C 



... 140 
...100 
... 114 

... m 

... 101 



Morkriun-Klcuuchuudt Corp 10S 

Morrison. George. A Co. 173 

Mnltrpost Co., The ISO 

Multutanip Co., Inc.. The 144 

National City Co 173 

National Lamp Wotks of Gen, Elec. 

Co Id Cov. 

National Lumtier Manufacture:™ Assn 105 

New Jersey Zinc Co ISS 

Norton Company 151 

Oakite Products. Inc 120 

Oakland Chamber of Commerce 101 

Oakland Motor Car Co 57 

Oil Heating Institute ] IS 



Pari 
Pagi 

Park 
Park 

Peel! 
Pern 

Phoi 

Ma 

Tost 

r i< 



Co.. 



71 

lion 180 

N 

Co. 130 

nj......... ........... 178 

M....... 151 

nation of Aiunaa 187 

116 

101 

tig Co 106 



Iteiniiigtofi Raud Business Service 81-63 

Ilea Motor Car Co 17 

Reynolds. R. J., Tobacco Co, 6th Cov. 

Kieharilt-Wilcox Manufacturing Co 1 

Roanoke Chamber of Commerce IM 

It. .I.eit. on. H. II., Co II 

Rolls Ro>re of America, Inc. 134 

Royal Typewriter Co.. Ine 79 



Scripps Howard 
Southern Cyprea 
Special Product i. 
Stone A Wrt.nr 
Sturtavant. B. F, 



cw,,*!***. 177 

Isnufscturing Assn 121 

Muilitnea, Inc 141 

tne 17 

o., Inc ]M 



Todd Company 117 

Toledo Metal Furniture Co. 185 



Union Drawn Steel Co.. 
Votuuut Oil Co. 



103 



4 



Wagner Electric Co IM 

Wonamakn. John 186 

Waterman L. E . Co M 

Western Electric Co. 01 

Weaiinghnus* Electric Mfg. Co. 181 

Wisconsin Electric Co 192 

Worthmgton Pump A Machinery Corp... 158 

Yawman A Etbe Mati.ifartutiiig Co....... 118 

Voungstown pressed Steel Co. 149 



t THlS is the fourth of a series 
of editorials urilten by leading 
advertising men on the gen- 
eral subject of "Advertising" 




It's Old, 
Before the New 
Wears Off 



CIIAHI.I.S I kl TTKHI.N 
In id n[ flit' (rcncial Motors 
search Latiorutorics, recently 
pointed out how the automotive engi- 
neer, mi less than 1 lit' designer ttf eloth- 
iiiu. must keep evcilastingly nbrea-t of 
public taste. 

To illustrate lie said "Suppose «o 
were to take today .i new automobile and 
enrlose it ill ail airtight - case Then 
suppose that at the end of a year we 
should 1 lis" public tn rome ill ami 

look at the ear Tiny would tind its 
linish still lustrous, its upholstery flow- 
less and its chassis as perfeet as the day 
it left the faetory. But if we were to 
a-k them to write what they would ]>a\ 
for the car, the figure would be less than 
the list prire it carries today. 

"Then if we had them rome hack a year 
later — two years later — and naked the 
-aim- t|Urstiiiit, we would find that each 
estimate would always !»• Itvs than the 
preceding. Ultimately they wouhl say: 
"Although the car has never been used, 
li s obsolete. We are nut interested in it ' 
"Our e;ir would be the same but public 
taste would have changed." 

In that story is food for thought lot 
all who use advertising. Public tu-tc ami 
public opinion are always in a state of 
Ilux; what 1" fre-h and stimulating today 
is old-fashioned tomorrow. 

Advert ising is governed by the same 
broad rule. The principle, "Let well 
enough alone," means stagnation and de- 
cay. What stirs the imagination today 
arouses only casual interest tomorrow. 

All this seems very simple — because it 
is fundamental. It can be disregarded 
only with disastrous results by the man 
who is concerned in the continued ef- 
fectiveness of advertising effort. 

Let him be watchful ol changing trends 
in public taste, and maimer of living 
Let him discard the old without, regret 
ami act promptly to meet new conditio" 
with fresh ideas and methods of attack. 
If he does, he is destined to come out 
on top. 

If. T. Ewai.d 
Cam pbell-Eirnld Co. 
Detroit, Michigan 
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Don't th row liqht away 




lly imrd tine 
i Bte Til** New Jrrary 

/uir Company '* " X \ " 
Zinc Owlmod " Altxluh" 
UthtMti UdMHM b ■ 
■ •tmbiiuitiun of /INC Sul- 

I i i- 1 ■ i " ■ HariiimSulnhnf r. 

II it nnt »f iliff ^)nl>"l (.!■•- 
rntft k :i ■ ■ -. - i foiitnlw 

utmto ■iiMiotluif <•« uf fctliali. 



Save it with It kite 
Zinc Pigment* Paint 

1IGHT pays dividends. Lower 
J electrical consumption, 
greater ease of operation, fewer 
accidents, greater cleanliness 
ami sanitation, all arc interest* 
bearing results of well lighted 
plant interiors. 

Better illumination depends 
on white paints — their superi- 
ority for this purpose has hcen 
amply demonstrated. While 
paints reflect practically all the 
lijiht that falls upon them and 
diffuse it uniformly — there will 
he no dark spots. 

While paints containing siffe- 
ntantial proportions of the sine 
pigments — Zinc Oxide and Li tho- 
pone (correctly combined wilh 
the proper oils and driers: are 
permanently white, easily 
washed and durable. Light pays 
its highest d ividends when whi tc 
zinc pigment* pain Is are used. 

The contrast in the photographs of 
this advertisement speaks for itself. And 
the reduction of 20% in electrical coil' 
r.nmption made by one company re- 
cently 1 name on renncst through the use 
rf u hite interior paints containing si u. 
S I ANTIAI. PROFOK t'loVS (It /IV FH.MIM- 
indicates the value of better lighting 
through better pointing. 

'New JerseS* 

.zinp; 

The New Jersey Zinc 
Company 



](.() Front St 



New ^ ork 



[Plrtftir drn.l ror A UioMrl Irlhne why brtti-r I 
paint job- »rr olnsinrii wilh Einr filgmeni nttiaU. 
Nimr Faaillnn I 



Zinc Pigment Paints 

What writing fa Thd NTkw JttsiT JCinc Com tint pi mm mm turn Xotion'i BuMinna 



N 



ree 



to ^nyone interested in cutting ^osts 




G. An Advertisement for Bell LtftU Distance Telephone Service 



To lower distribution costs, business is turning to 
the key town method of buying and selling by tele- 
phone. By this plan each representative can" travel" 
farther, reach more people, buy and sell more — and 
cue expenses. 

The national key town map, showing key towns 
and their calling areas, is now ready. This and re- 
gional maps may be obtained at any Bell Telephone 
business office. They are free. 

Key town plans work like this. The sales or pur- 
chasing representative goes to the key towns in 
person. From each he makes his contacts by 
telephone with customers and prospects in 
that area. Expensive visits in person arc made 




less often; yet by telephone more frequent an 
up-to-the-minute relations are maintained. 

Related telephone services supplement the key 
town plan. Classified business telephone directories 
furnish lists of prospects, sequence calling lists save 
hours of time, the Bell System credit plan makes it 
possible to have bills for calls sent to home offices — 
avoiding the carrying of cash and helping in keeping 
records of contacts. Thus, Long Distance can be 
custom-made to fit your selling or buying problems 
— to increase business, yet lower costs. A call to 
your Bell Telephone business office will bring 
a copy of the national key town map to 
you Number, please- 




J^ational MAZ 



*V T A \i 




Qame Called 
on Account of Darkness 19 



kOO dark to play! 
He's calling off 
JL the game and dis- 
appointing thirty thou- 
sand cash customers. Yet 
the light right there on the ball 
field measures many times that of 
the average factory. 

Too dark to play ball ! Yet there 
is at least sixty times as much light 
as your men have to work under. 
No wonder that you are probably 
losing five, ten, or twenty per cent 



of the production you should have. 

Is the "game called" in your 
plant whenever a cloud passes over 
the sun — or whenever you have to 
replace sunlight with artificial light 
for a few minutes or a few hours? 

Factory lighting is important — 
so important that we have issued a 
new book on the subject, that we 
want to place in your hands. Write 
for a free copy of "Plain Facts 
about Factory Lighting." 



MAZDA is not the name of 
a thing, but the mark at a 
Research Service centered 
in the Research Laboratory 
ies of General Electric Co. 




NATIONAL LAMP WORKS 
of General Elertm" Co. 
Ncla Park, Cleveland. Ohio 

Send me b free copy of your new book — "Plain Facts 
about Factory Lighting." 

Name 

Company... 

Address , 



t 




Pe rsonally, I smoke for pleasure 

"When enjoyment is the first 
1 deration, the overwhelming choice is 



7 7 
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S. R 1 Rryn..UU T..1....... 

Ulll|lUII.V. Wnm(«n Stttcfll. N. C. 



CAMEL 



....... C«*it*l . , MtNINDM, p.C. 



